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Small Business Problems 
An editorial 


Selling Stock Items 


Buffalo salesmen steer clear of specials 
without losing orders 


ID's Readers Answer Salesman's Cry 
GED 6 wa Has bal bind ba 6.90 CoM eares | 


Here are more ‘what to do's’ for Case No. 1} 


“We'd Be Lost Today without 


SEE. 0400 ceakcs 6agae 
Wheeling monagement gives seven reasons why 


Redeveloping Our Cities ............... 
Solutions to traffic problem are not so easy 


They Add Up to Sales . 
Interest, service and confidence are advocated 
by New Orleans salesman 


Boon to Buyer and Seller ............... 


Product surveys are answer for Kalamazoo firm 


How Would You Answer These 
ee ce enes 


Memo and case history are textbooks for Los 
Angeles sales meeting 


Building Means Moving—Plan for Both .. . 
St. Lovis and Huntington firms did by thinking ahead 


How to Get Things Done .............. 


Assign responsibilities, delegate authority are 
twe good ways 


Make Time for Management Job, Too .... 


Salem, Ore., distributor executive sets time aside 
for developing and improving policies 


Use Your Head to Seli New Prospects ..... 


Lovisville salesman directs efforts to do most good 


“There Is No Such Thing as 
Scientific Selling” ....... 


Branch manager of monufacturing firm gives his views 


A Day for Gravity .. 
Eliminate the force of gravity? Here's an 
ergument for it 
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\ sales meeting at a Los 
Angeles firm had one ob 
jective to stimulate 


creative thinking. Salesmen 
were asked to propose so 
lutions to sales problems; 
the case history method 
was used. To contrast your 
thinking with theirs, turn 
to page 92 





PLAN AHEAD 


— 


A St. Louis frm fitted it 





stock into predetermined 
area. Drawings and moch 
ups helped a Huntington 
distributor to fit his ware 
house around his stock 


Page 97 tells how they did 


it 


NEW PROSPECTS 


Louisville salesman directs 
his efforts to filling specif 
needs. He takes seven fa 











tors into consideration 

You'll find out what they 

are and how he puts them 

into practice on page 108 
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THE NEW ENGLAND SUPPLY HOUSE OF INDUSTRY 


WHY ~<: 


CONCENTRATES UPON RED FE STANDARD STOCK CENTERS 


“THE RED-E LINE is best for us, 

because it is a COMPLETE line; 

the only complete line of live 
centers to our knowledge. This is most advantageous to 
us—it affords a chance to cope with and sell a center for 
every application. Besides, it's a good name with an ex- 
cellent reputation.” 


Signed 

James F. Donahue 

General Manager 
*Chandler & Farquhar Co. 

900 Commonwealth Avenue 

Boston, Massachusetts 


CENTER Specialists 


READY TOOL has developed the center business into 
BIG PROFIT business for RED-E distributors. With 
absolute minimum of selling effort, distributor sales- 
men close orders for RED-E centers that not only re- 
flect handsome profit but create good will... because 
RED-E centers will improve the quality of work and 
increase production for their customer. Is there any 
other center on the market that can guarantee a micro- 
finish with absolute roundness? 


7 Basic designs in over 200 standard models. Sizes, types 
and tapers for every application ... every machine. 
Speeds up to 4000 rpm, 200 tons capacity. 


Salesmen: Take a tip from Chandler & Farquhar who 
sell and profit with RED-E. Ask for copies of the New 
RED-E complete catalog, and other sales aids; see for 
yourself why RED-E is best for you! RED-E Repre- 
sentatives are ready to help you get started today! 


Since 19086 


READY TOOL COMPANY 


563 lIranistan Ave., Bridgeport 5, Conn. 
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RUGGED STEEL HOUSING forms 
i firm base to absorb extreme! 
evere load impact. Extra large 
dowels properly position cap and 
base. Housing is available with 
slotted holes for casy lateral ad 
justment, or with drilled holes, 
as required 


EASY TO ASSEMBLE—C ap can be 
conveniently removed from base 


for ready access (oO Dearing 


STEEL LABYRINTH SEALS are used 
with oil or grease lubricated 
- bearings to prevent leakage of 
lubricant keep dirt out 





ill Bearings with Steel Housings 
Handle Loads of Over 300,000 Lhs. 


STEEL PLATE moves 

smoothly and safely 

over large rollers mounted 

on Link-Belt Mill Bear 

ings. These tough, precision 

roller bearing blocks maintain 
low-cost efficiency day-in, day 

out om steel mills, mines, found 
ries and other severe service jobs 





rubber 
grease-lubrication only provide eter and larger 
effective bearing protection 


DOUBLE SEALS are standard on 
inch diam 
for both oi and 


COMBINATION felt and synthetic 


contact type seals for bearing sizes of 


grease lubricated bearings 





“RC” Couplings Maintain Proper Balance at High Speeds 


Thanks to Link-Belt’s exclu 
sive divided roller design, 
R¢ flexible couplings offer 
single width chain simplicity 
with double-width chai ad 
vantages for low-cost, efficient 
shaft connections. Independent 
engagement of rollers with 
teeth of coupling halves not 
only maintains proper balance 
t high speeds it effectively 
compensates for end-float and 
misalignment, equalizes load 
and simplifies installation. This 
divided and balanced load dis 
tribution minimizes wear 

“RC” flexible couplings are 
manufactured from premium 
steel for durability. Steel roller 
chain is precision-made to 
maintain long-lasting pitch 
control. Accurately cut teeth 
of coupling halves distribute 
loads evenly 


Pe 


“RAC” FLEXIBLE COUPLING with Style R spun metal revolving housing 
joins motor shaft and Link-Belt drive for textile mill print washer 
Enclosure protects coupling from dust, water, grime prevents 
lubricant leakage. Available in thirty sizes, 4% to 12” bores 
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Now Available for 
Shafts up to 11 in. 


Link-Belt Mill Bearings com 
bine free rolling precisior wit! 
cxira strength to withstand in 


a Sales dustry 's heaviest 
Meeting 
in Priat 


loads and hard 
est impacts. Self 
aligning 
minimizes shaft 
deflection and 
misalignment to maintain full 
load capacity under radial 
thrust or any combination of 
radial-thrust loads 
self-contained, fa 


che sign 


I hese 
tory-adjusted precision roller 
bearings come ready to install 
Built-in adjustment facilitar 
assembly and disassemt 
igning 
rings hims and other aux 


climinate need for 


component 
Rugged, two-piece 
housing protects bearing 
plifies installation and ineap 
tion, permits quick changeover 
See Book 2665 for data 





LINK-BELT COMPANY 


Plants in 

Indiana e 
(hcago ¢ Adanta « { 
Pa el ton « Mis 
lis ¢ San Prancem 
Anacles « Searth 


Offices in Principal Citic 
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Are you still trying to decide which lever 
to pull down come November 6? Or did 
you make your choice months ago? In 
either case, you still have a month to wait. 
Meanwhile, we have our own election 
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winner. So, this month, exercise your right 
as a discriminating reader; next month, 


ss an American citizen. 
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For More Sati 














Sell proTO 
Heavy-Duty Industrial Wrenches, Too 


$ : ) 9 
» 


Give your customers the wide selection, the 
right wrench for almost every job, in PROTO’s 
line of extra-strong industrial wrenches. Forged 
from special alloy steels, all have the superior 
design that makes PROTO easier to sell! 












_ 








Be sure wou? tock is complete In stand 
ards, midgets and giants, Send for catalog of 
entire line to 


PLOMB TOOL COMPANY 








Show your customers that PROTO Indus 2215L Santa Fe Ave 
trial Tools are built to withstand industry’s Los Angeles 54, Calif. 
roughest punishment and they'll keep com = 
ing back for more! PROTO’s wide selection of aia cil eA 
professional-quality impact and power sockets anes ms “hac” at 
is a typical example. You'll get many more sales . {a (\ 


when you demonstrate that special PROTO 
alloy steels and superior design give great 
strength with less weight, give toughness and 
snug fits, that these “tools with guts” fit both 
standard power equipment and regular socket 

wrench handles and attachments. Eastern Warehouse and Factory, Jamestows. 0.1. + Conadion Factory, Londen, Ont 
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AVAILABLE IN FIVE TYPES 
FOR ALL KINDS OF SERVICE 


DODGE-TIMKEN 


America’s Quality 
Pillow Block 






Dopacez DISTRIBUTORS have learned 
through long experience that Dodge- 
Timken Bearings prove their quality de- 
cisively where service conditions are 
toughest. Their superior performance, de- 
pendability, and long life assure your 





customer's satisfaction 

Dodge-Timken Pillow Blocks are ideal 
Distributor products because they are ad- 
justed, lubricated and sealed at the fac- 
tory. Labrynth seals effectively retain the 
lubricant and prevent the entrance of dust 
and dirt. The inbuilt precision of Dodge 
Timken Bearings is protected both on and 
off the shaft. They are delivered fully as 








sembled, ready to mount 

To meet varying service requirements 
Dodge-Timken Pillow Blocks are provided 
in five types——the Type E .. Double Inter 
lock (illustrated)..Type C..Special Duty 
and All-Steel. Shaft sizes from 1s” to 10” 

For the complete story write for Bulletin 
A-638 with load ratings, dimensions and 
other data on Dodge-Timken Roller Bearings 


DODGE MANUFACTURING CORPORATION 
500 Union Street, Mishawaka, Indiana 


@ COMPLETELY ASSEMBLED 
@ FACTORY ADJUSTED 
@ PRE-LUBRICATED 


THE TRANSMISSIONEER is featured in Dodge advertise 
\ ments, which appear in leading industria! publications 
| Prospects are directed to ‘call your local Dodge Dis 
tributor’ for information and assistance on new, cost , > of Mishawaka Ind 

’ . 


saving developments in power tranemission machinery 











6 INDUSTRIAL DISTRIBUTION © OCTOBER, 1956 








Roll out the weleome wagon for new 


P.A.’s; three-phase sales training program 
stress benefit 


outlined; 


to customer 


in sales, says assistant sales manager 


An “Industrial 
Welcome Wagon” 


New York, N. Y. 
Every and then run 
across an idea that has merit but is 
too remote for our clients to use. 
Such an idea occurred to us recently, 
and I thought I'd outline it for you, 
since it may be of benefit to indus 
trial distributors 
The whole thing started when we 
thought that if some such thing as 
an “Industrial Distribution Wel 
come Wagon” existed, it would be 
of distinct benefit to industrial dis 
tributors, as well as to our clients 
who sell through them. You are 
probably familiar with the “Wel 
come Wagon” organization, which 
sends a representative of local 
retailers with an assortment of gifts 
to call on and welcome a new family 


now we 


into a neighborhood 


Tell Distributor's Story 


We then thought it would be a 
good idea to set up some system like 
this, in which a representative or 
representatives of industrial distrib- 
utors (eg, a Chamber of Com- 
merce man) would call on a pur 
chasing chief of a new plant in the 
industrial neighborhood. He might 
give him a few gifts, and offer him 
pertinent information about distrib. 
utors in his area. This would also 
afford a wonderful opportunity to 
tell or retell the story of the eco 








Conraisutions to “You Said It” 
are welcome from all readers. Write 
on any topic you like; we'll publish 
it and, if vou do not want to be 
identified, you can rest assured that 
we know how to keep a secret 
Now’s the time to get that gripe 
off your chest—now’s also the time 


you should speak up with your 
ideas. Let's have ‘em 
Just send your letter to the 


“You Said It” Eprror, Inpusratar 
Disraisution, 330 West 42nd St., 
New York 36, N. Y 


The Editors 











nomic function performed by dis 
tributors. 

There are several variations of this 
plan that are possible, if this one 
should not be practicable. Obvi 
ously, the details would require a 
certain amount of working out. 

At first, we naturally considered 
the possibility of setting up some 
thing like this on our own but, 
obviously, to achieve genuine su 
cess, such doings would have to be 
handled at the level of the National 
Industrial Distributors’ Association 
and the Southern Industrial Distrib 
utors’ Association or the U.S 
Chamber of Commerce 

As for our own contribution, we 
would urge our clients to cooperate 
with any plan that may be devised 
and back it through their sales, pub 
licity and advertising programs. 

I thought of suggesting the idea 
to the presidents of the National 
Associations, but 


and Southern 
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Industrial Distribution 


You Said It 


thought it would be better to write 
to you first to see if the idea has any 
basic value, and to get any general 
comments that you may care to 
offer 

May | hear from you at your con 


vermence? 


Acyrep J, O'Baren, Jr 
Publicity Director 
O. S. Tyson & Co., Inc 


e We think it is an excellent 
idea, In working out details it 
might be that the presentation 
of gifts would be eliminated, but 
the idea of welcoming a new 
company certainly is sound and 
is good business. What do you 
think of the idea? 


Three Phase Training 


Newport News, VA 

While had 
“training programs” in the past, we 
find they were not purposeful nor 
did they continue to leave their 
imprint on the different levels of 
experience and job responsibilities 
in our organization. We are now 
in the process of revising our train 
ing. 

The approach is to have training 
in three phases—“basic,” “interme 
diate,” and “advanced.” In the 
basic, we want first to expose the 
newcomer—the  traince—to the 
of industrial distribution, the 
Continued on page 10) 


our company has 


basi . 











KEY-LINE SELLING 








| LUNKENHEIMER | oo —— 
distributors 

We cooperate with our distributors; instead of competing with 
them. All too often, valve distributors are forced to take com- 
mission business on inexcusably narrow margins. This isn't 
a profit—it's a gesture—and distributors cannot meet their 
rising operational costs with gestures. Lunkenheimer Valves 
sell out of stock at good profit-margins, and their recognized 


quality keeps them constantly in demand. 


_LUNKEN}EIMER Gr limi 
new products 
specifically designed to sell off your shelves as stock distributor 


steady-volume items. The LQ600-150 and new LQ600-200 are 
notable examples, and their success is proof of the soundness 





of this policy. 


KEY PRODUCT LINES LIKE LUNKENHEIMER 
VALVES HELP GIVE YOU A GOOD PROFIT 


OP ga ae 


BRONZE - IRON - STEEL - PVC 
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LUNKENHEIMER VALVES ARE HIGH ON THE 
LIST OF GOOD-PROFIT, OFF-THE-SHELF LINES 


Today’s top industrial distributors are concentrating sales effort on the key 
lines of high-demand items that sell off the shelves at full distributor profit. 
Key-line selling is the answer to the number-one distributor problem — 
shrinking net profits. And Lunkenheimer Valves are always listed near the 
top of any carefully selected key-line group. Below are four good reasons why... 





boosts your net profits... 
| LUNKENHEIMER | supports its key line with advertising 


in all the leading trade publications read by valve buyers, 
and with Coordinated Promotion Materials prepared espe- 
cially for distributors’ use. Every Lunkenheimer promo- 
tion is geared to the selling efforts of Lunkenheimer 
Distributors and tied in closely with individual promo- 
tions in local markets. 


| LUNKENHEIMER — helps train distributor salesmen 


in practical, down-to-earth valve selling techniques, 
backed by thorough product knowledge. The factory- 
sponsored Distributor School in Cincinnati, coupled with 
frequent sales meetings in the field, provide the strongest 
program of sales training in the entire valve industry. 





The Lunkenheimer Company « Box 360, Cincinnati 14, Ohio 
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Suchet Set Screws 
“Sat-tok” Cop Screws 





*eeeee eee eee eeeee 





’ 
° Socket Cop Scrdwe 
e . 










Flay Heed Socket Strows, 














Socket Screws 
Exclusively! 











WA 


Plenty of 
Get-up and 


One of the main reasons why so many distributors are do- 
ing a big job with Blue Devil Socket Screw Products is 
that it’s an exciting line, packed with new products that 
meet a real need, Only Blue Devil's got “Lep-Lox” and 
“sar-tox” ... and when a distributor can supply fasteners 
like these, he can go to town, How about you, Mr. Dis- 
tributor .. . the details about the “new look” in 
Blue Devil? Better write today! 


Seld Only Throvgh Authorised industria! Distributors 


Carety Cocxer Conew Company 


6500 Nerth Avondale Avenue * Chicage 31, Mlinois 


Actual cross-section die- 
grom thers how cold 
ferming of Bive Devil 
Socket 
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You Said it 


Starts on page 7 













































purpose of a wholesale distributor 
In this same theme, we plan to 
wcquaint him with general lines 
handled. In the intermediate phase, 
we wish to explore internal opera 
tions, factors of good operations and 
to develop the various products 
prices and applications. In the 
advanced phase, we hope to explor 
‘selling and salesmanship” —th« 
engineering and technical aspects of 
the product and its application, in 
cluding the use of factory schools 
et 

| give you this general outlin 
of our thinking in the hopes that 
you may have some suggestions, writ 
ten material, ideas and histories 
which will help us in developing this 
training. Anything you can offer 
will be greatly appreciated. 


R. F. Ourgepnix 
Personnel Director 
Noland Co., Inc 


@ We've sent Mr. Ourednik sev- 
eral reprints, now we'd like to 
know what you think of his 
training ideas. 


Benefit the Customer 


Brooxiyn, N. Y 

I should like to take this oppor 
tunity to extend personally my con 
gratulations on the excellent job you 
are doing in Inpusratar Disrrimt 
tion. You have made your publica 
tion not only interesting and in 
formative, but you have set a high 
standard for material content as well 
Being most particularly concerned 
with the sales field, I am thinking in 
general terms of your articles dealing 
with sales and, more specifically 
with your editorial in the July issue, 
“Are You Selling Customer Bene 
fits?” 
[ am fully in accord with what 


Continued on page 14) 
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what s going on al ARV EL? 


1. A NEW BUILDING PROGRAM... 


ie} Not long after you read this, we will have completed the 
ite: MARVEL plant expansion program which will double our 
already considerable manufacturing space. MARVEL’S 
confidence in the future and its continuing development, 
coupled with the increasing demand for MARVEL Hack 
Saws, Band Saws and Hack Saw Blades, makes this expan- 
sion mandatory. 







2. A NEW “SUPER” BAND SAW 


In our enlarged plant, we will demonstrate for the first 
time, a completely new, heavy duty, all-hydraulic, fully 
universal MARVEL Band Saw designed especially for 
High Speed Steel Band Saw Blades. This new “Super” 
Band Saw is heavier, more powerful and rugged than any 
band saw yet available. It incorporates a great many new 
and exclusive design and operating features to make it the 
most advanced Band Saw for BOTH high production and 
universal work 


3. AN INVITATION TO “TRY” BEFORE YOU BUY 


Ray IN) | One or more of the new Band Saws will be set up in our 
serie y new plant, together with new, improved MARVEL Hack 
aes Saws, to demonstrate comparative performance on a wide 





variety of work. We will also set up specific cutting-off jobs 
requested by customers or prospective purchasers on both 
types of machines and arrange to have interested personnel 


C9 = observe and check the demonstration of comparative saw 
. performance on their own work. 


wat 

bag 88 a? 
\e7 ae 4 What better way is there to prove to yourself 
=— the speed, accuracy, efficiency and economy of 
MARVEL Saws and to select the right type of 


saw (hack saw or band saw) to best fit your indi- 
vidual job requirements? 


ARMSTRONG-BLUM MPG. CO. 
5700 Bloomingdale Avenve * Chicego 39, Illinois 
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NOW! YOU CAN ACTUALLY SHOW YOUR CUSTOMERS 


RUST-OLEUM 


PENETR 


of rust to bare metal as seen 


The greatest concentration of Rust-Oleum advertising in history is placing the results of this 
important research before your customers and prospects! Dramatic four-page advertisements 
in color in twenty leading business publications such as MILL & FACTORY, FACTORY, and 
PURCHASING, etc.—powerful two-page advertisements in TIME MAGAZINE, NEWS- 
WEEK, and BUSINESS WEEK! Rust-Oleum advertising like this wil! continue all through 
1956 .. . showing your customers and prospects just how Rust-Oleum penetrates through 
rust to bare metal, 
Think what this important development means to you! You can prove Rust-Oleum 
atery by your rusted panel demonstrations -AND NOW YOU CAN SHOW 
RREFUTABLE PROOF OF PENETRATION as revealed by actual Geiger 
Counter tracing! This remarkable penetration by Rust-Oleum’s specially-processed 
fish oil vehicle is the difference between Rust-Oleum and ordinary materials! 
Use Rust-Oleum’s specially-prepared sales tools to go over this story of 
penetration with your accounts... show them the thirty-page report 
on Rust-Oleum penetration prepared by Battelle Memorial Institute 
technologists... ga over the results page-by-page with them. 
Rust-Oleum penetration of rust to bare metal can save 
your customers thousands of dollars in costly surface 
reparations . .. and it can mean thousands of dollars 
in additional Rust-Oleum sales for you. 








Hivetretion of cress sec 
tien ef rusted metel 
cooted with Rust Oleum 
tenterged 150 times) 
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THIS POWERFUL STORY 
1S FEATURED IN — 


FACTORY 

MILL & FACTORY 
PLANT ENGINEERING 
THE PLANT 
PURCHASING 


MECHANICAL 
ENGINEERING 


CONSTRUCTION 
EQUIPMENT 


ARCHITECTURAL 
RECORD 


WESTERN INDUSTRY 

TIME MAGAZINE 

NEWSWEEK 

BUSINESS WEEK 
and 50 

other important 

publications 









Your Greatest Sales Tool! 


Be sure that each of your 
customers and prospects 
knows the facts in your con 
plete thirty-page report or 
Rust-Oleum penetration, pre 

pared by Battelle Memoria! 

Institute technologists. It co 

ers in detail the methods, pro 

cedures, and results of nearly 


three years radioactive research. It is registered in your name 
and is your most important Rust-Oleum sales tool! Remem 
ber you sell the only ons f ite kind in the world i: 
Rust-Oleum. The results of th nportant research serve to 
emphasize the fact that Rust-Oleu s distinctive 


own fingerprint 


RUST- ~ UM. 





Rust-Oleum penetration through vet te bore mete! os 
recorded by Geiger Counter is shown on the graph 
above in “Percentage of Surface Radicactivity” figures 





RUST-OLEUM CORPORATION «+ 2415 Oakton Street —Evanston, Illinois 


























The Little Professor says... | 


SUPER SERVICE 


You Said It 


Starts on page 








have said in this article and fe 
that too often the average salesma 
yerlook the tremendous selling 
owe i! tomer Benefit 


The Change Came 


in the past 10 vear American 
merchandising methods and sales 
techniques have undergone a tre 
nendou chang« Part of this 
hange was due to the merease in 
purchasing pow f the average 
American worker. A portion of thi 


hange can be attributed to the 


need of industry to maintain or in 


ise the high production level that 
vas set during the war vears. Regard 
le of the reason for this chang 


the sad fact remains that the present 


lel ile man ha become ‘ ite 
uch high-sour tern 
ology a Salk Presentat i 
sales Radiation yust t nentio 


1 Tew i d m the nirst ou Ca 





laim plagiarisn that h 


DURKEE-ATWOOD SUPER SERVICE SOLVES ne Meco ig. | eqn Aner 
TOUGH PROBLEM FOR CALIFORNIA OXYGEN CO. purpos 


V-BELTS ON THIS EXPANSION ENGINE, operated by the Cal Business Is Yardetick 








fornia Oxygen Co., really take a beating. In producing liquid | have always imagined busine 
oxygen, the 60 h.p. electric motor must serve both as driver and to be a large yardstick with just two 
brake . . . resulting in constant reversal of force on the seven belts end One is labeled “Make a 
GEORGE LUKER, General Superintendent, requires rugged, power Dollar” and the other “Save a Dol 
balanced V-belts . belts that are designed for the job. . . belt lar.” From the businessman's point 
that are built to take punishment of view, these are the only two thing 
that he is interested in. Therefor 
MR. LUKER chooses D-A .. . because Durkee-Atwood’s Super ilesman must fit his product 
Service is sales coordinated between factory, his distributor Western ind the uses of his product, within 
Industrial Supply Co., and his equipment . . . to supply the righi this framework. Once » prospective 


, - : ‘ oblems. 
answers to his transmission problems chthemeee fies bitem. deine thee a 


WRITE TODAY! Get the complete story on how Durkee-Atwood's product can do one of these two 


Super Service can help win more sales for you! Write Dept. 1D-10 things, the salesman is well on his 
WAREHOUSES LOCATED IN: Ationta, Chicago, Cincinnati, Clevelond, Dallas, Denver, wav towards « losing a successful sale 
Detroit, Los Angeles, Minneapolis, Nework, Oakland Not only has he made a sale, but he 


has made a friend as well, since h« 
ure to be welcomed back at any 
time as a positive asset to his cus 
fomel 
I guess this is turning out to be a 
long-winded way of my saving that 


|! am in wholehearted agreement 





Continued on page 
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One more good reason why it pays to sell CHICAGO fasteners 











On our payroll... 
but selling for you! 





CHICAGO’s fastener experts work hard at our own expense, 
B Continuing sales help. Fastener ex- 


to open new accounts for you! Often they work right along perte colling with you end fer you. 
with your salesmen. Sometimes they work alone. Either way, ® Full protection on all sales in your 
you benefit directly. territory. 

: : : @ A complete fastener line... over 
CHICAGO makes a complete industrial fastener line... Giae cidaiamandl ahaiiand Genee, 
including cap screws and ‘‘Safety-Plus” socket screw products. © Gaiden: | ibtecenanes, 
Furthermore, CHICAGO protects you on sales of all items CHICAGO'S unique carbon restora 
; ; t nd rigid qualit 
in your territory—whether you make the sale or we do! sont cae oh og aye | 

It pays to be a full-line cnicaco distributor. Vigorous @ Fest service and delivery. 

missionary selling on your behalf—plus the most liberal pro- © Preferred by leading manulac- 


tection policy in the industry—adds substantially to your turers throughout industry. 


profit. Ask us to prove it. Write our Standard Products 
Division— today. 


THE CHICAGO SCREW COMPANY 


@ Specialized engineering and metal- 
lurgical service. 











JISION OF STANDARD SCREW COMPANY @ ESTASBLIGHED 18672 
2503 WASHINGTON BOULEVARD, BELLWOOD, ILLINOIS 
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executive 
TEAM 
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MORSE 

INVENTORY 

CONTROL 
TEAM 








.all Specialists 
all Backing Up 
the MORSE 
FRAN CHIS HD 
DISTRI BUT'OR f 


MORSE TWIST DRILL & eae Cone aaa a MASS. 
of VAN NORMAN INDUSTRIES 
Worehouses in New od, Goon ee Ootles, = Oncis« 


MORSE 

y TEAM OF 

CARBIDE 

, TOOL 
SPECIALISTS 

















means DEL E: MOST” 
in Cutting eve 
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Which 
screw conweyor 
wouvuld yow rather sell? 


You'd prefer to sell the screw conveyor that does the 
most to boost your profits .. . the one that best satisfies 
your customers and increases their confidence in you. But 
you can't recognize this serew conveyor by the way it looks 
It may be exactly like another, to all appearances. 

Of course, you'd be sure that the screw conveyor and 
related parts are precisely engineered and manufactured 
to industry standards for economical conveying of bulk 
materials, But wouldn't you also be certain to evaluate the 
manufacturer's service and the availability of his product? 
You know that the plus factors of immediate availability 
and superior service are always important and often permit 
you to save your customers from work stoppage and pro 
duction loss. That's the kind of service which frequently 
enables you to get an order you otherwise would lose. 


FORT WORTH quality products are offered through 
out the nation by service-minded industrial distributors 
to whom FORT WORTH provides the premium of superior 
industrial service. 


Fort WortTH ":::" 


SPROCKETS — MATERIALS-HANDLING EQUIPMENT 





SHEAVES ~ V-BELTS 


Warehouse Stocks in ¢ Fort Worth « jersey City «¢ Memphis ¢ Atlanta ¢ Chicago 
St. Lows @ Kansas City © Shreveport « Howton « Obklghoma Clty ¢ Denver 
Los Angeles @ San Francisco ¢ Portland 
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You Said It 


Starts on page 7 





vith what vou have said, and I just 
want to let vou know that there arc 
many of us in the sales field who 
feel the same wa 


| look forward with keen antici 


pation and excitement to more arti 
les and editorials of a like nature 
BeRNARD JARMAINI 

Assistant Sales Manager 


Detecto Scales, In 


Positive Thinking 


Burrato, N. ¥ 


Haven't had a chance to com 
pletely study the September Brain 
torming feature but, from what 
I've seen, it’s the tvpe material we 
more of for sales direction 
I get the 


positive think 


iti tise 
and control impression 
the emphasis is on 
ing’ —something I'm all for. There's 


too much negative thinking; sales 


men always have a thousand reason 


May 


be some brainstorming sessions will 


why they can’t do this or that 


help twist such defeatism around 
to thinking of wavs and means to 


} complish our objective: 


What's the Answer? 


Incidentally, I enjoyed the “Don't 
Belabor the Obvious!” 


though this presents some thing of a 


article 


qu indary If we shouldn't overlook 
t and not belabor it, what should 
ve do with it? 

Again, we wish to thank you for 
the services that ID has given us 
And you seem to keep 
improving every year. We want to 
let you know that we appreciate the 


in the past 


work you are doing for the industry 


A. SALESMAN 


@ Middle of the road policy 
seems to be quite successful to- 
day; maybe the “obvious” 
should be handled in the same 
fashion. Thanks for not over 
looking the articles. 























Located in the middle of the Wyoming desert on US 30, Covey's 
Little America is a haven for travelers and truckers. It grew from 
a boy's dream to a self-sufficient tourist city of 30 buildings, 





pease a water supply in the desert is a 


tough job But Little America Tourist Court including lodges, gift shops, service station, dining room, sodo 
in the heart of the Wyoming Desert reports that fountain and cocktail lounge. 
; “¢ , > _ ’ 
Spanc CW Steel Pipe has stood up under desert General Contractor; Cannon Construction Co., Salt Lake City 
conditions better than any other pipe they have Plumbing Contractor: Smithfield Plumbing Co., Salt Lake City 


ever used. SPANG Distributor: National Supply Store, Rock Springs, Wyoming 


Iwo miles of Spanc CW bring in 30,000 gallons 
of spring water daily to Little America’s under 
ground storage tanks for cooking and drinking uses 
Spanc Pipe is also used for natural gas lines and the 
five-hydrant fire-fighting system on the 640-acre site. 

Fred Mauch, Little America’s chief maintenance 
man, says: “That Spanc water line is really holding 
up. Spanc Pipe has lasted better than any we have 
tried 

karl Holding, manager of Little America, adds: 





Our Spanc-piped fire system paid for itself, Savings 


o et! . iree 4 ; mae o ee : 
n the first thi . owe | tid for the entire SPANG Pipe supplies woter, natural gas and fire protection at 


cost of the pipe Pull ps and hydrants And the Little America, the world’s largest one-stop trovel center. All 
piping systems reach their main control areas through this under 


PANG Pipn from the spring supply to the main 
ground tunnel 


installation has been trouble-free in five years of 


operation! 


This is quality-controlled Sprang CW Steel Pipe in SPANG-CHALFANT SPANG 
cw 





action .. . typical of the service you get from Spanc DIVISION OF THE NATIONAL SUPPLY COMmPany 

Te rr 
im any type itiet sllation. Try ut and see! W rite for General Seles Office Two Goteway Center, Pitteburgh S = “e 
< 1) , Pa Owtrict Sates O8fues Atlanta, Boston, Detro Mowteor 
ihe mann | your nearest Pang, istriftputeor, Les Angeles, New York, Phdadeipnia, Pittsher gh, W. Lows 
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POWER TRANSMISSION DISTRIBUTORS: 
CT offers you more to sell... 


GILMER “TIMING” BELT DRIVES—Now com- 
petitive with every form of power transmission! The 
recently-announced XXH 1%"-pitch “Timing” Belt, 
combined with the established “Heavy Duty” and 
“Light Duty” series, gives complete horsepower 
coverage up to 1000 horsepower! 








This versatile, non-slip drive that requires no lubri- 
cation is now being used by nearly every big-name 
manufacturer in the country ...is fast becoming in- 
dustry’s leading form of mechanical power trans- 
mission. It's the BIG PLUS VALUE in the NYB&P 


power transmission line! 
























GILMER V-BELT DRIVES 
A complete and well-established 
line of V-belts and sheaves in- 
cluding (1) light-duty belts fea- 
turing electronic cord tensioning 
and improved molding process 
which, together, eliminate vibra- 
tion and uneven load distribution, 
(2) super-service belts made 
with improved Dacron cords for 
longer life and easier matching 
on multiple drives, plus distinc- 
tive red jackets to simplify stock- 
ing and identification, (3) con- 
nector-type Streamliner V-belt- 
ing in B, C and D sections and 
sewing machine sizes, and (4) 
link-type Gil-Link belting in A 

B, C and D sections. 





NYB&P—GILMER 
FLAT BELTING— ‘The com 


bined lines provide the broad 





GILMER FLEXIBLE COUPLINGS — provide 


for an unusual degree of both axial and angu- 
lar misalignment between shafts. Central non- 
metallic flex unit is equipped with rubber 
teeth on the inner surface, similar to a “Tim- 
ing” Belt. These teeth mesh with grooves on 
the metal end flanges. The coupling provides 
a high degree of torsional resilience and does 
not transmit lateral thrust. Just introduced, 
it will soon be available in a variety of sizes 


est selection of endless and 
connector-type belts for every 
application where flat belt 
drives are used. Such famous 
brand names as Kable Kord®, 
Test Special® and Speed 
age® are known for quality 
throughout industry! 
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more to help you sell...more profitably ! 








t By far the most complete and most versatile line of power 
transmission drives and equipment obtainable from any 
manufacturer of industrial rubber products. 


2 A combination of sales policy and products that affords a 
profit-level opportunity without equal. 


3 The most extensive staff of power transmission field en- 
gineers available to distributors and their salesmen. 


4 A correspondence course in practical power transmission 
engineering available to our distributors’ salesmen. 


5 Power transmission handbooks and computing aids which 
make it simple and easy to design a drive with accuracy. 


6 Seminars held throughout the country for engineering, 
management and purchasing personnel of industrial 
customers. 


7 A unique product (the “Timing” Belt drive) which helps 
distributors’ salesmen get into and sell new accounts. 


The NYB&P sales policy works for the Distributor. 


9 AN OPPORTUNITY TO REALLY SELL... NOT JUST 
MAKE QUOTATIONS! 


) V-BELTS AND ‘‘TIMING ‘ BELTS 


s Sn, , oa 


(Ga) NYB&P INDUSTRIAL RUBBER PRODUCTS 


ANYBs. NEW YORK amit & PACKING C0. } Market St. Passaic WN) 


J America’s Oldest Manufacturer of Industrial Rubber Products 
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Could you use sales 


How“3M”’ Distributor Salesmen have 


FURNITURE MAKER:SalesmanF.K.R., 
New York, smoothed the way to 50% 
savings in time and labor for a furniture 
maker with Three-M-ite Resinite belts. 
Operation was to sand edges of chair 
parts, A single #100 Three-M-ite belt 
replaced two former belt operations; 
gave a better result, Results for F.K.R.: 
one new—and steady—customer for 
3M Coated Abrasive Products! 


MFG. HOSPITAL EQUIPMENT: This 
Pennsylvania company chrome-plated 
bolts, then reworked the threads. This 
was slow, tedious, and often damaged 
chrome plating. Salesman R. P. suggest 
ed “Scorcn” Brand No. 850 Polyester 
Film Tape. Tape is applied to threads 
bolts are plated: tape is stripped off. A 
ood example of a salesman profiting 
rom solving a customer's problem. 


PHOTO EQUIPMENT: A manufac- 
turer of photo equipment uses abra- 
sive cloth belts to grind stainless steel 
cans. Salesman F. D., of Springfield, 
Maas., suggested they test Three-M-ite 
Elek-tro-cut Cloth Belt #60, They did 

.and realized a 50% increase in 
production. Three-M-ite belts now get 
first consideration by this customer 
for all stainless steel finishing! 


Just about every possible type of business is a prospect for “‘Scorcn’’ Brand Pres- 
eure-Sensitive Tapes and “3M’’ Brand Coated Abrasive Products. These actual case 
histories show how other 3M distributor salesmen have increased their ‘“‘take home’’. 


Why not you? 





Six Reasons 





why it pays to be a“3M”’ Distributor 


1, TOP-QUALITY PRODUCTS...always! “3M"’ Products 
are known the world over for quality. Both ‘“‘Scorcn’’ 
Brand Tapes and “3M” Brand Abrasives are continu- 
ously quality-checked before they leave our plants. 


2. STEADY PROMOTIONAL SUPPORT. A well-planned, 
year-round program of hard-working advertising helps 
pave the way to sales for you. Both “Scorcn” and “3M” 
brands rank high in recognition and preference! 


3. CONSTANT SUPPLY OF SALES HELPS. These range 
from ve product folders and industry man- 
uals to tion kits, movies, and sound-slide 
presentations. 





The farms “SCOTCH”, "3M", and “SAFETY. WALK” are registered trad 


arts of Minnesota Mining end Manvioctwring Co, S! Paul 6, Minn 
Kapert Sates Office, 99 Pork Ave., New York 16, MY.  Conede, *.0. Bex 757, Londen, Ontario. 


4. FACTORY TECHNICAL ASSISTANCE. Factory sales 
help-—including recommendations of special applications 
and materials—is always available to 3M Distributors 
to help solve customer problems. 


5. SALES PROTECTION. The “3M” Distributor is key 
man in our policies and plans. You get first crack at any 
factory-generated inquiries... you get full credit for 
factory-made sales in your territory. 


6. NEW PRODUCTS FIRST! Minnesota Mining and 
Manufacturing Company's continuing program of re- 
search assures you a line of the newest and best products 


on the market .. . and having them first! 
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like these? 


found extra business 


STORAGE TANK MFG.: Salesman 
E.P.R. showed this metal tank shop 
how to cut the cost of time and ma- 
terials to prepare a submerged arc weld 
from $7.36 to $1.52 each with “Scorcn” 
Brand No. 365 Glass Cloth Tape. 
After a trial order of 12 rolls, E.P.R. 
received an order for 180 rolls of this 
high-heat tape. Complete technical in- 
formation available. Write for it. 


\ : \i 
TOOL MAKER: A saving of nearly 


$15,000 a year was made by this 
company when salesman J.L. introduced 
them to /80 Three-M-ite Resin Bond 
Cloth over a 30 durometer scoop wheel. 
Operation was roughing and polishing 
sockets of shovels——formerly two steps, 
The backstand method proved faster, 
easier, and cheaper. Have any tool 
manufacturers in your territory? 


STAINLESS STEEL FABRICATOR: 
Salesman R.C.K. solved an “impos- 
sible’’ problem for this customer when 
he showed them how to hold non- 
magnetic stainless steel to a magnetic 
ques chuck using “Scorcn” Brand 

o, 400 Double-Coated Tape. Custo- 
mer now handles special orders they 
formerly turned down; R.C.K. gets 
commissions that formerly didn’t exist! 


Know these products of “3M’’ Research... 


PRESSURE-SENSITIVE ADHESIVE TAPES * COATED ABRASIVES ¢ "SAFETY-WALK”’ 
Pe 


Sold Worldwide under the trademarks 


REG. U.S. PAT. OFF 


ScoTc 


BRAND 





JOIN THE 
“2M Salesmasters’ Club” 


.. exclusive for 3M distributor salesmen only! 


Here’s all you do: Write us a simple letter 
telling of any successful experience you come had 
selling “Scorcn’’ Brand Tapes or “3M” Brand 
Coated Abrasives. You will receive a handsome 
parchment scroll, suitable for framing, with your 
name hand-lettered on it, certifying that you are 
a “3M Salesmaster.’’ The best experiences sub- 
mitted (in our opinion) will be published in this 
magazine with the photo of the Salesmaster who 
made the sale. Send us your experience today. 
Write: 
“3M” Salesmasters’ Club 
Minnesota Mining and Mfg. Co. 
St. Paul 6, Minn. 
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COLD FINISHED BARS AND SHAFTING — supplied in rounds, squeret, hexes, PLEKIGLE PLASTIC PIPE —for lawn sprinkling, irrigotion, industria! uses. Sup- 
flats and spacial sections in standard and special steel analyses. plied colled from Yo" thru 3” dia. in straight lengths in 4° and 6° dic. Pius 
@ complete line of fittings and clamps. 


REPUBLIC 


CD) Woldi Ulideat: Range off Standard, Steels 
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REPUBLIC 
HELPS YOU SELL 





AND 








be 
CHAIN PRODUCTS —inciude oll types of welded and 
weldiess chain, choin slings and accessories for 
home, farm, product or production use 


ROOF DRAINAGE PRODUCTS —o complete line 
thet’s competitively priced ond ready to we 
These high-quality products ore available in gal- 
vanized steel and ENDURO® Stainless Steel. 





No question about it—one of the best sales helps you 
can have is complete and adequate stock. And when 
you handle Republic Bolts and Nuts, risk of lost sales 
because you don't have or can't get what your customer 
wants is eliminated 

This basic sales sense is the reason behind our will- 
ingness to tie up substantial amounts of capital in well- 
diversified stock, plus warehouse space sallcuipasian 
For example, illustration at left shows a part of this 
inventory ready for immediate delivery from our giant 
Bolt and Chain Division in Cleveland, Ohio—largest 
fastener manufacturing plant under one roof in the 
world. In addition, large stocks are maintained at our 
plant in Gadsden, Alabama. From these two central 
locations, delivery is swift and sure, whether to re- 
plenish your inventory or to fill special orders. 

Beyond maintaining stock in quantity, Republic backs 
you with tremendous variety—over 20,000 standard, 
plus 8,000 special types and sizes of headed and 
threaded products to meet specific customer require- 
ments. 

When you add these advantages to the fact that 
Republic Steel is a well-known and respected name 
throughout industry—to the broad recognition of 
Republic's quality of product—to the time and trouble- 
saving new packaging and labeling system—you'll see 
why it will pay you to stock and sell Republic Bolts 
and Nuts. 

Get full information from your local Republic repre- 
sentative, today, or mail the coupon 





STERL SHEETS—for o wide variety of fabricating or 
repo applications. Available in ENDURO* Stain 
less Stee!, Electro Paintiok”, Continvous Galvanized 

stee! or copper steel base, Galvannecied 
steel or copper -stee! bose. 


Pans ane 


| REPUBLIC STEEL CORPORATION | 

| Dept. C-2164 

| 23156 East 45th Street, Cleveland 27, Ohic i 

| Please send more information on | 

| [ }] Fasteners (] Cold Finished Bars and Shafting | 

J iz hain Products [ }] Flexible Plastic Pipe | 

; [ } Roof Drainage Products { ) Stee! Sheets ; 

Stace Produ J Name Title | 
ane Company. -—- 
| Address i 

J cia Jom tate | 

LL waa nan ae ee warweawewawascawes —_— 
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Linco/n LUBRICANT 








Apply The Right Lubricant —In The Right Quantity 


At The Right Time 





A GREAT NEW EXCLUSIVE FOR LINCOLN DISTRIBUTORS 

.. ONE AUTOMATIC CENTRALIZED LUBRICATION SYSTEM 

TO SERVICE BOTH CLOSED BEARINGS AND OPEN GEARS, 
CHAINS, CAMS AND SLIDES, SIMULTANEOUSLY 





Lincoln's new MistOmatic® Spray Control Valve is designed for use with any Lincoln power-operated 
Centralized Lubrication System. lt dispenses a controtied quantity of mist lubrication on open, 
moving bi P Eliminates makeshift mop, brush of pouring methods of lubrication 








MintOmatic Spray Valves are also being used widely throughout industry with great success on 
assembly lines for spraying pre-measured quantities of grease, oll, paint, Quc and similar material» 
on production components. Applications unlimited Bulletin 809 for complete details 








NEW POWER-DRIVE 
CENTRALIZED SYSTEMS 
ANNOUNCED 





These revolutionary centralized lubri 
cation systems are specifically designed 
and engineered to meet the proven in 
dustry need for a method of automatically 
applying viscous or fluid lubricants to 
bearings on individual machines at 
predetermined, self-controlled time in 
tervals 

This tested method of lubricant appli 
cation assures maintenance of a proper, 
pre-measured film of refinery-pure lubri 
cant on al! bearing surfaces ‘Timing and 
control devices are incorporated in the 
lubrication system to suit the machine's 
individual requirements, based on such 
factors as operating speed, load and du 
ration of operation. In addition, this ap 
plication method provides the ideal sys 
tem for power lubrication of individual 
machines arranged in automated produc 

tion lines. It permits interchangeability 
of machine unite without disturbing the 
lubrication system. (Bulletin 806 for 
comple te details.) 


LINCOLN AUTOMATIC 
LUBRICATION SYSTEMS 
SLASH COSTS ON 
LAUNDRY MACHINERY 


Installation of automatic lubrication sys 
tems on laundry machinery is a relatively 
unexplored field, but one with tremen 
ous potential. It brings into the sales 
picture the vast Institutions market in 
cluding hospitals, hotels, nursing homes 
every establishment with a heads 
department 
A remarkable case history of how Lincoln 
Centralized Systems reduced costs in 
five operating categories at The St 
Mary's Hospital, St. Louis, was described 
in a major editorial carried by “Hospi 
tals” official journal of the American 
Hospitals Association. Reprints avail 
ible on request. Installation was made 
by Lineoln Distributor, Jos. H. Yerkes 
& Co. of St. Louis 


*Trode Nome Registered 


LINCOLN ENGINEERING COMPANY St. Louis 20, Missouri — 
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PREPARED BY LINCOLN ENGINEERING COMPANY 


APPLICATION Mews 


Modern Controlled Lubricant Application Systems For Modern Machines 











MAJOR SHOP TRUCK BUILDERS 
ADOPT LINCOLN MULTI-LUBER* PUSH-BUTTON 
POWER LUBRICATION SYSTEMS...VAST 
AFTER-MARKET OPEN TO DISTRIBUTORS 


Ever seen a plant maintenance crew lubricating a shop truck by the con- 
ventional grease gun method? Then you'll understand why, in a few short 
months, six leading shop truck builders are now offering Lincoln Power 
Lubrication as an optional accessory. 


With conventional methods, an hour is usually consumed raising the truck 
with chain hoist or special lift so a man can get underneath and painstakingly 
locate and contact each fitting. In the case of electric-powered trucks, batteries 
have to be removed in order to reach some of the important bearings. 


Now with the Lincoln Multi-Luber System, a mere press of a button flushes 
and lubricates all bearings in seconds while truck is operating. 






~* 





View of engine compartment showing twin Multi- 
Luber pumps with integral lubricant reserveire and 
control panel with push-button and signal light 


( ross-section view of Multi-Luber vacuum -operated 
injector pump 





View of tough, resilient Nyten feed lines, fabric 
insulated, extending from cutlets of pumps to 
bearing ports 


Truck under-carriage showing feed lines connected 
to bearings. 





ANOTHER NEW EXCLUSIVE 
FOR LINCOLN 
DISTRIBUTORS. . . 
INDUSTRY-WIDE 
POTENTIAL 


In answer to wide-spread industrial de 
mand Lincoln has designed the first high 
pressure, manually-operated Oil Gun for 
contacting standard lubrication fittings, 
or a header block. This versatile new gun 
eliminates conventional drip-type oil sys 
tems with all their inherent disadvan 
tages. It makes possible flushing and 
cleansing of bearings as well as pressure 
lubrication 


Model 848 has been thoroughly tested 
and proved by both laboratory and field 
testa. Pressure developed is 500 PSI 

Output per stroke using No. 90 oil is 
041 ozs. Equipped with push-type 
Linpak Nozzle. Easy two-finger trigger 
operation one quart capacity 


~. 


~ 





Fast moving Lincoln Bullneck Fittings 
are among the most popular distributor 
resale items. Their “ball-in-top” design 
helps build repeat sales because they 
seal dirt out, keep grease in. That means 
real bearing protection. Lubrication is 
faster and easier and they cost no more 


than ordinary fittings. Anodized metal 
rings slip over the head of each fitting 
for oil lubrication and make it impos 
sible to contact these particular fit 
tings with a grease gun 











Write for complete details on how you can become an authorized Lincoln Distributor 
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LOOK FOR THIS NAME ON THE HAND TOOLS 


Put yourself Tool Sales ahead with these 
BLACKHAWK Hand Tools that save time 
and trouble for your customers! They are de- 
signed by mechanics for mechanics to handle 
industrial maintenance jobs quicker, easier 
and better—to sell fast and make more 
profits for you! 

BLACKHAWK offers you a complete Line 
of top-quality Tools—all fully covered by 
the BLACKHAWK Guarantee — including 
the basic Tools your customers use every day 
plus hundreds of special-purpose Tools for 


industrial repairs and service. 
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P Blaebh ewe: 


THE STANDARD OF INDUSTRY FOR 
MAINTENANCE and REPAIR SERVICES 


MANY SPECIALIZED 
These great Tools have the precise fit, per- BLACKHAWK TOOLS FOR ALL 
fect balance and rugged turning power re- FACTORY MAINTENANCE AND 


quired in industrial maintenance. The 


famous BLACKHAWK Socket Wrenches MANUFACTURING OPERATIONS 


and Drive Parts handle the toughest nut A \ 
turning job with ease—and their triple-plate, 7 i) 
se 


Chrome finish gives them eye-catching ap- 












»cal through a rust-free lifetime of service ; (- 

; | | | Ms 1-INCH “am bury 
Moreover, all BLAC KHAWK Hand Tools DRIVE TOOLS TENSION WRENCH 
measure up to the same high-quality stand- -—+- 

ard. They are job-engineered, made of the ® 
finest materials and finished to the peak of 
perfection 

You'll find BLACKHAWK Hand Tools easy WRENCHES 





to sell—and hard to beat in rugged indus- 


trial service. Ask about these sales-active 





Tools today! Write for complete Catalog 


and prices. The New Britain Machine Co., 


New Britain, Conn. 
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Blackhaurk TOOLS e¢ NEw BRITAIN, CONN 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1956 29 











~ THE POSTMAN RINGS 


a 
% 


: “* 








*That’s a conservative estimate of the 
average number of business and trade ' 
"magazines carrying Parker-Kalon adver 
tisements that are delivered every day 
of the year (except Sundays, of course} 
The annual total of P-K advertising 
sales messages comes to well over 

ten million! 
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99 ()0)() TIMES A DAY 
at making 
sales calls for 
ma k@ietiinalelvineyas 











As powerful as P-K advertising is, it’s no substitute for 
personal contact. That’s why Parker-Kalon has teamed 
up with America’s finest industrial distributors—to 
prove that in reliable and friendly service as well as in 


products of outstanding quality. . . if it’s P-K, it’s O.K. 


PARKER-KALON 
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ICTURED above is the plaque recently awarded 

to Goodyear by the Joint Advertising and 
Awards Committee of the National Industrial 
Distributors’ Association and the Southern 
Industria! Distributors’ Association. Also shown 
are some of the advertisements which prompted 
this award. 
Naturally, Goodyear was proud to receive this 
honor. But, more important, is its significance to 
you. The sole purpose of reproducing the plaque 
and the winning advertisements is to show you 
one of the many ways in which Goodyear sup- 
ports its Industria! Products Distributors. 


In addition to this ‘distributor’ campaign, 
Goodyear places many more product advertise- 








Quick cures for hose headaches 


come frou» gar Cand gear Diet ri beeten 


ome «weer 


AVEAR 





What this 
advertising award 
means 
to you 












ments in both national business and trade maga- 
zines—and each and every one of these directs 
interested readers to the Distributors for “fast, 
dependable service.” Moreover, all the promo- 
tional efforts on Goodyear Industrial Products— 
direct mail campaigns, sales literature, technica] 
bulletins, sales aids—are designed with a single 
objective—to sell more goods through the 
Distributor. 


To appreciate fully the meaning to you of the 
award shown above, you should have the full 
story on all that Goodyear does to build sales 
for its Distributors. You can get it, simply by 
writing to: Goodyear, Industrial Products 
Division, Akron 16, Ohio. 


GOOD/ZYEAR 


THE GREATEST NAME 


IN RUBBER 
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We, at Putnam Tool Ca 
distributor organization . 
making for 20 years. ! 
coast-to-coast, it consists + 
men, respected member 


make their business a car 


Our distributors... and c 
form an invaluable link 

economic system. Because 
establishments we, as a 

have throughout the cor 
' rooms and local inventori 
can be sold and quickly « 


Because of the nature of 
men of diversity .. . have 
things. Putnam distribute 
with many tools and thei 
turing processes. Into th 
salesmen, bookkeepers, | 
labor experts, etc. 


These men and their plac 
gral part of their commur 
of labor . . . sometime: 
In either case they are subs 
taxes and services contr 
munal wealth. 


With their roots deep in tt 
these men take an active 5 
distributors are found on t 
in church and school ac 
municipal governments. Th 
American . . . solid busines 


This is why we, at Putnam 
a privilege to be associat 
express our thanks for the 

















Tool Company, are proud of our 

nization . . . which has been in the 
years. Strategically located from 
consists of carefully chosen business 
members of their community who 
ess a career of service. 


... and countless others like them... 
ible link in the chain of America's 
. Because of them and their business 
fe, as a manufacturer of end mills, 
| the country: warehouses, display 
inventories from which our products 
quickly delivered to industry. 


ature of their business they must be 
... have wide knowledge of many 
distributor personnel are familiar 
and their applications in manufac- 
. Into the bargain they must be 
eepers, market analysts, tax and 
Ic. 


heir places of business are an inte- 
ir communities. They are employers 
sometimes large, sometimes small. 
y are substantial business men whose 
ices contribute materially to com- 


Jeep in their respective communities 
n active part in civic affairs. Putnam 
ound on the rosters of service clubs, 
chool activities, and serving with 
ments. They are in short: thoroughly 
d business men . . . good neighbors. 


t Putnam Tool Company, consider it 
» associated with these men and to 
xs for the things they do. 
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2981 CHARLEVOIX AVENUE . DETROIT 7 MICHIGAN 




























OVER 1400 STANDARD TYPES AND SIZES 
OF PUTNAM HI-SPEED END MILLS 


For your convenience and quickest delivery, Putnam cata- 
log lists over 1400 standard types and sizes of highest 
quality . . . faster cutting . . . longer lasting Hi-Speed end 
mills. These standard end mills are carried in stock at the 
factory and by Putnam distributors throughout the country. 
This means . . . there is a Putnam standard for nearly 
every milling operation .. . you can select a standard end 
mill from the catalog today and it can be on your job 


tomorrow ... simply call your local Putnam distributor. 





PUTNAM RIGID QUALITY CONTROL 


Putnam end mills are made by specialists having years 
of valuable experience . . . machined from high speed 
steels of rigid analysis . . . produced under a close quality 
control system that includes individual inspection for a 


score of important details. 


PUTNAM POSTIV-LOK END MILLS 


# Eliminate Integral Shanks . | 
ae S Cf 


v> NK 
Ne ~ 
* Reduce Change-Over Time % c~. ye 2 ») 
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* Assure Positive Locking 
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OIC Distributors! ee eee yee eal ole 








rising stem 


e Safe, Tight 
@e - Trouble-free 













. ++ with union body-bonnet joint on 125 
Ib., 150 Ib., 200 Ib. pressure classes 


Be safer—and save! Greater operating safety, 
positive shutoff, and low upkeep costs are 
the prime advantages of modern OIC bronze 
gate valve designs in all pressure classes. 


Union ring nut provides 
safety-tight body-bonnet joint 


The separate union nut seals the bonnet and 
body mating surfaces, effecting a tight, leak- 
proof joint. Possibility of distorting body 
and bonnet during disassembly and assem- 
bly and of loosening the joint during opera- 
tion are virtually eliminated. 


ALVES 








OIC design reduces maintenance costs 
Necessity for stem replacement can be 
forgotten, because stems are special, long 
lived OIC Alloy-40. This sturdy materia! 
eliminates galling and seizing and contrib 
utes tO Casy Operation 

Stem threads are never exposed to line 
fluids in open or closed positions (125 Ib 
and 150 Ib.), preventing thread abrasion 
from line fluids or suspended solids 

All pressure parts are designed for maxi- 
mum strength, and working partsarehydro- 
statically tested for positive sealing and 
seating. Write for our folder, No. 1006, 


Order from your OIC distributor. 


THE OHIO INJECTOR COMPANY « WADSWORTH, OHIO 


FORGED & CAST STEEL, LUBRICATED PLUG, 
BRONZE & IRON VALVES 
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Harvey Picker, President of Picker X-Ray Corp., says 


‘“‘Here’s an inside story on Picker X-Ray!’’ 


You're looking into two important ingredients of Picker Whatever's needed always gets there — and fast! 


success —~ time and money How? By Air Express! 
lime is essential when a hospital's X-ray equipment needs “But still, money is a consideration. With Air Express 
a replacement part, There are thousands of parts which no service — including delivery to the door — most of our shit 
one could afford to stock pile everywhere in che country. ments cost less than any other air service. 15 lbs.. for in 
What happens? They call the nearest Picker office and stance, Cleveland to Milwaukee is $3.23. It's the lowest- 
the order is relayed to Cleveland, our manufacturing center priced complete air-shipping service by $4.02!" 


— Air Express —__—— 


@aTre THaRe FIRST via US. Scheduled Airlines 


CALL AIR EXPRESS ... divisional’ PAIMWAY EXPRESS AGENCY 
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This Warren-Teed sledge head was struck 
over 30,000 times against a hardened anvil at a 





force 2 times the striking power of a husky 
six-foot man ... more than 3 times the wear 
given an average on-the-job sledge. Even 

after this beating, no cracking, chipping or 
curling was noted. 

The unretouched photo above (one of many 
such Warren-Teed production test 
sledges) is proof that Warren-Teed sledges 
can take it—in the laboratory or in 
actual use. 








NEW.. My AAW 
EED HANDLE 





mark 
able anywhere 
WARREN TOOL CORPORATION at any price. 
Manufacturers of Warren-Teed and Devil Railway Track leet 
General Offices Warren, Obie 


Expert Division 30 Charch St., New York 7, N.Y. 
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“Other Distributors predicted we'd get 
Shirt sleeve help from Dayton” 


“Close cooperation is the keynote,” says EL. J. 
Simons, President, General Machinery Co., 
Spokane, Washington. 


“We checked the distributors of every V-Belt 
manufacturer in the country. A comparison 
of the opinions of each company’s own distrib- 
utors put Dayton head and shoulders above 
all the rest. The enthusiasm of the ‘people in 
the know’, the independent businessmen who 
are Dayton Distributors, sold us on switching 
to the Dayton Line of V-Belts. And now we 


know why. 

“For one thing, our profit picture is impor- 
tant to Dayton. To build our sales volume 
they’ve worked side by side with us putting 


wt ff 


ee ane 


their sound, proven selling methods into 
effect. 

“The Dayton Representative assists us in 
establishing the Preventive Maintenance Pro- 
gram by conducting meetings, demonstra- 
tions and making plant surveys. In addition 
to making calls with our Sales Engineers the 
Dayton Representative helps develop the 
market in this area by making promotional 
presentations on his own. 

“But all of this would mean little without 
the Dayton Selective Franchise—a real safe- 
guard against over-distribution in this area 

“Other distributors predicted this kind of 
shirt-sleeve help from Dayton. We know now 
it’s true because it has happened to us too.” 





“A major factor in our decision to switch to Dayton was the quality of the Dayton V-Belt 


line especially the exclusive Dayton Cog-Belt* which gives us a foot in the door with 
new accounts, Dayton’s Bob Mitchell demonstrated the pulling power of the Cog-Belt to 
H. I. Gustafson (second from left) and myself while Ken Harvey explained the reasor 














“With probably the widest range of 


shop equipment in this part of the 
country, much of it V-Belt equipped, 
we know first-hand what Dayton 
V-Belts will do. That's Dayton’'s 
Bob Mitchell (center) with H. L 
Gustafson, V. P., General Machin- 
ery (left) and ‘Curly’ Farrell.” 


“Helpfulness, I'd say, is the key + a a a 
note of Dayton’'s relations with us = 7 ; 
That applies to everything from ‘ ? “a 


Dayton Representative Bob Mitch- . ; 
ell explaining to ‘Curly’ Farrell ; 
and Don Calliot the features of the 
Variable Speed V-Belt, to the help 
our sales engineers get in unravel 


ing a knotty drive problem.” 


ie 
“Booming business in the Pacific *T. 


‘ OF 954 
Northwest puts us in an ideal = 7) 
growth position. Largest mill sup- | 
ply company in the Spokane area, ay fe | @k 


we recently added a ‘Show case 
YEARS OF PROGRESS 


how room and Parts Department 


Worlds Lergest Manulacturer of V Belts 
The Dayton Rubber Co., Industrial Replacement Div 
Dayton 1, Ohio 





Watetm igh speed lathes 


This is Horton's 3-Jaw Scroll Universal 
Chuck which for more thon 100 years 
hes been the companion to the world's 
finest lathes. Its lasting accuracy and pre- 
cision contribute to the high production 
of any tool room or plant, For the com- 
plete story on this and Horton's complete 
line of high production chucks, see your 
Horton representative or write direct. 


WINDSOR LOCKS, CONN. 
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This is the NEW Lodge & Shipley 10” 
HieTurn Lothe which joins the line 
famous for lathe leadership. it pro- 
vides high speed turning, boring and 
facing capacity for production de- 
partments. For complete information, 
write for Bulletin 300, The Lodge & 
Shipley Co., 3055 Colerain Ave., 
Cincinneti 25, Ohio. 
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if you can’t get it... 
you can’t sell it! 


?. Cincinnati 


Churleston 


wr : ° 


Ltlen 


Denver S J sseph 


a Pa rene New Orleans@® 
Odessa ° 


Houston 


23 WIRECO warehowses have it! 


when you need it. ee Delivery 8” nO problem wire rope inventory for you! You make the 
when you use the facilities of these 23 fully sale; then contact your Wireco Warehouseman' 


stocked Wireco Warehouses! Your wire rope He'll tailor the order to your specifications and 


Make your customers needs any size. any length for 


needs are ready now for shipment! your 


. . é ob ! -1 . ; . ri - ! 
sales in the knowledge that promised shipping —e 3 hen ship it immediately 


dates will be met! And when your customer where you need it . . . Wireco Warchouses 
knows that he gets what he needs, when he needs are strategically located to serve you and your 
the selling is easy! customer! Regardless of how decentralized the 
operation may be, there is a Wireco Warehouse 


how you need it... . Wireco saves you capi- nearby to insure fast. efficient service—and to 


tal, space and manpower by maintaining your save freight costs! 


Benefit by this complete network of 
Wireco Warehouses! 
Write for FREE Information! 


St. Joseph & Missouri Address 


Telephone 3-0287 


Send full information 


Have representative ¢ all 
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Different in Every Way! New 44 atunpum abrasive 
(at right) looks different from ordinary aluminum 
oxide abrasive, with a finer grained surface that 
denotes greater density and toughness. That's 
because it's made differently, by a special Norton- 
developed electric furnace process. Aad that's 
why it performs differently, with new time-and- 
money-saving “Touch of Gold” advantages. 


To Norton Distributors’ Salesmen: 


Sell this abrasive sensation of the year! 


ALUNDUM 


The NEW 


abrasive 


- 
revolutionary 
Norton 
development 
for new 
“TOUCH of GOLD” 
economy 
in grinding 





As you read this, your customers are reading 
similar announcements of the new 44 aLtunpUM 
abrasive im their favorite trace publications 

And the big news about 44” ts this: 

For a non-premium prued abrasive us per- 
formance, job range and service life are truly 
sensational, 

It’s a real work-horse abrasive with extra 
ruggedness and durability that can take on a 
lot of tough grinding jobs and come back for 
plenty more. 

This has been proved in more than 1100 tests. 
Plants all over the country have reported that 
44 aLunDUM wheels have these advantages over 
ordinary aluminum oxide wheels: 

PASTER RATE OF CUT 
MORE PIECES PER DRESSING 


LONGER LIFE 
COOLER CUTTING 
HOLD FORM BETTER BETTER FINISH 


Typical Reports 
Centerless Grinding. “44 atunnoum wheels 
much more versatile; also, time cut on one 14- 
hour job to 10 hours.” 
Cylindrical Grinding. “More pieces per dress- 
ing and longer wheel life.” 
Internal Grinding. “Freer cutting, hold form 
better with less dressing and improved finish,” 
Snagging. “Faster cutting, better finish, much 
less depth of burn.” 
Dise Grinding. “Coil spring production in- 
creased from 100,000 to 125,000.” 


Ball Grinding. 


creased 46% per wheel, with excellent pe rform- 


‘Roughing production in- 


ance duplication from wheel to wheel.’ 


Thread Grinding. “Hold form better, 50% 
less dressing, maintain better tolerance with no 
sign of burn.” 

Mounted Wheels. “Four times longer lasting, 


with equal rate of cut.”’ 


Give Customers These Straight Facts 


New 44 aLunpum abrasive is not a cure-all. 
For example, nothing can replace 32 aLunpUM 
abrasive for precision grinding on high speed 
steels or CRYSTOLON* abrasive for most non- 
ferrous grinding jobs 

But on any job where non-premium pried 
aluminum oxide abrasive ws used, “44 wall give 
results ranging from at least equal to very much 
better. And "44" has a much uader job range 


In the new “44” you're offering a combina- 
tion of grinding quality, versatility and economy 
never before equalled in a non-premium abrasive 
Your prospects inclucte just about every cus- 
tomer in the ferrous metalworking field. It’s a 
big market and your opportunity to do a big, 
profitable selling job. Norton Company, Wor- 
cester 6, Mass. Export: Norton Behr-Manning 


Overseas Incorporated, Worcester 6, Mass 


w.! 


44 ALUNDUM abrasive 
gives excellent results 
on many grinding applications 
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INTERNAL SNAGGING 











DISC GRINDING MOUNTED WHEELS 


. + + G@lso a standout for saw gumming, ball grinding and 
thread grinding. 


NORTON 


ABRASIVES 
wlaking better products... to make your products better . 


NORTON PRODUCTS, Abrosives + Grinding Wheels + Grinding Mochines + Refractories 
SEHR. MANNING PRODUCTS. Cooted Abrosives + Shorpening Stones « Behr-cot Tepes 





"Trade Marts teg US Pat OF and Farag Countries j 




















BY OSBORN 


TOP PROFIT LINE of brushes 
will increase every industrial order 


Take advantage of the constant and repeating profits 
from industrial brush sales. Ask for an Osborn 
maintenance, paint and power brush order on 

every call 


You'll find Osborn’'s consistent advertising and 
proved quality has created an immediate acceptance 
by your customers in every industry 


This adds up to easier sales more profit for 
you. The Osborn Manufacturing Company, 
5401 Hamilton Avenue, Cleveland 14, Obio. 


Osher Brushes 


MAINTENANCE, PAINT ANO POWER BRUGHES +« FOUNDRY MOLDING MACHINES 








OSBORN 
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How J-M Research Benefits its 
Packings and Gaskets Distributors 
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‘i 
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in the J-M laboratory, actua! service conditions are simulated 
by test equipment, some of which is shown in photographs above. 


New and improved products help you keep ahead of competition 


In TODAY's highly competitive market, the industrial The Johns-Manville Research Center, in cooperation 
distributor must have scientifically developed packings with production and sales, strives to insure that you will 
and gaskets on his shelves if he is to get his share of always have the best line to offer if you are a J-M 
business. This is because industry's needs are changing Authorized Packings Distributor. For more informa 
. . . temperatures and pressures are becoming more tion, see your local Johns-Manville Sales Representa 
severe . . . fluids and solvents present more difficult tive or write Johns-Manville, Box 14, New York 16, 
corrosion problems . . . new equipment provides more N. Y. In Canada, Port Credit, Ontario, 


exacting requirements. 

To meet this situation, the Johns-Manville Research 
Center, largest of its kind in the world has a special 
section devoted to packings and gaskets research. The 
objectives of this section are: 

Strive constantly to improve the performance of 
existing products. 


Develop new products to meet the ever-changing 





needs of industry. 

Investigate all new materials, compounds and 

packi pen paw dm bie wee inj iding iam Johns-Manville Research Center 
ne where new packings products are in 


Offer customers with unusual packing problems the continuous development 


benefit of expert advice. 


Johns-Manville PACKINGS, GASKETS & TEXTILES 
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Practical renewal design that 





makes money 






THE WEDGE TAKES THE 





THE RENEWABLE WEDGE (bronze or nickel alloy) 
has excellent wear resistance, but has a lower de- 
gree of hardness than the heat-treated Monel rings, 







which have optimum resistance to erosion and 






corrosion as well as abrasion. Thus, wear of the 






wedge leaves the rings relatively unaffected. 


MADE WITH BRONZE OR NICKEL ALLOY 
WEDGE The bronze wedge provides lasting 


economy for most applications. The nickel alloy 










wedge provides extra resistance where severe 
abrasion or corrosion are factors, 


JENKINS BRONZE GATES WITH MONEL SEAT RINGS 





200 psi 300 psi 
Fig. 270-U, Bronze Wedge Fig. 280-U, Bronze Wedge 
Fig. 270-UN, Nickel Alloy Wedge Fig. 280-UN, Nickel Alloy Wedge 
Fig. 270-UL, Bronze Wedge 350 psi 


U. L. approved for L.P.G. Services Fig. 280-UX, Bronze Wedge 


2. Slip worn wedge off the 
stem, and slip on new wedge 





Remove the 
valve bonnet 






3. Replace the 
valve bonnet 
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saves money for buyers... 
for JENKINS DISTRIBUTORS 
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INSTALLING SEAT RINGS in a gate valve is a job 
for experts, even when it's new. But look into a 
valve (like the one shown here) that has been 
in service long enough to need part replacement 

. the kind of tough, punishing service that 
Monel-seated gates are designed for. You'll see 
why Jenkins valve specialists decided to provide 
practical, fast, economical renewability by simply 
changing the wedge, — not the rings, 


IN JENKINS MONEL-SEATED GATES, the seac 
rings are expanded into the body to assure a 
positive, leak-proof joint. This permanent, all- 
around support of the rings is essential to guard 
against deforming, loosening, or shifting under 





the most severe conditions of service. 


THIS PRACTICAL, LOW-COST RENEWABILITY is 
an example of the time proved design for lasting 
economy, common to all Jenkins Valves, thac 
makes satisfied buyers, and makes valve business 
big business for Jenkins Distributors, Jenkins 
Bros., 100 Park Ave., New York 17. 


\ JENKINS BRONZE GATES INCLUDE 
ee PATTERNS 


125 * 150 * 200 * 200 * 350 poi SOLID WEDGE © SPLIT WEDGE 
SCREWED * FLANGED * SOLDER EWD + SOCKET END * QUICK OPENING 





SOLD THROUGH PLUMBING HEATING AND INDUSTRIAL DISTRIBUTORG 
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BUILDING BIG BUSINESS BY MAIL 


THE “MAGIC CARPET” 
DIRECT MAIL CAMPAIGN 


This kit gives complete information on 
the Hewitt-Robins “Magic Carpet” Direct 
Mail campaign. It contains copies of the 
sales letters, wall chart, booklets, reply 
cards; details on cost and hints on how to 
get the best sales results from direct mail 
advertising. If you are a Hewitt-Robins 
distributor and have not already received 
your copy, we'll be glad to send it to you 
promptly. Just write our Advertising De- 
partment in Stamford, Connecticut. 











Now distributors of Hewitt-Robins Industrial 
Rubber Hose and Conveyor Belting can contact 
prospective purchasers, develop sales-producing in- 
quiries and make salesmen’s calls more productive. 
With Hewitt-Robins’ new distributor mailing cam- 
paign all potential customers can be contacted for 
only six cents per call. 


If you are a H-R distributor, all you have to do is 
fill out the simple order form and Hewitt-Robins 
takes care of everything—printing, assembling, 
postage, mailing .. . the cost is only 36¢ for a com- 
plete set of six mailings. Letterheads, booklets and 
reply cards carry your name and address so that all 
inquiries are returned directly to you for fast 
follow-up. 

This campaign can develop new sales leads, help 
you sell more to present customers, activate lost 
accounts. It is still another of the many services 
which Hewitt-Robins provides for its distributors. 
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The Hewitt-Robins ‘Magic Carpet’’ Direct Mail campaign consists 
of 6 letters and business reply cards plus folders on belting and hose 


for distributor mailing. 





De Ee —eaA 
DISTRIBUTOR SPOTLIGHT ‘ j 
, , , : , FOR SERVICE AND INFORMATION 
This notice will appear with every advertisement of our Industrial OW BELTING AND NOSE 


Products Division during 1956 to direct readers to your listings in 
the local classified telephone directory. 
HEWITT-ROBINS, STAMFORD, CONNECTICUT. 





NEW H-R MANAGER OF DISTRIBUTOR SALES 


MEET DALE WALKER, our new Manager of Distributor 
Sales for Industrial Products Divisions. He succeeds H. C. 
Heine who has been promoted to a newly created position as 
Merchandise Manager of the Industrial Products Divisions. 
Dale joined H-R in 1938— entered the U. 8. Army in 1941 
where he did a 4% year stint in Anti-Aircraft Artillery with 
service as Ist Lieutenant in North Africa and Italy—and 
returned to the Rubber Division Plant in 1945. Here, Dale 
gained invaluable experience in sales and product develop- 
ment for belting and hose. Later, as Rubber Division field 
engineer in the St. Louis sales office, he worked closely with 
H-R distributors and their salesmen and gained deep insight 
into the problems involved in this type of selling. Last Febru- 
ary he was promoted to Assistant Manager of Commercial 
Research in Stamford. His experience and willingness to 
tackle the toughest problems will prove useful in his new 
assignment as Manager of Distributor Sales. 


CALL YOUR LOCAL HEWITT-ROBINS 
INDUSTRIAL SUPPLY DISTRIBUTOR 
LISTED IW THE “YELLOW PAGES” 
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NEW PRODUCTS FOR YOU TO SELL 


Microsize FLEXLOC locknuts 
brass, aluminum, alloy steel 











O5 -5! . 300 ,. 39929 
——— 
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MICROSIZE FLEXLOC LOCKNUTS, specially designed for use in application. A microsize PLextoc is similar to a regular PLextoc 
electronic devices, were introduced to the industry last year it has a resilient locking collar which (once the locking threads are 
fully engaged) locks the nut securely in place, seated or not, 


Originally available only in brass, they are now also made in 
aluminum, alloy steel and stainless stee! to increase their range of 
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wherever wrenching stops 
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now made in 
and stainless 


When first introduced to industry little more than a year ago, 
microsize Fiextoc self-locking nuts were available only in 
brass. Since then, engineering, production and metallurgical 
problems which developed in the manufacture of these minia- 
ture precision fasteners have been met and solved. Microsize 
FLEXLOCS now come in a wide range of materials: in brass 
(either plain or cadmium plated), for use in critical electronics 
applications; in aluminum, where light weight is essential; in 
stainless steel, where materials must be corrosion resistant 
and nonmagnetic; and in alloy steel, for general purpose use 
wherever high-strength self-locking nuts are needed. 


ad reprints, mailing pieces, catalogs 
on FLexLoc microsize locknuts (and 


Compiete information 
bulletins and price lists 
on all other SPS products) is available to you without charge 
Write A. W. Scott, Advertising Manager, about your sales 
literature requirements today. STANDARD Pressep Street Co 


Jenkintown 13, Pa 


STANDARD PRESSED STEEL CO. 





JENKINTOWN PENNSYLVANIA 





with the Nylok * 


NEW SELF-LOCKING UNBRAKO SOCKET SCREWS 
locking feature—are attracting the attention of design, production 
and maintenance engineers everywhere. This picture —keynote of a 
full-scale nationwide SPS advertising and sales promotion campaign 
—shows how these new screws lock. If you are not familiar with 
these time-saving, operation-simplifying new products, write the 
Advertising Manager for complete information today 





7 


MICROSIZE UNBRAKO SOCKET SCREWS, TOO. Alloy steel and stain 


less socket set screws and socket head cap screws in sizes 0, #1 


4 


2and #3 are available from SPS stocks, They are manufactured 
with the same precision as larger UnesRako products. Form 205 
gives specifications. Write Unbrako Socket Screw Divisior 





“MINTATURIZATION — 


This interesting 24-page booklet on the theory and practic 


miniaturization will give your tomers and prospects m insigh 


it of less material, le bulk, less weight, on ‘ 


Advertising Manager for ope 


into getting more oOo 


expenditures, Write the 





0 SOCKET SCREW PRODUCTS 


—anhnl 
UNBRAK 


ere ae 
FLEXLOE seiriocnme nurs 
Se ee mart . 


ee 
MALLOWELEL SHOP (OUIPMENT §EL-LOK SPRING PIN 
—_—_—_—_——— oan . 


MORE AND MORE FROM LESS AND LESS.” 


oft 


$ 
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Dip AGE ll- American 


MR. DISTRIBUTOR — A REPEAT BUSINESS FOR YOU! 


YES—DuPage Machine Company manufactures quolity-controlled Soft-Blank Top 
Jaws on a production basis and can supply your stock on demand. They want to 
SELL Soft-Blank Top Jaws through you—Mr. Distributor 


WHY YOUR CUSTOMERS WILL SAVE OVER 50% 


11 takes manhours, machines and materials to produce soft-blank top jaws. Factory 
and plant superintendents and managers know this is @ costly job. But they must have 
top jaws. You can show them that they do not hove to tie-up men and equipment 
and they can purchase these Top Jaws from you and SAVE over 50%. As a esult— 
YOU BUILD SALES that will repeat because soft-blank top jaws ore perishable and 
your customers will learn to depend upon you for their supply. SEE for yourself— 
COMPARE the prices listed and you will find them 50% less than previously chorged. 


YOUR OPPORTUNITY—To make Money and SAVE Money 

for your customers 
Every progressive distributor is interested in a repeat business and we offer you this 
opportunity te serve your customers and to become a reliable source for the most 
widely used of all lathe accessories, Not only that—BUT ot a price much less than 
your customer can produce them for themselves. Of course—with a good profit for 
youl You can safely compete with other manufacturers and still SELL these jaws at 
50% less than they can. Yes Sirl—DU PAGE All-American soft-blank Top Jaws will be 
a boon to your present line of tools. Every factory or machine shop a prospect 


ALL AMERICAN STANDARD SIZES 
for Any STANDARD CHUCK 
OU PAGE All-American Soft-Blank Top Jaws ore made in sizes for medium and heavy 


duty and both standard height and extra high—for self centering, universal scroll, 
independent and scroll combination chucks made to American standard specifications. 


ACCURATE MACHINING : 


DuPage All-American Soft-Blank Jows are manufactured from low carbon steel. The 
keyways are precision machined and jaws are drilled and counterbored for standard 


socket-head screws. 


A FEW TERRITORIES OPEN 


Distributors now carrying a stock have found that these soft-blank top jaws move fost 
Once your Customers find out how simple it is to fill their requirements FROM YOU 

steady soles will come your way. We invite your investigation. Be the first in 
your area to stock and sell DuPage All-American Top Jows. 


THE ADVANTAGES ARE YOUR CUSTOMERS 
-- + THE PROFITS ARE ALL YOURS!! 











CHUCK 
SIZE 
5 In. 
6 In. 
8 In. 
10 In. 
12 In. 
15 In. 


18.24" Ind. 
& 


28.36 Ind. 
& Comb. 
36 Univ. 


CHUCK 
SIZE 
6 In 
8 In 
10 In 
12 In 
15 In 

18.28 In. 


SOLD BY 


7 RS 


Comb. 18-32 


STANDARD 


SOFT-BLANK TOP JAWS 


SAVE OVER 50% 


Send your inquiry on Auto- 
matic Chuckers . . . internal 
and external grinders and 
all other chucking devices 
where soft top jaws are 


required. 


STANDARD HEIGHT 


2-3/16 
2-13/16 
3.5/16 
3.15/16 


5.3/16 


w 
- 
o 


1-3/8 
1.3/8 
1.7/8 
1.7/8 
2-1/8 
2-1/4 


DIMENSIONS 


D 


/1\6 


~ 
oa 


FOR BOLTS 


G 
1.1/4 5/16.18 
1-1/2 3/8.16 
1.3/4 3/8.16 
2-1/8 1/2.13 
2-1/2 1/2.13 
} 5/8.11 
) /4.10 
J 3/4.10 


ORDER BY 
NUMBER 
5SMEH 
6MEH 
BMEH 
1OmE rH 
12MEH 
1SMEnM 


l8vEn 


JOmME WH 


Medium Duty — For Self-Centering ~ Universal Scroll — Independent & Scroll Comb Chucks 


EXTRA HIGH 

NET PRICE 

PER SET 
} Pe. 4 Pe. 
$9.75 $13.00 
13.00 16.00 
15.25 19.00 
18.50 22.00 
23.25 27.00 
26.00 32.00 
30.50 48.00 
33.00 44.00 


For Self-Centering — Universal Scroll —- Independent & Power Chucks 


STANDARD HEIGHT 


orver sy “ET Paice 
NUMBER 
1 Pe 4 Pe. 
5MSH $6.75 $9.00 
6MSH 8.15 10.80 
8MSH 8.80 11.75 
10mSH 10.50 14.00 
12MSH 12.00 16.00 
15mMSH 14.2 19.00 
18MSH 16.25 21.75 
J6MSH 17.50 23.00 
Heovy Duty ~ 
ORDER BY yy} hy 
NUMBER 
P 4 
6HSH $9.00 $12.00 
BrShH 16.50 14.00 
1OMSH 12.00 16.06 
12HSH 14.25 19.00 
1SHSH 16.25 22.00 
18HSH 17.50 23.00 
. DISTRIBUTOR: 


WRITE TODAY TO 
DU PAGE MACHINE COMPANY BOX 204-D 


2-13/16 
35/16 
3.15/16 
-/2 
3/16 
3/16 


Vv Vw 


1.3 
1.7 
1.7 
2-1 
2-1/ 
2.7/ 


ea @&F & & @& 


DIMENSIONS 


~n ~ ~N ~ 


0 
16 
16 


f 


1/2 


ys 
4 


FOR BOLTS 
G 
7/16.14 
1/2.-13 
5/6.11 
5/8.11 
1/4.10 
3/4.10 


ORDER BY 
NUMBER 
6nen 
BHE WH 
1\OHEH 
12HEnM 
SHEN 
18HEH 


EXTRA HIGH 
NET PRICE 
PER SET 

} Pe 4 Pe 
$15.00 $20.00 
18.00 24.00 
271,00 28.00 
24.00 12.00 
30.00 40.00 
33.00 44.00 


}. 





OTHER SIZES AVAILABLE 


v6 


1.3/8 
1.3/8 


; 
; 
} 


Specials — Price's 


on Request 


ELMHURST, ILL. 





4 
A 
4. 
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ve 
7/8 
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CAPACITY 


Standard lift: 5’; 
Full load pull on 
handle: 83 Ibs.; Min. 
distance between 
hooks: 1344"; Max. 
reach; 6'144"; Stand 
ard length chain 
5'6"; Net weight: 
2344 Ibs. 


TTL 
TTYL 


ae 


The wricnt Pull-A-Way 
“Cc” Hoist is a light-weight, 
high-quality, low-cost tool. 
It is strong, tough, versa- 
tile and easy to handle. 


‘a 








‘amr TESS MH ww & aan 


. FULL LINE TO MEET CUSTOMER REQUIREMENTS 





3 TONS 
CAPACITY 


Standard lift: 5’; Full 
load pull on handle: 84 
Ibs.; Min. distance be- 
tween hooks: 204%"; 
Max. reach: 6'8'%4"; 
Standard length chain: 
11'6"; Net weight: 
3644 Ibs. 


WRITE for complete information on these versatile 
hoists and on the full line of WRIGHT hoists and 
cranes to meet every material handling problem 


MS MOM HE 2 


wef 4 # EP 











Tre 
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IN EW! The WRIGHT Pull-A-Way “C” Hoist is a speedy, magic 
portable tool for all raising, lowering or pulling jobs! 


THERE ARE ANY NUMBER OF JOBS FOR IT! 


© Stretching fence 


© Removing and setting pipe in trench 


¢ Spotting machines 
© Skidding loads 

¢ For coal mines 

@ For oil fields 

¢ For cement mills 


¢ Removing tree stumps 

* Tightening guy wires 

* Repairing belt or chain conveyors 
* Holding concrete forms 

« For railroad shops 

« For construction 

« For steel mills 


© For a thousand quick hook-ups in every industry 


WRIGHT Pull-A-Way “C” Hoists are the most 
practical and economical tools for moving objects 
where you want them, when you need them, with a 


minimum of lost time. 












6 TONS 
CAPACITY 


Standard lift: 5’; 
Full load pull on 
handie: 90 Ibs.; 
Min. distance be- 
tween hooks: 2344’; 
Max. reach: 7’; 
Standard length 
chain: 23'6"; Net 
weight: 63 Ibs. 


Wright Hoist Division 
AMERICAN CHAIN & CABLE 





Construction Features... 


Hooks are drop-forged from 
alloy steel and heat-treated to 


withstand shock loads. Have 
large throat openings to accom- 
modate extra-large hook anchors 
or connections. 


Special alloy steel chains are 
properly heat-treated to with- 
stand rough abuse, abrasion and 
wear. Chain is accurately blocked 
to fit load sheaves 


Chain sheaves of drop-forged 
alloy steel for strength and wear 
Pockets are coined and machined 
to insure accurate fit. 


Gear teeth cut to precision limits 
from forged alloy-steel blanks. 
Heat-treated for strength and 
wear resistance. Gears are lubri- 
cated for life, bearings are self- 
oiling 

Loed brake is dependable and 
safe « Face is an accurately 
formed helix or spiral which reg- 
isters with a similar spiral on the 
ratchets. Smooth action produces 
uniform operation and reduced 
effort in lowering. 
Brake is trouble- 
free and requires 
no adjustment. 


Better 


Value 








| York, Pa,, Allodta, Chicago. Denver, Gatiolt, Los Angeles, New York, 
Philadeiptua Pittsburgh, San Francisco, Bridgeport, Conn. 








on Disston Hack Saw Biades + on Disston Files 
on Disston Metal Cutting Band Saws 





Calendar! “Cts right around fit! 
Can Und the 

Disston’,. ions "OL to take ad 
Henry DISSTON DIVISION, Prigns?  “°M**eO0 adversiasanthe Of 
" Cam. 

H. K. PORTER COMPANY, INC. Pom 
1023 Tacony, Philadelphia 35, Pa. = eel 
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OW WORKING to hasten orders at RB&W is 
N a speedy, new conveyor system. Demand for 
RB&W fasteners had grown so fast, in such 
volume, that handling-capacity had to be ex- 
panded to keep up with delivery schedules. This 
installation did it. Bolt and nut traffic is mov- 
ing faster than ever before, 

Prompt deliveries depend also on the inven- 
tories that back them up. That’s why RB&W 
maintains vast warehouses of fastener stocks 

also gears its production to make sure that 
the “standards” you'll need will be on hand 
when you want them. , 

Takes a lot of doing, sometimes .. . consider- 
ing we make some 250,000 different fastener 
types and sizes. But modern equipment, plus 
foresighted production runs assure a most reli- 
able source of supply and shipments as fast as 
we can make them. 





TL. ‘eet ee a foe waa a 





RBW breaks the ‘speed limit’ 
on bolt and nut shipments 


And that’s still another reason why so many 
distributors prefer to do business with us. 
Russell, Burdsall & Ward Bolt and Nut Com- 
pany, Port Chester, New York. 








RB-W 


TII1th year 


Plants at: Port Chester, N. ¥; Coraopolis, Pa.; Rock Folls, Ill, 
los Angeles, Collf. Additional seles offices at: Ardmore 
(Phila.), Pa.; Pittsburgh; Detroit; Chicago; Dollies; Son Fron- 
cisco, Sales agents at: Milwovkee; New Orleans; Denver; 
Distributors from coast to coast 





RBaW FASTENERS - S709 Point of any assembly 
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Black & Decker 
Presents 


7 Keys to 
Sales 


Fall- 1956 


Promotion 











More proof that the Black & Decker “Key Line” gives 
you: (1) Broad Markets (2) Complete Line (3) Quality BAF -QAll ii, le 
Products (4) Excellent Service (5) Aggressive Promo- THIS FALL 
tion (6) intelligent Factory Help (7) Good Profit Margin 














mo “12, £, oy ee Oe | 
















The most advanced new tools 


NOW! Blacké Decker Scruguns give precise 
control impossible with other power drivers! 


im New, Exclusive "POWER SPEED CONTROL,” 


| PUL ) used with adjustable clutch Scruguns allows: 

; ; } 1) 
Gj POWER. SPEED CONTROS 1. Choice of correct power and speed—from finger 

te ‘ lightness to wrench tightness! 
2. Precise control for delicate assembly impossible 

with any other screw driver! 
3. Driving screws into any surface! 
4. Quieter, cleaner, cooler operation! 
5. Reduced operating costs! 














come from B4ack& Decker: | 


NEW! Black & Decker Heavy-Duty Impact Wrench 
So rugged... we dare offer a year's 
FREE service certificate! 
so speedy... it hits maximum torque 


in only 6 seconds! 














. Torture-tested for 500 hours 

continuous operation without break- 

down—and still going strong! 

2. Patented armature construction 
absorbs shock. 

3. Cooler running—easy to handle— 

non-stallable. 





NEW MODEL! Black & Decker 

Ve" Standard HOLGUN (Code No. 345) 
—back by popular demand! 

1. Lowest-priced drill in its class! 

2. Most power per dollar of any drill! 


Black & Decker 4s" TAPGUN— 
only tooi of its kind! 


1. Taps holes in steel, cast iron, aluminum and brass. 
2. Automatic reversing mechanism —no 

reversing switch needed. 
3. Completely portable—take it to the job. 











The most aggressive advertising 
comes from G/ack& Decker: | 


of nding off 
first! Saturday Evening Pos 






Follow; 
industry m8 UP with ; 
tal Market (usin 0ard cov, 


a on the o 5 20 ms a- 
S€nsation- “8azZines!)__)-: 
Speed Contro]!”" — “ ” ed 


‘CTOS8-the. } 













Ask your B&D Field Representative 
for complete details on: 


* Great, New B&D Tools! 
* Powerful, New B&D Advertising! 
* Helpful B&D Merchandising Aids! 
* And let him show you why these “Seven Keys to Sales” 
make Black & Decker a key line for any distributor 
and distributor salesman! 
(1) Broad Market (2) Complete line (3) Quality products 
(4) Excellent service (5) Aggressive promotion 
(6) Intelligent factory help (7) Good profit margin 


The Brack & Decker Mra. Co., Towson 4, Md. 





Leading Distributors Everywhere Sel! 


) Black’ Decker: 


® 
Portable electric tools... power-built to last ! 









Check these Seven 
important VICTOR Sales Features 
that Generate 
GREATER BLADE SALES 
FOR YOU 


| 
| 





H 
} 
F 


From Victor’s Seven Points... 
that Point the way to 
MORE PROFITABLE SALES, 
SATISFIED CUSTOMERS: 


Point No.: 


ii 
H 
| 


1 
2 
3 
+ cee 
6 
7 


} 


| 
7 













A High-Quality Product 


For years, your customers have depended on Victor Blades. They've 
learned to trust Victor quality that starts with the selection and use of 
the finest material ...steel of the highest grade...and continues through 
every step of a process perfected in over 75 years of manufacturing 
experience. This know-how in the ways of metal cutting tools guarantees 
proper tooth design and set. Add to this a unique hardening and temper- 
ing process and it’s easy to prove why Victor Blades are the fastest and 
most efficient metal cutting hack saw blades on the market. 


® ster 
if YOU CAN'T CHECK “YES” TO ALL 7 POINTS ’ \ 
iT WiLL PAY YOU TO CHECK THE VICTOR LINE NOW! eK ee ee 
; i VICTOR SAW WORKS, INC 
SOME TERRITORIES OPEN 


Middletown, N.Y 





[J MAVE SALES REPRESENTATIVE CALL 
SEND CATALOGUE #43V 


FOR QUALIFIED DISTRIBUTORS 
Victor Blades 


are manutactured by 


VEC Tek: Sens. a 


Maker: of Hand and Power Hack Saw Blades 


Frame: i City 
Metal and Wood Cutting Band Saw Blades 


lone 
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How to get a warm welcome from your customers 


...and bigger gauge glass orders 


Next to a big order, the nicest thing 
you can get from your customer is 
a warm greeting. 

One way to warm up a customer's 
greeting is to keep him out of 
trouble, 

And a good way to do that is to 
sell him three gauge glasses when 
he wants just one, 

Then, if one goes, there’s a spare. 
If the spare goes (could happen), 
he has still another spare. 

You'll be helping yourself, too. 
A midnight rush to replace a broken 


gauge glass so some troubled plant 
can save an expensive run of prod 
uct 18 no treat 

So when the P. A 
show him how three can save him 
down time and maybe lost product 
on boilers, vats, kettles and other 
steam heating equipment. 

The prospect of tripling your 
sales of Pyrex®, Corninc® and 
MACBETH® gauge glasses may be 
the sort of thing that warms your 
heart. So easy to do, too. 


says “one,” 








CORNING INDUSTRIAL GLASSWARE 
FOR EVERY JOB 

Application Recommended Product 

CORNING brand standard 

gauge giasses 


PYREX brand high 
pressure gauge giasses 


Norma 
Jp te 


Conditions 
100 p.s./ 


Higher temperatures 


PYREX brand heavy-wall 
gauge glasses 


Higher pressures 


PYREX brand red-iine 
gauge giasses 
MACBETH brand fiat 
gauge glasses 
PYREX brand sight 
glasses 


Extra visibility 
Heavy-duty service 


Viewing inside 
furnaces, reactors 


pressure vessels, et 


PYREX brand lubricator 
giasses 
PYREX brand oi! 
glasses 


Lubrication 
nspection 
Visible up 
devices 


Gischarge 





CORNING GLASS WORKS, CORNING, N.Y. 
Counung means reseatch ix Glass 


v 
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ALKER- URNER 


Here is another New Walker-Turner 
"Light-Heavyweight’” that will increase your// sales... 


Walker-Turner “LIGHT-HEAVYWEIGHT” 
Cut-Off Machine 


Here's a fine 

NEW product 

that your 

CUSIOMIOTS MOO oo ccccMeoccccccccccceseees 





Capacity, 1%” round bar; 3” tubing. ©. Can be fitted with Air Feed attach- 
with plenty of 2. 12” x 3/32” abrasive wheel. mene 


1” Spindle with 5” dia. collars, Acme 17” x 23” cast iron table can be tap- 


thread nut. Mounted on pre-lubri d for any work-holding device 
convincing features cated ball bearings. a: . Tomplets furnished to drill for angle 
: mounting of head 
that you can Cuts fast, clean, true. Frequently 

eliminates many finishing operations Available with head factory-mounted 
demonstrate ........+-. Fan-cooled moior — totally enclosed at 45° for miter cutting 

ball-bearings, overload capacity up 
to 7 hp. 9. Wheel speed, 3720 rpm, 11,710 fpm 


Any plant that processes bar, rod or tub- tages in time-saving and cost-saving of 
ing stock is your prospect for one or this new Cut-Off Machine as against 
more of these new Cut-Off Machines. other cut-off methods. 

to a really © You can readily demonstrate the advan- 


big market ecoeeceee If you're selling Walker-Turner “Liont-neavyweiont” Tools now, 
ask your W-T representative for special sales helps; he's there to 
help you make more sales. If you're not now a Walker-Turner 
Distributor, we'll be glad to tell you if a W-T distributorship is 
available in your locality. 


DRILL PRESSES, HAND AND POWER FEED — AM FRED DRILL PRESS ATTACHMENT — 
RADIAL DRILLS —— WOOD AND METAL CUTTING BAND SAWS — TILTING ARBOR SAWS —— 
RADIAL SAWS — JIG SAWS —— CUT-OFF SAWS —— LATHES —— SPINDLE SHAPERS — 
JOINTERS ——- BELT AND DISC SURPACERS ~~ FLEXIBLE SHAFT MACHINES 
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Powell Lubricated Plug Valves 





FIG. 1559G—150-pound Stee! Lubricated 
Piug Valve. Gear operated 





FIG. 2200—175-pound W.0.G. Semi- 
Stee! Lubricated Plug Valve 





THE WM. POWELL COMPANY 
2525 Spring Grove Ave. 
Cincinnati 22, Obie 


VERIFIED 


Gentlemen 





Powell Lubricated Plug Valves main- 
tain the 110-year tradition of quality and precision, Only the finest 
available materials are used. And painstaking quality control is rigidly 
enforced through each and every step of manufacture. 

Valve users who want one source of supply for lubricated plug as 
well as all types of bronze, iron, steel and corrosion-resistant valves 
will want full details on Powell Lubricated Plug Valves. 

For example, features include quick and positive operation—just a 
quarter-turn to open or close. Lubricant grooves surrounding each 
port provide a positive seal when the valve is closed. In an open posi- 
tion, seating surfaces are not exposed. Available in Steei and Semi- 
Steel through distributors in principal cities. 

For full details, write for the new PV-4 Catalog on Powell Lubri- 
cated Plug Valves. Just fill out the coupon and mail. Of course there's 
no charge, no obligation. 


Please send me a copy of your PV-4 
Catalog on Powell Lubricated Plug 
Valves. It is understood that there is no 


cost, no obligation 


naive — $e 





title — 








ss 





zone. state 





! 
| 
| 
| 
| 
! 
I 
! 
! 
! 
r 
' 
! 
! 
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The source of supply for all valve neede! 


POWELL VALVES........ 


BRONZE, IRON, STEEL AND CORROSION RESISTANT VALVES. 
PS. This is juste one of mony ads appearing im trading magayines that hulp you sell POWELL VALVES! 
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Tops for Taps... 
it's a 


Jacobs 


CHUCK 


Jacobs and your industrial supply distributor are 
ready to deliver the chucks you need and the serv- 
ice you deserve. First in chucks ... first in service. 


THE JACOBS MANUFACTURING COMPANY « WEST HARTFORD, CONN. 


T 


The Jacobs Model 971 The Jacobs Rubber. The Jecobs Model 96 The Jecobs Bell Beer The Jacobs Ploin Bear The Jecobs impact Key- 
Spindle Nose Collet Flex™ Tap Chuck for Collet Chuck for grind ing Super Chuck for ing Chuck for drill less Chuck especially 
Chuck for tool room tooping heeds ond im ing machines, millers heevy duty end pre prewes, portable elec designed for the aw 
ond engine lathes poct tools and jg borers civon industrial use tr ond a tools craft industry 
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r. INDUSTRIAL DISTRIBUTOR: 


THIS IS YOUR SUCCESS STORY, T00 


Can you think of any other hand tools with as wide distri- 
bution or as great brand preference as Nicholson and Black 
Diamond files? Probably not. Know why? You ore one of 
the most important reasons. 


Nicholson File Company sells only through you. Only 
through strong, carefully selected distributors. We and our 
distributors know we con rely on each other for fair, uni- 
form price policies and prompt, co-operative service. It's a 
pleasant and profitable way to do business —and a source 
of mutual strength. 


We make good files—the world’s best. They're adver- 
tised regularly and strongly in the magazines most widely 
read by your file-buying customers. And our distribution 
policy is unvarying and equitable. This is a winning combi- 
nation. Are you taking full advantage of it? 


NICHOLSON and BLACK DIAMOND FILES 
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THIS ADVERTISEMENT et 


creates demand for files made by Nicholson 
—and good will for you—in current 
issues of: 


Mill and Factory Tooling and Production 


American Machinist Purchasing News 


lron Age 
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NAL AIRCRAFT SHOW 
CHOSE... 








Pyrene-C-O0-Two is justly proud of their part in the overall 
fire protection program of the 1956 National Aircraft Show, 
at Oklahoma City. In all, two-hundred and twenty-five pieces 
of dependable Pyrene-C-O-Two Carbon Dioxide and Dry 
Chemical wheeled engines guarded the immensely valuable 
static aircraft exhibit insuring instant, reliable fire protec- 
tion twenty-four hours a day! 

The Air Show Committee's good judgment in selecting quality 
products reflects Pyrene-C-O-Two's stature in the fire protec: 

tion field. This confidence in the effectiveness of Pyrene-C-O 
Two's fire protection equipment is typical throughout the 
world! 

If you require portable extinguishers or engineered system 

get the facts first about Pyrene-C-O-Two's complete line of 
fire protection equipment. Consult your classified telephone 
directory for the name of your Pyrene-C-O-Two Sales and 
Service office 


PYRENE-C-O-TWO DIVISION 


THE FYR-FYTER COMPANY + NEWARK 1, NEW JERSEY 
BRANCHES IN; ATLANTA, CHICAGO, DALLAS end LOS ANGELES 
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pPressur 


make small ‘headway against F ortisan - 36 


es than ordinary fibers, provide 


This radiator hose stays on the job—it’s 
reinforced with FORTISAN-36 Rayon! 


You can build extra strength and 


LOOSE, SAGGING V-BELTS 
boost power costs, often throw ma- 
chinery out of line, But V-belts rein- 
forced with Fortisan-36 won't creep, 
expand or contract—their length 
stays the same under “work” and 
atmospheric change. 


FORTISAN® RAYON 


LIGHTER AND STRONGER par- 


den hose is the pay-off with Fortisan- 
3%, Remarkable strength plus re- 
sistance to heat and moisture add 
years of life to hose often abused 
and subjected to extremes of pres- 
sure and wear. 


staying power into your product with 
Celanese’ new saponified acetate 
rayon fiber—Fortisan-36. Let us 
show you how. Write for booklet 
TD20A to Celanese Corporation of 
America, Industrial Sales Dept., 
Textile Division, Charlotte, N. C. 
Branch offices: 180 Madison Ave., 
New York 16; 22 W. Madison St., 
Chicago 2, Ill. 


Celanese ® Portisen 


Fibers for Industry 


FORTISAN®-36 RAYON ARNEL® TRIACETATE 


ACETATE VISCOSE-RAYON 
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W-S FORGED STEEL FITTINGS 


In almost every phase of the petroleum industry, 
W-S Forged Steel Fittings provide safe, tight connectiors for 
small diameter high pressure piping. In field processing plants, 
on heat exchangers, in oil and gas pipeline systems, in refinery 
pumping stations and process lines . . . and in other high pressure lines 
4” to 4” in size, W-S fittings protect piping systems against costly down time. 
They are drop forged from solid bars for extra strength 
and toughness . . . and they're safety-factor designed. 
W-S Forged Steel Fittings are available in screw-end and socket-welding 
types in carbon, stainless and alloy steels. 
For more information send today for our informative catalogs. 


gig WS FITTINGS Divisi N 


Ss HKP H. K. PORTER COMPANY, INC. ~~ 
Roselle, New Jersey 
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SEMI-AUTOMATIC MACHINE ASSEMBLY of thru-broached socket screws cuts time in half on this job. 


Thru-broached screws for automatic assembly — 
ANOTHER FIRST FOR BRISTOL DISTRIBUTORS 


The exclusive new Bristol thru- 
broached socket screw puts Bristol dis- 
tributors one up on competition again. 

The socket in this patented socket set 
screw extends the full length of the screw 
—so it can be wrenched tight from either 
end, This double-ended symmetry makes 
it just right for hopper feed to automatic 
and semi-automatic power screwdrivers 

no grinding or other modifications nec 
essary. It's equal in holding power to 
conventional socket screws, comes in 


standard sizes from No. 4 wire to 1 inch 

In line with the latest trends toward 
automation, this new thru-broached 
socket screw gives the Bristol distributor 
a door-opener to many otherwise inac- 
cessible customers. 

And, of course, he’s still selling stand- 
ard hex socket screws plus the famous 
Bristol-originated Multiple-Spline socket 
screws—both cap and set. 

Write for complete information about 
the few distributorships still open 





BRISTOL'S thru-broached socket screw. 


Precision socket screw manufacturers since 1913 





rico] 


Bristol's Hex Socket Screws 





Bristol's Multiple- 
Spline Socket 
Screws 


— 


0 


*Made in sizes as small as No. 0 in Alloy Steel and Stainless Steel. Cap Screws up to 142”. 
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PORTABLE GRINDERS 





















’v", %”, %" 





A Dependable, Heavy Duty Too! for 
Grinding, Buffing, Wire Brushing. 
5” and 6” Wheel Diameters. 


Corefully Balanced for Easy 
Handling 


Sioux Quolity Throughout 


ELECTRIC DRILLS 


Advanced Design 
Balanced Power 
Rugged Construction 
A Size for Every Need 
Sioux Dependability 
No Drill is Built to 

Last Longer 


WIRE WHEEL 
BRUSHES 


HIGH SPEED 
HOLE SAWS 


Sioux high speed teeth 
hole saws will cut holes 
from %" to 44" diameter 
in any machinable material. 


Durebly built of special 
brushing wire with wide 
face, even trim, perfect 
balance. Designed for heavy duty cleaning, 
removing, deburring, descaling, roughing, 
buffing, ond polishing 

Torque or saucer shaped brushes are fast 
workers for body repair, removing point, 
scale or corrosion, cleaning welded joints, etc, 
Used with Sioux flexible shafts or portable 
tools the brood brushing crea cleans large 
arecs in less time 












Round or plate steel, brass, aluminum, bronze, 
wood, even stainless steel may be cut. 

High speed steel teeth weided to chrome 
vanadium body give maximum life and cutting 
ability. Used in electric 
drills, drill press, or lathe, 





use sioux ALL THE WAY rip 
HN 


SOLD ONLY THROUGH 
AUTHORIZED DISTRIBUTORS 





ELECTRIC DRILLS, SANDERS, POLISHERS, 
BENCH GRINDERS, ABRASIVE DISCS, 





ALBERTSON and cOo., INC. 


SIOUX CITY, IOWA, U.S.A. 
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Informative Ads 


like this > 


PAVE 

THE WAY 
FOR YOUR 
SALESMEN: 


Ade like this appear regu- 
larly in leading industrial 
and construction publica- 
tions, as well as magazines 
directed to specialized indus- 
tries including the railroad, 
marine and petroleum fields! 
Every ad stresses the com- 
plete line and safety of 
Crosby-Laughlin Fittings for 
wire rope and chain, 


Now Faster 
Delivery 


A new centralized warchous- 
ing system cuts delivery time 
of C-L, Fittings to you by as 
much as 10 days— assures you 
of top level, sales boosting in- 
ventoriecs at all times! 


Stock and Sell 
the C-L Line: 


. » » famous Crosby “Red 
U-Bolt” Clips, “Load-Rated” 
Blocks Crosby - Laughlin 
hooks, shackles, turnbuckles, 
links and other drop forged 
fittings make up the most 
complete line available to in- 
dustry! 


Sell Safety 

Sell 
CROSBY-LAUGHLIN 
Fittings 





INVUSTRIAL VOT RIS TiVE * VO Vere, 


RIGGED FOR SAFE 


To handle heavy, expensive die sets 
with complete safety, this manufac- 
turer uses eight Laughlin Eye Hoist 
Hooks—two on each corner. The wire 
rope is positively secured with poe 
Crosby* Clips and Laughlin Thimbles 
protect the rope at the lifting points. 


LAUGHLIN Hooks—drop forged and 
heat treated—take the risk out of this 
job. They're precision designed and 
manufactured from special high quality 
steel —construction that senda in max- 
imum strength and uniformity with- 
out excessive weight. Hooks are 
available to fit rope up to 146" with 
capacities up to 20 tons! 

Toven Lavewtin THimeies, manu- 
factured from hot rolled steel bars, 
resist crushing forces, They're offered 


Le" 


in sizes to fit all ropes from )4" to 2'4 


Genuine Crossy Cups provide max- 
imum holding power for wire rope 
from 44” to 3” in diameter, In every 
application where the safety of men 
or materials must depend upon wire 
rope rigging, safety engineers specify 
Crosby Clips! Look for the “Red U- 
Bolt"*— you'll see it in use every- 
where—in every industry ! 


Oe 


























THE STRONGEST LINK 


Wherever a chain link is replaced or 
connections made, a potential safety 
hazard exists—unless genuine Laugh- 
lin “Missing Links"’* are used to do the 
job! This easily installed split link is 
essential whenever maximum safety is 
required, It's as strong as BBB chain! 
Drop forged “Missing Links” are 
matched to a perfect fit under tons of 
pressure. Your Crosby-Laughlin Dis- 
tributor carries a complete range of 
sizes from %" to 174"! Insist on the 
genuine “Missing Link”. 


*REGISTERED TRADE MARK 


Stocked and sold by leading distributors everywhere 


CROSBY-LAUGHLIN Dacscoxn 


American Hoist and Derrick Company 


FORT WAYNE 1, INDIANA 
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We'll never let you down 


THE J&L PRODUCER-DISTRIBUTOR TEAM 
Quality Steel Pipe... Fast, Dependable Service 


You can rest assured you'll get com- 
pletely dependable service when you 
rely on J&L and J&L Distributors for 
your steel pipe requirements. 

First, you get superior pipe. JAL con 
trols the quality all the way from raw 
materials through the finishing mills 
That's why you find J&L steel pipe is 
long lasting and easy .working on any 
application. 

Second, you get dependable service 
Your J&L distributor is always ready 
with: 

1. Complete stocks near at hand. 

2. The right pipe for every job. 

3. Technical service by steel pipe 
specialists. 

Whenever you need superior pipe and 
dependable service, phone or write your 
nearest JAL distributor. 


Jones & Laughlin 


STEEL. CORPORATION rPrirTTeeaveacre 
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PROMINENT DISPLAY of Delta 
tools is always maintained in Waite's 
showroom. Equally important, all tools 
are ready to demonstrate. (Left) Waite's 
also gets a big share of consumer 
trade with attractive window displays. 


COMPLETE STOCKS of Delta tools, 
parts and accessories enable W aite's to 
fill most orders the day they're received. 
Accurate inventory records assure that 
stocks are replaced immediately 





means easier sales for our men,” 


says William A. Dean, Owner and President, 


WAITE Hardware Company, Worcester, Mass. 


For 76 years, Waite Hardware Company has been 
one of the leading sales organizations in the indus- 
trial supply business. According to Mr. Dean, 
there is one basic reason for the firm’s continued 
growth: quality products plus quality service. 
“You've got to give customers what they need 
when they need it,”’ says Mr. Dean. “And you've 
got to give them the best. That’s why we carry 
the Delta line.” 


SALESMEN SOLD ON DELTA QUALITY 


“It’s such an easy line to sell,”’ says Mr. Dean. 
“Our men like Delta because it’s a complete, top 
quality line, priced right, with high user accept- 
ance. And it’s backed by consistent advertising 
and complete sales cooperation. We call Delta the 
Cadillac of the field with Cadillac quality but 
not the Cadillac price.” 


QUALITY SERVICE SELLS CUSTOMERS 

“Our customers really believe in Delta,”’ says 
Mr. Dean. “It’s our job to keep them believing 
in Delta—and in us.”’ Here’s how Waite’s has built 
lasting goodwill that’s kept customers believing 
and coming back over the years: 


Know what customers need 


Waite salesmen make it a point to know and 
understand customers’ problems. But they also 
make it a point to be thoroughly familiar with the 
operation and applications of Delta tools so that 
they can relate this knowledge to specific cus- 
tomer needs. 





William A. Dean, Owner-President and J. Harold McKinstry, 
Vice President-General Manager, Waite Hardware Company. 


Fill customers’ needs promptly 


Waite’s always maintains complete stocks of 
Deita tools, parts and accessories, enabling them 
to not only give customers what they need— but 
when they need it. Orders are filled fast —usually 
the same day they're received 


Keep customers aware of services 


In addition to aggressive advertising and direct 
mail programs, Waite’s also believes in special 
promotions to get customers and prospects into 
the store. “‘In this way,” says Mr. Dean, “we can 
demonstrate the versatility of Delta tools and the 
interchangeability of components.”’ 


Waite’s successful growth with Delta bears out what many Delta Dealers have proved 
through the years: When Delta Quality is backed by dealer service of equally high 
quality, the result is bound to be ever increasing sales and profits. Delta Power Tool 
Division, Rockwell Manufacturing Company,631F N. Lexington Ave., Pittsburgh 8, Pa 


another product by 





ROCKWELL @ 


DELTA QUALITY MAKES THE DIFFERENCE 
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WEW SELF-PRIMING WORTHITE 
CENTRIFUGAL CHEMICAL PUMP 
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Launching the year’s best sales booster 


The new Plarined Direct Mail Program is on its way to Worthington distributors 


Here it is! The new 1956-57 Direct Mail Program dustrial Distributors set up direct-mail operations 
for Worthington Distributors. The most impressive to take advantage of this new promotional package. 
collection of pump and compressor sales boosters For information write to Worthington Corporation, 






ever assembled. Merchandising Sales Dept., Harrison, N. J. C44 
Last year, 653,496 pieces of direct mail were 

used by Worthington Distributors. Aggressive sell- WoO R T eS] i he G TO ag 

ing and aggressive promotion helped them, as a S 

group, chalk up the best year in our history. = D>. S 
Worthington stands ready to help any of its In- THE FRANCHISE THAT WORKS FOR YOU 
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New Revolutionary Steam Trap 


One large capacity seat for all pressures! 


——o 
S418 
TRAP 


ond 
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New Sarco Thermodynamic steam trap. Sizes % to 1”... each body as small as 
a tee fitting! Capacity is determined, not by a bulky body, but by the effective 
orifice, valve action, pressure drop and condensate temperature 


1. Cuts trap inventory 


ew 


~ 
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With the revolutionary Sarco TD steam trap, you use ex- 
actly the same trap...with exactly the same large capacity 
seat...for all pressures 10-600 psi...for heavy, light or no 
condensate load. Sizes % to 1”. 


All pressures 10 to even 600 psi! 
...without changes or adjustments. Self-adjusting. High pres 
sure construction ,..at a low pressure trap price! 


Operates perfectly when pressure fluctuates 
Absolutely no effect even from 600 to 10 psi! No water seal 
to evaporate. No adjustments. 


Widest capacity range 
Same large capacity seat for 10 as for 600 psi. Pressures of 
incoming air and condensate INSTANTLY AND FULLY raises 
valve head (disc), permitting maximum discharge 


Operates equally well on all loads 
The same Sarco TD trap for heavy, light or no condensate 
load. No prime to lose. No adjustments. 


No oversizing worries 
You can size the new Sarco TD steam trap for peak conden 
sate loads...without risk of blowing steam on light loads 
no prime to lose...no adjustments, 


No steam leak required 
...to operate the revolutionary Sarco TD steam trap (Pat 
Pending ). Closes tight against steam! 


Convince yourself by 60-day trial... use coupon 


SARCO 
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Trouble-free design 


Here is a trap so simple, it doesn't 
even have a valve closing mechanism. 
The kinetic energy of steam closes 
the valve. ONLY the new Sarco TD 
uses this operating principle. 

No mechanism parts to wear or 
stick. No narrow channels to choke. 
No gaskets to leak. 
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Maintenance 
practically eliminated 
The all-stainless steel Sarco TD has 
only 3 parts...cap, dise and body 
Only moving part is a hardened SOLID 
stainless steel disc, practically wear 
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r 
| SARCO COMPANY, INC. i 
| Empire State Bidg., N. Y. 1, N.Y. | 
| Please send me Sarco TD Steam / 
i Trap and strainer for 60-day trial | 
| Size For use on | 
| j 
| 
| Nome | 
| 
| firm | 
i 
| Address j 
City Stete ) 
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Talk of the Trade 





HOW ABOUT THAT: 
poured in on Roy Howell (Briggs-Weaver, Dalla 

last month Mrs. Howell presented Roy with a 
daughter, Theo Elaine, on a Saturday and on the 
following Wednesday, Roy's daughter, Mrs. W. D. 
Donovant, gave birth to a son, thus making Roy a 
newly-crowned father and grandfather within a weck 


Congratulations really 


/ ~ 





ANY COMPETITORS LEFT? Because of it 
strategic location in Memphis, Lewis Supply Co., wa 
chosen recently as a site for a Civil Defense air raid 
siren After a mock bombing had knocked out the 
downtown section, George Franks, Lewis Supply veep 
told his competitos It's been nice knowing all you 
friendly people. Now that we've been the first to go 
your strongest competitor has been removed and thi 


field is wide open for you ~ 


DID YOU SEE TT? You've scen, I'm sure, Bell Tel 
phone System's advertising campaign but did you se« 
the recent full page ad featuring an industrial di 
tributor? Frank Cruger, (Indiana Manufacture: 
Supply, Indianapolis) called it to our attention 

he ad quotes the sales manager of George S$. Thom 
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son Co., Phoenix, as reporting that one of the firm 
salesmen made a phone call to another city before 
making the trip to see a buyer Hie found that 
the buyer was leaving that very day and would b« 
away for several weeks The salesman succeeded 
in making an appointment for that afternoon and he 
closed a $9,000 sale Hello, operator, quick, get 


me long distance 


SAILING, SAILING: When the annual Mackina 
Island race was staged by the Chicago Yacht Club 


last summer, 59 sailboats set sail One of the 
enthusiasts was Russ McGee (Danly Machine Special 
ties) . While Russ didn't add a cup to his already 


large collection, he did come in sixth and, in a field 
of 59, sixth sounds nght good to me Congratula 


hions, 


BUILDING UP: Now that the neighborhood in 
vhich J. Walker Hays (he just sold his interest in Hays 


» pply Memphis sce nCcws columns) lives is build 
ig up so fast, Walker is disposing of his collection 
of pheasants He had about 200 of them; some 


vhich he donated to the Memphis zoo, were pure 


white 





QUANDARY: That National League race sure put 
iles managers for manufacturers in a quandary 
When they started to plan October trips in ea: 
September, they didn't know whether to just go 
New York City, work with their Milwaukee man or 
What a problem 


Being a Giant rooter, my problem was solved 


ill on Cincinnati distributor 


ionths ago—not to my liking but definitely solved 


R.W.B 
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WAIL DOWN 


WITH THIS NEW 


Here’s a new line of roller chain and sprockets that opens up new sales 
opportunities in every plant you contact. Atlas Electrolized Roller Chain 
presents new possibilities for the replacement of all types of chain where 
corrosion is a factor and longer wear desired. Its low cost makes it pos- 
sible for your prospects and customers to specify anticorrosion type of 
chain on installations where it was needed, but previous cost factors 
made it uneconomical 

Atlas Electrolized Roller Chain and Sprockets are made to meet and 
beat the requirements of critical transmission drives in the food, chem- 
ical, beverage arid other industries where corrosion is a factor. It has 
been performance-proved to be stronger. Comparative “wear-drive” 
tests with regular chain proves Atlas Electrolized Roller Chain lasts 
more than 100% longer 

Atlas Electrolized Roller Chain is stainproof and corrosion resistant 


AT LA ian élechiiohized 











MORE NEW SALES 


LINE OF CHAIN AND SPROCKETS 


—electrolized parts have withstood salt spray test as much as 800% 
longer. It has the same high tensile strength as alloy steel chain and is 
much higher than bronze or stainless steel chain. Friction of electrolized 
parts has been reduced as much as 50% thus cutting “drive-drag.” Best 
of all Atlas Electrolized Roller Chain is more than 40% lower in price 


than any other corrosion resistant chain. | 


Nail Down more new sales now! Line up with Adias Electrolized Roller | 
, © LOWER PRICE 


Chain and Sprockets. Get the facts now on the Atlas Distributor Plan 


..+ Write to Dick Pool, Atlas Chain & Manufacturing Company, West © WEARS LONGER 
Pittston, Penna. © CORROSIVE RESISTANT 
@ NIGHER TENSILE STRENGTH 





ATLAS CHAIN & MANUFACTURING COMPANY 
WEST PITTSTON, PENNA. 











CHAIN aad SPROCKETS 








WIRETEX 
STEAM AND PILE DRIVER 
HOSE 






ONE 


OF THE 


MANY 
GOOD 
PRODUCTS 


SOLD BY 


REPUBLIC 
DISTRIBUTORS 


FOR: High Pressure Steam Lines and Pile Driving Service. 


WHY: sate — High tensile braided wire reinforcement pre- 
vents bursting. 


Strong — Two-wire construction designed for saturated 
steam up to 200+ .. . one wire up to 150#. 


Serviceable —Asbestos cord fabric over insulated rub 
ber... won't char or deteriorate. Heat and oil resisting 


. Reprene tube. 
: SIZES: 3/8” to 2” including all standard sizes in between. 
" OTHER REPUBLIC STEAM HOSE 


Republic Braided Asbestos — Designed for continuous sat- 
urated steam service up to 200# p.s.i. 


















Republic Steam Hose — The highest quality of cotton duck 
reinforced steam hose for general industrial use at pressure 
not exceeding 150# p.s.i. 

Tower Steam Hose — For normal industrial steam service 
where working pressure is under 100# p.s.i; high quality 
rubber and hard-woven duck. 

Hector Steam Hose — Designed for low steam pressures and 
hot water service; light construction, high quality. 

Other Steam Hose in the Republic line: Packing House, In- 
vader Washout, Republic Creamery and Invader Creamery. 


eee eeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee 


REPUBLIC RUBBER DIVISION 


LEE RUBBER & TIRE CORPORATION, TOUNGSTOWN I, ONnIO 





RUBBER PRODUCTS 





INDUSTRIAL 
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Industrial Distribution 








Small Business Problems 


MALL Business has again been in the headlines. 
S Both political parties at their recent conven- 
tions extolled the virtues of small business and 
“viewed with alarm” the mounting problems in 
this important segment of the business com 
munity. Both parties have planks in their plat 
forms promising measures to foster the growth 
of small business. 

At about the same time, the President's Cabinet 
Committee on Small Business filed its first report 
And most major newspapers and magazines took a 
new look at the problems of small business. ‘This 
renewed attention to the small businessman has 
significance for each industrial distributor for two 
reasons: (1) in terms of numbers at least, the 
great majority of his customers are small business 
concerns and (2) with very, very few exceptions, 
the distributor himself is a small businessman and 
as such, is plagued with all the so-called small 


business problems 


The Thorny Problems 


What are these unique problems that make the 

lot of the small businessman particularly hard? All 
of the experts present different diagnoses, but 
most can agree on three or four ever-present symp 
toms. Without attempting to establish a ranking 
all would probably put high on the list the difh 
ulty of getting money to operate and grow. The 
burden of taxes has made it impossible to provide 
for growth out of earnings, and small business 
concerns do not have access to the public market 
for capital 

Another overriding problem has to do with 
management, Certainly many of the problem 
would disappear, or, better yet, cease to arise, if 
the bert in management know-how was mor 
videl disseminated and if better management 
talent was more widely available 

From the practical angle of doing something 
remedial about it, this matter of raising the level 
of management ability is more difficult than the 
An almost insuperable 
It is often 


hard for the small businessman to recognize, much 


matter of raising money 


obstacle is encountered at the outset 


less admit, that the real source of his trouble is 
lack of management know-how. In the very nature 
of things, it takes a man with a lot of self-confi 
And the 


ame attributes that enable a man to build a 


dence to start a business of his own 


business from scratch make it difficult for him to 
His self-confidence pre 
his same 


see or admit weaknesses 
vents him from confessing limitations 
characteristic, of course, makes it difficult for him 
to bring in new executive talent and to let go of 
the reins enough to develop an effective organiza 
tion. (On this matter of delegating authority, see 
pps. 102-104.) 


More Know-How 


We can look for no quick solutions to the prob 


lems of small business. But all is not black, and 


sure progress is being made. The report of the 
Cabinet Committee on Small Business outlines a 
number of measures that will help out in the pro 
vision of money for the growth of small business 
changes in income tax laws, estate taxes, as well as 
direct loans. The importance of better manage 
ment is fully realized, and the problem is being 
approached on many fronts. In our own field, 
college courses in industrial distribution have been 
established. Advanced management training work 
is being offered by Harvard on a basis tailored to 
our industry needs. And I would be remiss, if | 
failed to mention our own contribution to the 
dissemination management know-how—the know 
how received by you each month in your copy of 
INpuUSTRIAL DisrTRipuTiON 

Above all, and as is pointed out in the remark 


ommittee rm port 


ably objective and perceptive 


referred to earlier, small business will stand a far 
better chance of thriving and growing in a healthy 
“W hen production employ 


cconomic climate 


ment, and the flow of incomes have risen, as ha 
been the case in recent years, the majority of 
smaller enterprises have shared in the economx 
expansion. On the other hand, when business ac 
tivity has been dull 
uffered a setback 

tion that the Federal Government can make t 


the economic health of 


manv small businesses have 


The most important contribu 
mall businesses is, there 
fore to purse monetary, hi cal and housekeeping 
policies that foster sustamed expansion of aggre 
gate economic activity and that avoid the illusion 
of well-being that are sometimes produced by 


price inflation 


ee, oP Loci 
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Want to save your 
customers and your 
company time and 
money? It’s easy if 
you school your inside 
and outside salesmen to 
steer clear of specials— 


without losing the order. 


CHAIN SLINGS required by C. I 


meant 3-4 weeks factory delivery 
coupling link 


Welshofer 
Salesman Ed Pelka suggested cut chaw 
Shipment from stock was made the next day 





left) P. A. at Harper Furnace Corp 


th a 


Sell Stock Items 


“W' HEAR A LOT THESE DAYS about 
creative selling,” says George 
1D. Enos, executive vice president of 
The Enos & Sanderson Co., Buffalo 
“In field, the 
examples of creative selling is simply 
selling stock items 

“So many order 
products slightly off standard. They 
feel their needs are different. They 
believe their odd specifications are 
necessary, Or, as is often the case, 
they don’t realize they are ordering 
special items. The salesman, inside 
or outside, who takes the time to 
check our stock, who knows enough 
about the customer's operations and 
personality of the buyer, and then 
points out how time and money can 
be saved by switching to a stock 


our one of best 


customers 


item . he’s the salesman, to my 
mind, who is truly engaged in crea 
tive selling.” 

In more than 50° of the cases, 
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By George L. Bottari 


Assistant Editor 





according to Mr. Enos, industrial 
customers are willing to switch from 
specials to stock items, especially 
when you can show them there is a 
savings in cost of from 50 to 200% 
Ed Pelka, salesman and assistant 
sales manager, says, “It’s important 
to know the customer, be familiar 
with his production methods and 
machinery. ‘Take every opportunity 
to familiarize yourself with the cus 
tomer’s operations and equipment, 
get well enough acquainted with 
those influencing orders so that they 
will respect your suggestions.” 
One thing Mr. Pelka believes 
sincerely is what he tells his good 


accounts: “I'm on your payroll 
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When you cease ordering from m«¢ 
you've fired me.” 

l'o insure not getting fired by his 
customers, Mr. Pelka takes 
opportunity—on orders or inquiries 

to point out savings that can be 
effected by buying standard stock 
items. “Lower price and/or better 
delivery in stock items turns many 
quotations into orders,” advises Mr 
Pelka. “It’s worth the effort, par 
ticularly just 
quotes on the items as specified 


every 


when competition 
Customers get the idea you're think 
ing of ways and means to make their 
job easier.” 

Both Mr. Enos and Mr. Pelka 
emphasize the importance of school 
ing the inside sales force to concen 
trate on selling stock items too 
Donald A. Scholz, in charge of in 
side sales, can cite many instances 
where this has paid off “For 

here a 


example,” he advises, 











TAPER SHANK DRILL ORDER handled by 


Donald A 





WIRE ROPE SLINGS are another p mores t category stocked 


Scholz, charge of imside sales, specified expensive specials void costly factory shipment y — in standard «lin 
with 10 dav and 5 week delivery Ry suggesting shightls ngeths, with component part and ho« ombination ' 
different tapers, to be used with different chucks, delivery at t istomers’ needs can be a wane for prompt 
lower prices came from stock | nat pecial orders plea | ' 
recent order for drills. Note the difference in tapers in our stock length usually doesn't change 
items meant they would have to use anything, unless there's a clearance 


items as specified by the customer 
high unit price and extended fac 
tory delivery noted next each item ) 
Immediately below each item in 
boldface I've shown the alternate we 
shipped from stock ( note the marked 


difference in price and delivery ) 


1—% No. 3 Taper shank drill @ 
25.44 ea. Delivery 10 days 


% No. 2 @ 3.87 ea. stock 


2—27/64 No. 3 Taper shank 
drill @ 13.72 ea. Delivery 5 
weeks 


27/64 No. | @ 2.07 ea. stock 
27/64 No. 2 @ 2.22 ea. stock 


2—17/32 No. 3 Taper shank 
drill @ 15.88 ea. Delivery 5 
weeks 


17/32 No. | @ 2.77 ea. stock 
17/32 No. 2 @ 2.96 ea. stock 


“Il knew this customer's 
"Mr. Scholz points out 


Opeta 


he 


tions, 


different chucks, but the cost sa 
ings, plus the advantage of stoch 
delivery, made avoiding the special 


an attractive idea to them 


Specials: Costly To All 


‘Sure we wound up with a smaller 


order from a dollar volume stand 
point,” Mr nos concedes “But 
the important thing is that th 


customer appreciated our having hi 
In this case 
will 


best interests in mind 


I know future busine mor 
than make up the difference And 
were in business for the long pull 
not the one-shot order. Your sup 


plier will certainly appreciate an: 


too 


decrease im special orders, 


they're as costly to manufacturer a 
to distributor 
Many items in the 


lend themselves to more economical 


industrial field 


“Fasteners, for exampl 
Pelka A jun. difference 


ordering 


avs Mi 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1956 


Quick 


problem; then the additional length 


can be ut Which } usually 
heaper than insisting on a shortes 
length that i pecial Draftsmen 
are notonou ior specifying the 
hortest length that can be used 
without regard for the fact this ma 
make the fastener a special 


cording to Mi 
the 
in standard par kages Som 


Another point a 
Pelka dont forget 


ordernng 


SAVINGS i 


ustomen#' 
blade 
This i 


our frm 


till order power hack saw 
for example in dozen lot 
costiv to 


Instead of breaking D> 


them as well a 


the tandard package you " 


ilmost always get them to order in 
lecimals 

In line with this pole vy of plug 
ming stock Mr 
Wer the 
cw product that enable u 


Enos advise 
lookout for 


to offer 


items 
ilwavs on 
delivery —or improvements to 
old produ ts that climimate wait 
hipment 
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_ [D's Readers Answer Salesman’s Cry for Help 


September’s ID carried the lament of a salesman who couldn't 
sell a lip-smacking account. Some readers think they know why 








| N A SPECIAL SEPTEMBER SECTION ON “BrarnstormMinc” ID published the lamenta 


tions of a distributor salesman who was getting only token orders. 
plant in his territory was figuratively a closed order-book to him 


A big 
So there he was, 


outside the gate, smacking his lips at the plant's huge sales potential in cutting 


tools, abrasives, hand and precision tools, and maintenance items 


Not even by 


taking the assistant P. A. to a girlie show had he been able to pry any of this 
potential loose. All he could do was cry “Help!” 

Since then, our beleaguered salesman’s impassioned appeal has fallen on recep 
tive ears among ID's readers. A number of them have written offering him counsel 


on how he should deal with his resistant prospect. 


readers expressed too much sympathy for him. 





Try, Try, Try 

For example, Howard Begg, of 
Squier, Schilling & Skiff, Newark, 
N. J., wrote: “Based on our ex 
perience, this man has only to keep 
eternally at it. He shouldn't get 
discouraged. One of our men ap- 
plied himself in precisely the same 
way to one of the largest accounts 
in this area for over five years before 
he eventually crashed it.” Adds Mr. 
Begg: “The first year and a half is 
the hardest.” 

In a similar vein, a Chicago dis- 
tributor advises our problem gales 
man: “Keep calling. Eventually 
the P.A. will quit or die or get 
kicked upstairs. Cultivate others in 
the plant. You have a two-to-one 
chance of eventually getting the 
business.” 
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Disposition to Buy 


Although the distressed salesman 
stated he had “done everything” to 
crack open the toothsome account, 
Wilson P. Chatfield of F. Hallock 
Co., Derby, Conn., says that engi 
necring assistance, entertaining, and 
so on, are secondary to cultivating 
a “disposition on the part of the 
P.A. to buy.” 

“What creates this disposition to 
buy,” Mr. Chatfield declares, “varies 
with every prospect or customer 
There is not a set rule for anything, 
but once you have created this dis 
position in the mind of the cus 
tomer, there is nothing that cannot 
be accomplished with the account.” 
Mr. Chatfield did not, however 
venture any ideas on how this “dis 
position to buy” could be devel 
oped. 


Try Greener Fields 


Little sympathy for the salesman 
was expressed by E. L. Klinger, as 
sistant general wire rope sales man 
ager of Wickwire Spencer Steel 
Div., Colorado Fuel & Iron Corp 
“Many times a salesman just hates 
to admit an account has him licked 
Moreover, as in this case, the ac 
count may be a big one, and he 
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Significantly, none of these 





can't get that big potential out of 
his mind. Eventually, however, he 
comes to the realization that three 
or four calls a month over a period 
of a year and a half for $25 or $50 
worth of business isn’t making him 
or his company any money.” 


Spend Time Elsewhere 


Mr. Klinger’s solution: “The 
salesman should reduce his calls to 
one every three months— 
and spend the time saved in calling 
on other accounts where he has an 
even chance at their business.” 

It’s Mr. Klinger’s conviction that 
the salesman has a lot of small ac 
has never 


total 


two or 


counts in his territory he 
called 


on—accounts “whose 











purchases add up to more than the 
big account that has him stumped.” 

And exploiting these small ac 
counts will, Mr. Klinger tzlieves, 
have its ultimate rewards. “The 
salesman’s business will be spread 
over many smaller buyers instead 
of being concentrated in one big 
account where a change in per 
sonnel or buying policy might over- 
night leave the salesman on the 
outside looking in.” 


Find the Real Reason 


A point of particular importance 
oceurred to Faie A. Hurd, a Chi 
cago sales consultant: There must 
be a very good reason why such a 
plump prospect is consistently re 
fusing to buy from the salesman’s 
firm. “It would seem,” Mr. Hurd 
observes, “that good judgment 
would prompt distribution of the 
business placed among representa 
tive suppliers in the locality,” 

Thinking this point over, Mr. 


Hurd continues “The attitude 
would indicate that a personal equa 
tion within the company (and it 


may not be in the purchasing per 
the exclusion of 
company. Other 
personnel 


sonnel) dictates 
the salesman’s 
wise, the purchasing 
would not accept expensive enter 
tainment without expecting to show 
their appreciation in some tangible 
way 

Mr. Hurd suggests, 
that the whole problem must be 
solved on a “higher level,” by a top 
executive or owner of the supply 
house taking the matter up with the 
president of the prospect plant 


therefore, 


Start All Over Again 


Says |. W. Friel, vice-president of 
Standard Pressed Steel Co.: “What 
would I do in this case? I'd start all 
over again. I'd plan my strategy 
better than was obviously done dur 
ing the first campaign.” 

In Mr. Friel’s opinion, the sales 





man has to answer a leading ques 
tion: Why should this prospect buy 
from my firm? 

Then he has to answer it by put 
ting some equally penetrating ques 
Have I more-than 
the 
pect’s problems and requirements? 


tions to himself: 


ordinary knowledge of pros 
| widely-used, well-advertised 


Are my 


Have 
brand name lines to offer? 
drills, taps, abrasives, and tools such 
that I can demonstrate and prove 
their merit above and beyond what 
the customer is now using? How is 
my service and my stock? 


New Is Tried 

Mr. Friel states that his own firm 
purchases from several distributors 
in Philadelphia on the basis of 


“policy and reciprocity.’ llow 


ever,” he says, “we also look at and 
try new and better products regard 
less of who sells them.” 

He parallels SPS's case to that of 
the saddened salesman. “His pros 
pect uses a great many expendabk 
tools. So do we. To get better drills 
and taps, we don't argue about cost 
First costs are negligible compared 
with down time, loss of production 
etc., caused by tap or drill breakag 
on a $40,000 machine.” 

“Any Mr 


Friel asserts, “who can show us ad 


industrial salesman,” 
vantages whereby his drills and taps 
will save us money will get an order 
We'll try them.” 
The goes 
“Abrasive men camp on our door 


same for abrasives 
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step waiting to see us. Very few can 
give us good reasons for buying, be 
yond a laudable desire on their part 
to make a sale.” 

Mr. Friel wonders, therefore, if 
“our 
catalog at the prospect and just ask 
He wonders, also 


boy has been throwing his 
ing for orders.” 
“Instead of being a drill, tap, and 
tool salesman, should he not be a 
cutting tool specialist, an expert in 
producing a tapped hole, or an 
abrasive specialist?” 


Gotta Have Heart? 


discount 


Mr 


factors 


Friel 


which 


But doesn't 


other may be ob 
structing the salesman's ability to 
sell “It 
would be in order to have a heart 


talk the 


purchases, and frankly ask him why 


his prospect certainly 


to-heart with director of 
no business is placed with our sales 
man's house. It may or may not be 
policy or reciprocity, You may en 


counter an excuse here, and not a 
reason 

As for the salesman’s complaint 
that the prospect is remaining loyal 
to supply houses that took care of 
him during the war, Mr. Friel ask: 
Which war? What did our sales 
man's house do during the wars 
when everything was hard to come 
by?” 

“Help” cred our distraught sales 
man. If he’s read this far, he has a 
number of suggestions to choos 


from 
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Is sales analysis 
worth it? 


lf you are thinking 
about installing a complete 
sales analysis procedure or 
worried about the cost and 
results of your present one, 
stop and think what you 
really hope to get out of it. 
This West Virginia com- 
pany’s management has 
some positive ideas on 
the subject which should 
help you find the answer, 
whether you agree with 


one over with H 


them or not. 


TECHNOLOGICAL CHANGE is too rapid t 
methods, says A. P. Smith, treasur f Penn wnia & West Virginia Supply ‘ 
vho supplies sales department with regula ale ynalvsis reports Here 
Timmons, assistant sal 





pot obsolescent lines by hit or miss 


he look 


manager 


“We'd Be Lost Today Without Sales Analysis” 


nowntLy C, EF. Skillcorn, sales manager of Pennsy!| 
R vania & West Virginia Supply Corp. of Wheeling 
took time out to assess the effects of technological 
change since 1946. Of all the firm's major lines of 10 
years ago, he found, no fewer than 20 had dropped 
Yet the com 


pany's sales had increased in the same period, as obso 


in volume 50% in the past decade 


lescent lines were replaced with new ones in time to 
take up the slack 

“That's why we spend $3,000 a year for sales analy 
sis,” says Mr. Skilleorn We have to do all we can 
to spot lines on their way out, and new products with 
Who knows what we'll be selling 10 years 
The area the company serves, the West 


potential 
from now?” 
Virginia coal fields and the Ohio Valley, is a hotspot 
of technological change, most of it due to mine 
mechanization and rapid growth of the chemical in 
dustry in the Valley 

The company has tabulating machinery used ex 
clusively for sales analysis. The setup will be im 
proved this year with new attachments, raising its 
annual cost 10% “The use we get out of sales 
analysis easily justifies the cost of the machinery for 
this purpose alone,” says A. P. Smith, treasurer. “It's 
a management cost, because we believe our manage 
ment could not function effectively without the kind 


ot analysis we ha Distributors with too many slow 
moving lines just don't survive.’ 

Before the machine setup was installed, the man 
agement had to depend on spotchecks of mventory 
cards to find out how lines were doing 

The sales analysis department furnishes monthly 
reports by customers, by commodities and by sales 
men, and special reports when needed on categories 
of customers, commodity groups, branch warehouse 
sales, manufacturers’ lines and stock, non-stock and 
special order item: Ihe reports throw light on 
changing market conditions in several ways 

1. Seasonal factors can be isolated 

Decisions to add or drop lines arrived at solely on 
the basis of short-term sales activity would not b« 
sound, Mr, Skillcorn explains. Scope of the sales 
analysis is broad enough (monthly reports by cus 
tomers, commodities and salesmen, periodically by 
customer and product categories) to reflect the sales 
fluctuations due to seasonal factors or temporar 
booms and depressions in specific industries 

2. Lines susceptible to obsolescence are watched. 

They are checked constantly to determine at what 
point they should be curtailed or dropped 

3. Unprofitable lines stand out. 

Some, for reasons of potential, may be kept; others, 
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if obsolete, dropped. Price and cost factors can be 
evaluated to determine how margins can be improved 
through less inventory or less sales expense. 

4. Special-order and non-stock items get attention. 

Ihese sales categories often contain the lines that 
will be important in the future, as well as slow-movers 
already dropped from regular stock. ‘The more promis 
ing ones can be stocked, or their inventories increased 
Good service in the newest lines may put the firm 
ahead of competition in the future 

5. Complacency discouraged. 

Kegularity of sales analysis reports and cost and effort 
in preparing them is a stimulus to management to us« 
them. “In a time of declining business, every one is 
all excited about sales analysis,” Mr. Skillcorn observes 
“The hard part is to keep the same interest up when 
business is generally good.” 

6. New product results show up. 

Management watches closely to see which lines 
seem to be catching on with specific industries where 
technological change is known to be in progress 

7. Hasty actions forestalled. 

On the strength of declining sales alone, manage 
ment or salesmen may urge climination of certain 
lines, Mr. Skillcorn points out 
ports will show that some of them, though outmoded, 


But sales analysis re 


cannot be dropped without jeopardizing important 
service to large customers. “We were all set to drop 
a certain line recently that wasn't paying its way 
Chen we looked over the sales reports and changed 
our minds loo many customers still needed it 
In two vears it will be totally obsolete and we'll get 
rid of it.” 

Ihe management also uses sales analysis for the 
usual purpose of directing and controlling salesmen 
in the field 

Che sales analysis department has three electrical 
mechanical data processing machines—a keypunch 
sorter and printer-tabulator—all rented for $250 a 
month. Some 10,000 punched cards a month ar 
handled, with sorts running to 40,000 to 50,000 for 
cach grouping of data. The procedure is to code th 
order copy for customer, commodity, salesman, cate 
gorv, warchouse branch, and stock or non-stock, then 





$250 A MONTH, plus cost of punch « rds, is not too much 


to pay to know where th ompany stands, says assistant 

treasurer A. | \ let Thi orter and two other low-cost 

machine ke unch and tabulator) produc | 100 cards a 
onth that pmpomt sak ommodities by Customer 
ncsmean ‘ yw ing j i! potted before it tin ate 


punch the data on a card along with date, cost and 
price. ‘The regular monthly sorts by customer, com 
modity and salesman are then run off and tabulated 
the first week of the month. Additional data can be 
pure hed on, of special sorts mack when mor ce 
tailed special reports are needed 

Mr. Smith savs he is not vet fully satished with the 
punched card operation but the next improvement | 


i 
He plans to speed up the sorter 


i fairly simple one 
from 180 to 200 cards a minute by installing a new 
sorting pulley at $25 a month additional cost 

So far he doesn't plan to integrate ales analysi 
vith regular accounting functions such as account 
receivable and payable 

‘One step at a time 1 cnough for us now he 


“ays Sale 5 


have 


analysis more than pays for what we 





“Brainstorming Available 


The 32-page report, “How To Brainstorm Your Way To Sales” which was pub- 
lished last month was received so enthusiastically in all parts of the country, 
your editors are now making the two-color reprint available. They may be 
obtained by writing to Reprint Editor, INDUSTRIAL DISTRIBUTION, 330 West 
42 St., New York 36, N.Y. The reprints cost 50 cents each for the first 10 copies, 
40 cents each for the next 40 copies and 25 cents each for additional copies. 
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Redeveloping Our Cities 


A not-so-easy solution to the prob- 


lem of urban traffic congestion 


Se EXPANDED NATIONAL HIGHWAY 
PROGRAM passed by this year's 
Congress is not going to solve the 
problem of city traffic jams. Neither 
are any of the great urban express 
ways you may have seen under con- 
struction. The situation is prob 
ably going to get worse unless we 
start rebuilding our cities (and sub 
urban areas, too) in a way that will 
give the super-highways a chance to 
function, 

In the next 10 years not only high 
ways, but industrial, commercial and 
residential facilities, must be rebuilt 
on a large scale, or the cities will 
strangle 

So says Dr. Wilfred Owen of the 
Brookings Institution, in a new 
study, The Metropolitan Transpor 
tation Problem. 


Bigger and Better Jams 


According to this study, there is 
no question what will happen if we 
continue crowding more people into 
the downtown areas by day and dis 
persing them to “suburban dormi- 
tories” each night. As the number 
of automobiles increases, we shall 
face a “paralyzing transportation 
crisis.” By 1975, based on popula 
tion projections, there will be 146 
to 158 million people living in city 
areas. It will mean 23 million more 
people going to work at rush hours 
than in 1955. And there is every 
evidence that more of them will be 
going by automobile 

With rising incomes and con- 
tinuing desire for suburban living, 
car ownership is trending upward 
from one car to 4.8 persons in 1948 
to one car for every 3.3 persons in 
1955, and a conservative forecast of 
one car to 2.5 persons in 1975, ‘This 


would mean 88 million cars and 








By Robert Ulin 
McGraw-Hill Department of Economics 





over 100 million vehicles, including 
trucks, with most of them travel 
ing into and out of cities. 

Still, some method of handling 
the auto traffic must be developed. 
According to the Brookings study, 
there is little chance that a signi 
ficant proportion of city traffic will 
return to the subways and other 
mass transit systems. Most people 
consider it cheaper, more comfort 
able and convenient to use a cat 

Moreover, the financial headaches 
involved in modernizing city tran 
sit systems are even worse than the 
problems of highway 
because the transit systems require 
a huge investment in facilities that 
are used to capacity only during 
(Highways, by con 


financing, 


business hours. 
trast, carry some pleasure travel at 
all times and especially on week 
ends), 


Recent Improvements 


Our 
several hundreds of millions per year 
in an effort that leaves them further 
and further behind in thei 
with traffic congestion. ‘To really do 
the job will cost billions. (The 
Bureau of Public Roads’ estimate, 
for all U.S. cities, is over $4 billion 
But this will be 


cities are now spending 


race 


a year.) even 





Next month ID will re- 
port on how industrial 
distributors are moving 
to industrial districts. 
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wasted unless highway construction 
can be coordinated with other city 
construction in an overall plan for 
each metropolitan area 


What Can Be Done 


With better over-all planning, the 
case is not hopeless. The new 
federal-aid program for state-local 
highway improvement will include 
a new emphasis on rebuilding those 
sections of the highways that run 
through cities. Of the $32.5 billion 
in federal and state funds to be 
made available in the next 13 years, 
about $15 billion is expected to be 
spent in urban areas 

Some cities are using tolls success- 
fully to finance expressways, tunnels 
and bridges. And the over-all finan- 
cial prospects for highway improve- 
ment are better than they have been 
in many years. However, the states 
and cities will have to follow a much 


including 


tougher financial policy 


a lot more tolls—if they are to 
finance their share of the urban 
highway improvements 

One key to solving the traffic 


problem is off-street parking. But 
there will have to be charges, even 
if these are municipal facilities 


Stopping the Rush 


Ihere will still be trafhe conges 
tion as long as we have rush-hour 
peaks in travel. There is no way for 
construction to keep up with the 
growth in auto population, unless 
the use of cars is spread more evenly 
over the day. 

It may be possible to divert traffic 
to off-hours and less crowded sec- 
tions by differential pricing. This 
idea would work only if there is an 


Continued on page 207 
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They Add Up to Sales 


) se Ss ONE THING that makes selling interesting 
to Wally Steeg, top volume salesman at General 
Mill Supplies, New Orleans. That one thing, accord 
ing to Mr. Steeg, is that there is no prescribed way 
of selling 

“I've read several books on selling,” Mr. Steeg 
said, “and I won't say that I didn’t get any help but 
if youre looking for the direct answers as to how 
to sell your firm's products to your customers, you'r 
not going to find them.” 

Mr. Steeg makes it clear that he believes in ortho 
dox selling techniques but he also believes that every 
customer presents a separate problem 

Number one point in Mr. Steeg’s selling program 
is:—win the confidence of buyers 

In fact, Mr. Steeg’s entire program revolves around 
this point. The trick, of course, is to know how to 
win a customer's confidence 

First, Mr. Steeg says, the thing to do is to show 
a genuine interest in the customers’ interests. He 
points out that one customer may want to talk noth 
ing but business, another may like to talk sports, while 
a third has an unusual interest in youth activities 

Sharing interests puts you on the right path but 
there's always the danger, Mr. Steeg says, of being 
too friendly. While it’s not an inviolate rule of 
Mr. Steeg’s, he does shy away from fraternization 
with customers after business hours. “I've seen it 
lead to too many complications,” Mr. Steeg said 

Listed by Mr. Steeg as the number two point in 
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clling is © SET VICE Mir. Steeg concedes that scry 
ice’ covers a lot of ground and that, he says, is just 
why it is so important. When he refers to service 
Mr. Steeg does not limit himself to the things he 
can do; for a customer to receive and be aware of 
outstanding service, everyone in an organization ha 
to contribute, Mr Steeg sa It is through the co 
operative effort of salesmen, telephone men, ware 
housemen 

‘When everyone in an organization puts in a litth 
added effort to make sure a customer is being served 
you can be sure that customer knows it and want 
with you wavs Mr. Steeg 


Of course, he continued, there is no substitute for 


to do business 


product knowledge; that is the most umportant thing 
and it is something on which you have to work con 
tantly. Mr. Steeg keeps himself abreast of product 
developments by regular reading. The time spent 
on reading, he says, certainly pays off when you ar 
trying to be of help to customers. And, as for th 
terme, Mr. Steeg points out that once you acquir 
the habit of reading magazines, books, and manu 
facturers’ literature regularly, you find that no really 
great amount of time is involved 

Mr. Steeg, in addition to being an ardent booster 
of the written word, believes that films are an ideal 
medium for getting across product knowledge. Manu 
facturers’ films, according to Mr. Stecg, are excellent 
as a means of acquiring knowledge yourself and also 
tor showing to your customers 
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rYPICAL EQUIPMENT is this Bagley paper machine at the paper mill of 


The KVP ¢ ompany, specialists in food protection papers, Kalamazoo, Mich 


the product survey ... 


Boon to Buyer and Seller 


Expansion and modernization of paper industry facilitated 


by distributor's survey of bearings used on existing equipment 


A DISTRIBUTOR S PRODUCT SURVEY Can be just as great 
a boon to a customer as to a distributor and, accord 
ing to M. D. Sherwood, manager of the Kalamazoo, 
Mich., branch, Detroit Ball Bearing Co. of Michigan, 
its value is increased when it is designed for mutual 
assistance. ‘len years ago, Mr. Sherwood’s firm began 
a bearing survey of paper manufacturing and convert 
ing industry, the largest and most important industry 
in the area, and he considers this extra-curricular activ 
ity to have been “one of the most productive and help 
ful activities which we have carried on.” 

In some respects, the circumstances which led 
Detroit Ball Bearing to undertake its survey in the 
paper industry were unique. Great strides had been 
made in the manufacture of paper on a mass produc 
tion basis during the last century, but the machine 
speed of the machines designed for those days was 


relatively slow Uhrough the years, paper use has in 
creased at a very great rate and, after World War I! 
a tremendous expansion and modernization program 
was necessary. Greater machine speeds were required 
involving the use of more and more roller and ball 
bearings 

“Since there are literally thousands of types and 
sizes of bearings,” Mr. Sherwood stated, “it is easy to 
understand how the folks in the paper industry wer 
having plenty of difficulty in stocking, installing and 
maintaining a product with which they had had pra: 
tically no experience in the past. It soon became ob 
vious to us that plant surveys would be of great 
advantage in promoting discussions of the existing 
problems with the product, as well as educating both 
paper mill personnel and ourselves.” 

The importance of such a survey was obvious im 
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mediately to officials of the paper mills. Most indus 
tries include in their equipment hundreds of machines 
to manufacture their product. Conversely, Mr. 
Sherwood pointed out, the paper industry usually has 
two, four or six specific paper machines in a single mill 
Often, a small mill will have only one machine; some 
of the large combines may have a few mow than six 
On a paper machine are many rolls, all synchronized 
to operate at the same surface speed. ‘This is a 
continuous 24-hour operation. Failure of bearings on 
any of these rolls would shut the mill down. 

In another industry, using many different kinds of 
machines, an idle machine can be by-passed so that 
complete production is not halted by the failure. Since 
down-time in the paper industry is estimated to cost 
about $1,000 an hour, any method for accurate and 
immediate replacement of disabled bearings would be 
welcome. 

The situation, Mr. Sherwood explained, is aggra 
vated by the fact that there are many adverse operating 
conditions for bearings in the paper industry. They 
have to be operated at high speeds and under heavy 
loads, extreme moisture conditions, extreme tempera 
tures, heavy moisture condensation and corrosive 
action of chemicals. These conditions make it dif 
ficult for maintenance and engineering personnel to 
consider properly at all times all the factors in any 
given application. ‘Therefore, much forward planning 
in stocking of spare bearings and the employment of 
a manual of procedure for installation is mandatory 
lhe plant survey facilitates this work. Once the bear 
ing survey is made, Mr. Sherwood said, “we and the 
plant people know exactly how many bearings of a 
given size are used in all applications in the mill, and 
we are able to determine in advance which ones are 
unusual and should be considered specially, to be sure 
they are available in an emergency.” 


Survey Methods 


New Mills—During the time a new mill or paper 
machine is being installed, Detroit Ball Bearing men 
work with the erectors in listing and classifying every 
bearing used, showing the quantity used for cach ap 
plication, size, manufacturer of the bearing, internal fit 
required, any special specifications, and the machine 
manufacturer's drawing number. 

A composite listing of all bearings included in the 
survey is made. This includes the total quantity of 
every size used. ‘The delivery code indicates: A. Kal 
amazoo Branch stock sizes; B. DBB Main Warehouse 
stock items; C. Factory warchouse items; D. Made-to 
order bearings, or sizes so large or unusual delivery is 
unpredictable. Such information makes it relatively 
casy to determine the sizes and quantities which 
should be stocked by the mill's stores department 

Old mills—A mill in operation presents more difh 
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PAGE FROM ‘THE SURVEY of which 10 copies are 
made and distributed among customer's key personne! and 
Detrot Ball Bearing Co. staff 


culties but a sketch of the entire mill is made, cach roll 
being identified. Detroit Ball Bearing personnel then 
work with the engineering department in locating as 
many machine drawings as possible to help consolidate 
the information required. “In this way,” Mr. Sher 
wood stated, “usually 50% of the applications can be 
determined satisfactorily. For the rest, cither we or 
someone in the paper mill writes to the machine man 
ufacturer to determine as many more applications as 
we can. On those that are still undetermined after 
that, we can remove covers without disturbing the 
operations and inspect the ends of the bearings for 
size and types, or measure housings internal size. Usu 
ally we are unable to complete the survey until an 
opportunity arises to determine all the types and sizes 
used—that is, when the machinery is down for one 
reason or another. Since there are innumerable uses 
for bearings in cach mill, it is not unusual for us to 
miss | or 2% but, with the cooperation of mill per 
sonnel, these are usually made up within a year.” 


The Benefits 


I'he survey is actually nothing more than a specific 
bearing parts catalog for a paper machine, Mr. Sher 
Continued on page 206) 
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CASE HISTORY 
BASIC PROBLEMS 


Problem 1: 


Joe has not been able to get a larger spread of 
dollar volume beyond the lines in which he is 
now participating. How should he go about 
changing this situation? 


Problem 2: 


Joe, apparently, has not been able to see the 
shop superintendent and is being given the ‘run 
around” on his weekly calls. How would you 
approach this problem? 


Problem 3: 


Joe has been told that his calling hours will be 
confined to two mornings. Under Joe's present 
schedule, this would create a problem. How 
would you handle this situation with the P.A.? 





Problem 4: 


Would You Answer As Joe is leaving, he is allowed to hear of the 


drilling problem in the shop and has an oppor- 
tunity to express a desire to be of service. How 


These Four Problems é would you have handled this opportunity? 











< The problems were put to these salesmen... 
ALES MrETINGS at Garrett Supply Co., Los Angel hould be told of the case posed a problem for thi 
have one overall objective: ‘To stimulate creative Messrs. Daniels and Hardy, but they finally decid 
thinking among salesmen that, for the initial try at this type of meeting, ampl 
It was with this goal in mind that Robert L.. Daniel notice should be given As a result, salesmen receiver 
manager of the Garrett Corporation division, and Jack the material on a Thursday with the meeting scheduled 
Hardy, sales manager, planned a recent session that wa for the following Monda 
a complete departure from previous meeting Mr. Daniels opened the actual sales meeting with 
lo insure that there would be a common groun the frank announcement that the session was in the 
for discussion, Mr. Daniels started to work on the iture of an expermment lle suggested that the sak 
mecting several weeks before the scheduled dat nen might hike some additional information about thy 
His first step was to request cac h salesman to submit mmpany involye ibout Joe, or about the purchasing 
i “case history” in which an evervday sclling probles nt in tiv is After ) grosrpente of quest 
was involved Once the cases were in hand, M that ran the gamut from “lTlow old the PAL” te 
Daniels sat down with Mr. Hardy and they went over What kind of whiskey does the P.A. drink?”, the 
cach carefully, making notes on problems that wer ilesmen were instructed to consider Problem No 
cited frequent] From these the case of “Joe and by itself. ‘They were asked to write their sugg 
His Problems” was drafted (sce above Phen Mr ions and were give 10 minutes for this assignment 
Daniels prepared the memo quoted above and the \fter collecting the report Mr. Hardy did a quick 


basic problem which also are listed ahove inning job, quoted from several of the reports an 
) ; 


Hlow long in advance of the meeting th ilesmen opened the m to a general discussion 


And here are the answers they gave —> 














How Would You Answer These Four Problems? (Cont’d.) 


Problem 1: 
Joe has not been able to get a 


larger spread of dollar volu 
beyond the lines in which he 


now participating. How should 
he go obout changing this situ- 
ation? 


Garrett salesmen said: 


The P. A. spreads business by dollar volume. No 
doubt he’s a quantity user of products and, therefore, 
our profit would be on the short side. I'd point out 
that just looking at dollar volume doesn’t give him a 
true picture. 


Start talking exclusive or semi-exclusive items. 
Bring samples, have factory men call. 


Joe has missed the boat in not selling our “Famous” 
brands. The P. A. should be sold on the fact he’s 
overlooking opportunities to save his company money. 


Joe should continue to push other lines with the 
help of specialists and factory men. 


I'd agree it’s good business to have several sources, 
but I'd point to the added expense. 


The P. A, doesn’t owe us a thing; we're out to sell, 
not beg. First, Joe should show appreciation of what 
we're getting and then tackle other individual lines. 


Iie knows P. A, well enough to ask directly for 
other business if he deserves it. 


Joe should analyze the P. A., learn more about the 
man himself, study his good points and bad and, in 
this manner, find a new approach. 


There are several lines that represent considerable 
day-to-day volume that you generally ignore in your 
sales presentation, They could be an “in”. 


In the approach te a problem of this type, I believe 
it must be determined “how much the dollar volume 
of products is as compared to the potential in the 
cntting tools line”. This determination should govern 
the amount of spread you are shooting for and the 
method you will use to get same. 


Make an analysis of cutting tools being used. 


Build a friendship through hobby, entertainment— 
or. 


I'd say: “I'm not trying to be a greedy salesman 
and I do appreciate the business you have been giving 
me, I was thinking of the additional service we could 
render to both you and your company by participating 
in your cutting tool business.” 





A 


Problem 2: 


Joe, apparently, has not been 
able to see the shop superintend- 
ent and is being given the “run 
around” on his weekly calls. 
How would you approach this 
problem? 


Gorrett salesmen said: 


Having gotten permission from the P. A. to see the 
shop superintendent and take trial cutters into the 
shop, I'd phone the shop superintendent and make a 
specific date and, if possible, include lunch, and take 
the factory man along 


Call him from an outside phone and explain you 
have a new item that may reduce costs, etc., have 
something of definite value for him. 


joe must create interest in a specific product 


After getting the P. A.’s permission to bring in a 
trial tool, I'd ask the P. A. if he cared to make an 
appointment with the shop superintendent. I'd say 
“I'd like to make the appointment at a time when 
it would be convenient for him as well as the P. A.” 


It has been established the shop superintendent is 
an average type, so it goes without saying he is inter- 
ested in ways and means of cutting costs and increas- 
ing production. 

Knowing that one of the first laws of business is 
to obtain the best quality at lowest possible price, 
I would ask “Are you satisfied with your tool life and 
your finish? Do you have the same problems others 
have, too much breakage and too much scrap?” 


As a muse to see superintendent, ask for some 
advice on a real or imagined problem—he may like 
being an expert. 

Possibly, since you have gained permission for a 
trial, you should be able to get the P. A. to call the 
superintendent for permission to allow you to go out 
and see him. 


Joe erred in letting the “I'm too busy” habit get 
started. This should have been stopped after the 
first few calls. 


Joe should have something with him that is a 
potential money maker for the P. A.’s firm and some- 
thing that the superintendent must evaluate. 


A superintendent may be too busy to see the run- 
of-mill salesmen on his calls, but most of them are 
glad to find out about new items that will help make 
their jobs easier 
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Problem 3: 


Joe has been told that his calling 
hours will be confined to two 
mornings. Under Joe’s present 
schedule, this would create a 
problem. How would you handle 
this situation with the P.A.? 


Garrett salesmen said: 


One of two ways: 1. Explain to the P. A. that 
your schedule makes it difficult to call on Monday 
or Wednesday, and ask if it could be arranged for 
Thursday, or, 2. Change your call schedule. 


If your service has been made indispensable, the 
P. A. may make an exception. If unable to persuade 
him, vou will either conform or use the phone. 


Joe should ask if a regular call on a more con- 
venient day would be possible. A set time for this 
call should be agreed upon and lived up to. 


Joe will find that he will be on the inside after 
he has properly solved problem one and will be able 
to make an exception to the regular calling days if 
the new ones are impossible to conform with 


I'd ask P. A. for a luncheon date on my old calling 
day. During lunch I'd explain my problem and ask 
if he had a suggestion 


Most companies have this only to scare away spe 
cialty salesman and those they don't want to see, but 
will give ample time to those whose services they 
value. Your job is to convince P. A, that your time 
and service is of value to him. 


We assume Joe knows the P. A. well enough to 
ask if there are any exceptions to the rule. If not, 
Joe should tell the P. A. service is one of the many 
features of his company and that he'll rearrange his 
schedule accordingly. 


You could explain that he deserves the best of 
service and that we could not render this if we were 
limited to the same two days when all vendors of 
the numerous items that he purchases are calling. 
Let him decide what you should do. 


Joe's error was in telegraphing his punch—that is, 
in telling the buyer that these days were going to 
mess him up, thus alerting the buyer to any maneuvers 
to the contrary. The buyer is setting up limited 
calling hours for one of two reasons: 1. To cut down 
on the “outs”, 2. To give himself more time, and 
in either event he is not sympathetic with Joe's 
schedule. 








Yes, conclusions were reached —»> 


Problem 4: 


As Joe is leaving, he is allowed 
to hear of the drilling problem in 
the shop and has an opportunity 
to express a desire to be of serv- 
ice. How would you have han- 
died this opportunity? 


Garrett salesmen said: 


Find out the size, make a date with the manu 
facturer’s representative, and take some trial cobalt 
drills to the customer and put them on the job. 


There are two ways to handle this. Recommend 
the use of cobalt drills which are designed for this 
situation; or offer to have a factory representative call. 


This chance to hear of the drilling problem in the 
shop is a golden opportunity to show the P. A. and 
superintendent how Garrett can perform in handling 
these problems 


Joe should jump right in and get his feet wet. 
“We have a drill that will do this job. It is a cobalt 
drill at a standard—not a special—price. This drill is 
in local stock. What is the most convenient time to 
bring the factory specialist to demonstrate this drill?” 


I'd tell the P. A. that I couldn't help overhearing 
the conversation. Then I'd go on to say that our 
drill manufacturer has some very competent sales 
engineers who are available to him in situations such 


as this and ask to be permitted to bring one out 


Here is an opportunity to do an intelligent job for 
him and yourself. Bring out specialist but find out 
particulars so specialist can be prepared. 


Joe should watch his language. Since an H. S. drill 
has already failed, he should not suggest his H. § 
drill, Nor should he stick his neck out on his having 
the best drill available. He should ask to see the job 
Then make appointment to bring out specialist and 
obtain a sample order of the recommended drills. 


How can Joe be sure his competitor isn’t already 
selling this account our brand of drills? Joe was a 
little hasty in wanting to put his future drill business 
on the line by recommending his H. §. drill. 


Joe should have capitalized on the foreman’s state 
ment immediately by saying, “Excuse me, but I could 
not help overhear your problem. I believe we have 
the solution to your problem. With your permission, 
I would like to bring one of our cutting tool special 
ists, with a cobalt drill or a drill of his recommenda 
tion, to aid you.” 
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THOROUGH STUDY OF FACH REPORT was made by Sales Manager Hardy and 
General Manager Daniels. They graded the comments Excellent Good, Fair, ! and 
Stinks 
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How Would You Answer These Four Problems? (Cont’d.) 


“The benefits of a case 
history type sales meet- 
ing are both immediate 
and long lasting. . .” 


l hat’s the conclusion Mr. Daniels 
cached after his experiment with 
lhe Case of Joe Thomps T 


\s cach one of the four problem 
ven on the previous pages wa 
discussed, Mr. Hardy summarized 
the thoughts and called for a con 


clusion The conclusions were the 
sroup s recommended procedure for 
Jou I hey recommended 


Joe should express appreciation 
to the buver for the business he 


now receiving 


He should seek the buyer 
permission to put cutting tools into 


the shop on a trial run 


He should create interest in 
his tools on the part of the shop 
uperintendent by pointing out that 
the tools would help the superin 


tendent do his job better 


+, He should ask the purchasing 
agent for assistance in he Iping ove 


come the shop superintendent's lack 


He should yecommend defn 
ite products afd back up hi 
ymmendations with Garrett « 
necring help ind the help f mani 


racturet men 


\s a follow-through for the meet 
ing, Mr. Daniels and Mr. Hard 


tudied each of the written solutio 


| graded them (sec photo it lett 

Ih clincher so ta i \i 
Daniels is concerned mn } 
f several days after the mect 
vhen a participant would walk up 


: : t\ 


“I’ve been thinking about 
those problems and |! 
know something else Joe 
should have done. He 
should have. . . 


il 
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MOVE TO NEW BUILDING by Colcord-Wright Machinery & Supply ¢ followed tw 








Building Means Moving—Plan For Both 


Experience of two distribution firms 







BLOCK LAYOUT enabled management of Banks Miller 
Supply ¢ Huntington, W. Va. t plot be 
of stock at nxt President John B. Churton eft) had 
: j } p hiret idea pa 

Joe Mart 


1. 


2. 


t placement 7. 


shows advantages of thinking ahead 


These are moving questions: 


How should we choose our location? 


How much space do we need, and, how 
should we allot it? 


. Will our old employees come with us? 


How much profitless time will it involve? 


. Should we junk the old shelving and 


furniture? 


How should we pick our moving com- 
pany? 


How should we engineer the actual 
move? 


Here's how St. Louis firm planned its move 6 















BLUEPRINT of new building is used 
by T. B. Senn, auditor, to analyze office 
jobs, office furniture requirements 





A CIVIC IMPROVEMENT PROyECT forced Colcord 
Wright Machinery & Supply Co., St. Louis, to 
move from location occupied for 50 years. Here’s how 
the firm decided where to move, how to move and 
how to gain efficiency in the process 

Space Requirements—Operation analysis revealed 
5,000 sq. ft. needed for office; 16,500 sq. ft. for ware 
house, display, service, facilities, utilities indicated 
lot size about 40,000 sq. ft lot eventually chosen, 
37,000 sq. ft 

Location—Most desirable location agreed to be at 
new hub of changing business perimeter in Greater 
St. Louis area , . . checks made for: |. delivery service, 
2. customer pick-up convenience, 3. employee trans 
portation, 4, parking facilities, 5. land costs, 6. postal 
service facilities, 7, banking facilities, 8. restaurants 

Selection of Lot—Municipal departments checked 
for fills, water, sewers, utilities, prospective street 
widening or other improvement plans, taxes Also 
test drills made to ascertain property was not deep 
filled jot, or on rock stratum affecting sewage con 
nection costs 

Employee Adjustments—Personnel asked (seven 
months before move) whether or not they would 
commute to 6100 West (old location, 500 West) as 
many lived in Ilinois those unwilling to commute 
urged to seck new positions so new personnel could 
be trained prior to move inexperienced help prior 
to move held to minimum 

Office Preparation—Jobs analyzed as to functions 
and work flow studied Several jobs revised as 
functions were reassigned for greater efficiency 
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Building Means Moving — Plan For Both (Cont’d.) 


as well as an increase 


Gain Efficiency and Space by Detailed Planning 
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NEW FURNITURE actually represented a savings in space and transportation cost 
in efficiency. Office occupies 5,000 sq. ft., features acoustic al 
ceiling, air conditioning and continuous lines of fluorescent fixture 





departments relocated to conform to more practi al 
work flow Scaled office layout drawn to aid 
physical transfer 

Furniture—Investment in new furniture deemed 
most practicable, providing uniform equipment, vol 
ume discount, savings in moving costs (delivered and 


setup in new building by dealer equipment selec 


tion and layout recommendations by dealer improved 


on original idea 


Office Layout Provided Key 


Ihe Move—New office layout was key 
used to show dealer where to place new furniture, to 


Opies 


show phone servicemen where to locate phone con 
nections, to show movers where to place furniture and 
from old building 
corresponding to numbers on desks and 


machines Employees given 
numbers 
equipment in new building, facilitating location of job 
areas after the move Some difficulties experienced 
in pK king up routine again but “Orders were received 
entered and processed the same day and statement 
sent out. Bills were paid on schedule.’ 
Preparations—Stock review, by sizes and manufa 
turers’ numbers, to determine space requirements 
check on profitability of lines to eliminate loss item 
space for remaining lines and expansion estimated 
at 21,500 sq. ft. (old warehouse 18,000 sq. ft 
layout drafted from blueprints shipping located 
in center adjacent to city order department to give 
pickers access to all stocks and order desk location 
of lines determined, fastest movers close to desk, r 


lated lines groupe: 
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Deptn tren 


BIN DIAGRAMS were made up to show space requirement 
and type of shelf required for all individual stock. Planning 
was done by L. J. Matthaei pa 





Orowers _/2 _ 


Closed 


Shelf requirements determined on specially pre 
pared forms (outlines of 3 by 7 ft. shelf sections on 
2 in l ft. scale 


bins, shelves and entered on forms 


check made of all material in 
data on forms 
indicated new shelf requirements and order was placed 
tar enough in advance to get delivery prior to move 
quantity proved accurate forms then given to 
inventory clerk for typing labels in order label 
with plasti 


floor layout of new warehouse plotted 


placed in envelopes after being sprayed 
coating 
bin and shelf cutouts on same scale made from paper 
and pasted on layout + ft. aisles laid out to facili 
tate stock cart (16 and 18 im. wide) traffic and pro 
When shelve: 


worked from forms and as each section went up label 


truding inventor arrived, erector 
were inserted in proper place 
Il ransfer— Mover 
police set up temporary ‘No Parking” signs 
old elevator in 
helf form 


ise and bin number on cach packing 


with idequat« equipment clected 


clevator maintenance firm alerted as 
former 3-story building was kev tool 
used to mark 
asc All mal cmployees participated in transfer 
even at new location, 25 at old Move started 
5 a.m. Thursday, ended Friday noon, but orders wer 
Setting up finished Sunday, work 

Monday, 8 a.m., city desk wa 


taking orders and handling counter trade, receiving 


filled as usual 


ing 8 to 5 each day 


and shipping functioning and office force at station 
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WAREHOUSE LAYOUT » made trom architect's blu 


print and bin diagram It d efficient uch 


mimnediate ct-up 
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ACTUAL LAYOUT of new wareh 


avout ¢t ; | 


followed plannec 


Huntington distributor planned new warehouse this way ote 














Building Means Moving (Cont’d.) 


, Ss \¥ 


ENGINEERING DRAWING gave President John B ROUGH DRAWING of new warchouse bavs was first ste p 
Churton and Sales Manager R. C. Shutts a tool for detailed in planning walls and uprights. Mr. Churton started it 
floor planning of Banks-Miller’s new building 1s s0On as | id figured space requirements 






Basically, Colcord-Wright fitted stock into pre- 
determined area; but now read how you can. . . 


Fit Your Warehouse around Your Stock 


¥ YOU HAD TO BUILD a new warchouse, what steps [hat's when we really got enthusiastic ab ul 
| would you take to insure the most efficient possible plan for the new building 
use of space in a new setup? John B. Churton, pres his is the Banks-Miller method 
ident of Banks-Miller Supply Co., Huntington, W 
Va., thinks the best way is to plan the warehouse Lay It Out In Detail 
operation first and then plot the building around it Mr. Churton had each department head measure up 
He did this recently, when his firm was about to his present stock and estimate space needs if he could 
construct its new 90,000 sq. ft. headquarters, working tack and handle it the way he'd like to. Results we 
out stock and fixtures placements on the drawing combined, first « wigh sketches, then on engines 
board before wall and ceiling dimensions were de ing drawing For some departments, miniat 
cided on wooden blocks were iled down to represent stock 
“The object was to get the absolute maximum in id fixtures, and these were moved around on the 
space use,” he reports, “We wanted to know exactly drawings until optimum arrangements were achieved 
how much space we would need for our present stock Walls, partitions and ceilings were drawn in last in 
if we made full use of cubic footage in a modern consultation with the architect 


building with modern handling methods 

“After measuring and estimating, we got an answer 
that startled us. We were devoting 125,000 sq. ft. of With pallets, fork lifts and proper racks, th 
floor space in our old multi-story building to inventory agement reasoned, stock could be stacked much 
that could fit into 30,000 sq. ft. if properly stacked and higher than in the old low-ceilinged quarters wher 


Stress Cubic Measurement 


handled material was spread over |! floors. Ther 
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CUBIC FOOTAGE. instead of square footage was basis for MECHANICAL AIDS » talled ' ' 
leterm f Idi Wit , ck vil ° ; wn t Pallets and lifts permit stack 
ta Pa re fe ; ; 
WITe TOPE Tes uld be wded into 240 sq. ft. of Keep It Flexible 
floor: now. in higher rack ; ecls on up’ the san 
W hile pact iilotted inctull tin ! 


pace New pipe ick permit tacking some 60 to . 
nd MI ( hurtor explain bie point tr tiv pte 


ry 
' ' I 
of pallet zed materials to a rack, with pallet three ‘ ' 
high to tl f fabricated construction of the warehouse ba j 
nigt 0 < TOO 
So the ules ease ee embled with a minimum of partition mad upright 
; ; ‘ ‘ . " - ’ mad th adyu table md me ible pipe rach ma tec] 
nad suppor ‘ ucture Work mace and openimn 
PI ' Me { l et T pro ded tor j ine wce wher 
tailored r mrorm sely to actual operation = fre ' 
new bat , rded ma tiv pr ere Vu nou 
quirement In some ba for example up! ghts wer 
: ; ; ; rvs 1) 4 ‘ 
sed itl ¢ Te r irt fi) i it to \ ould ha ‘ ; ; ah on et or , ' ' M 
! ' -<dlesk m i othce has room for cesks if ed 
pla cd between them im pace that would otherwise 4 
ma tin ‘ room ontamn j i 
he wasted 1); ta ‘ between thre upport one ' , 
" " mint 
vith pallet dths so lateral pace will not go unus 
xtra roof height VOTE pr ded vher Ve hie id h ! 
anni Ned § Detail Work Pays Off 


Mr. Churton savs the plan 


Use All Feasible Mechanical Aids Sh Bailes onl ememmencien aula Cetin Se Geel 


Since man-handling goods vertically can be the chief to the new location and in itory expansion were 
obstacle to full use of cubs pace the management troublesome for a while but he feels it n than 
planned I } lerable lift and overhead handli pro ed it vorth having low wilcdirs yt i 
cqtupment But mans improvements are imple and vell as warchor erat CX | hie : 
inexpensive, Mr. Churton points out. The pipe rach got its new building | ; than th 
for palletiz goods, for examplh irc home-assembled tractors estimate made at the time preliminary plan 
from the compa wn stock—only the lamp vcr were ready. Further attention t ictails Of Spa nse 
pur hased made the difference, M (Churto j 

\ir. Churton set up a building commuttee carl | hate to think what this would have cost if we had 
the planning to ordinate idea Ihus building grew vorked with square footage rather than I footage 
out of what we had all wanted for vears in the old he a 
place he i It would take a week to tell vou That might have happened he beheve if the 
how manys things were wrong with that operatio planners had concentrated on the building rather than 
because of phvsical limitation m the operations if upposed to hous 
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memo to management: 


How To Get Things Done 


Assignment of responsibilities must be accompanied by delegation 























of authority to make subordinates effective and relieve executive 


By Jack Wertis, Senior Associate Editor 


HK DISTRIBUTOR EXECUTIVE, who 
T constantly finds his time taken 
up by countless details and requests 
from subordinates for decisions, sug 
gestions and advice about relatively 
minor problems, would do well to 
check on the causes. If the execu 
tive is to find time to perform his 
most important functions under 
planning, organization and control 
(What's Your Role Today? ID, 
July 1956), he must rely on his sub 
ordinates to meet their responsibil 
ties as executives, 

Some responsibilities and au 
thority to meet them must be 


assigned in any business organiza 
tion that has two or more indwi 
duals. Concentration of all respon 
sibilities and authority in a single in 
dividual means slow strangulation 
for the business. Responsibility and 
authority must flow from the execu 
tive through supervisory personne! 
down to the least member of the 
organization for maximum per 
formance. 

As pointed out by Auren Unis 
(Developing Your Executive Skills, 
McGraw-Hill) “No matter 
good an executive you are, 
responsibilities will always be greater 


how 


your 
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than your skills 
the president to produce, package 


No one expects 


and sell his product—no one except 
an ocasionally overburdened presi 
dent himself.” 

Unfortunately, there appears to 
be a lot of foggy thinking about dele 
gation of responsibilities and au 
This is given as one of 
the most common causes of execu- 


thority 


tive failures in many business firms 
according to consultants. And the 
failure appears to stem, not from 
any reluctance to delegate, but the 
failure to understand the principles 
of proper delegation. Successful 








ll i ed Me i i hi, | 


dd 





What results do you expect? 


bilities higher up? 


company objectives? 


decision? 





A. Spell Out Responsibilities 


Who is responsible for getting the results? 
When do you expect these results? 
How will these results tie in with results of responsi- 


What are the limitations of responsibilities? 
What are the opportunities for display of initiative? 
What deviations from expected results are permissible? 


B. Hand Out Authority 


In what areas will the employee have the power of 


decision? 


The ABC's of Proper Delegation 


What are the limitations on the employee's power of 


What is the relationship of the employee’s authority 


How will these results contribute toward gaining 


to other delegations of authority? 


C. Determine Controls 


ployee? 


be evaluated? 


What accomplishment do you expect from the em 


How frequently and how thoroughly will performance 


What measures will be used to evaluate the per 


formance? 


formance? 


What other criteria will be used to evaluate the per 








executives insist on the applications 
of the principles down the organiza 
tional lines through supervisory pet 
sonnel in sales, purchasing, finance 
office and warehouse 


Advantages of Delegation 


Proper assignment of responsibili 
however, has 
results than 
merely relieving a harassed execu 
tive of details. It helps to develop 
an efficient, responsibile and co 
operative organization which 
function 
common 
absences of key personnel for one 
reason or another. But the effect on 
top management, free to concentrate 
on its major functions, is particu 
larly beneficial. Its thinking changes 
Its view broader as it 
focuses on the overall performance 
of the business, on its future pros 
pects, rather than becoming involved 
with minor items. 

By shouldering more of the man 
agement load, subordinates develop 
also. They develop the leadership 
qualities needed to improve the per 


ties and authority, 


more constructive 


can 
smoothly toward a 


goal despite temporary 


becomes 


formance of the parts. They learn 
to think and act responsibly toward 
achieving company objectives. In 
dividually, subordinates benefit in 


several ways 


1. They develop a sense of 
responsibility and, as a matter 
of self-interest, take oppor 


tunities to increase abilities 


and capacities, thereby in 
creasing their value to their 
firm 

2. They improve their general 


understanding of their roles 

and the contributions good 

performance makes toward 
the welfare of the firm 

3. Recognition of their capaci 
ties and skill to handle respon 


their job 


sibilities increases 
satisfaction 

In short, management's job be 
comes easier and its accomplishment 
greater 

Proper delegation of 
bility and authority, however, is 
something more than merely saying 


“Let George do it,” as many an 


respons! 


executive has found out to his sub 
sequent After assigning 
responsibilities, many an executive 


distress 


that subordinates con 


tinued to come to him for decisions 


has found 
on problems encountered in carry 
ing The 
ordinates had been assigned respon 


out assignments sub 


sibilities but no authority to make 
decisions 

ven when authority is delegated, 
failure on the part of the executive 
to understand what is involved may 
Instead of 
make 


nullify the delegation 
encouraging subordinates to 
their own decisions in matters per 
taining to subordinate responsibili 
the 


requests for advice and decision: 


ties, executive responds to 


and in this manner encourages buch 


passing 


Define Results Expected 


of the 
and provocative books on manag 


In one most stimulating 


ment published recently, Edward ¢ 
Schleh 


tion) writes, “If you define results 


(Successful Executive Ac 


tend to delegate 


g0 


overloaded 


expected, you 


authority needed to with it 


Executives are with 
detail many times, because nobody 


under them feels a responsibility for 


Put the ‘management by exception” theory into practice 
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How To Get Things Done (Cont’d.) 


a result and the authority to do the 
things needed. Hence, decision 
after decision has to go to the top. 
By delegating authority properly, an 
executive will find jobs being done 
without his involvement and, in 
many cases, better than they were 
done before. . . . It is management 
by exception. Unless only the excep- 
tional cases come up for decision, 
executives become overburdened 
with endless detail and trivial 
problems that subordinates should 
be capable of handling.” 


Requires Self-Discipline 


Obviously, then, in order to make 
delegation effective, management 
must make its subordinate feel a 
sense of responsibility for a result 
and encourage him to employ the 
authority delegated. ‘This 
require some self-discipline on the 
executive's part. 


does 


He must observe 
the subordinate’s performance with 
out criticizing and must learn to 
important overall results. 
And the executive must be wary 
of volunteering suggestions, particu 
larly when the subordinate requests 
them. If the executive does offer 
help, he implies he is still making 
the decisions and that the subordi 
nate really hasn't the authority. 

That's the broad view of delegat 
ing authority. It is based on the 
theory that the basic responsibility 
of every executive is to get the best 
production from the people who 
work for him and that this respon 
sibility applies to all subordinates 
with responsibilities and authority 
as well. Production, in this sense, 
means not only material output but 
the best in workable ideas, 
quality, methods, control, et: 

Sooner or later, though, the execu 
tive will run up against the problem 
of subordinates’ errors of judgment, 
and here is where many delegations 
break down. The question then, is 
to what extent are subordinates’ 
errors permissible? As an answer 
to this knotty question, Mr. Schleh 
makes out a strong case for what he 
terms the “rule of errors”. 


review 


also 


Executives, Mr. Schliech 
must recognize that all business de 
cisions are gambles, in a sense. To 
be sure, you seek to get all the 
available information before making 
a decision, but there are still several 
alternatives in almost all cases. The 
outcome of each is somewhat of a 
guess. Under the circumstances, 
Mr. Schleh proposes the application 
of the rule of errors: 

“As far as possible, every em 
ployee should be responsible for a 
result (or results). He should be 
accountable for that result and have 
the authority to achieve it. In doing 
the latter, he will make many sub 
ordinate decisions. He will not be 
held specifically accountable for 
smaller errors in any of these specific 
decisions. He will be held account 
able for the overall result and the 


writes, 


overall cost in loss and expense in 
arriving at it.” 


Recognize Central Question 


The central question, according to 
Mr. Schieh, is whether or not an 
employee has the 
achieve results. The 
often missed by executives who as 
sume a man has authority when he 
is constantly criticized for small 
Mr. Schleh that, 
under such circumstances, the em 
ployee never has any real authority 

Ihe focus is on overall 
To get any value from applying the 
rule, the executive must draw up a 
careful outline of the employee's 
responsibility, In discussing the 
with the 
minor decisions are de-emphasized 
and the main objectives delineated 
stressed. Otherwise the 
ployee will worry about errors all 
the time. 

Naturally, responsibility must b« 
weighed against the subordinate’s 
skill and capacity to handle it 
Which brings up the question of 
how far can an executive go in say 
ing just how he wants things done 
One school of thought feels it nec 
essary for the executive to spell out 
the ways and means by which the 


authority to 
question 1S 


errors. asserts 


results 


assignment employee, 


and em 


subordinate should carry out his 
responsibilities, while another school 
advocates letting competent subor- 
dinates determine their own meth 
ods since they were selected for 
their specialized interest. A general 
answer cannot be given to serve in 
dividual cases; it's a question of how 
much confidence an executive has 
in his selection. But modern man 
agement is definitely leaning to 
wards the least interference 
performance being the criteria 
Actually, the executive should re 
gard delegation of responsibilities 


overal] 


and authority as part of the firm's 
leadership development program as 
well as a means of getting things 
done. As employees demonstrate 


handle greater 


their g 


capacity to 
responsibilities, these are increased 


and interference is minimized. Del 
egation of responsibilities point up 
employees’ horizons. The ware 


house manager, who is assigned the 
responsibility of operating his de 
partment under budgetary control 
where previously he had been op 
erating only under orders, begins 
to see his job in a new light; he be 
part of the management 
With authority of as broad 
a latitude 


comes 
team 
as possible in getting 
results, he is encouraged to develop 
his fullest capacities on the job 


Sets the Standard 


Outlining responsibilities fixes 
accountability and also provides a 
standards 


basis for performance 


which are required for executive 


control. In many instances, statis 
tical summaries such as sales analy 
sis reports selected to show import 
ant overall results, the number of 
invoices handled in relation to 
sales, physical units handled (by 
weight or numbers) in relation to 
sales will reflect accomplishment 
In the matter of controls for his 
own use, the executive should be 
selective and determine on those 
which give him a picture of the 
overall results, rather than minutac 
in which a department head has 


more interest 
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AT DESK or at home, Carl G. Steelhammer makes it a 


} 


point to re-evaluate objective and methods pen hea 


DOUBLING IN BRASS } tt? mall firm execut 
vl te Nir. Se } , t t xf 


Make Time For Management Job, Too 


Small firm progresses only when executive provides time for 


developing, improving policies, says Salem, Ore., distributor 





What Makes Little Ones Grow 


For a small concern to keep going and make progress, 
operations have to be organized to net the best possi 
ble return from investment, manpower and facilities 
Business is good, but it is growing more competitive 
doily, and sound management grows increasingly 
more important to all sizes of businesses. Since little 
firms do grow, there must be sound management 
thinking for small concerns as well as big ones. In 
the belief that the experience of a “successful” small 
concern would be instructive and interesting to ail, 
we searched for one and believe we found one 

It is the Mill Supply Corp., in Salem, Ore., Corl G 


Steelhammer, president and founder. Recently the 
firm moved into its own new quorters (see illustra 


tion) which is some tangible evidence of progress. A 
former schoolteacher and bookkeeper, Mr. Steelham- 
mer abandoned these careers about 1942 for selling 
industrial supplies for a large distributing firm. Later 
he was made a branch monager for the some firm 
and acquired some management experience. In 1946, 
he formed his own company. Besides Mr. Steelham 


mer, there ore five employees 
Here are Mr. Steelhammer’s views on what can be 


done by small business management thinking and 
planning 














By Carl G. Steelhammer 


wr" 4 NEW CUSTOMER calls for an item whuch 
you can deliver off the shelf, he can be made into 


pretty regular customer by thanking him for th 


order and telling him that all he has to do in 





future is to call you and you will have it in stock. No 


ecret about it at all But, om ittempting to provid 


everything that customers might want, there ar 
problems and limitations which a small firn yust 
yvercome only by steady growth 

Ihe distributor, no matter how large or how ial 


has to think im terms of the product which hi 
ome! ictual and potential m use and on the 


lcs po ibilities of which he im) make a satistacto 


rohit Hie may even have to handle some non 
profitable items to oblige some customer but the 
hoice of these will have to be weighed against the 
profitable sales they may encourage 


In the final analysis, however, the distributor can 


rely on only one factor—what his customer is using 
md m what quantity After that, he has to sell 
hus firm as a rehable source of upply and servi to 


those customers 


It is the maintenance of this service that the small 


distributor has to worry most about He has t 
orgamize hus lumited capital, manpower and facility 
to produc the maximum service and, when po ib 


How to Organize Details —» 








"> 
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SIGN OF PROGRISS, a new building. Mr. Steclhammer 
made a study of ownership vs. rental and decided it was 
Cheaper to build 


to improve it. Any progress he makes in this direc 


hon means progress for his 
management, thinking and planning 

In the case of the small distributor, this manage 
ment function must be superimposed on many prosaic 
chores—selling, buying, office, warehouse, etc.—in 
which he must assist to keep things moving. The 


small distributor literally has to double in brass with 


company It requires 


thinking, directing and acting. And, as I see it, there 
are four important areas in which small business man- 
agement can profitably devote considerable thinking 


costs, organization, credit, training 


Costs 


lhe first three items on any mercantile operating 
statement are highly important statistics. They are: 
1, Sales; 2. Cost of Goods Sold; 3. Gross Profit, or 
gross margin. The accuracy of the margin 
hgure depends on the accuracy of No. 2—Cost of 
Goods Sold. In a small firm, the greatest accuracy 
possible is vital. A few hundred dollars difference in 
the estimate of Cost of Goods Sold from month to 
month can mean a tremendous lot. After all, many 
important decisions are based on the knowledge of 


gross 


gross margin carned—affecting inventory, new lines, 
purchasing, sales direction, hiring additional personnel 
to mention only a few 

Under the circumstances, I'm convinced that 
nothing less than actual gross margin dollar figures 
are the only reliable gage of performance. I know 
that some distributors claim this is too much addi 
tional work and therefore depend on averages—his 
torical gross margin percentages. This can be mis 
leading, very misleading. A disproportionate number 
of direct shipment sales or quantity discount sales in 
any month could throw these percentages off. The 
error can be wider if an overall percentage of gross 
margin for all business of a given month is taken, as 
sales of less profitable lines may exceed sales of more 
profitable items. 

The need for accuracy on this point is so impor 








fr 





Make Time for Management (contd) 


tant that we cost our invoices. The value of these 
figures warrants any extra effort to secure them in a 
small firm. With actual gross margin figures, you 
know exactly where you stand any month. The fig 
ures provide a sound basis for control of operating 
expense. Remedial action can be taken at the time 
remedial action is needed, not months later 


Watch Hidden Costs 


While on the subject, I might say something of 
our concern for hidden costs. It has been said, and 
I agree, that the success or failure of a business is 
determined to a large extent on how inventory is 
Underbuying can be as detrimental as 
Both are 


Underbuying loses 


handled 


overbuying costly, tangibly and intangibly 


sales as not many customers with 
many sources of supply to choose from care to wait 
until some item or items can be obtained from factory 
sources. Overbuying ties up limited working capital 
which could be mor profitably employed on mor 
active products 

hardly advisable for a small 
business to operate without some form of inventory 
Records 


at which goods are moving in and out, the most eco 
nomical quantities to purchase, the pattern of sales 


Therefore, it SCCINS 


control which show at a glance the rate 


value to a small operator who must 
the 


are of inestimablk 


conserve time and money and, at same time, 
enhance sales opportunities. 
When used for such purposes, inventory control, 


like costing invoices, is worth any extra effort to have. 


Organization 


I suspect that most objections by small firms to the 
practice of costing and inventory control emanate 
from too much emphasis on cost in time, effort and 


Yet, both 


costing invoices and inventory control are not beyond 


money and not enough emphasis on value 


the capacity of small distributor organizations if some 
thought is given to planning. Ours is not a large 
organization by any means but we have utilized both 
techniques for several years 

By thinking and planning, we have developed an 
integral procedure by which we price and cost our 
invoices and maintain a perpetual inventory control 
system which includes a fairly complete purchasing 
And we installed it at a time when we had 
So important 


record 
less personnel than we have today 
are these management tools, | maintained the records 
myself until we could afford an office assistant. And 
that was done in addition to some personal selling. 

The entire record is kept on cards—one for each 
item carried in stock. General information on cach 
card includes product descriptions, price, cost, maxi- 
mum and minimum stock 
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Each card is divided into four double-ruled vertical 
sections from left to right. The first section is a 
purchase record showing: date of order, order num 
ber, quantity ordered and quantity received. The 
other three sections are the inventory record show 
ing: ins, date of invoice, invoice number, quantity 
Cards are flagged with 


small metal clips when stock on hand nears minimum 


shipped, balance on hand 


to facilitate purchasing routine 


Get the Right Equipment 


The nght sort of equipment is always a big help 
We wanted loose cards for easy handling since they 
would be used for pricing and costing, inventory con 
trol and purchasing. A study of all types of equip 
ment available paid off and we decided on a tub-type 
\ small magnet is em- 
The magnets 


file with magnetized cards 
bedded in the corner of each card 
repel each other keeping the cards loose and easy to 
locate, withdraw or re-file. We average less than 300 
postings a day 

Thus, with an office staff of two, we handle orders, 
posting, pricing, costing and billing without undue 
strains. Its just a matter of planning and organiza 


Credit 


Credit could be a serious problem in a territory like 


tion 


ours, where small customers are the rule. The rule 
of thumb on accounts receivable is that ordinarily 
you receive half the payments for a month's billings 
on the 10th of the month and then another quarter 
by the end of the month. So you add to the age of 
accounts receivable about one-fourth the amount of 
a month’s sales cach month 

How do you offset this? Simply by keeping a 
sharp eve on what and how your customers are doing 
If he's a timber man, you keep informed on how 
much and how he is buying, how much timber he 
is cutting, whether or not he has to truck his timber 
out, whether or not he’s overemployed. In other 
words, you have to know as much about your cus 
tomer’s business as he does, almost 

So, in a small company, each salesman has to be 
I admit 
that collecting hampers selling, but we have given 
much thought to the problem and are taking a cal 
culated risk in having our salesmen keep an eye on 


the customer's credit and do some collecting when 


the credit manager's (that’s me) assistant 


necessary. So far, our annual loss on credit is some 


what less than 1° of sales 


Training 
When I started in this business, I didn't know an 
SAE nut from any other kind of nut, but I learned. 





VIEW of counter and display area from Mr. Steelhammer’s 
office enables him to guide traince’s association with cus 


tomers 


Mostly from manufacturers’ field men and I've devel 
oped a lot of respect for these gentlemen particularly 
the good ones. So we always give them time when 
they call and make the most of them for our prod 
uct training. We brush up on applications by talk 
ing to our customers’ people who use the products 
we want to know about. So the emphasis is on prod 
uct tramimng as customers expect much more today 
in the way of product information and service than 


they once did 


On-the-Job Learning Is Effective 


In a small organization like ours, on-the-job train 
ing is more effective than it is in a big organization 
Ihe close contact trainees get with every phase of 
our operations, whether it is product identification or 
office routine and policy, makes for a more com 
pletely rounded-out training 

However, I'm pretty cautious about letting a 
trainee make customer contact too early without 
uperyi won of observation An original wrong itt 
pression madc by a trainee on a customer may hound 
the trainee for the rest of that trainee’s association 
with that particular customer. For example, a saw 
pond man may come in for some special coupling 
and the trainee doesn't know exactly what he want: 
That particular pond man may harbor the impression 
that the traince doesn't know anything long after 
the trainee becomes a salesman and proves himself 
with other customers 

So I supervise and observe the trainee as closely 
as I can. My office has a glass partition which per 
mits me a view of the counter night in front. If I 
suspect the counterman may have some difhculty, duc 
to his unfamiliarity with a customers operation or 
product application, | arise and offer to assist in sery 
ing the customer. By this, the trainee learns some 
thing about the customer, his operations and his 


product applications 
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PROVING YOU'RE NEEDED isn't casy with new cus ASKING TO HELP SOLVE PROBLEMS is one way to 
l gct started with i pr wot, M VicBride find Some ki vi 


tomers until you analyze their wants closely, says R 


McBride, Sherman Bros, Mill Supply, In edge of customer's n 


Use Your Head to Sell New Prospects 


This Louisville, Ky., salesman tries to direct his efforts where they will do 


hal 


the most good by appraising his opportunities to fill specific needs 


By Van Ness Philip, Assistant Editor 


ALESMEN HAVE TO FIGHT HARD for new business in buys direct, from one source or from several 
$ today's big, fast-growing industrial centers “Direct buyers, I urge to buy locally for dependabl 
Louisville, Ky., is such a place and R. L. McBride, stocks and service. I stress what we do for them in 
of Sherman Bros, Mill Supply Inc., knows from ex emergencit One-source buyers are warned of 
perience how much effort can be wasted on the wrong shortages, incomplete stocks and the effect of strike 
approach with new prospects. He discovered early in and disaster on their source Several-source bun 
his career that customers won't change their buying ers are urged to extend their business to us as well a 
habits just because a salesman offers stock and service the other houses as a good-neighbor policy, and for 
“You have to convince them you fill a specific need, further protection. Each house will have a uniqu 
and that means finding out what thei needs are.” service, and we can give them something the other 
Mr. McBride believes no two customers are alike, cannot.’ 
but he says working in a highly-competitive territory 
has taught him to look for opportunity with new What Is His Need for Special Service? 
customers in terms of these factors 
|. The prospect's buying policy “When someone else is already getting the routin 
2. His need for special service orders, I try to locate a special need. 1 ask him if hi 
3. His need for special items has a problem—any problem at all that hasn't been 
4. His use of products with ready equivalents solved, in hopes that this will be a ticket into the 
5. His frequency of requisitioning shop. I always carry a specific product to show. And 
6. The buyer's personality to sound convincing, | know I must have acquired 
7, Seasonal buying patterns some previous knowledge of the products he uses.’ 


He explains it this way 
act, , Does He Need Special Items? 


What Is the Prospect’s Buying Policy? 


“We stock special lines for customers within reason 


Mr. McBride tries to find out if the prospect usually (though we are not a catch-all house) and this can 
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mean a lot to some prospects I trv to find out what 


special types and sizes a prospect is having trouble 
obtaining, and check with our management to see if we 
can put them in stock. If we get a certain volume of 


staple items as a result, it’s well worth doing.’ 


Does He Use Products with Equivalents? 


“It’s one thing to know what products a prospect 
uses, but something clse to be up to date on then 
equivalents in the competing line. I look for products 
in use in the customer's plant with equivalents we can 
readily obtain, so we'll be ready if he gives us a bid 
On products with more complicated specifications, | 
do all I can to get the complete specs from the buyer 
on my first call. This isn't easy. Many a time we've had 


to pass up bids because a buyer listed sketchy data 


What Is His Frequency of Requisitioning? 


“There's a big clement of luck in getting started 
with new prospects, but a salesman has a better chance 


if he knows how often a plant requisitions and plan 





his calls accordingly. If I'm there when a requisition 


is on the buyer's desk, I have a chance to get the order 


It might be an order calling for a special service ai 


' 
other source cannot provide as well as we can And 
even if it’s a $2 item, it’s still an opportunity. It might 
be something the buver had tried a week to get els 


\\ he Tr 


What's the Personality Factor? 


\ new prospect's buyer is an unknown quantit 


SPECIAL ITEMS held im stock for specific uston 
another service that attracts prospects attention. 
“e 


18 


ete eee 





me, so | observe his reactions before | do much talh 
ing Many buyers will object to salesmen parading 
too gliblv thei knowledge of the plant ind inventor 
and will have other complaints about the salesmen 
now serving them that they only reveal indirectly, | 
remember one in particular who told me a competing 
salesman always rushed in once a month and advised 
him what quantity to order, and it was obvious h« 
resented it 

When you know such things, you can turn the 


to voul advantage 


What Are the Buying Patterns? 


‘How often and in what quantities a customer buy 
due to seasonal and economic factors is important 
knowledge for me, if | want to call at the right time 
Some buyers will give new salesmen these facts when 
they ask. With others, I may have to wait until | 
have started getting some business so sales figures over 
i penod of time are available Whenever | suspect i 
plant which buys for inventory in a line over a long 
period is running low, I know it is time to ask for a 


bid or make sure | will call on them soon 


Watch for Opportunity 


No ilesman mn expect to set the world on fir 
when he is first deve loping 1 new terntor ives Mr 
McBride You have to keep working at it until you 


find that chance to do something for a customer that 
convinces him he needs vou 
But first vou have to find out wher opportuniti 


for special ettort exist 


ADEQUATE COVERAGE of new a if t ’ 
yures Mi. Mcbride will be on th pot for requisition 


% 


a= 


oe 
in 
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fore. that salesmen know comethina ahout the 








SALES QUIZ: Test your knowledge of... 


Products and Markets 





1. CARBIDE TOOLS 


Cemented-carbide tools are available in several forms: 
brazed tool bits and tools, mechanically clamped tools, 
and solid-insert toolholders. 


A. Solid-inserts—round, triangular and square in 


cross section—are finding wider uses every day 
for production tooling. These inserts are held in 
standard toolholders devised for this purpose. 
What ore the advantages claimed for solid in- 
serts? 


B. Particularly when machining steels and some of 


the bronzes and aluminum alloys, it is essential 
to control the shape and length of the chip. 
There are four basic methods of creating an 
obstruction to chip flow on single-point, carbide- 





tipped tools. Can you name these four types of 
chip breakers? 


. Authorities agree there is no reason why older 


types of machines in good condition cannot be 
adapted readily to the use of carbide tooling 
In old equipment the main consideration is that 
the machine must be able to run fast enough 
and smoothly enough at the faster speed. Bear 
in mind, when cutting steels with carbides, cut- 
ting speed must be high enough to prevent form 
ing a “built-up” edge. This means an average 
cutting speed in the neighborhood of 100 sfpm 
(lower the carbon, usually, higher the speed) 
Is this statement completely true and accurate? 





2. FIRE EXTINGUISHERS 


A. Freddy, the fire extinguisher salesman, says, 


“Extinguishers approved by Underwriters must 
have one or more alphabetical letters of desig- 
nation to indicate which types or type of fire 
the extinguisher is designed ond suited to 
handle. In addition to the alphabetical code 
there is a number, usually Number one or Num- 
ber two.” Whot do these numbers indicate? 


B. “The one-quort and one and one-half quart vo- 


porizing liquid, hand-pumped type extinguisher 
is probably the greatest utility fire extinguisher 


oround,” claims Freddy. Any idea why this is so? 


C. Water-type units, like foam and soda-acid, obvi- 


ously connot operate below 27 deg. F. In such 
cases, Freddy suggests anti-freeze water-types 
as their freezing point is —40 deg. F. Although 
carbon dioxide units will not freeze, there is 
quite a reduction in their effectivness and rate 
of flow at lower temperatures. For example, at 

40 deg. F., do you think their rate of flow 
is only 10 %, 15%, 1) 25%, or [) 50% 
of the rate at 70 deg. F.? 
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3. DRILLS 


The precision drilling operation illustrated above calls 
for the assistance of a magnifying glass, but industrial 
supply salesmen don’t need a magnifying glass to see 
the drill potential all around them. 


A. If you know your stuff about drills, filling in the 
blank spaces in the following statements should 
be a lot less painful than your dentist's drill. 
The standard, ——— deg. point is adequate for 
most work. 

In general, —— points are used on harder metals 
where there is danger of tearing, and on very 
sheets. 

angles are more efficient when drilling 

plastics or soft metals. Grinding off the cutting 

edge of each lip gives a drill with 
is the most important foc- 























tor in long drill life. 


B. When repointing a drill, four features must be 
carefully considered. What are they? 


fore, that salesmen know something about the 
bending radius of hose. Do you think it's a good 
rule of thumb to suggest to customers that 
hydraulic hose may be bent safely in a radius 
of one foot for every inch of inside diameter? 


C. Because tolerances required by modern machines 
are very close, an important factor in hydraulic 
hose applications is the % change in length 
under pressure. Braided hose contracts or ex- 
pands under pressure; spirally wound mandrel. 
built hose elongates. If this is true, what pre 
coution should be taken? 








4. HOSE (HYDRAULIC) 


Remote control of machine parts, such as the blades 
of bulldozers or fork-lift truck attachments, hove 
called for the use of hydraulic hose. Advances in 
automation have also increased the use of hydraulic 
hose to deliver fluid at high pressures to octuote 
assemblies remote from the control station. 


A. Hydraulic hose is available with sufficient wire 
braid reinforcement to withstand hydraulic pres- 
3500 psi 
2500 psi 

) 4500 psi 

8. Usually the space available in automatic ma- 


chines is extremely limited, so that large loops 
of hose cannot be used. It is important, there 


sures up to 


FOR ANSWERS, 





















5. BRUSHES (POWER DRIVEN) 


IMustrated above is a unique application of a wire 
filled power brush, and a stationary wire brush, de 
signed to spin and clean the threads of set screws 
quickly and efficiently 

Alert industrial supply salesmen are always looking 
for such opportunities to save their customers time 


and money. Why not brush up on brush know-how? 


A. Maximum service from power driven brushes de 
pends largely upon the pressure applied against 
the brushing face. If your customer has severe 
cleaning or removing work on large metal sur 
faces, you should recommend o light, me 


dium, | | heavy pressure for best results? Why? 


B. If your customer hos parts narrower than the 
width of the brush, you should recommend thot 
the width of the brush be shifted frequently to 
prevent “grooving” the brushing face. The 
metal should also strike the entire face evenly, 
because working against the sides or ends of 
the brush shears off the wires and reduces the 
workable brushing area. True False 


C. What type brushes are recommended for reach 
ing into grooves and angle bends? Why? 


PLEASE TURN PAGE 











Answers to Sales Quiz on pages 110-111 








1. Carbide Tools 


A. Advantages claimed are: As there are three to 
six positions on each end of insert, setup is un- 
disturbed while new cutting positions of tool 
ore selected, minimum grinding is required, 
maximum amount of carbide is obtained per tool 
dollar. 


B. Four types of chipbreakers are: ground-in step 
type, parallel type, ground-in groove type, nega- 
tive-rake-angle type. 


C. Statement is true, but not completely accurate. 
Average cutting speed is in neighborhood of 
200 sfpm. 


3. Drills 


A. 118, biunt, thin, Sharper, zero rake, Proper drill 
press speed. 


B. Four features to be considered when repointing 
are: lip clearance, cutting edges, point-angle 
and point thinning. 





4. Hose (Hydraulic) 
A. 4500 psi. 


B. A good rule of thumb, but it’s still advisable to 
refer to manufacturer's tables for specific mini- 
mum bending radius of particular hose involved 


C. Manufacturers publish % length change figures 
Consult these tables and allow for length 
change under pressure. 








2. Fire Extinguishers 


A. The numbers indicate the quantity of the par- 
ticular extinguisher required for each 2,500 
square feet of floor space. For example, the one- 
quart vaporizing liquid extinguisher is rated by 
Underwriters as 8-2 and C-2 which indicates 
that two extinguishers of this type are required 
to adequately protect each 2,500 sq. ft. of floor 
oreo against fire hazords of both Class B and 
Class C fires. 


B. This extinguisher is recognized for great utility 
because of its light weight, handy size and gen- 
eral efficiency. 


C. 25%. 








5. Brushes (Power Driven) 


A. Recommend light pressure so that only the ends 
of the wire contact the metal. Increased pres 
sure creates a wiping action, because sides of 
the wire strike the metal. 


B. True 


C. Sectional type brushes ore generally recom 
mended, because their narrow brushing face 
makes it easier to manipulate the brush at 
various angles 
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“NAT” STANDS OUT 
with the most complete line 


You can simplify ordering and stock handling, and still sell your customers 
the most complete line of high quality fasteners. Nationa! makes it possible 
Handling is easier with National's uniform packaging. Labeling is big and bold 
and color-coded for quick on-shelf identification and selection. All in all, your stock 
of National fasteners in the trim red and black boxes makes a much better looking 
more smartly businesslike fastener department 
And since the National line is the complete line, it pays to think National when 
you think ee saving through one-source buying 
Consider the factse—all the advantages of standardiz 





ing on National fasteners—and make the National 


line your line, because it stands out in every way hu, OA, 4 Od A > 
Ask Your Distributor . . . He Knows a fs st. 


THE NATIONAL SCREW & MFG. COMPANY if f 3 
Cleveland 4, Ohio 
Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 Sevth Garfield Ave. « Los Angeles 22, Cal. 
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July 1956 July 1956 First 7 Mos. 1956 
i/.S. TOTALS Compared with Compared with Compared with 
June 1956 July 1955 First 7 Mos. 1955 


« 


Ulla +\7% +18% 

















Compiteo sy Iwousraia, Distamut 











Supply Sales Trend 


Final Figures For July 1956 








July 1956 July 1956 First 7 Mos. 1956 
Compared with Compared with Compared with 
June 1956 July 1955 First 7 Mos. 1955 
NEW ENGLAND 
Connecticut 
Maine 
Massachusetts om % % % 
Messachusstis 14% | +25% | +23% 
Rhode Island 
Vermont 


MIDDLE ATLANTIC 


New Jere -11% | 425% | +25% 


Pennsylvania 


EAST NORTH CENTRAL 
Illinois 


Michigan -10% | +10% | +15% 


Ohio 
Wisconsin 


WEST NORTH CENTRAL 
lowa 
Kansas 


Mort -~ 3% | +18% | +16% 


Nebraska 
North Dakota 
South Dakota 
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ARWAY’S vigorous advertising 
stimulates your 
steam trap sales 


lod 


@ Vigorous, consistent advertising in 27 leading national trade journals 
... plus intensive year-’round direct mail promotion . . . catalogs and 
folders . . . national trade shows . . . motion pictures for associations and 
plant showings. ..dealer displays and helps—all contribute to making the 
YARWAY Impuise Steam Trap a profitable, fast-moving line for Indus- 
trial Distributors. 








More than 1,000,000 YAaRway Impulse Steam Traps have been sold. 


Customer popularity is based on the YARwWAyY Impulse Steam Trap’s 
simplicity, small size, proven dependa- 
bility, the fact that it is good for alli 
pressures without change of valve or seat, 
has only one moving part and trouble- 
















free stainless steel construction. 

YARWAY IMPULSE Write for full details on YARway’'s plan 
STEAM TRAE of selective distributorships for the 
YARWAY Impulse Steam Trap and its 
fast-moving companion, the YARWAY 
Fine-Screen Strainer. 


YARNALL-WARING COMPANY 
111 Mermaid Avenue, Philadelphia 18, Pa 


YAR WAY 


impulse steam traps 


FINE SCREEN STRA/NERS 





YARWAY 
FINE SCREEN 
STRAINER 
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SALES TRENDS (Cont'd.) 





July 1956 
Compared with 
June 1956 





SOUTH ATLANTIC 
Delaware 
District of Columbia 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 
West Virginia 


EAST SOUTH CENTRAL 
Alabama 
Kentucky 
Minsissippi 


Tennessee 


WEST SOUTH CENTRAL 


Arkansas 
Louisiana 
Oklahoma 


Texas 


MOUNTAIN 
Ar‘zona 
Colorado 
Idaho 
Montana 
Nevada 
New Mexico 
Utah 
Wyoming 


PACIFIC 
California 


Oregon 
Washington 








- 4% 


- 3% 


+ 2% 


- 09% 


-12% 





July 1956 
Compared with 
July 1955 


First 7 Mos. 1956 
Compared with 
First 7 Mos. 1955 





+24% 


+17% 


+ 8% 


+27% 


+10% 





+19% 


+11% 


+11% 


+2 2% 


+20% 





| 
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The Rolling Attion i¢ built right iw 


HELLER 


wai Se/ral-Lur- 
= half round files 


Filing out a concave surface or rounding out a hole 










Above is o cross 





is no longer a job restricted to master craftsmen. HEL- 
LER SPIRAL-CUT HALF ROUND files eliminate the 


need for skillful twisting action once so necessary to 


section showing 






the smooth, trve 
arc left by the 
HELLER SPIRAL. 
CUT HALF 
ROUND file 
Compare it with 
the scalloped 








produce smooth, even work. This rolling action is now 
designed right into a HELLER SPIRAL-CUT HALI 
ROUND file 









surface [illus- ; 
A straight stroke with an ordinary half round file 





trated below) 






leaves bumps and ridges unless the user twists it just 
right. The same straight stroke with a HELLER SPIRAL- 
CUT HALF ROUND makes a smooth and true-arc 


left by an ordi 






nary half round 






file using the 






same stroke. 













surface 


This new cutting principle is another of many “firsts 
brought out by HELLER in their continuous search for a 
better file. This exclusive feature is a unique sales story 
for the HELLER distributor. Tell your customers and 


build greater sales and profits 






HELLER 
American Siviss” 
these brands always Swiss PATTERN 


assure HELLER quality C VIXEN’ > NUCUT® 
MILLED CURVED TOOTH U2) AMERICAN PATTERN 
cox rom me © HELLER root: co. 


WHITE TANG se "99, NEWCOMERSTOWN, OHIO 


* 



















YOUR HELLER DISTRIBUTOR CAN SUPPLY ALL YOUR FILE WEEDS 
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The Outlook for Business 





By The Economics Department, McGraw-Hill Publishing Company 


g TERMS OF THE TOTAL VOLUME OF BUSINESS in pros- 
pect for the nation, the outlook for the months 
ahead—say until next Easter or even Memorial Day— 
remains just as excellent as we reported it was last 
month. Replenishing of steel inventories drawn 
down during the strike, producing of new automobile 
models, launching of the government's bigger and 
better highway and aircraft programs and the continu 
ing expansion of the boom in capital goods will all 
contribute to moving business back into very high gear 
and keeping it there for months to come 


History's Warning on Booms 


So far as history goes, the wind-up of long sustained 
periods of economic expansion, at least since the War 
Between the States, has uniformly been a speculative 
spree, a crash and a depression. In 1953, Arthur F 
Burns, now chairman of the President's Council of 
Economic Advisers, remarked, 

“Except for the minor setbacks in 1945 and 
1948-49, our economy has moved steadily forward 
since 1938. This is undoubtedly the longest sus 
tained expansion of recent history, yet it is not the 
only movement of its kind. The period from 1921 
to 1929 was also one of sustained expansion broken 
only by minor cyclical declines; so too was the 
period from 1897 to 1907, 1885 to 1893, and 1867 
to 1873—if not the entire span from 1858 to 1873. 
Each of these major expansions culminated in a 
speculative boom, each was followed by deep depres 
sion, and three of the depressions lasted years . 
The possible developments in the offing which have 

the potentiality of heating up a speculative fever in 
clude preeminently a scramble for steel products to 
overcome shortages created by the strike and a general 
bidding up of industrial prices in the wake of higher 
steel and labor costs. We had just such a development 
after the steel strike in the summer of 1952. By the 
second quarter of 1953, business inventory formation 
reached an annual rate of $4.5 billion, which was 
heavily concentrated in durable goods. And the prices 
of metals and metal products went up 6% in the 
process. In 1953 also—and it could happen again— 
there was a surging market for consumer durables. 

But, in 1953, sagging agricultural prices provided a 
counterweight which kept the price level as a whole 
on a remarkably even keel. Now, as we noted last 
month, that counterweight is gone. Prices of farm 
products, after rising for some months, are steady. The 
result is that any sharp increase in industrial prices this 
fall would have far broader economic effects than a 
similar rise when farm prices were falling. One of the 





places where a rise in industrial prices might be con 
tagious is a stock market already simmering enough so 
that it would not take a great deal to bring it to a boil 

It is, of course, against the threat of a destructive 
wave of price inflation that the Federal Reserve au 
thorities have arrayed the policy of making the supply 
of credit relatively scarce and increasingly expensive 
With credit dollars, which will buy just as much as 
cash dollars, scarcer and more expensive to hire, the 
reasoning runs, 4 damper is put on the inflationary 
process of bidding up prices 

For the work of keeping a lid on prices which they 
have cut out for themselves, the Federal Reserve 
authorities must work with extremely cumbersome 
equipment, The wave of price inflation which they 
are trying to contain started in metal and metal 
working, largely as a result of wage increases which 
outstrip the increase in productivity and thus increase 
costs and the necessity of higher prices. But the 
banking authorities have no way to operate on the 
prices of metal products directly. The only instru 
ment they have available is a general control of the 
price and amount of bank credit. 


The Federal Reserve's Blunderbuss 


In effect, the Federal Reserve authorities are 
equipped with a blunderbuss rather than a rifle. And, 
as usually happens when a blunderbuss is brought into 
play, innocent bystanders get hurt. This is the case, 
right now, at least in some degree, with the residential 
construction industry. As measured by housing starts, 
its volume of business is running more than a fourth 
lower than it was at peak (December 1954); and one 
reason is that mortgage credit, caught in the general 
credit squeeze, is relatively hard to get 

There is no intention to leave any implication here 
that the nation would be better off if the Federal 
Reserve authorities were equipped with authority and 
machinery to pinpoint their efforts to control inflation 
by focussing them on particular commodity prices. In 
terms of the preservation of relative freedom of eco 
nomic action and, hence, both economic and political 
democracy, it is far safer to rely on general monetary 
and credit controls than it is on specific controls. But 
this does not alter the fact that the instruments avail 
able to the Federal Reserve authorities, in their effort 
to scotch what they regard as the threat of destructive 
price inflation, bear so little resemblance to the scalpel 
that they must be applied with consummate skill 
Or else the painful effects of the operation may show 
up in business decisions to postpone some of the ex 
pansion that is normally dependent on bank credit 
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PROFITUNITY 





BIG selling features 


@ SIMPLE TORQUE SETTING— 


calibrated for easy torque changing 
@ SETTING REMAINS CONSTANT 


@ ELIMINATES "“OVER-TORQUE” 


off the tool when preset torque is reached 


controlled torque in either direction 


@® REVERSIBLE 


converts to 


@ REMOVABLE TORSION BAR — quickly 
Impactool 


® NO CLUTCH 


to wear, slip or require adjustments 


-- oe ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee eee ee ee ee ee ee ee ee 


on spine mang 


1! Broadway, New York 4, N_Y. 


7 om -* aloe, 
Nagle? bY Gyn 


adools Aim & ELECTRIC 


16-3330 
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torsion bar adjusting sleeve is clearly 


until the Torsion Bar is changed 


-—the Torsion Bar automatically shuts 















HERE’S THE TOOL modern plant men want 


and need. The only electric power tool 
that gives precision torque control. Full 
nut running power and speed until tool 
automatically shuts off when prescribed 

















torque is reached 


Every plant with a nut running job is 
your prospect. The new Size 5UT quickly 
converts to a standard Impactool for 


multi-purpose use 


Mail the coupon now for the profitable 
story on how you can sell this amazing 
new tool 
can't miss! Act today! 


It's an exclusive for you that 





a standard 


Ingersoll-Rand Co 
1! Breedwey, New York 4.N. ¥ 


Rush me full details on how | con start selling the Size SUT TORQUE 
CONTROL IMPACTOOL NOW! 


Neme Tithe 
Company 

Address 

City lene State 
© OCTOBER, 1956 





Manufacturers’ 


New... 


Training Programs - 





Displays 





ACCO CLIPS 


WIRE ROPE 





American Chain & Cable 
Adopts New Package for Clips 


American Chain & Cable Co 
Wire Rope Div., Wilkes-Barre, Pa., 
has adopted a new package for its 
“Acco” drop forged wire rope clips 
According to Emerson H. Todd, 
sales manager, “These handy and 
easy-to-use packages are designed for 
quick handling and are easy to spot 
when stored. The packaging wa 
designed to replace the usual 
method of stocking wire rope clips 

in burlap bags, storage bins, and 
kegs. ’ 

The lightweight containers are 
secured with steel strapping and 
serve as both a storage and shipping 
container. They are available, says 
the firm, at no extra cost. A two 
color printed label is used for identi 
fication of contents 

The containers vary in size to fit 


120 


the physical measurements of the 
clips which are available in 14 siz 
to fit wire ropes of 4 to 1} in. out 
side diameter 

The clips are boxed in lots of 100 
for the smallest size to 10 for the 
largest size items 


Colorado Fuel Catalog 
Lists Principal Products 


Colorado Fuel & Iron Corp., New 


York, N. Y., has issued a 70-pag 
illustrated and indexed catalog 
describing the firm’s principal 


products 
rhe product listing is divided into 
broad classifications which include 


semi-finished and hot-rolled steel 


heavy and special steel iten rail 
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a accessoric wire and 


products, W ickwire rope, overhea 


conveying equipment, industr 


reens and wire fabrics, hardwa 


springs and formed wi 
belts 
yroduct lines 
Also included in the publ 
tion is a directory of Cr&l 
fhees throughout t! 


produ ts 


processing and ot oth 


Binks Mfg. Issues 
Catalog on Nozzles 


Bink 


issued a ¢ italog no, 560i 


\fg Co ( hy i } 


ing information on over |00 spra 
nozzles of various kinds an zx 
Photographs of nozzles accompa 


each des nption and cutaway vi 


strate construction or yperati 
| bles show nozzle apa ithe at 
ig pre wire pi i\ angek 

zie dimensions, and other spec 


ition data 


Special chapter | 


nozzies for 
’ 


ove! 


ir washing, bonderizing, roof cox 


pray ponds and humidifving 
Supplementary tables furnish in 


formation on pressure drops for 


vater in steel pipes, spray cone dia 


neters at varying distances from 


zie orihce, and steam tables for 


team condenser, spray pond i 


ooling tower work 











Packages « Films ¢ Literature 





Norton Issues 
Grinding Handbook 

Norton Worcester, Mass., 
1as issued a 222-p Handbook on 


lool Room Grinding,” which com 
information 


( 


ip¢ 


under on cl 
three eparat 


nics 
: ] 
weviousiy [0 


| grinding 


booklets cover tool 
arbide tool l ist allov tool 
I'welve chapters di such sub 
ects as wheels for tool room grind 
ng, sharpening, miscellaneous tool 
room grinding operations, Norton 
grinding machines for tool room 


\ concluding chapter contain 


of information for the 


LM 
everal table 


tool roon ’ 





Cleveland Book Covers 
Twist Drill Line 


( leveland I wist 


land, has issued a 


ill Co.. Cle 


J 


U6 page ¢ atalog 


no. 56) describing and illustrating 
its full line of cutting tools. Listed 
ire 29 new tool ncludin irbick 
tipped and solid carbide end mill 
itbide-tipped die drill olid car 
bide short series straight shank drill 
in fraction, wire gage and letter size 
ind “No May | hape cut oft 
blade ‘. available regular Mo Max 
and Mo-Max obalt tee] Vhe 
atalog also lists 13 new drill set 
The catalog thumb indexed 
j iaterial Our j hon 


O. K. Tool Is Now Fast With Answers 














OK POOL CO \iilford, No H 4 ia iabilit ny ' 
that furnish fast an ton th or ™ desi at 
OK. ‘Tool questionn t tomer t particular ma hining problem, th 
feeds this informat put hich ' ’ t sp ds, feeds, de pth 
f ts, te t j " According the t riahke the omput 
: : ' mad siott) tag cd-tooth cutt 
/ \ ; \l hin tl | sre | } 
| OK 1 the f f en 
Chucks Is Subject 1icks, the catalog teatures a sump 
Of Cushman Catalog fed method of chuck listing for 
facilitating tiv ers selection | 
Cushman Chuck Co., Harth 
huck 
Conn., has issued a new catalog iit lad 
- ni ci on to i000 acing i nev 
66-1956) listing it omplet line of — cant: 
. es of airtight hucks, a section of 
nanuall operate | huck Ke f 
, italog has been devoted t 
oescning ctaiice ih / 
, ' , - I cnption of pecial-purpose 
iv) . 
micks and “Accra-Set huch 
enced | thie ompan 
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Yarway Packages 


Go to Color 


Yarnall-Waring ¢ Viiladely 
has announced nev oding 
pa kage containmng it Yarwa 
rmipulse tcam trap Four 
are used to distinguish various type 


Red [ad kage now ide 


if product 
OO Yarwa 


ties the standard Series 
traps for pressures to 10) psi hin 
lentifies the low apacity 4 
(Contunn i] 
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There’s a sale for every prospect with... 


ALEMITE HIGH POWERED 
LINE OF GREASE GUNS 
ee, 








Heavy-Duty Lever Guns 


This uty lever gun deve up to 10,000 
pounds of a Handles 4b -y- 
sure gun greases gr my e for 
maximum ge Loader Arse for fast, 
clean filling (or de may be filled suction). 
Heavy steel linkage maintains piston align- 
ment. Follower rod disappears after filling. 
(Model 1056-SE. ) 





Extro-Heavy-Duty Lever Guns 


Where operating conditions are severe, these 
Alemite are ideal. They're built to take 
the toumhast ted of wenteent and Gotan o 
large volume of lube per . Extra 
mand F for maximum leverage and ease o 
Built-in check valve easily em 
aie ys rod may be 


pushed in 
after | linkage for heavy-dut 
use. ‘Model 4063") and and 6679-J Bid 


Push-Type Hand Guns 


This is the answer to hard-to-reach fittings. Up 
to 10,000 pounds of pressure with easy one-hand 
operation! Long narrow design makes this 
Alemite gun especially handy to reach out-of. 
the-way fittings. A straight back pull disengages 
this gun from the grease fitting. (Model 7556.) 


For free cotelegs and comp!'e's information 
write Alemite, Dept H-106 
3 1850 Diversey Porkwey, Chicage 14, Minols 
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You can't 


beat this band! 


Interested in faster cuts? smoother i:mish? 
less over-heating and breakage? The Atkins | ee 

Curled-Chip Buttress Tooth band saw 

gives you ail that and more! You get 

clean cuts—faster and smoother cuts... 

the “curled chips”’ roll easily out of 


the gullet —no jamming 


See your Atkins distributor today 


increase production tomorrow ... with Atkins! 


= 


Sibeer Sted 


ATKINS 


SAW DIVISION 
BORG-WARNER 


CORPORATION 
indianapolis 9, Indiana 


BRANCHE a, ago « Chattanooga « | Angele of adelpiua « F tlar 1e 


EXPORT Alf Borg Warner Internationa t Wabas! Mic ag 
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Associations _ Up 
To Study Distributors 


Operations of 32 selected supply 
firms will be studied by manage 
ment consultants this fall 
winter in an attempt to improve 
operating methods in the industry 

The National Industrial Distrib 
utors Association and the Southern 
Industrial Distributors Association 
are sponsoring the project. The joint 
Modern Methods Committee of thc 
associations is now Canvassing mem 
bers to get volunteers for the stucly 

The George D. Wilkinson Co., 
New York City consulting firm, will 
analyze the methods of 24 “care 
fully screened and thoroughly rep 
resentative” companies from the 
National Association and 8 from the 
Southern Association, Objectives 
are to spotlight unsound industry 
practices and recommend ways to 
cut costs and increase profits, 


and 


To Start Nov, 1 


Investigations will start Nov. | 
and are expected to be completed 
in time for a report to the Triple 
Industrial Supply Convention in 
San Francisco next June. A two 
man survey team will visit 
company, taking two to two-and-a 
half days for the assignment. They 
will submit an individual report to 
cach management and later a com 
posite report for the convention 
Identities of surveyed firms will be 
kept in confidence 


each 


Each Survey 8910 


The Wilkinson firm will charge 
$910 for each survey. Fach firm sur 
veved will pay $455, and the dis 
tributor associations will make up 
the difference, the National Associa 
tion paying for its own members 
and the Southern Association for 
Southern members, 

Managements wishing their firms 
surveved can mail in applications 
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Oklahoma Distributors Form State Group 


Marshall Supply & Equipment Co 


out the state 





to the Wilkinson Co., which will 
make the selections 

The Wilkinson 
completed a survey for the Southern 
Wholesale Hardware 
and is now doing one for the Amer 
ican Institute of Wholesale Plumb 
ing & Heating Supply Association 

“The need for improved manag 
efhcicnt 


operating procedures designed to 


firm recenth 


ment methods and mor 


reduce costs and increase net profit 
presents substantial 
magnitude to members,” the 
statement of the Modern Methods 


problems of 
said 


Committee spokesmen 
out that the consultants will have 





Objectives of new group formed by Tulsa distributors are outlined by Joe H. Dibert 


resident, 
Muratet, Midwest Supply Co., sex sine extreme right) to Harold G. Hynd, Douglas 
Aircraft Corp., and Charles B. Gannaway, Jr 
With them are L. A. Epps, Krisman Industria) Supply Co.; 
Supply & Equipment, and Barr McDermott, Precision Tool Sales 


vanized an Oklahoma 


Nine Tulsa distributors have org 
tributors’ Association to promote the 
Joe H. Dibert, Marshall Supph 


Association | 


Committee announcing the survey | 
pointed i 


to work on a tight schedule and | 





second from left) and Paul W 


, Tulsa Manufacturers Club president 


Fred Robbins, Marsha! 


Indust il DD 
upply industry in the stat 


& Equipment Co., president of th 


new group, said steps will be taken to bring in members from through 
Other officers are Barr McDermott, Precision Tool Sal 


ice president; Paul W. Muratet 


“| Midwest Supply Co secretary; L. A 


Epps, Krisman Industrial Supp! 
| Co., treasurer, and Fred Robbin 
Marshall Supply & Equipment 
cirector 
Other charter-smember firms aré 


Hulsey Machinery & Supply Co., I: 
dustrial Equipment Co., Machin 
lool & Supply Co Indu 
trial Supply Co. and Star Hardware 
& Supply Co 
Objectives of the 


condition 


Sor mictT 


association ar 
in the 
Okla 


homa, 2. to encourage higher stan 


|. to analwze 


dustrial supply busin« it 


ards of operation, 3. to promote the 


economic importance of the di 
tributor and 4. promote better ser 
for the industrial user 


Mr. Dibert 


wet 


said one ot th 


requested that managements of group's first projects will be publica 
companies selected cooperat« tion of a buvers’ guide for industrial 
dates ppl users m the stat 
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Graton & Knight Co. 
Sold to Aetna Industrial; 


Packings Firm Independent 


Aetna Industrial Corp. has agreed 
to buy the major assets of Graton & 
Knight Co., except for its Interna 
tional Packings subsidiary, 


and will continue operations under 


Corp 


a new corporate setup 

The agreement, which is subject 
to stockholders’ approval, provides 
that Graton & Knight Co. wil! be 
come Graton & Knight Co., Inc 
David §S. Williams 
Graton & Knight, will continue to 
head its operations until the new 


president of 


management names a new general 
Walter W 
Aetna board chairman, announced 

Mr. William: 


president of International Packings 


manager, Weismann 


will continue as 


Corp., which will now be com 
pletely independent of Graton & 
Knight 

Aetna Industrial Corp. is an own 
ing, Operating company which has 
wcquired companies in such diversi 
fied fields as lumber, road constru 
tion, tools and textile 

Graton & Knight, 
ISS1, industrial 


founded in 


makes leather 


products, including belting and 


washers, packings, textile leathers, 


ind military and consumer items 


The new owners said they plan 
WW radical policy hange 

International Packing was 
formed in 1949 as a Graton & 


pat k 


and pneumatic 


subsidiary to make 


Knight 


ings for hydraulic 


ipplications. Separation of the two 
companies is part of a program to 
enlarge International Packings. The 
recently for a 


frm broke ground 


new plant on a 70-acre site 


Westeott Chuck 
Changes Ownership 


Westcott Chuck Co., 
N. Y., has sold its assets to a newly 


Oneida, 


formed corporation headed by Gor 
don Oakley. The firm will be known 
as Oneida Machine Tool Corp 

Mr. Oakley said all Westcott per 


sonnel will be retained and the busi 


ness will be expanded 














associate editor 


Dennis C. Orphan 
from Walter F. Crowder 


William Clawson 


Dodge Appoints 
Assistant Sales Head 
Dodge Mfg 


has named 


Corp 


William Clawson assistant man 
ager of distributor sales 
With the company since 1936 


he has supervised Central division 
sales since 1942. He will work with 
Garth Stroup, distributor sales man 
ager, in maintaining contact with 
the company’s network of more than 


500 distribution outlets 





Champion Hardware Sold 


The Washington Steel Products, 
Inc., of Tacoma, Wash., has pur 
chased Champion Hardware Co., 


Geneva, Ohio. James C. Picha ha 


in Chicage ue 


editor and Ray 





been named manager 


ts his instructions for new post 
Barnett dit 


nd \W 


hahaging 


By nis 4 


pointed issociate editor of 


Orphan has been ap 
Inpus 
rRIAI DisTRIBUTION ucceeding 
Robert Slater, who ha 
editorial position in New York Cit) 
the staff of Modern Packaging 
niagazine 

Mr. Orphan will cover the Mid 
the Western 


he vdqu inte 


wecepted i) 


oti 


western and some of 


tates from his 
Chicago 

\ native of Chicago, he graduate 
from the University of Illinois wher 
he received a BS degree in journal 


ism and an MS degree in education 


Befor joining the ILD staff, le 
tanght journalism in an Arkansa 
College, worked in public relation 
for the University of Illinois i 


Chi go publi ity frm and an educa 


tional testing hous md worked as 
reporter and editor of i weekly new 
the (Chicago 


publi hed in 


paper 
arca 
During World W ar I] he 
Sist Infants 
Pacifu Th 
Park Forest 
Blackhawk 
Ihe 
also membership chairman of the 
University of Ilinois Alumni Asso 


lthion 


served 
as corporal in the 

South 
is a the 
Health Council and the 


Parent-Teacher 


Division in the 


member of 


Association 


Mr Orphan, 33, lives with hi 
wife and three children (ages 2, 4 
and 6) in Park Forest, a new suburb 
southwest of 


located 35 miles 


Chicago 
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F, M. Cooper, Ill 
Elected President 


Of Knight & Wall 


Frank M. Cooper, III, has been 
promoted to president of Knight & 
Wall Co., Tampa, Fla., succeeding 
james KE. Wall, Jr, elected chair 
man of the board. 

'. M, Cooper, who retired as 
board chairman, will continue as a 
director and chairman of the execu 
tive committee 

F, M. Cooper, III, will serve as 
general manager as well as presi- 
dent. 

Also elected were: F. V. Flisch; 
\. F. Hendry; C. E. Pattillo; W. O, 
Stovall, Jr; RK. BE. Knight, and M. E. 
Boon, vice presidents; Mrs. Anna 
lrancis, cashier; Mrs, Lillian Car 
cashier, and Mrs. 

Wiikerson, assistant secre 
Mr. Boon is also secretary 
treasurer. 

Named directors were: R. J. Bin 
nicker; Mr, Boon; F. M. Cooper; 
F, M. Cooper, II]; Chester Fegu 
son; Mr, Flisch, Mr. Hendry, Mr 
Knight, C. P. Lykes, Mr. Pattillo, 
W. ©. Stovall, W. O. Stovall, Jr,, 
Peter Taylor, and Mr. Wall. 


reno, assistant 
Louise 


tary 





Buys One of Buda Lines 


Western Railroad Supply Co., 
Chicago, has purchased the railroad 
supply business of Buda Division of 
Allis-Chalmers Mfg. Co. 





f 


yar 


First of a series of sales meetings throughout U 


Md., with representatives from the Pacih 


products were introduced, Company ofhcers he aded by 
took the presentation on a two-week tour of the 





Jones & Laughlin 


Makes Adams President 


Avery C. Adams, who has headed | 


Pittsburgh Steel Co. since 1950, has 
been elected president of Jones & 
Laughlin Steel Corp 
C. L. Austin, now vice chairman of 
the board of directors 

Mr. Adams started in th« 
try 37 years ago as a laborer with 
l'rumbull Steel Co. By 1925 he had 


succeeding 


indus 


become manager of tin plate sale 
for Republic Steel Corp., and by 
1936, manager of sheet sales for 
Carnegie Illinois Steel. He wa 


later vice president in charge of 
sales for United States Steel Corp 








| 


| 





Fall 





” 


S. and Canada for The 





Black & 
Decker Mfg. Co.'s Industrial & Automotive Division was held recently in Towson, 


Coast Region and Canada. Several new 
} Robert D. Black 
four other 


pr ident, 


ompany s$ ales regions 


Howard A. Jackson 
Buys Hays Supply 


Hays Supply Co. Memphis, 
lenn., has been sold to Howard A 
Jackson, of St. Thomas, Virgin 
Island Mir. ‘Thomas also owns 


Lewis Supply Co., of Memphis 


lugene Johnson, executive vice 


president of Lewis Suppl will be 
me president of Hays Supply Co 


We plan to continue Hays Supply 


1 separate company in its own 
location,” Mr, Johnson said. “We 
vill have a vice president in charge 
of sales who will compet against 
Lewis Supply Co. the same as 


igainst any other company 


Pulver Machinists Supply Opens New Branch 





This modern plant will house 
Pulver Machinists Supply Co. at 


126 


warehouse and sales office of 
2000.10 North 25th 


— 
* 
Melrose Park, Il 


Ave St. Chicage 


M un 





office remains at 27 North Jefferson 
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Fea Buyers 
e New Section 
in Pur 


chasing Group 

Supply firm members of the Na 
of Purchasing 
Agents have organized a new Dis 
Buver 
tional basis 

Headed by H. | 
Penn General Supply Co., Pitts 
burgh, as chairman, the group re 
cently applied for official N.A.P.A. 


recognition 


tional Association 


tributors Group on a na 


Weatherly, 


It held its first meet 
ing with a membership of 70 at the 


Cleveland Convention of _ the 
NAPA 

The group will include all pur 
chasing agents who buy for resale, 


regardless of the type of goods han 
dled, Mr. Weatherly said 


tives are to secure recognition of the 


Its objec 


buying function in distributor or 
ganizations, acquaint buyers in othe: 
industries with distributor practices 
and exchange information on 
mutual problem 

“Our business ha problems quite 


different from problems of members 


who manufacture end products 

Mr. Weatherly explained. He said 
the group had discussed inventory 
as the main topic at its first meet 
ing, and topi for future agenda 
include pac kaging, factory r pre 
sentation, price ind cooperation 


distributor and manufac 
turer purchasing agents 
Frank D. Brown, Pittsburgh Gage 


& Supply Co 


between 


Pittsburgh, is chair 


man of the group’s committee on 
aims, objectives and policy. Other 
members are A. L. Fahland, The 
Kelley-How-Thomson Co., Duluth 
Minn., and Merle E. Miller, The 
George Worthington Co. Cleve 
land 

Mr. Weatherly said he hoped in 
terested N.A.P.A. members who 


represent supply firms would form 
Distributors Buyers’ Groups locally 
He N.A.P.A. District 


Conferences as good occasions for 


suggested 


meetings 

One such group has already been 
formed in N.A.P.A. District 6 and 
Ohio, Oct 


will meet in Columbus 


19-20 





Two Chiefs Entertain Young Indians 





Chief Stonchammer otherw Hora 
right) recently crowned Kenneth R. Be 
of General Electric Ce Chief Corn 
Menonaqua Beact wrthemn M " 
()ttowas 








Bass 


Robert ©. 


Bass To Head 
Eberhardt-Denver 


i berhardt-Denver Co. has elected 
Robert O. Bass president and gen 
cral manager. He was formerly vice 
president and general manager 
Eberhardt-Denver 
purchased by Morse Chain Co. a 
Borg-Warner Industry. Stanley J 
Roush, Morse Chain president, was 
elected board of Eber 
hardt-Denver succeeding Fred Eber 


hardt 


was recently 


chairman 








Roper to Expand 
Plant Facilities 
Geo. D Roper Co 


its pump production facilities 


will expand 
by 
adding new machine tools and re 
locating several departments in the 
Pump Division 

Some of the division's key opera 
tions will be moved to the Roper 


ordnance plant, in a stand-by con 
dition since just after the Korean 
War. New machine tools installa 
tions will be completed by next 


March. Some 20,000 sq, ft. of addi 


tional space being taken over 


Benfer To Manage 
Frank Tracy Sales 
Frank Tracy, Inc., New York City 


power transmission firm, appointed 


Charles Benfer sales manager 

Mir. Benfer has been with the 
frm as outside salesman tor two 
\cal Hic has had more than 2 
years experience im the imdu trial 


upply held, most of it as a factory 
representative working with distr 
of Worthington Corp. and 
Dick Co 


butor 
R. & | 
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Harry P. Lew Holds Lathe Demonstration 





Paul J. Stine (center) president of Harry P. Leu, Inc., Orlando, Fla, and Richard 


Ponkey, Delta Power Tool Division, Rockwell Mtg. Co., 
pecialist, points out features of new meta 


on a8 Douglas Finch, industrial machine 
utting lathe 


The lathe was featured recently at a two-day demonstration 


Florida representative look 


at Le 





Walker to Direct Hewitt-Robins Sales 





D. L. Watker 


Dale L. Walker has been 
pointed manager of distributor sales 
for Hewitt-Robins, Inc. 


Recently assistant manager of the 


ap 


commercial research department, he 
was formerly a field engineer in the 
St. Louis area. He will be responsi 
ble for administering distributor 
policy and promoting sales through 
distributors. 

Henry C. Heine has been named 
to the newly created post of mer 
chandise manager of industrial 
products. 

Formerly Chicago district man 








H. C. Heine 


ager, he has been on special assign 
ment since 1954. He will administer 
product sales policies under I. | 
Griffith, general sales manager 


Porter Buys Steel Firm 


H. K. Porter Company, In 
Pittsburgh, has acquired West 
Virginia Steel & Mfg. Co., Hunting 
ton, W. Va., producer of electri 
furnace steel and rails. !ts opera 
tions will be expanded and com 
bined with of Porter's 
Connors Steel Division. 


those 











Pidgeon-Thomas 
Marks 85th Year 


In Memphis, Tenn. 


Pidgeon- Thomas [ron Co., 


Mem 
phis, Tenn., will soon enter its 55th 
vear of business 

Founded by John Manogue, it 
was first called Monague Iron Co 
The Pidgeon family’s long conne: 
tion began eight years later, when 


Phil 


In 1590, he formed a partnership 


Pidgeon, Sr., joined the firm 


vith Mr. Manogue and the name 
was changed to Manogue-Pidgeon 
Iron Co. It became Pidgeon 


1907 when William G 


Thomas joined the compan 


Thomas in 


the 


house grew into a diversified supply 


From specializing im iron 


business, now stocking, according to 


the firm’s slogan, “50,005” mainte 


ince and structural items. Its war 
house and office space has increased 
from 30.000 sq ft. in 1890 to 250 
0 sq. ft 
torage lots 

Officers are Frank Pidgeon 


pre 


today, plus parking and 
pre ] 
dent; James Pidgeon, vice idlent 


and treasurer; Phil Pidgeon, II], and 


Fugen | Pidgeon, vice pre ident 
md Clav Dean, secretary 
Aluminum Industries 
Forms Sales Subsidiary 
Aluminum Industries, Inc., ha 
organized a new subsidiary, Permits 
Products Co., Modesto, Cal., to di 


tribute Permite Aluminum Paints in 


cight Western states and British 
Columbia 
James H. Isham, manufacturers’ 


representative, will handle sales 


operations of the new firm 
Freeman to Manage 
Engineering Supply Branch 
Dallas, 
l'exas, has appointed FE. Lacey Free 


Engineering Supply Co., 


man manager of its Tulsa, Okla., 
branch 

One time sales engineer with U.S 
Rubber Co., he has been sales man 
of Allied Brass Co 
for Park-Over 


and vice 


Ir of 


igcl 
pr side nt 
Hloyston 
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Roundup of sales information for Authorized Carboloy Distributors 


NEWSLETTER 


Authorized Carboloy Distributors can now profit in two ways through the 
industry-wide acceptance the Carboloy* Machinability Computer has 
gained in metalworking plants. 

First, Carboloy Distributors can now offer the Computer for sale direct 


to their customers . . . and make a profit on every order. Second, they can 
now make wider use of the Computer to build up their sales of carbide 














Machinability Computer tools and other machine-tool products. 
raermon, ahr Ever since the Computer was first introduced, Carboloy Distributors 
have found it opened doors to tough-to-see accounts, and clinched many a 


crucial sale. Now, Distributors can help their profit picture even more by 
selling the Computer to key plants in their territory — and letting customers 
find out for themselves how well Carboloy cemented carbides wil! perform 
on their jobs. 


The reason the Machinability Computer has become one of the Dis- 
tributor’s most effective selling tools is that it gives—in seconds—an 
entirely objective evaluation of carbide grades. By showing the customer 
how to get the most from his carbide tooling, the Computer performs 
an invaluable service that is most often repaid in orders for Carboloy 
tools and other products the Distributor stocks. 





To help Carboloy Distributors make maximum use of the Machinability 
Computer, a series of 5-day schools have been established. (The next one 
will be held in Detroit on October 29.) These schools give key Distributor 
personnel specialized training with the Computer. 


Not only will these schools make the “students” proficient Computer 
Special training school operators, but they provide them with fundamental knowledge of the 
helps Carboloy Distributors function and use of cutting tools—whether they are carbide, oxide, or steel. 


sell and use the Computer 
With this knowledge, Carboloy Distributors selling and using the Com- 


puter are in a position to offer machining assistance of real value to the 
customer . . . assistance which cannot be matched by any other distributor 
or manufacturer. 


In addition to the training sessions, Carboloy Distributors selling the 
Computer are backed by advertising and sales promotion on both the loca! 
and the national levels. This advertising program is specially designed to 
tell of the basic advantages the Computer offers to plants of al! sizes 
thus preselling prospects and simplifying the Distributor’s job. Metallurgi- 
cal Products Department of General Electric Company, 11133 E. 8 Mile Ave., 
Detroit 32, Michigan. 


CARBOLOY 


a. f @ es &.7 3 FF FF ae ee 


*Carboloy is @ tredemert of General Electric Company 
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Price Index for 19 Product Classes 
(1947-49 100) 
% Change 
Aug. July Aug. From 
NAME OF PRODUCT CLASS "56 56 "55 =Year Ago 
Abrasive Products 129.0 129.0 117.1 ~10.2 
Cutting Tools 145.3 144.5 143.2 +15 
| Fans and Blowers 171.3 171.3 154.4 -10.9 
Fasteners 169.7 169.4 165.5 +2.5 
Incandescent Lamps 147.2 147.2 147.2 0 
_ Industrial Rubber Products 147.4 141.8 135.7 8.6 
Lubricants 89.9 87.7 72.7 + 23.7 
Materials Handling Equipment 156.3 151.2 140.8 -11.0 
Mechanics Hand Tools 163.8 160.9 150.1 9.1 
(Files, saw blades) 
Metalworking Accessories 151.8 151.8 145.9 + 4.0 
Motors 111.8 111.8 109.6 2.0 
Paint 119.1 119.1 114.8 +3.7 
| Portable Power Tools 130.7 130.7 123.0 +63 
Power Transmission Equipment 156.6 154.8 142.5 9.9 
Precision Measuring Tools 134.2 134.2 129.2 +3.9 
Pumps and Compressors 155.6 152.3 135.3 +15.0 
Steel Products 168.6 158.6 153.9 + 9.6 
(Pipes, bars, nails, wire rope, ete.) 
Valves and Fittings 150.7 150.5 138.3 +90 
Welding Machines 144.5 144.5 129.2 +118 
| (Equipment, rods) 
| Total Index (weighted average) 147.55 1456 137.3 +7.4 
| Gowree: Bureau of Labor Statistics and Industrial Distribution 
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HERE ARE THIS MONTH'S NEW AND IMPROVED PRODUCTS 








Dresser 
Picks, Instead of Crushes 
Surface of Abrasive Discs 


l'ype A “Wise” dresser cutter as 
sembly with two types of cutting 
wheel assemblies interchangeable on 
the same basic arbor has been in 
troduced 

Features are fine teeth that pick 
abrasive grain from the surface and 
“Tru-square” arbors 

Besly- Welles Corp., 


Il 


So. Beloit, 


Tool Balancers 


Accommodate Any 
Suspended Load to 50 Ibs. 


Seven models are included in a 
new line of tool balancers featuring 
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straight-line pull, adjustable cabl 
stops, aircraft-type suspension cable 
grooved drums, and alloy bronze 
bearings 

Another new item introduced by 
the manufacturer is an air line filter 
regulator-lubricator available in any 
combination or as individual units 
for 3, 4 or 3-in compressed air lines 

Keller Tool Div. of Gardner 
Denver Co., Mich 


Grand Haven, 





Lubricators 


Automatic Control Of 
All Operating Conditions 


I'wo new Oil-Mist lubricators are 
said to provide a “45-hour week’ of 
continuous lubrication for up to 
300 or 500 bearing inches of lubri 
cated mechanisms while consuming 
1/10 as much oil as other methods 

\ new cycle counter, recently in 
troduced by the company, provides 
visual proof as a guard against bear 
ing failure due to faulty lubrication 
and also an automatic and perman 
ent record of bearing lubrication 

Another new product announced 
by the manufacturer is a paint pump 
designed to handle al! paints and 
solvents from the original container 

Alemite Div. Stewart-Wamer 


Corp., Chicago 
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Power Drive 


One-Man Machine, 
Four-Legged Stability 


Porto-Mite Super Drive, an 84 


features the com 


lb powe! drive 


pany s power grip wrenchless chuck 
is Standard equipment 

\ fully protected motor switch is 
the 


chine; all parts are easily accessibl 


recessed into the side of ma 
housing is aluminum 


Beaver Pipe Tools, Inc., Warren 
Ohio 


Sander-Grinder 


Utilizes Abrasives On Work 
Spindles Under %-in Diameter 


Provided with spindles 4, 3, 4 and 


-in a new improved model oscil 











TODAY 


. PRODUCTS WITH SALES POSSIBILITY FOR INDUSTRIAL DISTRIBUTORS 





lating spindle sandergrinder has 


been announced 


Recommended by the maker for 


scroll-grill work or small radius con 


tours, arbors have taper shanks, 


drums for abrasives may remain pet 
manently on the new type spindles 


loledo 


Boice-Crane Co 


Nylon Bearings 


Straight and Flanged 
In 39 Stock Sizes 


lain to l-ain ‘we 


Ranging from 


a new line of straight and flanged 


nylon bearings have been an 
nounced, 

According to the manufacturer 
they are suitable for all shaft appli 
cations where reciprocating, oscil 
lating or rotating motion is involved; 
for steel, brass or bronze shaft 

Climax Metal Products Co., 


Cleveland 


Surform 


For Forming, Finishing 
All Types of Surfaces 


Hie wly de veloped 


Surform , a 
tool is said to work faster than rasps 











and files on all materials up to hard 


ness of mild steel, including wood 
rubber, leather, fiberboard, plastic 
copper, aluminum and lead 

shaped and 


other 


Iwo models, on 


used like 


like a rasp, are 


a hand plane, the 
availabk 

Manufacturer has also added two 
levels to its line 
263 and line 


latter level i 


new “Magna-View 
torpedo” level no 

level no, 87 iaiT 

latch-ty pe 


haking on 


three in. long, and ha 


hooks to keep it trom 


line I he torpedo level is nine im 
long and has plastic frame. Both 
levels feature Magna-View” bub 


bles housed in lucite for quick read 


ing from any angle and resistance to 


damage 
Stanley Tools Div., Stanley Wk 
New Britain. Conn 





Clamp Cutter 


For Removing 
Hose Clamps 


NMlodel D-5 


for removing the 


0, anew clamp cutter 
compan hose 


clamps, features a riveted, single pin 


joint, and a single cutting jaw whil 
the other jaw functions as buttre 
cdge 

The 14-in long cutter is made of 


drop forged hi-carbon steel 
Punch-Lok Co., Chicago 


Continued on page 139 
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UNIFORM 
FLUTE CONTOURS 







PRECISION CHIP 
DRIVER CONTOURS 










ACCURATE AND 
CONCENTRIC CHAMFERS 






Al 





Winter advertisements say 


CALL YOUR 
WINTER 
' DISTRIBUTOR 




























| | 
_|NATIONAL| | 


TWIST DRILI 
& 100! 






CALL YOUR 
NATIONAL 
DISTRIBUTOR 


ee 








THERE'S GOLD IN THEM THAR 


YELLOW PAGES ... 


Advertising in the Yellow Pages 
has panned out for thousands 


of industrial distributors. 


Men who buy all types of industrial 
products and services consider 
the Yellow Pages a gold mine 


of buying information. 


Make sure your ads appear 
under every heading in the 
Yellow Pages that can bring 
your sales messages to 


buyers’ attention. 


Find out more about this effective sales too!. Get in touch with the 
Classified Directory Representative at your local telephone business office. 
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A MESSAGE TO AMERICAN INDUSTRY 





* FOURTH OF A SPECIAL SERIES 


THE SHORTAGE OF SCIENTISTS AND ENGINEERS: 


What Caused It? 


Why is the United States confronted with a 
serious shortage of scientists and engineers? 

One reason, discussed in earlier editorials in 
this series, is that the increasingly complex tech- 
nology needed for national security and for an 
expanding economy has raised enormously the 
demand for technically trained people. 

But it is clear also that too little has been 
done to increase the supply of scientists 
and engineers and to make most effective 
use of the limited number now available. 
It is with this second reason for the shortage 
that this editorial deals. 

Too few bright young people have been at- 
tracted to careers in the sciences and engineer- 
ing. Many with technical training have been 
leaving these professions, with the exodus from 
teaching being especially alarming. And the 
technica] talent now employed in industry, gov- 
ernment and education is, in too many instances, 
being utilized less effectively than it might be. 


Paying for a Miscalculation 


A legacy of the depression provides part of 
the explanation for the current shortage of 
young people entering scientific and engineer- 
ing careers. Because of low birthrates in the 
1930s, there are now about one million fewer 
hoys and girls of college age than there were in 
the early 1940s. Not until 1960 will there be as 
many in the 18-21 age group as in 1945. And 
from the brightest young people of these ages 
must come, not only scientists and engineers, 
but the new members of all the professions 
needed by our growing economy. 

JA miscalculation in the late 1940s, when our 
future needs in various occupations were being 
gauged, provides another part of the explana- 
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tion. Oceupational counselors and high school 
students were advised that, because of heavy 
postwar enrollments in engineering and other 
technical fields, “it is likely that the shortages 
of trained men will be alleviated in a few years.””* 

Instead of being alleviated, however, the 
shortages became more acute. Job opportunities 
grew rapidly, while graduating. classes dwin- 
dled. Fewer than half as many students received 
degrees in engineering in 1955 as in 1950, the 
peak postwar year. The trend has been reversed, 
but graduating classes will not be large enough 
to narrow the gap for several years. 


Lost Talent 


Beyond these temporary conditions, there is 
another explanation for the failure of the num- 
ber of scientists and engineers to keep pace with 
our rising needs. This is the staggering loss be- 
tween high school and college of young people 
with the talent to be successful in science and 
engineering. Last year between 60,000 and 
100,000 high school graduates of college 
ability failed to enroll in college for finan- 
cial reasons and perhaps an additional 
100,000 did not enter college because of 
lack of interest.T 

Of the most intelligent 20 percent in the group 
of college age, fewer than half enter college and 
only about a third graduate from college. Edu- 
cational authorities estimate that fewer than 
2 percent of those in the college age group who 
are mentally equipped to obtain Ph. D, degrees 
will actually obtain such degrees. 

Another crucial stage is in the high 


*U. S. Bureau of Labor Statistics, Occupational Outlook 
Handbook (Bulletin 940), p, 63 

1Charles C. Cole, Jr. (assistant dean, Columbia Coll 
Colambia University), Highe* Education, November 
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schools, where future scientists and engi- 
neers receive their first training in science 
and mathematics. There are serious weak- 
nesses and signs of deterioration in this 
vital part of our educational system. 

One-quarter of all American high schools 
offer no chemistry or physics. One-quarter offer 
no geometry. In many of the schools offering 
science and mathematics courses, the quality of 
instruction is low. Last year in the New York 
City school system alone more than 10,000 stu- 
dents were in science classes taught by teachers 
who were not trained in science. 

’ This is a situation that threatens to be- 
come much worse. Between 1950 and 1955 
the number of graduating teachers qualified to 
teach high school mathematics dropped 53 per- 
cent and those qualified to teach science dropped 
59 percent. Furthermore, only about 60 percent 
of the graduates certified to teach mathematics 
or science in 1955 entered teaching as a career 

On the students’ side — partly because of in- 
adequate guidance programs — there has been 
a drift away from science and mathematics 
courses. The result of low student interest, and 
poor high school programs, in science and math- 
ematics is virtually to foreclose careers in sci- 
ence and engineering to many bright young 
people. They miss the necessary basic training. 
Many who do attempt to obtain college train- 
ing in these fields are ill-equipped. Engineering 
school deans report that fully half of their stu- 
dents enter with deficiencies in mathematics. 


Misuse of Trained People 


Scientific and engineering careers have 
long had a reputation for low salaries and 
limited opportunities for advancement. In 
recent years starting salaries have sky-rocketed 
and have been accorded wide publicity. But un- 
fortunately there has been much less improve- 
ment in the salaries paid experienced enginers 
and scientists, especially in government and ed- 
ucation. This has lowered the morale of experi- 
enced men and provided an incentive to desert 
engineering and research positions for higher 
paying jobs in sales or management. 

. Engineers and research scientists complain 
also that too much of their time now is spent on 
tasks that draftsmen and technicians could per- 
form. Unfortunately for easy solution of this 
problem, however, there is an acute shortage of 


technicians as well. Worse still, there are indi- 
cations that some companies in industries using 
large numbers of engineers have gobbled up 
technical manpower at a faster rate than they 
can effectively employ these scarce peopie. 

« Another drain on the supply of newly-trained 
scientists and engineers is military service. 
About 8,000 of this year’s 27,000 engineering 
graduates were in ROTC programs and commit- 
ted to active duty after graduation. Dr. A. W. 
Davison, chairman of the Engineering Man- 
power Commission of the Engineers Joint Coun- 
cil, says that in most cases no attempt is made 
by the Armed Services to assign these young 
officers to duties for which their engineering 
education specifically prepared them. They are 
not only withheld from industry and education 
for two years but also are not utilized in defense 
programs requiring more engineers and re- 
search scientists. 

Some of the causes for the present short- 
age of scientists and engineers — bad ad- 
vice a few years ago and a college age 
group held down by depression birthrates 
in the 19306—are gradually being over- 
come. But others, such as the deteriora- 
tion of science and mathematics training 
in our public schools and the many in- 
stances of ineffective utilization of scarce 
technical talent, enjoy no such prospect of 
automatic correction. The final editorial in 
this series will deal with some practical sug- 
gestions fur meeting these problems. 





This is one of a series of editorials prepared 
by the McGraw-Hill Department of Economics 
to help increase public knowledge and under- 
standing of important nationwide develop- 
ments of particular concern to the business 
and projessional community served by our 
industrial and technical publications, 

Permission is jreely extended to newspapers, 
groups or individuals to quote or reprint all 
or parts of the text, 


Reusta Ube 


PRESIDENT 


McGRAW-HILL PUBLISHING COMPANY, INC. 
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On The Market Today 


(Starts on page 132) 





Valves 


New Line Is 

Solenoid-Operated 

A full line of solenoid pilot-oper 
ated control valves built to JIC 
standards has been announced by 
manufacturer. Known as the 
“Speed King” series, the new valves 
meet, or exceed, the requirements 


outlined in paragraphs A2.5.8 and 


A6.4 of the JiC Pneumatic Stand 
ards for solenoid-operated valves 
the manufacturer says. 
include: moisture 
solenoid enclosure, 


cover which renders valve clec 


trically inoperative when cover 1s 
removed, and integral junction box 


Continued on page 140) 


JIC features 
and dust-proot 
safety solenoid 
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Wan 
_KEYWAY BROACH KITS 


For cutting keyways from “is” w 1" in any 
have trom i" 00 3° in ome wiwote Gor as Vette 














Now Available 
UFKIN 
DECIMAL GRADUATED 





large enough to accommodate 6-in. 
taped pigtail leads 
Reported to have a service life in 
excess of 25 million cycles under 
normal! operating conditions, the 





Genuine leather case, Chrome Cled valves arc capable of controlling 
rust-resistont tape, jet bleck markings over 600 cycles per min., it is said. 
in 25 and 50 foot lengths. Gradu- a 
ated in consecutive inches full length, Valvau ‘ /OTP., Akron, O. 


both upper and lower edges, to 10ths 
(1.10) inch. 








’ 


olsaes rTTh Saw 
ST E E L $0.0) 1 wissen 2. Blade Is Adjustable 


s2se*%e76 [rere teres | 
| 


R U L ES sls til aietataatibidaatetnbtibtiasatibaisatl | os On New Machine 








A new 16 in. jig saw has a chuck 





$0108) Ne 2506 
2 adjusting feature permitting oper 
Machine divided, bleck flied lines ator to rotate blade in any desired 
= pyres full — from ej _ position. This feature is claimed 
ible to vy Spring temper wit , 
plein or Chrome Cled Gnish. Ne. 6 to increase the unit’s utility. Other 
Gradveted: VOthe 1.10) end SOths features include a foot guide for 


(.02) inches. 
holding work in position, and a 


blower for keeping sawdust away 
from cutting area 
Constructed of one-piece cast 


TAPE 
RULES 


iron, machine has Scotch yoke type 
eccentric mechanism and nylon slide 
block. Work table measures ]1x!! 
in., and can be tilted in any posi 
tion up to 45 deg. Unit is reported 





Rust-resistent Chrome Cled @nish, to cut wood, plastic, and light metal 
easy-to-read bold black markings, in ” 
a E00 dad 08 fect tenette web up to three in. thick. . 
heevily plated durable case. Gradu- Duro Metal Products Co., Chi 
ated to |O0ths (.10) inch throughout cago 


length. First 12 inches, lower edge 
te 50ths (,02) inch. 


Chrome Clad finish, o Lufkin exclusive feature on its com- 
plete line of decimal gradvated measuring devices, provides 
@ herder, more durable, nén-glaring finish and increases 
tool life. tt wipes clean and protects against weer, abra- 
sion and rust. 


Call YOUR LUFKIN TO HELP YOU SELL 
INDUSTRIAL DISTRIBUTOR lofkin wede edvertise- | 


ments carry this 














TODAY! His knowledge of new message. 

tools and methods will heip you operate | 

at peok production. 

THE LUFKIN RULE COMPANY, SAGINAW, MICHIGAN ; 

132-996 Lofayette $1, New York City * Sarrie, Onteric ene —_—_ + 
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Belting 
Nylon Plies Give 
Belt Strength 
Manufacturer reports a belt made 
with five plies of “Nyfil 120-RS” is 
as strong as a steel cable. It is said 
the belt can operate on a tension 
up to 200 Ibs. psi. per ply width, 
and can carry exceptionally heavy 
loads, thus cutting down the number 
of conveyors ordinarily needed. 
Belts made with the nylon filler 
have better troughing qualities and 
resistance to impact, the manufac 
turer states. 


B. F. Goodrich Co., Akron 


Hand Tool 


Handle Gives Driver 
A New Twist 


A new “Palm-Grip” ratchet 
handle is reported to result in lever 
ages four times greater than that 
possible with conventional handles 
New tool is said to be _ ideal 
for long-reach jobs, and lets the user 
undue wrist 


bear down without 


strain. Palm-Grip ratchet snap-fits 
into steel socket of driver handle 
According to manufacturer, over 40 
different tools are thus interchange 
able—regular screwdrivers, Phillips 
Frearson, clutch type, nut drivers, 
socket adapters 

Kipton Industries, Royersford, Pa 


Flux 
For Hard-Facing, 
Hard-to-Weld Metals 


A new dry-type welding flux for 
use when applying Colmonoy nickel 
and cobalt base hard-facing alloys 
to hard-to-weld metals has been an 
nounced. Called Colmonoy flux No 





ANOTHER FAIRBANKS PRODUCT! 




















FAIRBANKS 


TWO-WHEEL AND PLATFORM HAND TRUCKS 


Rugged construction, smoother operation takes the load 
off your customer's mind. The most complete line of hand 
and platform trucks for every kind of service. 

Tie-in to Cash-in with Fairbanks high-impact direct mail 
program that's pre-selling your customers to create sales 
for youl 

This month your customers will be receiving Fairbanks 
hard-selling letters and promotional literature on 
Fairbanks Two-Wheel and Platform Hand Trucks. 
This meons extra business, extra profits for you if you tie 
your own promotion and selling in with our “Product of 
the Month”. You chalk up extra sales! Extra profits! 
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AMERICAN Neoprene Rubber 
6 sizes from Ve" to 1%" ips. Easily re- 
laceable ga AY keyed to sheft. 


small 
Operates in directions at high or low 
s. 


AMERI¢ MA 
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AMERICAN Gear Pumps 


7 sizes from Ve" to 114" ips, each or 
lower, single or double , "of herring: 
bone gear. 20° suction lift without priming 
Develops pressure of 100 Ibs. 


~ 4 el 








HINE 





INC 


PRODUCTS 





Here '5 
HOW TO SIMPLIFY 
Your Metal Host 


Rec ommendation } 








« for \ 


U-444 Supply 


obligation 








2163 South Kedzie Avenue, Chicago 23, Illinois 
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6-20, the new material is said to im- 
part flow characteristics to hard-fac- 
ing alloys. It is also reported to 
include an eye-saving formula and 
contains no glare-producing salts 

According to the manufacturer, 
the flux was developed for hard-fac 
ing iron and nickel base alloys con 
taining chromium, titanium and/or 
aluminum. 

Wall Colmonoy Corp., Detroit 





Gloves 


Resistant 
Te Abrasion 


New line of industrial gloves fea 
turing a new leather claimed to have 
high wearing qualities has been an 
nounced. Known as “horsebutt 
split leather,” it is reported to give 
up to three times as much wear as 
other work glove leathers. 

The manufacturer cites satisfac- 
tory results in dry cleaning tests, and 
states that a special tanning process 
gives them flexibility for freedom of 
movement. They come in three 
basic styles, all styles having canvas 
backs 

Wearhide Glove Co., Rockford, 
Mich 











These products have the quality that is recog 
nised as outstanding they are uniform regardless 
Making satisiied customers now is the best kind of the quantities of any one type you sell--each 
of insurance for future business. It pays to con- type is dependable for its particular purpose. We 
centrate sales effort on MILWAUKEE Industrial heve the right brush answer regardless of the 





Brushes and simplify your sales job. problems you encounter. 
THE MILWAUKEE BRUSH MANUFACTURING CO. 
2212-36 NORTH 30th STREET MILWAUKEE 45, WISCONSIN 
SEND FOR 
CATALOG NO. 36-R-54 
IT FEATURES 
THE COMPLETE LINE 
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YOUR KEY TO GREATER PROFITS 


| Pe 


ON | 


FASTENERS | 


; 


“ 


os 


TAKE LOCK WASHERS FOR EXAMPLE You'll enjoy tremendous sovings on both 


a 


wy 


BULK 


— 


Split 


and Tooth Types from one dependable source of supply. Of course, heads ond threads 
products conform to all applicable American stondords. Medium section non-linking Split 


Spring Lock Washers in sizes ranging from #6 thru 4” 


Internal and External Tooth Lock 


Washers in sizes from #6 thry 4”. Sold in full bulk cose quontities only. Somples on 


request 


PRICES 


DISTRIBUTOR 
PROTECTION POLICY 


DELIVERY 


FOR EVEN 
GREATER SAVINGS 


QUALITY 


GUARANTEE 


FREE CATALOG 





heads and threads 


Watch your profits grow! You'll be omozed ot heads ond threads 
consistently lower prices 


We sell to distribyters only end positively will not sell to users or 


conwmers 


Stock shipment from Chicage and Jersey City werehouses. 
FOR YOUR CONVENIENCE; 

Chicago: Phone — LOngbeach 1.3762 ¢ Teletype — CG2943 

Jersey City: Phone — HEnderson 2.4272 © Teletype — JCYI1! 

New York: Phone — WHiteholl 3.1587 

DIRECT MILL SHIPMENTS — delivery to the port necrest you. We 

randle oll details—your nome appears nowhere os consignee—no 

letters of credit or advence deposit—terms net 30 days. Seve on 

freight, ond price too! 


Although you can poy more, you cannot buy a finer product, look 
where you will Produced by leading menutacturers the world over 
pride of craftemanship is very much apperent in every one of ovr 
festener products. You con sell your most critical customers secure 
in the knowledge thet our fasteners will measure vp to the most 
rigid standards of quality 

Complete satisfaction gveranteed. Any tasteners you purchase 
from us must come up te our cloims for them, or te your expecto 
tions. 1f yeu ore not completely satisfied, you ore free to return 
them at our expense for full credit 


the complete heads and threeds line — 


sours wuts 
Cerriage log Acorn Machine Serew 
Nenger Machine Automotive Miniature 
. ' h 
. wasnese . Cold Punched Oil Quenched 
Sp oot Finished Regulor 
screws Neovy Semi Finished 
Machine Socket Cop Mex Squeore 
Minvoture Wood Hot Pressed Wing 








Micrometer 


For Hole Locating 
And Tubing 


\vailable with plain thimble, o1 
with ratchet cap, a new hole locat 


ing and tubing micrometer has been 
introduced. 

Che .089-in anvil is small enough 
to enter hole o1 


held with a set screw it can be x 


a yin id. slot 
placed easily in case of wear o1 
breakag 

A new tape rule recently intro 
dyced by the company has*decimal 
graduations in 10ths and 50ths of an 
inch to meet requirements of elec 
tronic, automotive, aircraft, and 
other industries. Top edge of blade 
is graduated in 10ths and bottom 
edge in 50ths for first 12 in. with 
the remainder graduated in ]0ths. 

l'ape blade has all-metal chrom: 
finish and a self-adjusting end hook 
It is available in plated steel case 
ind in lengths of 6, 8, 10, and 12 ft 

Lufkin Rule Co., Mich 


Saginaw 


Valves 


Needle Valves 
Made of Brass 





yeu are mterested in selling bulb 
festeners @f substantia! profits 


ion adtaw Gap can roan SAMPLES OF ANY OF OUR FASTENERS 
leat indoned senelety Whence CHEERFULLY AVAILABLE ON REQUEST 4 new line of brass needle valves 


pea are said to be suitable for air and 
° SES el Cab Ne Pesta — HAND OS tun line to Sere tes liquid applications up to 600 psi 








and can be used as shut-off or 
ned throttling valves. Machined from 
, brass bar stock, the valves fea 


ture taper metal to metal seat, thus 
eliminating packing between bonnet 


they threads inc. | 
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(). What Combination Gives More Profit? 


Texrope Grommet Belts 
Texlite Sheaves 


, 





it Hitt = ' ae ets Magic-Grip Sheaves Vari-Pitch Sheaves 


| 
wlll 


| 
| 
}\ 


| 





A. Texrope Drive Combination 


7 combination of Texrope drives and dollar volume offered by a Texrope franchise, 
grommet V-belts is backed by the name fill out the coupon below. We'll be happy to 
of Allis-Chalmers, originator of the multiple tell you more about this fine opportunity. 
V-belt. Throughout industry, when a good 
sheave is needed, plant operators just say 
“Texrope”. 

Now industrial distributors can profit- 
ably share in industry acceptance of the 
Texrope line: Allis-Chalmers is expanding 
its national network of distributors. This is 
an opportunity for progressive, sales-minded 
organizations. 

Besides the selling power of the Texrope 
name, Allis-Chalmers offers its distributors 
money-making stock plans — plus a wealth 
of promotional assistance. 

If you are interested in producing the 





Allis-Chalmers Manufacturing Co. 

General Products Division 

Milwaukee 1, Wisconsin 

I am interested in hearing more about the advan- 
tages of a Texrope franchise. Please have your 
representative call 


Other products hendied 





Teslite, Magic-Grip, Vari Pitch ond Tesrope are Allis-Cholmers trademorts 


ALLIS-CHALMERS ~... 
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try standards. Uniformity and 
extra durability mean space- 
saving, product protection, 
faster inventory checking. 


. ard uwally from 


ADVERTISING — planned to 
help you sell .. . placed in 
publications your customers 
prefer. 


CATALOG — first 

in the industry to 

be completely 

up-to-date, incorporating all 
latest packaging recommen- 
dations adopted by the In- 
dustrial Fasteners Institute . . . 
thumb-indexed for quick re- 
ference . . . carefully plon- 
ned throughout for conven- 
lence of you and your 
customers. 


ys to be a CLARK distributor. 


CLARK 


BROS. BOLT CO. 
CONN 


¢ vit NY ~ Ct 


MILLDALI 





| 14 in 
: "” 


| binations of 4 and 4 in. male and 




















PACKAGING — to latest indus- _ 


DELIVERY — by the fastest | 


(roe Mills Protey] | 






and body. With overall length of 
they are available in com 


female pipe ports and 3 in. male 


| pipe ports. 


Generant Engineering Co., New 


ark, N. J. 





Vacuum Cleaner 


Conversion Unit Makes 
55-Gal. Drum a Cleaner 


A new conversion unit is said to 
transform any standard 
drum into a vacuum cleaner tank 
Consisting of an air intake and 
exhaust unit powered by a one hp 
motor, an inside filter bag, and a 
conversion adapter cover, the assem 
_ bly offers cleaning capacity of a large 
wet-dry vacuum cleaner at low cost, 
says the manufacturer. 
Clarke Sanding Machine Co., 
Muskegon, Mich. 


55-gallon 
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Priced lower than ether drill press vises 


$10.90 to $22.90 list 


*% Field assistance for your sales force 
% Seld only through industrial distributors 


1f you ere not selling the Speed Vise 
line, write for completa information. 





CARDINAL MACHINE CO. 


nia 


THE TRADE CALLS 


tor 


DYKEM 


STEEL BLUE§< 
pas \ 


Sige ao 


making 
Dies and (is; 
Templates 


Boz. can fitted with 


soft-hair brush 
t -, he - metal eur_ 


yout in a few minutes. 
blue beckground makes the 
relief, 


The dark blue backaround mal 


glare. Increases effi- 


THE DYKEM COMPANY 


2305A Meorth 1th St. + St. Lewis 6, Mo. 














Above left, threading inside of Johnson bar on screw machine. 


Above right, general view of Bridgeport Machines Co. final 
assembly line. Right, Johnson Bronze part is inserted in bracket. 


Bridgeport Machines Company 


Relies on Availability and Durability 


of Johnson Bronze Bars 


Although it was founded less than thirty years ago, 
Bridgeport Machines Company is one of the na- 
tion’s leading manufacturers of milling machines. 

Contributing to the smooth flow of production 
is the prompt delivery of the Johnson Bronze bars 
necessary for two vital parts. “Although we use 
several thousand bars each year, we are able to 
work from a small inventory,” says Mr. Victor 
Carlson, Purchasing Agent for Bridgeport Ma 
chines. *“This is possible because of quick, efficient 
delivery and servicing through the local Johnson 
distributor.” 

Even though they have needed it only once in 
the six years they have been using Johnson bars, 
Bridgeport Machines was pleased to have the field 
engineering service of Johnson Bronze Company 


available. When trouble developed on the produc- 













tion line a few months ago, a Johnson engineer 
was secured through the local distributor, and the 
problem was worked out in two days’ time. 

The Johnson Bronze Company gives full support 
to its distributors and enables them to provide this 
type of custumer-developing service. The distribu 
tor participates on stock items, prices are set to 
provide a good profit margin, and field engineering 
service is readily available. Over 400 stock sizes 
of high quality bars — cored, solid and hexagonal 
are available, so you can fill all of a customer's re 
quirements. 

if you would like to compare the profit possibili 
ties of the Johnson line with those of your present 
source, write for complete information to Johnson 
Bronze Company, 535 S. Mill Street, New Castle, 
Pennsylvania. 


P LL —=> 


UNIVERSAL BRONZE BARS 
over 400 sizes 


GENERAL PURPOSE 
over 900 sizes 


GRAPHITED 
over 175 sizes 


hh 


LEDALOYL 
over 400 sizes 
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over 350 sizes 
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Brake 


Slotted Jaws For 
Awkward Operations 


A new, smal] bending brake has 
slotted jaws which the manufacturer 
claims facilitates bending of sheet 
metal strips on which one or more 
bent-up edges or seams have already 
been formed. Capacity of the unit 
is 20-gage metal, including stainless 
steel. Upper jaw, lower jaw, and 
apron contain matching ;', in. slots 
spaced on one-in. and 4 in. centers. 
Slots are 3 in, deep and jaws are 12 
in. wide. Unit weighs 150 Ibs. 

Whitney Metal Tool Co., Rock- 
ford, Iil. 


Correction 
The photograph for “Kalamo 
bile”, the new band saw described 
on page 162, August issue, was in 





Every sales and profit making factor is working for you when correct. 
you sell Atlantic flexible metal hose. You lower your break-even This new product, manufactured 
point by one-source buying. Your customers can depend on the by Kalamazoo Tank & Silo Co. 
uniformly high product quality — and delivery when requested. Machine Tool Div. Kalamazoo, 
And over 40 years of product advertising have made Atlantic Mich., should have been illustrated 
flexible hose a buy-word in industry. 
with the photograph below. 


There is an Atlantic flexible metal hose for every movement 
and conveying application. Look to Atlantic engineers to solve 
your flexible metal hose problems. Write for Catalog 500. 


Flexible metal hose in all workable metals — \” 
o— 36” 1.D. with standard or special couplings. 






ATLANTIC METAL HOSE CO., INC. 
304 DYCKMAN ST., NEW YORK 34 
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DON'T LET 


DECARB 


BEDEVIL YOU! 





RIDICULOUS? Not at all! Even .005” decarburization is HERE’S POSITIVE PROOF OF 
enough to cause peening in the initial stages of service, and AMS ASSURED VALUE! 


soon these areas flake or spall out resulting in service failure 
Only accurately controlled heat-treating such as practiced 
by HMS can positively prevent decarb. 

So, why take chances? For assured value, right price and 
fast delivery whether heat-treated, brass, stainless or low 


carbon — always recommend HMS. 


Allways recommen HAUG... a The bor, you never duop 











Competitive screw thread Typical HMS screw thread 
(Note decarb white area) yniform texture ne decearb) 
These photomicrographs prove conclusively that 
there 1 diflerence between heat-treated sre 





i difference which can cost your « mpan ylet 
HARTFORD MACHINE SCREW COMPANY itt machine failures and resulting crv ie troubies 


Division of Standard Screw Company Lil hecouse Old Devil Decarb is at work! A 


101 DEERFIELD ROAD, HARTFORD 2, CONNECTICUT shown above, heat-treated fasteners by other manu 


facturers showed frequent evidence of decarburiza 





CAP SCREWS « SOCKET PRODUCTS « TAPER PINS « DOWEL PING « HEX NUTS tion Fasteners by HMS howtd none positive 








proot of quality control and HiMS A wved Value! 
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Dept. F, 









volume. 


Lett, No, 6) 
Long None 
Plier with 
Bide Cutters 


Center, No, 68 
Radic and 
TV Pier 
ht, No. 66 
Hide 


Cutter 


XCELITE INCORPORATED 
Orchard Park, N. Y. 





Reduce your inventory overhead — increase your 
sales — stock smaller, lighter Sier-Bath 


Flexible Gear Couplings. Shelf-space is worth more 


because Sier-Bath Couplings are 3/5 usual size, 
1/2 usual weight! And smaller, lighter Sier-Bath 
Couplings require less space for assembly, 
while the use of snap-rings instead of flanges 


and bolts eliminates special tools; cuts assembling, 


uncoupling time to meré seconds! All this 

at 21% less cost!* 

To solve your coupling inventory and sales problems . 
write for performance and sales data now! 
Sier-Bath Flexible Gear Couplings are available in 
many standard and special types in sizes 

7/8 to 12. Horsepower ratings range from 4 to 
4500 HP/100 rpm. 

“compared to four other leading brands. 


SOUND DISTRIBUTOR POLICY 
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Chrome-plate a good ! 
Take Xcelite’s full line of special-purpose pliers 
—they always accounted for good, steady, repeat 






CHROME PLATING 
BOOSTS PLIER SALES 


plier and its sales climb. 


Since we've offered them in chrome finish, 
sales have really jumped. First, there's the sales 


| in their gleaming good 


looks, which doubles the power 


of displays. Second, the user 
wants tools that will stay good- 
looking ! 


But the user still wants 
that basic Xcelite quality 
the special designs for his 
special jobs—the drop-forged 
strength—the keen hand- 
honed blades. You give him 
the quality he expects—plus 
ood looks—when you carry 
elite, Write for details and 
prices today! 





1/2 Usuel Weight 


4 









GEAR and PUMP CO.,INC. 
9246 Hudson Bivd., North Bergen,N. 
Member A. G. M. A. 












Drills 


For Crilling 
Hardened Die Stee! 


Said to permit hardened parts to 
be economically salvaged without 
annealing, reworking or reharden 
ing, a new line of carbide die drills 
has been announced. 

They are available in sizes 7, to 
}-in and in sets. 

Short length power drills in frac 
tional and wire gage sizes have also 
been introduced by the manufac 
turer. The drills are reported to be of 
the same specifications as screw ma 
chine drills except for heavier webs 
that made them suitable for use in 
portable machines. The manufac 
turer claims the new drills will with 
stand strain and drill where full 
length drills may fail. They are 
recommended for drilling truck and 
auto bodies, sheet metal, and stain 
less steels, as well as general purpose 
applications. 

Whitman & Barnes, Plymouth, 
Mich 


Counter 


For Light 
Industrial Use 


A small electric batch counter that 
can be preset to count any quantity 
to 900 and operate an electric 
switch has been announced by the 
manufacturer. Developed primarily 
to count sales and operate an empty 
signal in vending equipment, the 
counter is also suitable for light 


























PAH ZIP-LIFT 
PUSHBUTTON 
CON TROL 






PAM HAND 


Pan 
WEVE-LIFT 
CHAIN HOISTS PAH 118 CRANES 


PAH WEVE-LIFT Gt SPECIAL 
eS rs Renee 


You get « competitive price structure 
that helps you close more sales... 


with the pH Ol ct Li ne. 


, 
' 
Le 






PAH ZIP-LIFT 
SPECIAL 





ey! 








When you operate with a P&H Hoist 
Franchise — you're handling the top- 
quality line in the business. That can 
be proved beyond question — feature 
by feature, point by point. 


And what's more — you don’t have 
to worry about losing sales on the basis 
of price. For P&H provides you with a 
pricing structure that lets you get in 
there and fight for the sale. 


For instance—you can sell a 250-lb 
capacity Zip-Lift Special wire rope 
hoist at prices that are within the 
electric chain hoist range! This, of 
course, includes your full profit as 
well as top value for your customer 


If you're not already a P&H Hoist 
Distributor, it will pay you to investi- 
gate the few distributorships open in 
various parts of the country. Ask for 
our written statement of policy. A 
note on your letterhead will start the 
ball rolling — immediately. 


HARNISCHFEGER 


MILWAUKEE 46, WISCONSIN 
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LOOKING FOR SALES & PROFITS? 


@ Laoking for a profitable pipe tool line? 
Better check Beaver! Our Selective Distribu- 
tion Plan allows you to sell, and seil profit- 
ably in your market area. We believe that 
a few selected, top-flight, ethical distribu- 
tors can serve a given market area better 
than an indiscriminate number of mediocre 
ones. Your men receive complete informa- 
tion about the Beaver line in specially-con- 
ducted sales schools. Their selling job is 
made easier with factory help and our na- 
tional and localized advertising. Can't tell 
it all here. Better check today! 


MANY BEAVER SELECTED DISTRIBUTOR FRANCHISES ARE STILL OPEN 
THREADED 


PIPS 
IVS TIGHT—IT'S BEST—COSTS LESS 
WRITE 
TODAY 
FoR 
INFORMATION 
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duty industrial service such as hand 
tally order filling, perpetual inven 
tory purposes, count controlling 
operation of limited frequency, etc., 
according to the manufacturer. Over 
all dimensions: 2} in. wide, 2} in. 
deep, and 24 in. high 

Production Instrument Co., Chi 


CaZzo 





Punch Press 


New Model 
For Heavy Duty 


\ new heavy-duty five-ton press 
has been added to the manufac 
turer's line. The Model B-5 is 
claimed to perform up to 280 opera 
tions per minute on continuous 
punching, shearing, forming, blank 
ing, cutting, etc. in leather, fibre, 
plastics, textiles, metal, etc. 

Weighing 265 Ibs., the press fea 
tures a unitized upper connecting 
rod and ram assembly, straight ram 
guides, and heat-treated contact 
parts. 

Alva Allen Industries, Clinton, 
Mo 





For distributors 


of Jewel 
Brand 
Abrasives 


A. fomen whe on 
et OM eewree 


rect GS BRAND 


nah Gannett ew rence orn ema, PR Orme Neer 








. 
Abrasive 
Products, Inc. 
South Braintree 85 a, 
Massachusett is 
Makers of 
Jewel Coated Abrasive 
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1-BEAM TROLLEYS 


Plain ball oF roller bearings, 1 
fo 10 ron We Wate tor’ n 1100 

















CONCO ENGINEERING WORKS 
Division of 11. DO. Conkey & Comgany 
thai e 


AFFILIATES, fonee weg Dies Vote = Dogoste toctine 6 Equioment 


to 2 tons 


ton, and 
Wise for bulletine 1400 1440 










lor ungle meet Yy 











we’re telling 
your customers to buy 
our Shim Stock 


FROM YOU 


The Laminated Shim Company is 
proud of its fine shim stock, of the 
wide selection available, of the 
handy dispensing racks and—par- 
ulede eel re proud that so 
many leading industrial distribu- 
tors handle our product. 


Year ‘round, consistent 





advertising 


in these leading publications deliv- 
ers 783,600 advertising 

to prospective buyers—many of 
them in your own area. 


4110 Union Street, Glenbrook, Connecticut 
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With Single, Multiple, 
Or Variable Speed Motors 

Type CP (Vertical) and Type 
CSL (Horizontal) speed chucking 
lathes have been added to the manu 
facturer’s line. 

Though designed for secondary 
operations for finishing aircraft and 
automotive parts, various operations 
can be accomplished on these units 
inciuding deburring, polishing, and 
blending. 

Standard Electrical Tool Co., 
Cincinnati 


Correction 


The photograph illustrating the 
new printed circuit pliers manufac 
tured by Utica Drop Forge & Tool 
Corp., Utica, N. Y., on page 124, 
August issue, was incorrect. 

This new product should have 
been illustrated with the photo 
graph below. 




















How can | get beffer pipe service 
spend ? 


for the dollars | 





That’s easy...use NATIONAL PIPE 





A sound answer. And it’s a fact—USS 
National Steel Pipe gives you the great- Here are just four of the many important advantages that have 
est service per dollar of cost for all made “National” America’s standard wrought pipe: 
around use in all types of building and : ; . 
industrial applications. Every dollar 1. It’s completely uniform in metallic structure, ductility, 
you invest in National Pipe comes back strength, corrosion resistance, surface finish, wall thickness 
to you in practical advantages such as and diameter. 
added strength, extra durability, and 2. it threads and cuts easily due to the consistent quality 
ease of installation. Architects and of the metal. Slag inclusions, laminations, and blisters are 
plumbing and heating contractors know eliminated. The steel cuts clean—retains its characteristic 
this. That’s why their consistent choice strength even in the lightest part of the smallest thread 
of National Pipe has made it the 3. it makes sound, permanent joints, both welded and 
largest-selling pipe in the world. coupled. The uniformity and accuracy in manufacturing 
have made unequalled pipe jointing records for National 
* * * Pipe. 
Get the most for your dollar. Write to- 4. it coils and bends well because it possesses the full 
day for further information to National measure of strength and ductility needed for smooth shap- 
Tube Division, United States Steel ing. With National Pipe you can estimate time, labor and 
Corporation, 525 William Penn Place, material closely without worrying about excessive loss 
Pittsburgh 30, Pa 











NATIONAL TUBE DIVISION, UNITED STATES STEEL CORPORATION, PITTSBURGH PA 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


NATIONAL PIPE 
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Fire-Hardened Sledge Handles 
Resist Wear, Weather, Vermin 


\ 





Drives 


“Fixed Center” 
Variable Speed 


Var‘A’Cone variable pitch motor 
pulleys in 3%, 4, 5 and 53-in diameter 
vith ratings from 4 through | hp 
for use with A and B section belts 
ire now available ip various combi 
nations of “fixed-center” drives pro 
viding speed variations up to 74 to 
| ratio 

Also introduced are new no. 5] 
ind no. 57 “Var‘A’Cone” motor 
pulleys, designed for use with B 
ection V-belt, made of smooth 
faced, non-interlocking, non-serrated 
machined cast iron disks reported to 
by smooth ill the way to minimum 
pitch diameter. This, says the manu 
facturer, eliminates excessive belt 
vear and vibration. With oil-im 
pregnated bushings on pulley shaft 
pulleys are available in stock bores 
f i, 2, and @ in. No. 51 rated at 





+ hp. at 1,750 rpm. with 2.8:1 speed 
iriation. No. 57 rated at one hp. 





Other True Temper Tools for industry 














Write for Free Industrial Tool Catalog it 1,750 rpm. with 2.3:1 speed 
ination 
a Gerbing Mfg. Corp., Northbrook, 
—— C Il 
; Tape 


For Heavy-Duty 
Applications 


\ new pressure-sensitive flatback 
masking tape has been developed by 
the manufacturer. Designated “Per- 
macel 728,” the new tape has a 4 
mil paper backing in an off-white 
color, which is claimed to give the 
tape high tear resistance combined 
with thinness and high tensile 
trength 

The manufacturer recommends 
the new tape for heavy duty packag 
ing applications, holding doors and 
other parts of appliances during 


RAE Yy 


J 









TRUE mien 


CLEVELAND 15, OHIO 
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“WE FEATURE WISS: SNIPS 
BECAUSE THEY SELL BEST, 
WITH FEWER RETURNS” 


Mr. Samuel L. Sawyer, V. P. and Treasurer, Richards & 
Conover Hardware Company, Kansas City, Missouri, gives 
one good reason why he prefers Wiss Snips. There are several 


reasons why they are the choice of professional workers every- 





r 





where—why they sell better, with fewer returns. Wiss snips are produced largely by the hand 


work of skilled workers. Each pair is rigidly tested and guaranteed perfect, Bolts are set 


precisely to reduce wear and to increase cutting power with the least effort. 





WISS METAL MASTER SNIPS: Compound action design delivers amazing cutting 
power. These 10” snips cut with about one-half the effort required for standard 
124” snips. One edge serrated to prevent slipping. M-1 (cuts left) and M-@ (cuts 
right) are designed to cut the most intricate scrolls and circles. M-3 is for shallow 
ares and straight cutting. M-5 Bulldog Heavy Duty snips are tops for notching, 
nibbling and cutting shallow arcs in sheet metal as heavy as 16 gauge 


High carbon crucible steel 
welded to a hot drop-forged 
frame provides that extra serv 
ice demanded by professional 
users everywhere, Six Straight 
Cutting sizes from 1144” to 17” 
including Bulldog Snips for 
notching. Three Combination® 
Cutting sizes, 124%", 131%” and 
14%”. 


For those whose requirements 
are less specialized than the 
professional user. Hot drop 
forged of fine carbon steel, they 
meet or exceed government 
specifications. Four straight 
cutting sizes, 8” to 1244". Four 
Combimation* Cutting sizes, 7”, 
10”, 13” and 16” Bulldog Snips 
for notching 

*Made with straight blades, but 
ground and shaped « they readily 


eut curves and irregular shapes a« 
well as straight 





NEW HANDLE GRIPS IN 
BRIGHT IDENTIFYING COLORS! 


Famous Wiss Metal-Master snips are now 
available with vinyl plastic grips — tough 
resilient, long-wearing, acid and grease re 
sistant. For instant identification by the 
worker, M-1R is fitted with bright red han 
dles; M-2R with green handles; M-SR with 


yellow handles 


WISS the Winner in 
laboratory tests! 


In grueling tests made by an independent 
laboratory, Wiss Metal-Master, inlaid and 
solid steel snips out-performed other leading 
brands. Wiss snips in each category proved 
to cut cleanly with less effort required, The 
tests were so severe that some competing 
brands were damaged — cracked at bolt 
handle bent out of shape. This is conclusive 
unbiased proof that Wiss snips are the finest 
and most satisfactory available to metal 
workers. The laboratory report stated 
“Wiss inlaid straight cut snips showed far 
superior cutting qualities than the other 
shears tested and should be listed in a sepa 
rate clars from the solid steel snips.” 







J. WISS & SONS CO., 
NEWARK 7, NEW JERSEY 


World's Largest Manufacturer of Shears, Scissors, Pinking Shears, Metal Cutting Snips and Carden Shears 
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shipping. ‘The new tape is stain and 
heat resistant, says the manufacturer 
| Tape is available in widths from 4 in 
to 4 in. and 60 yds. in length. 
Designated 68, a new colored cot 
| ton cloth tape has a tensile strength 
of 60 Ibs per inch of width; adhesion 
#0 oz per inch of width to plasti 
and 32 to steel 
Said to have a high degree of mois 
ture resistance, the new tape com« 
in ten colors. 
Permacel Tape Corp New 
Brunswick, N. | 





Valves 





New Line of 
Delay Valves 
Manufacturer has added a line of 
2., 3, and 4way time delay valves 
The time delay valve provides de 
layed actuation with immediate 
reversal or immediate actuation and 
delayed reversal. Being pilot ope: 
ated, these valves may be remotely 
located and controlled from a cen 
tral station, says the manufacturer 
They are available in pipe sizes }, 
a, 4, and 3 in 
Airmatic Valve, Inc., Cleveland 








Geter every condition Americen Lumber 
rayens give you greater legibility and 
longer wear. . . ‘s over @ century of 
experience and “know-how” in the m 

eof American Lumber Crayons. 


Ask jor “AMERICAN” at your favorite sup 
plier and you get the best! 


BF m American Crayon conor 
AMERICAN iii 


LUMBER | 
CRAYONS 





Magnetic Base, 

Total Wgt. 45 Ibs. 

Manufacturer announces a new 
drill with an clectro-magneti: 
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For better floats, quicker, 
depend on Harris 


When your customers need floots, 
you will find Harris is your most de 
pendeble source of supply. After 
many years of float experience, you 
con be sure thot Harris Floats ore 
correctly engineered for the job 
Herris manufactures floats for any 
liquid, for high pressures and - 
peratures, of —— metal in 
ly on pe. 
oy vd Craialens Steel Boal! 
Floats, from 2” to 12” diameters, 
ore corried in stock for immediate 
liver 

Shes ca customers ask for floats 
depend on Harris. 


APTHUR HARRIS & CO. 


208 North Aberdeen Street 
Chicage 7, wm. 


Write today 
for Harris 
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SCREWS 


BOLTS NUTS 
WASHERS 


RIVETS —~ FASTENING DEVICES 


@ ’ Al ia. 
ef oO 
: ai ANY © AN 
® EVER 
ALUMIN 
NICKEL A 


NAVAL BR NZE 


SPECIALS 
MANUFACTURED 
TO BLUEPRINT 
SPECIFICATIONS 
Stiipfess 


SCREW & BOLT CORP. 




















What is a Donnelley [J INI) 2 


It is a carefully prepared listing of a manufacturer's item, edited and brought up-to-date 
when you are ready to use it in your catalog. We have more than 80,000 of these units on 
printing plates 

This is a page from the new Donnelley-built Carey Machinery and Supply Company 
catalog. Six units representing three different manufacturers are shown. Notice the orderly 
layout and the economical use of space. Type is sharp, clear, and easy to read 


____Trained Telephone Men Ressive Your Calle 377 
Brown & Sharpe Cast iron Straight Eages Crattenge Germ: Stest Layout Burtece Peres 





eo 0 wan. Aight, nent garter 
i © omen 


toate 


cee euer eve 
SERTETFSRE EEié 





—_— 
-_ 
~ 
-_- 
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> 
—_— 
ee 
— 
ae 


ii 


The flexibility of unit compiling lets you group items in logical categories. Here, for 
bench centers and right angle irons are shown with layout surface plates. This 
easier on the buyer. It also gives you a stronger selling catalog —less need to hunt a 
items that go together 

You can save yourself a lot of work by calling us in a8 soon as you start planning yout 
catalog. We'll be glad to give you our suggestions and sho mui how the Donnell 


System can provide you with an efficient Quality catalog 


THE LAKESIDE PRESS 


R. R. DONNELLEY & SONS COMPANY 
Donnell ey-bualt 


CATALOG COMPILING DEPARTMENT 
VU achinery and 


350 East Twenty-second Street - Chicago 16 - CAlumet 5-2121 supply Company catalog 
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New CAMPBELL CHAIN ¢ Enclusne 


~ MEASURE: MARK 


REZ IIE) 


everywhere j ve peen 


infages of new Campbell 


ished af no extra cost! 


COLOR-CODED 
IDENTIFICATION 


Color-mark on the chain instantly 
and positively identifies grade of 
chein—in or out of the container. 


INVENTORY 
CONTROL LABELS 





Space provided for "Perpetual 
inventory" control. Guaranteed 
fortage marked on label. 


Ask your Campbell representative—or write us for full 


details on this revolutionary new chain development. CAMPBELL 


CHAIN 
AVAILABLE 


CAMPBELL CHAIN Coupany 


Calif 
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base which enables tool to be at 
tached to ferrous surfaces for drill 
ing, tapping, reaming, and other 
drill press operations. Called th 
Mag-Tool,” the unit weighs 45 Ibs 
ind has a “Micro-Matic” adjust 
ment for positioning of drill bit 

ey Tool Corp. Santa 
Clara, Calif 


= 


Numbering Heads 


Devices For 
Confined Areas 


New design numbering head 
ivailable in standard or custom 
models, are claimed by manufactur 
r to be specially adapted for stamp- 
ing in small, confined areas on any 
soft material. Constructed of tool 
steel, they incorporate a manual 
ratchet control for setting new num 
bering sequences. Numbering heads 
can be adapted to fit conventional 
press or marking machines 

Parker Stamp Works, Hartford. 
Conn 








The packaging people at Allen 
have found a good many ways to 
make Allen packages more useful 
to you 

Allen 2 piece boxes are labeled 
with covers inverted —-when you 
pick up a box of Allen Screws, the 
bottom can't drop out 

Stacking dowel pin boxes in the 
smaller sizes has always been a real 
problem. Allen now packs ther in 


special one-piece boxes that stack 





We're putting our “KNOWS” in your business 


A special department at Allen 
produces better packages for you 


easily on your shelves without top 
pling 

Allen labels are big and clear 
tell the contents story at a glance 
Different colors spot the different 
Allen products for you —and red 
letters and figures signal unusual 
sizes and characteristics 

These “little” points save you a 
good deal of annoyance and lost 
time add up to big satisfaction 
for you and your customers 











roR 
MORE IH FORMATION 
write Tro 


ALLEN 


MANHUPACTURING COMPANY 
Hartford 2, Connecticut 

















Your customers 


NEW 


PRESSED STEEL 





MANHEIM, PENNSYLVANIA 









. they’re stronger, lighter 





50-A SERIES 
SWIVEL CASTERS 


and lower cost ! 


A new boll rece, deeply om- 
bowed ovier apron and steel i 
sleeve put extra strength at the 
right places on Bond's new 50-A 
Series Pressed Stee! Swivel Cast- 
ers. This means your customers can 
expect and get long, dependable 
service from their 50-A’s. They'll 
roll with “air-light” ease. And 
they'll cost less to buy and we 


Bond 50-A Series Pressed Stee! 
Swivel Costers ore available in 
2, 2%, 3, 4, 5 and 6-inch diam- 
eter semi-steel or solid rubber 
tread wheels. individual caster 
capacities range from 75 through 
500 pounds. Tell your customers 
about the new 50-A Series . . 
and you'll sell them satisfaction 
while you make good money. For 
more information write: 
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CARITA 


| BRUSHES »»> BROOMS 


INDUSTRIAL 


Standard Equipment in Many 
Large Industrials 


@ Maintenance and cleaning go on constantly | 
in industry and plant men are ever on the alert 

for equipment that besi fills the need. Because 

of their long wearing qualities, CAPITAL In- 

dustrial Brushes and Brooms are now standard 

equipment in many of the largest establish- 

ments. Join the distr’butors who are enjoying 

qood business selling CAPITAL Brushes and 

Brooms —to new customers and to ald custom 

ers for replacements. 


@ We suggest that users buy thru 
their loca! distributor. 


INDIANAPOLIS 
BRUSH & BROOM MFG. CO. 


Cerner of Brush and Broom Streets 
INDIANAPOLIS 7, INDIANA 
Est. 1890 
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Adhesives 


Cure at Room Temperature 
Under Contact Pressure 


Three new epoxy resin adhesives, 
designated EC-1294, EC-1474, and 
EC-1472, can be used for bonding 
aluminum, brass, copper, stee] and 
other metals to each other, to glass 
and many plastics. 

Manufacturer has also announced 
a new one-part epoxy resin adhesive 
claimed to give high shear strengths 
without need of adding accelerator 
or catalyst. Designated “EC-1386,” 
the adhesive is designed for metal 
bonding over a service temperature 
range of —65 deg. F. to 250 deg. 
F. It gives good adhesion to brass, 
steel, as well as aluminum, and can 
be used for industrial and aircraft 
applications, it is said. 

Minnesota Mining & Mfg. Co., 
Detroit 





Air Hammer 


2200 Blows A Minute 
At Less Than 80 PSI 
Model AD 500 heavy duty air 
hammer weighs 4 Ibs and features a 
safety chuck to lock the various tools 
used with it in six different pos: 
tions 
Superior Pneumatic & Mfg. Co., 
Cleveland 











.. . and it’s easy to see why. 

With Standard, you tell a 1000-TIMES-PROVED story of 
SAVINGS . . . in equipment, materials, man-power and 
time. 


STORY NO. 1 

The Standard Snagging Grinder with EXCLUSIVE in- 
finitely Variable Speed Feature that gives your customer 
wheel sovings up to 50%, increased production up to 
45%. WRITE US — WE'LL PROVE IT! 


STORY NO. 2 


Standard Super Precision Spindles—built to infinite toler- 
ances and finally checked out in our sound, dust, vibra- 
tion-proof laboratory — spindles doing a top-flight job 
in regular and special applications everywhere in industry. 


STORY NO. 3 


Standard Carbide Tool Grinders — Save Steps, Sove 
Floor Space, Reduce Operator Fatigue, Save Wheels. 
World's finest Carbide Too! Grinders. 


And with every piece of STANDARD equipment, sound 
reason-why points-of-superiority in engineering and per- 
formance are the stepping stones to increased sales — 
increased income for you. Get the Standard Story 





TODAY! .. . Just drop us a line. 
BOOTH . METAL SHOW OCTOBER 
1047 CLEVELAND © 812 














Since 1912 makers of 
Infinitely Variable Speed 
Snagging Grinders, 
Carbide Tool Grinders, 
Buffers and Polishers. Ys to 100 HP 
Speed Lathes 


Super-Precision Spindles 
Motor and Belt-Driven 


Slides, Tables and Feeds 
Special Industrial Applications 
TUR 










lav 
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P et ‘ , ° 
a er eel 
District Offices 
Coos! to Coast 


ol re 


the STANDARD electica to co 


MACHINE TOOLS .. . SINCE 1912 © 2400 RIVER ROAD «+ CINCINNATI 4, OHIO 
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DOUBLE CHECK YOUR 








does your present paint line 
include specific coatings for... 


if not, it will pay you to prvostinnts 


the ong eS bane 





PAINT LINE: 






c 
. “7” Le 
io =F 


NZ 


a: 


PAINTS 


As a distributor, do you meet the following requirements: 


VALDURA ‘sury’ 


Because of a tremendous increase in the demand for 
Valdura Paints it is now necessary to appoint more 
distributors. And since this is such a valuable franchise, 
Valdura wants only the best distributors. If you can 
qualify as a Valdura Super Distributor, we would like 
to hear from you. 


Write today for complete information. 


VALDURA 
AMERICAN-MARIETTA CO. 
101 £. Ontario St., Chicago 11, Hl. 


Sas°¢ «© @& 





\ 






‘ur PAINT DIVISION 


59) 
Research is the key 7 
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Motor 
Features Dry 
Fluid Coupling 
New “Flexi-Shaft” motor features 


1) dryfluid coupling which is an 
adaptation of the new Dodge Flexi 
dyne drive. Mounted inside the 
motors frame, the drive uses stecl 
shot instead of fluid. The manufac 
turer claims smooth load accelera 
tion, protection against equipment 
jamming, and lower hp. starts on 
heavy loads for the new drive. 
Reuland Electric Co., Alhambra 


Calif 





Fluxes 


Non-Corrosive 
Quick Wetting 


Solder fluxes designed primaril; 
for use on copper and copper base 
illoys, known as H-Series, have been 
mnnounced 

Available in pint and gallon con 
tainers and 55-gal drums, the fluxes 


are stable and may be stored in 

closed containers for long periods 

without Joss of fluxing activity 
Federated Metals Div., 


Smelting & Re fining Co.. New York 


American 


























TRANSMISSION BELTS 


\ 
. 
; “ } 
: > 

“U.S.” Plat Belts come in 
special cord-constructed 
endless or ta duck roll 
belting. “U.S.” production 


techniques guarantee quality 
j performance 
. 
The complete “U.S.” V-Belt line 
ineludes the famous U.S 
Rainbow®, U.S. Royal Super- 


The PowerGrip “Timing” Belt 
was awarded the Franklin 
Institute's 1955 Longstreth 
Medal—for “invention of high 
" order.” By providing 
near-100% efficiency in 
positive, non-slip, split-second 
timing, it has become standard 
equi in a wide variety of 
machines and appliances 








errorproof Electronic Tension 
method to eliminate vibration 
and squeak and to inerease 
service life) 












Whatever | 


your customer $ power transmission require 
ments, “U.S.” can supply them. With “U.S.” ware 
houses strategn ally located across the country, you 
are assured of immediate service and shipment. V-Belt 
sheaves and “Timing™® Belt pulleys are tested for 
static balance and engineered to make the “U.S.” belt 
deliver the highest efficiency and durability 

U.S. Rubber transmission belts—plus engineering 
assistance by power transmission specialists—are avail 
able at any of our 28 District Sales Offices, or write us 
at Rockefeller Center, New York 20, New York 


Mechanical Goods Division 


INDUSTRIAL DISTRIBUTION * OCTOBER, 1956 165 














Utica’s° 


New Sebet: O-Look 


Wrench... 


It’s all dene with 
the MAGIC BUTTON 


Lighten the load of your tool kit 
h' Uvica’s Seiect-O-Lock ad- 
justable wrench. 


Don't weigh yourself down with 
sets of open end wren Thin 
jawed Suuact-0-LOoxS will fit a 
variety of jobs. 


Push the button and the 
wrench locks in position—like an 
open end wrench, Pull ¢ 


able wrench. 


Se.ect-O-Locks, the #93 series, 
are available in 6, 8, 10 and 12 inch 
rizes and are the same as the 
regular #91 series. 








Wek 
ww 
sw 


Push — it's Leched 





“PATENTED 





THE HALLMARK OF QUALITY 


UTICA DROP FORGE & 
TOOL CORPORATION 


UTICA 4, NEW YORK 








Drill 


Motorized Table 
Positions Work 


A new radial drill has a motorized 
table that moves vertically on 


| column to position workpiece. Cap 





able of swinging 360 deg., the table 


can be moved out of the way when | 


base is to be used. Manufacturer 
claims motorized table feature 
makes drill capable of sensitive bor 
ing, reaming, and drilling. 

S & S Machinery Co., Brooklyn, 


N.Y. 


Valves 


| and other machines, 
has introduced a 


Pilot Valve Aids | 


Operator Safety 
To provide two-hand safety for 
operators of presses, brakes, shears, 
manufacturer 
“Non-Tie Down” 
(NTD) valve which is interposed 
between two palm button three-way 
valves in parallel and the receiver 
that is to be alternately pressurized 
and exhausted. 
If the machine operator engages 


| or disengages only one of the pair of 


" TT Ame) TTL 











MACHINE TOOL 
ACCESSORIES 


Universal acceptance 
assures a profitable line 


C-1045 steel for higher tensile strength 
immediate delivery from stock, any quantities” 


GEO. m4. SELTZER & CO. 


DREXEL HILL Pa 





Let Allens’ Technical Service sotve your 


sodering, fluxing or brazing problems. 
Write us today about fluxes for all metals. 


Seld thru Distributors 
Send for Catelog 


LB. ALLEN CO., INC. 


6731 Bryn Mowr Ave. 
MLLUINOHS 














A Gubsidiary of Keteey-Mayes Wheel Co. Detroit. Mich CHICAGO 31 
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More than meets the eye 


There are extra values in ARMSTRONG 
TOOLS that become apparent only with use. 


TOOL SENSE — convenience in use — the 
most efficient “tool approach” built into 
ARMSTRONG Tool Holders; the balance 
and “feel” of an ARMSTRONG Wrench; 
the rigidity of ARMSTRONG “C” Clamps; 
the extra soughness of ARMSTRONG Lathe 
Dogs and Eye Bolts; the universal adaptability 
of ARMSTRONG Set-up and Hold-down 
Tools — the evidence of “tool sense”, the 
understanding of each tool's requirements. 


STRENGTH — built into each individual 
ARMSTRONG TOOL is a safety factor of 
extra strength — strength beyond any need, 
the inherent strength of specially selected 
materials enhanced by proper heat treatment 
and hardening. 

UNIFORM QUALITY — the uniform 
quality made possible by modern manufac- 
turing methods, in a specially-built plant 
equipped with every needed quality control. 
The name ARMSTRONG with the Arm-and- 
Hammer Trade Mark is universally recog- 
nized as a guarantee of finest quality. 


\ 


a 


5 


! ~ 4 


ARMSTRONG BROS. TOOL CO. 


PY ¢ 

















Hoist-type hook, crosshead, 
and links drop-forged for 
high strength. 







? 











Strap ends are forged and 
drilled — no “wrap” to 
straighten out under load. 









Recessed sheave prevents tt 
jamming and damage to rope. im 





One-piece strap construction 
provides greater rigidity. 







See your nearby Upson-Walton 
distributor for (1) experienced 
recommendations, (2) demon- 
stration of products, (3) quick 
delivery from stock, (4) many 

other time-saving 

distributor services. 





Complete catalog of 
Tackle Blocks avail- 
able on request. 


THE UPSON-WALTON COMPANY 


12500 ELMWOOD AVENUE + CLEVELAND 11, OHIO 
New York + Chicago + Pittsburgh 


MANUFACTURERS OF TACKLE BLOCKS, WIRE ROPE, ROPE FITTINGS — ESTABLISHED 1871 
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palm button valves, the NTD valve 
will automatically cut off any subse- 
quent air flow through itself to the 
receiver. Recocking the NTD valve 
for two-hand operation can then be 
accomplished by releasing the 
engaged pilot valve. 

NTD, double palm button pilot 
circuit is applicable to most air- 
operated single-stroking machinery, 
according to manufacturer. 

Ross 
Detroit 


Operating Valve Co., 





Pumps 


Five New Series 
Internal Gear Rotary Type 


Employing the company’s circular 
tooth design in rotors and idlers, five 
new series of internal gear rotary 
pumps are said to offer versatility in 
the field of positive displacement 
liquid pumps. 

All five series can be supplied un 
mounted or completely assembled 
with motor, gear-motor, direct drive 
ind V-belt bases; most units are 
available with or without pressure 
relief valves; four standard construc 
tions make the groups applicable to 
most known liquids. 

Wayne Pump Co., Fort Wayne, 


Indiana 


Condenser 


Outdoor Unit 
Is Added 


The addition of its semi-hermetic 
outdoor condensing unit to its line 
of high-torque semi-hermetic motor 
compressors and condensing units, 
has been announced by the. manu 
facturer; in either 2 or 3 hp. and 
designated as Models RAC2 and 








COSTLY “DOWN TIME” REDUCED! 


Uniform quaiity 
e You can keep your drilling operations on schedule with 
and high performance of CLE-FORGE High Speed Drills. These fine quality tools give 


superior performance on every set-up and you can rely on their 


CLE-FORGE High Speed Drills uniformity day after day, month after month, year after year 


oa Why not ask a Cleveland Service Representative for sugges 


can help you reach tions on reducing “down time” and increasing production in your 


shop? Contact our nearest stockroom, of 





production quotas TELEPHONE YOUR INDUSTRIAL SUPPLY DISTRIBUTOR 


This advertisement is currently appearing 
in the leading metalworking magazines 


(4242 East 49th Street §«°© Cleveland 14, Ohio 
ten ok er hg eo re a 
EP. Barres, Ltd, London W. 3, England 
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Gear wear reduced with 66% less lubricant 
when metalworking plant tries Keystone. 


Lazy lubricants caused excessive wear of press gears 
in a large eastern stamping plant, Intended to cushion 
the wears in a bath, they thinned out, allowing metal-to- 
metal contact, Result: car-splitting grind and grumble 
ruinous gear wear, and continual leakage of lubricant 

which kited inventories, cleaning expenses and frequency 


of application 


The Company experimented with many kinds of 
lubricanta—and all failed. Earbursting noise continued 
Gear replacements were running up costs. And because 
of leakage, 15 drums of stock had to be kept on hand 


for makeup 


Keystone ended the trouble with 66; leas lubricant. 
CGiear wear and noise were arrested when the ¢ ompany 
switched to Keystone 122C-5X. For tis lubricant has the 
film strength to cushion gears perfectly—to climinat 
nerve-racking grind and ring—to stay on the job. Because 
this is so, the user now gets complete lubrication with 
66°) less lubricant, Better housekeeping, maintained at 


lower cost, resulted in greater safety. And application 


YS [ra 


eg , 






My 
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oa) 








were cut to the bone. 


costs as ell as lubricant inventory 


Your Keystone Industrial Distributor can help you, 
too. If gear racket is lowering your plant morale—if 
power and replacement costs are out of line—talk to your 
nearby Ke yston Distributor You ll find that he knows a 
great deal about local conditions affecting lubrication. He 
works closely with our Lubrication Engineering Staff in 
finding the right answers to difficult problems. And from 
his comple te stock of Keystone Specialized Lubricants, he 
can fill your need mptly simplifying your ordering, 
ind saving you time and money 

Company, 21st, Clearfield and 
Philadelphia ; Pa Est 1884 


reducing your inventories 
Keystone Lubriv atl 
Lippincott Street 


SEND FOR 
FREE BULLETINS 
Your Keystone Dis- 


tributor will be glad 





to send you full infor- 


mation on the com- 








MR. DISTRIBUTOR: Here's another port on savings 
and increased production resulting from the use of a 
Keystone Specialized Lubricant. We urge you to utilize 


plete line of Keystone SPECIALIZED 

Specialized Lubricant LUBRICANTS 

this. as well as othe Keystone case studies our selling 
for such lubricant performance can help you new 


custumecrs and kee) them sold 
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Don’t miss those profitable orders for 


Pika’ 
/e” to 2” Drop-Head Threaders 


Your customers love ‘em because they’re really handy, & 
time savers, easy to use. Size head they need snaps into o£ 

ratchet ring .. . and they start threading! Heads can’t f 
fall out. Dies reverse easily for close-to-wall threading. 
Conduit and special dies available. Free carrier FS 
with sets. Stock ‘em, tell your customers you have ‘em 

. and you make money. Order today! 

Prin 


RIGID 12 ~ %”" te 2” 





¢ N 

J 
Bolt Threaders, too — . } y 
ask for RITZ OOR-B, = 


same easy-work advantages as drop-head pipe dies. 





Carrier Free with Sets 


“Pre-Sold” RIT(D Pipe Threader Line Offers You Extra-Easy Sales 





The Ridge Tool Company + Elyria, Ohio, U.S. A. 
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HARTFORD 1, CONN 
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RAC-3, the air-cooled unit is said 
to be a high-capacity unit for opera 
tion in ambient temperatures up to 
120 deg. F. 

The manufacturer states that the 
unit has been engineered for use in 
‘ir conditioning and commercial 
refrigeration in residential locations 
where water is scarce or prohibitive 
in cost, in buildings lacking base 
ment space, and in farm applica- 


tions where inside space is at a 


pre mium., 


Brunner Mfg. Co., Utica, N. Y 


Hammers 


Fibre-Giass Handles 
Balanced For Better Driving 


Assembled with Permabond to 
keep handles from coming loose in 
normal use, two new hammers have 
been added to the maker's line. 

Fiberglass handles on the F-16 
nail hammer and the F16R ripping 
hammer are said to be stronger than 
steel and will not collapse, rust, rot 
or corrode. 

Fayette R. Plumb, Inc., Philadel 
phia 


Screwdriver 


Reduces Noise Level, 

Lessens Operator Fatigue 
“Dulcetone” air-powered screw 
drivers, with a nominal capacity of 
No. 8 free running nuts and machine 
screws, run with a quiet exhaust 





Are You on 


The Distributors’ Team? 


Without added cost to 
oh. 7 





can do much to improve 
distributors’ sales and 
operating efficiency and 
lower their costs Viah ment 


of 


Issued by Sales Policy 
Joint Industry Committee 
of the 
National Industrial Distributors’ Association 
and the 
Southern Industrial Distributors’ Association 





Our Statement of Sales Policy 
Long in Force Covers The Suggestions 
Made by the Joint Industry Committee. 


A bulletin recently issued by the Joint Industry Committee of the National 
Industrial Distributors’ Association and the Southern Industrial 
Distributors’ Association asks this question .. . “Are You On The 
Distributors’ Team?” We are proud we can answer an emphatic “YES!” 


THIS FOLDER IS BEING MAILED TO EACH INDUSTRIAL DISTRIBUTOR. 
We have consistently played on your team, and we've prepared this new 
folder showing how we've complied with your suggestions. Let us know if 
you haven't received your copy. 


Ciiea-a-y = THE HENRY G. THOMPSON & SON CO. 


Saw Blade Specialists for 80 Years 
NEW HAVEN 5, CONNECTICUT 


Hack and Band Saw Blades « Hole Saws * Ground Flat Stock 


























Somebody always 
needs new casters! 


Here we've got a supermarket clerk whose job is being made easier 
by Bassick casters, Tomorrow it may be a production supervisor, 
purchasing executive, or shipping manager Bassicks will help. 

Matter of fact, there's no end to the new time-saving, job-easing 
uses people are going to think up for casters. People like you—who 
see a lot of different kinds of plants, are in a good position to carry 
a new caster idea to all your customers. 

It's the man with the idea, remember, 
that gets more than his share of the busi- 
ness. Somebody always needs new casters. 
It will pey you to figure out who—and how 
new Bassick developments like wheel 
brakes can help him. 

New wing type wheel brakes are now 
available on 4” and 5” series “68" Bassick 
Diamond-Arrow casters. These are top- 
quality, general equipment casters; the new 
brakes fit them for light duty portable scaf- 
folds, ladders, work stands and similar 


equipment. 





677 







THE Bassick Company, Bridgeport 2, Conn. In Canada: Belleville, Ont 


A DIVISION 
or 


STEWART] 


MAKIN MORE KIND OF ¢{ 


AAKING CASTER 
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ontrolled by an exhaust system said 
to add neither weight nor bulk and 
permit running at full rated speed 
ind powcr, 

Models 7500-B and 7501-B can be 
reversed instantly in operation 

Aro Equipment Corp., Bryan, 
Ohio 





Trap 


With Built-in Strainer 
Saves Space, Maintenance 


Known as the 140-S Hydro-Flex, a 
new steam trap features a built-in 
stainless strainer said to prevent 
clogging and reduce cleaning main 
tenance time. 

Other features include small size 
and weight, semi-steel body and all 
stainless steel working parts 

Strong Carlisle & Hammond Co 
Steain Specialties Div., Cleveland 
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UR PLANT AND MOTOR DRIVES es 
98-99% EFFICIENT? Mg 


~ 7 
0 
ye 
— @ 
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YOUR DIAMOND DISTRIBUTOR WILL SHOW 
YOU HOW DIAMOND ROLLER CHAIN 
IMPROVES DRIVES 


When planning new plant or motor drives or when 
replacing worn and less efficient drives, call your 
Diamond Chain Distributor. He will show you how 
uniform highest-quality Diamond Roller Chains 
improve drives, give longer maintenance-free 
performance, turn wasted power into useful work. 
Look in the yellow pages of your telephone book 
under ““CHAINS” or “CHAINS-ROLLER” for 


your Diamond Distributor. 





DIAMOND CHAIN COMPANY, Inc. 


> 
ne Where High Quality is Traditional t ROLLER 
ept. 480, 402 Kentucky Ave., polis 7, indi 1] AMON} . 
Offices and Distributors in all Principal Cities Al ." CHAINS 





© 
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DO YOU HAVE 
YOUR COPY? 


Use this catalog as a selling tool to 
develop new business. 


iston working surfaces and ho - 
ie devices shown in the catalog 
rk 


CST ee Min Lote wean 
Athatable king Tables 
“Haan” fechle 

Sirah Ede urtooe, Pate Stands 


"ingle inate Box Parallels 
Universal Box Angles Work Benches 


Be sure each of your salesmen has 
a of this valuable sales aid, the 
Challenge lenge catalog of precision equip- 


ment. 
$€.102 qi 
TRADE mane @ 


1D.10 
| Yee Ghgtonge Ateshinory Co. 
copies of Challenge Pre- 





$ené...cengees 
cision Catalog 


ee | 





CaN reese esse — 
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Five Sizes 
3, 4-Way Operation 


Manufacturer has announced th« 
development of a new series of 
solenoid and master air valves. Used 
for three- and four-way air operation 
they are available in sizes of 4, 3, 4, 3 
and |-in, 

Dependable service is claimed for 
the valves by seals eliminating grit 
and moisture damage, few moving 
parts, aluminum, brass and stainles: 
steel materials, and replaceability of 
parts without possibility of incorrect 
assembling. 

Hanna Engineering Works, Ch 


cago 





Koil-Kradles 


Handles Coil Stock 
To 48-in Wide, 60-in Diameter 


Capable of supplying and main 
taining a slack loop from which any 
automatically fed machine can draw 
a new series of Koil-Kradles handles 
1200 to 16,000 Ib coils 

Benchmaster Mfg. Co., Gardena 





Calif. 
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Attention, 


Distributors! 
\ 
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The PUSH-PULL TAPPER shown 
on the adjacent page is a new 
item that deserves your thought- 
ful attention. For these reasons: 
























(1D) Market studies show that there 
is enormous need for any tool that 
can solve tough tapping problems. 
THE PUSH-PULL does the work 

the PUSH-PULL SELLS... 
AND AT A GOOD PROFIT! 


2) It has been thoroughly job- 
tested, and performs as described in 
the ad. 


(3) The ad you see at the right will 
run in the top industrial magazines 
to reach your customers at both the 
buying and shop levels. Jn addition 
there will be news items in dozens of 
magazines which will result in sales 


leads. 


Supreme will demonstrate the 
PUSH-PULL TAPPER to your 
sales group . assist in selling in 


every way possible 
Write or call Supreme now. 


Supreme Products Corporation 
2222 5. Celumet Avenve, Chicege 16, illinois 
Telephone DAnube 6 2000 
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NEVER BEFORE A 
TOOL LIKE THIS! 


HOW IT WORKS... 





n-smoothl y 


wn 
ew 
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and it comes out easily Thot's 


PUSH-PULL! 


oll yo ax 


TAPPING 





Cut tap breakage with the easy to use, safe to use 
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ork 
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Complete PUSH-PULL TAPPER 

Kit includes 5 collets to handle 

n all tops up to 5/16” diameter. 

List . i 
neis oo $2995 


complete. (Taps not included.) 





Big shops and small shops alike will find 
this new tool the answer to hundreds of 
tapping problems. It is small, light, safe 
to use, and inexpensive, yet it will solve 
most of your tapping problems 
The Supreme PUSH-PULL TAPPER 
is an instant-reversing speed reduction 
unit made expressly for tapping. By 
means of the adapters it can be attached 
easily to either the spindle or chuck of 
any portable drill. Detachment after use 
is equally simple. The apes reduction of 
7:1 gives more than adequate power to 
tap in all materials, and the instant 
reversing meana that the direction of the 
tap can be reversed without stopping the 
drill motor. Thus the tap can be moved 
into and out of the hole at will 
Tap breakage is held to an absolute 
minimum when the PUSH-PULL 
TAPPER ia used. This is because the 
operator has a better ‘‘feel’’ for his work 
‘hen in use the TAPPER housing is 
held in the finger-tips, and any unusual 
strain is felt immediately. Releasing the 
fingers stops the tap instantly 
Ine owner, using the PUSH-PULL 
TAPPER on an important government 
job, tapped 1500 holes in one casting 
without one deficient hole, and without 


SUPREME 


“{ SUPREME Push-Pull Tapper 


a single broken tap. Another decreased 
the amount of tap breakage enabling 
them to change to a tapping operation 
that resulted in increased assembly pro 
duction 

Examine your own tapping operations, 
and you'll see that the PUSH-PULL 
has advantages you can utilize. It handles 
all taps up to 5/16" diameter, and the 
five necessary colleta are included. Also 
included are wrenches for tightening 
colleta and for removing or tightening 
PUSH-PULL TAPPER to drill apindle 
Ask your Mill Supply Distributor or 
write direct 


By the makers 
of Supreme 
Brand Chucks 


These chucks are Up 
Front on leading power 
tools 

Look for these great 
chucks on the new tools 
you buy specify them 
for all replacement. The 
exclusive Supreme hard 

ening process assures 
long, accurate, trouble 

free servis 





PRODUCTS CORPORATION 
2222 Sovth Calumet Avenue ¢« 


Chicago 16, Illinois 
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A boon to the “fix-it-yourself’’ 
plant maintenance man 





Pulling wheels is but one 
of many uses for 


HEIN-WERNER HYDRAULIC JACKS 


Big job or liale job — wherever and whenever powerful hydraulic force is 
needed, you'll find Hein-Werner Hydraulic Jacks fit the bill best. Best because 
scores of industrial users have proved, in their own plants, that Hein-Werner’s 
“Quality First” jack line is most dependable — versatile — powerful. 


Hein-Werner Hydraulic Jacks take the costly and timely effort out of lifting 
and pushing. Ideal for moving heavy machinery, pulling gears and pinions, 
bending pipe, as a power unit for presses and a wide variety of other essential 
industrial applications. And one man can 
usually perform all these jobs without 
need of a helper. 


Hein-Werner Hydraulic Jacks function 
equally well in either horizontal or verti- 
cal positions. Models of 12 tons capacity 
and larger have easy-to-use carrying and 
positioning handles. 30, 50, and 100 ton 
models have tandem pump for simplified 
two-speed operation. All Hein-Werner 
Hydraulic Jacks are tactory vested at 114 
times rated capacity to assure extra safety. 


Write us for full details about the 
complete Hein-Werner jack line. 





A full line of industrial jocks is available in models 
of tha, 3, 5, 8, 12, 20, 30, 50, and 100 tons capacity, 
os well as “Push and Pull” Hydraulic Jacks of 4, 10, 
and 20 tons capacity. 













wtin wlenete 
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HEIN -WERNER CORPORATION 
WAUKESHA, WISCONSIN 


Hein-Werner stock listed on 
Midwest Stock Exchange since 1936 
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Socket Screws 


Micro Sizes 
Added to Line 


Micro sizes, from No. 0 through 
No. 3, have been added to the 
manufacturers heat-treated alloy 
steel line of socket cap and set 
screws 

In addition to cup points, cone 
oval, half-dog and flat points are 
now available 

Also introduced are a line of heat 
treated alloy steel socket head 


houlder screws, precision-ground 


dowel pins in standard and over 
ize diameters, and a line of stain 
less-steel socket cap screws and 


socket set screws 
Cleveland Cap Screw Co., Cleve 
land 


Adhesives 


Wide Range 
Industrial Uses 


Known as Ray-BOND, a new line 
of industrial adhesives, protective 
coatings and sealers is said to be 
udaptable to assembly operations 
over a wide range of industrial ap 
plications 

Comprising both thermosetting 
ind thermoplastic types of adhesive 
ompounds, application technique 
range from spray, pressure flow sys 
tems, brush, roller coat and manual 
applications 

Raybestos-Manhattan, Inc., Spe 
cial Prods. Dept., Bridgeport, Conn 











saves money from first day of installation 


BORROUGHS 
STEEL SHELVING 


Borroughs open shelving installation in the Archive Department of the Secretary of State of California 


















Most simple—most adjustable— most rapidly assembled steel shelv- 
ing on the market. Note the illustrations...@ shows how easily 
you insert shelf support brackets into slots. There's no fumbling 
with studs, bolts, nuts or lock washers...@ shows how quickly 
you tilt shelf into support brackets. Shelf is then ready for loading 
Except for the top shelf (2 bolts and 2 nuts), no other bolts or nuts 
are required for shelves. You need no special tools. Each individual 
unit is complete in itself ..no part depends on unit next to it. . any 
unit or shelf can be moved independently 








send for catalog 


BORROUGHS MANUFACTURING COMPANY 


DIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 





3024 NORTH BURDICK amp KALAMAZOO, MICHIGAN 


emp Plants and other Subsidiories: (American Metal Products Co Detroit, Michigan—Union City, Tennessee) (AllienceWore, inc.—Allience, Obie 


Kilgore, Texas—Colton, Californic) (General Spring Products, Lid.—Kitchener, Ontario, Canedo) (Tube Reducing Corp. Wellington, New Jersey) 
Manufacturers of quality products for automobiles, trucks, aircraft, offices, factories, warehouses, and homes. 
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SKINNER 


POWER CHUCK 
FIXTURE 


combines 
The lou est, most compact url of 
its kind! It’s air-operated, 


accuracy, 


durable — ideal for drilling, 


S p ce ¢ d 


milling and transfer machine 
an d power i os for assembly Sperations. 
edge action provides tremendou 
gripping power. Self-centering, 
self-locking. Available in 8”, 10” or 12” dia., with 2 or 3 jaws. 
Operable with Skinner hand valve or foot valve; %” pipe 


connections. Maximum air pressure: 100 lbs. Write for Bulletin. 


me SKINNER 


CHUCK COMPANY 


205 Edgewood Ave., New Britain, Conn. 


THE CREST OF QUALITY 


L/P GAS 


SALAMANDERS _ 


Oldest and Largest Wheelbarrow 
Maker in America 


Two improved models com- 
bine efficiency and economy 
Inside baffle produces even 
flow of heat. Dual purpose 
shield spreads heat, elimi- 
nates hot spot under unit 
Holes in feet permit fastening 
Equipped with U/L approved 
low-pressure regulator, hose 
assembly and fittings. Auto- 
matic safety shut-off controls 
available and recommended 
for unattended operations 
Model 500— 

50,000 BTU per hour 
Model 750— 

75,000 BTU per hour 


Model 500 


WRITE FOR FREE LITERATURE 








OTHER FAMOUS JACKSON PRODUCTS 


Jackson 


WHEELBARROWS MIXING BOXES 
MANUFACTURING COMPANY 


MORTAR es atcfeenn “i 
WHEELS 1 PANS . ure . 
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Increased 
Cutting Capacity 
Said to cut to a depth of 2}-in 
ibling operator to cut full 2-in 
wk at a 45 deg. tilt, a new 9in 
tilting arbor circular saw has been 
innounced 
Some of the features include: 
irded safety switch which can be 
ked, raised tilt scale, accessible 
yntrols, fence that locks both front 
cd rear 
Designed for wood turning, metal 
nning and light turning of metal 
new variable speed 12-in wood 
lathe has also been announced, It 
aid to be adaptable to metal 
polishing, sanding, fluting and reed 
is well as all inboard and out 
ird turning operations 
Delta Power Tool Div., 
\ifg. Co., Pittsburgh 


Rockwell 


Lamp 


Directs Two-Thirds 
Of Light Downward 


Designated H1000 RC | 


100 watt mercury lamp with an 


>, a2 new 


iterior phosphor reflector is 15yy-in 
has a mogul base, and is rated 

if 3,000 lumens It is recon 
nended for medium and high 
mounting in industrial installations 
General Electric Co., Lamp Div 


land 





























Sold Through Distributors 


We know from almost 70 years 
distributors have i 


Only 


Ove a vital - 


The entire 
bookles, 
copy, if y 


‘ory on O48 distributer 
KEEPING FAITH” We'll be 
ov'll mail the foupon below 


Policy is Contain 


ed in the 
God te send y 


Vv a free 


a 


MANSFIELD 


Ohie Brass Company 
380 North Main Stress 
Mansfield. Ohio 


TOBER, 1956 
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.. that’s why 
you can sell 
MADESCO 
BLOCKS 
with confidence 


You can best satisfy your cus- 
tomers’ needs with Madesco 
blocks because they embody 
performance-features devel- 
oped through 30 years of spe- 
cialized experience. Your basic 
inventory, plus our fast factory- 
to-you service means maximum 
sales, fast turnover, top profit. 
Your customers get blocks that 
assure utmost safety, top oper- 
ating efficiency, longer block- 
life under the most exacting 
conditions, at competitive 
prices. Madesco Blocks in stock 
assure you constant repeat sales 
from satisfied customers and 
new sales created by recom- 
mendation and aggressive ad- 
vertising. Write for illustrated 


catalog, today. 


A COMPLETE LINE 
DESIGNED FOR A WIDE RANGE 
OF SPECIALIZED NEEDS 
BACKS YOU UP. 


YOU MAKE MORE MONEY 


WORTH ASKING FOR-BY NAME 


a te —— 
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Pliers 


Six Matched Midgets 
Added to Precision Line 


items added to the manu 


ix nev 
racturer 
No 
harp milled teeth; chain nose No 


line are: straight nose plier 
251 with slim, tapered jaws and 


282 with narrow, tapered jaws with 
flat inside surfaces for holding and 
283 for 


forming accurate rings, loops and 


bending; round nose No 


bends of wire; end cutting nipper 
No. 254 with sharp edges and lever 
ge for cutting wires and connectors; 
diagonal No. 285 also with sharp 
edges for cutting wires; flat nose No 
286 designed for holding, forming 
and bending wire or flat stock. 


Plomb Tool Co.. Los Ange les 


Nylon Wheels 


Non-Corrosive, For 
Overhead Conveyor Chain 


\ new chain with nylon wheels 
for materials handling application: 
is said to eliminate need for lubrica 
tion and run approximately 80% 
more quiet than steel wheels on a 
teel track 

Rachards-W ilcox 
terials Handling Din 


Mig. Co Ma 
Aurora, Ill 








Cutter 


Four Flutes 


Carbide-Tipped 


Recommended for cutting the re 


cently developed 


tandard, internal 
O-ring boss for straight thread tube 
fittings, a new carbide-tipped port 
contour cutter has been introduced 

Available in 13 diameters for all 
izes of fittings used with 4 through 


2m diameter tub ng, the 5 


most 
popular sizes are available as a set 
rib storage box 


Haw 


pat ked in a tool 
Sonnet Tool & Mfe. Co 
thorne, Calif 





Truck 


All Parts 
Replaceable 


Available with roller bearing 6 x 
2-in (300 Ib capacity) or ball bear 
ing 8 x 13-in (200 Ib capacity) semi 
tired 
new tubular aluminum frame truck 


pneumatic rubber wheels, a 
has been introduced 

Weighing 20 lbs, overall size is 
19}-in wide x 46}-in high 

Nutting Truck & Caster Co 


Fairbault, Minn 


Compressor 


Line Increased 


To Six Sizes 


lhe addition of a new 55 chm 
ize to its line of Gyro-Flo portable 
OM PTessors has been announced 
1840 Ib: 


fender 


The new unit weighs 
equipped with tool box« 
and two-wheel spring-mounted run 


ning gear 


Ingersoll-Rand Co., New York 
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IDE 






& 






LAVALLEE 





DRILL & 
REAMER 
BLANKS 












INC. 






Another example wv the ntinuous research for 









- customer satisfaction and service brought | 
w you by the “reamer specialist: 
oO Just look at these size ranges — 
— = © Frachonal Sizes ‘Ag thu © Wire Gage 
} si thry #80 © Letter ves A thru 7 @ Complete 
et eo Any size from thru 1.0000 






& 








Highest Tolerances — 


e | Blanks up | 100 



















over ih 0 





e Reamer Bianks up to Ky 






Why not let these advantages er 
distributors begin working for you 
Write for the Lal st ry today 


oyed by La 







LAVALLEE 


The Reamer Specialists 


LAVALLEE & IDE, INC. 
CHICOPEE, MASS. 













TOOL HOLDER 


"Cut Costs 


CONTESTS 


WIN} § 2 000° 


* First PRIZE $2,000 
* TOTAL PRIZES $5,000 


DISTRIBUTOR SALESMEN 
SELL MORE 


., . because of Wendt-Sonis incentive programs, 


like the contest running now. (Salesmen and 


customers both win prizes.) 


WENDT-SONnIs 


COMPANY 
Dept. 1D-1056 
HANNIBAL, MISSOURI + ROGERS, ARKANSAS 
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Crusher 


Controls 
Particle Size 
Node! 104 single roll crusher has 
been designed with a slide gat« 
which can be adjusted to control 
particle size of the product being 
discharged from the unit after 
rushing 
\ variation covers basically the 
ame unit but with a stationary 
screen, instead of standard gate, to 
produce a finer particle size 
Used to divide a single stream of 
dry, free-flowing material into two 
to eight separate streams, a new 
tream splitter has also been added 
to the company’s line of materials 
handling equipment 
Sprout, Waldron & Co. In 
Viuncy, Pa 





Pump 


Hydraulic, 
Gasoline Powered 


Said to be ideal for on-the-job 
use, field service and wherever 
portable hydraulic equipment 1s 

ed for pulling gears, sprockets 
bearings, a new gasoline powered 
hydraulic pump has been added to 
the manufacturer's line 

Owatonna Tool Co., Owatonna 
Niinn 














FOR TOOLING OR PRODUCTION 


Danly makes it easy for you to find the right spring 
for any job in your shop from diemaking or repair 
work to machinery or equipment production. Danly 
Die Springs meet pressure and load requirements ex 
actly. A complete range of diameters and lengths are 
available in each of three pressure ranges medium 
medium-high or high from stock. All springs are 
heat-treated, tempered and shot-peened. Designs are 
constantly tested through millions of press cycles to 
assure dependable service through long press runs 
Write for your copy of our new catalog of bolster 
plate accessories and diemakers’ supplies today, list 
ing every supply item generally needed in die shop 
tool room or press room. Available from stock at lead 
ing industria! distributors and Danly branch assembly 
plants in all major toolmaking centers 


C= DANLY SPRING RETAINERS... 
hold indwidual springs firmly in 
position during die assembly or 
disassembly. Springs may be re 
placed or set individually. Feature 
all-steel consiruction with zine 


Lv plate finish 
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DANLY MACHINE SPECIALTIES, INC. 
2100 S&S. Laramie Ave. + Chicago SO, Ii! 


Distributors... ads like this in leading 
trade publications help make Danly a leader. 

















: 
CORE 


CHUDER 


KESTER 


SOLDER 





"EM 
ROLLING! 


habit, insisting on constant 
solder alloy control and con- 
sistent flux formulae. When 
you want dependable solder 
and soldering, Kester Solder is 
the right name to remember! 


It's good to know you can 
always depend upon Kester 
Flux-Core Solder to keep pro- 
duction rolling. That's be- 
czuse Kester makes solder 
quality a never-swerving 





Ny SELL YOUR CUSTOMERS ON KESTER 
7 | ] ] \ . .. 8 fluxes in cored solder, all available in 

>) ,, > 5 core sizes. 

= -) - aA ~ 


KESTER SOLDER 


G oO M PA NY 4214 Wrightwood Avenue, Chicago 39, Illinois 
Newark 5, New Jersey + Brantford, Canada 
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Grinder 
Can Grind Seat 
Of Any Valve 


Any globe or gate valve from 4 to 
12-in can be reground by one man 
without removing valve from the 
line by using the new motor-driven 
Dexter valve reseating grinder 

The grinding elements, made in 
cones and segments, are mounted 
on various size rubber coated grind 
ing heads. By changing the grind 
ing heads, the same machine can be 
used on various size valves. 

Leavitt Machine Co. 
Mass 


Orange, 





Cylinder 
Single Solenoid 
Valve-in-Head 
Model SVS cylinder with sol 


wid designed for 110 volts, 60 cycle: 
ontinuous operation has been in 
troduced 

Said to operate on air pressure 
of 5 to 150 psi, the valve itself will 

le at 800 strokes per minute 

\. K. Allen Co., Brooklyn 











DIXON Products 


ive Special Midels 


Nearly all couplings, nipples, menders, clamps and 
special fittings in the DIXON Quality Line ore 
available in stainless steel, aluminum, bronze, 
monel metal, nickel-molybdenum-iron and other 









alloys, to meet every anti-corrosion, anti-abrasion 


=! 
a) ws 







need 

Extensive users of such fittings are the Chemical, 
Food Processing, Dairy, Petroleum, Mining and 
Agricultural industries. They are also in demand 








for many Marine installations, and in sandblasting, 






grouting and where hose is used to conduct sand, 






gravel and other abrasive materials 

lilustrated at the right, and briefly described 
below, are some of the more widely-used Dixon 
fittings available in these special-purpose metals 


“BOSS” COUPLINGS. Ground-Joint (Washeriess) Fe 
male, Style X-34; Washer Type Female, Style W-16 


Male, Style MX-16. For high \ n ' - 
hendiing steom, air, goses ond ell fuids. Designed ond Mgt 


made to provide maximum strength, durability, and safety 














"DIXON" STAINLESS STEEL SHANK COUPLING 
An excellent, general-purpose fitting for the Chemical, 
Food Processing, Dairy ond other industries requiring a 
stainless steel hose coupling for use under normal working 
pressures. Deeply corrugated shanks ore of sufficient 
length to accommodate two clamps 
















“KING” COMBINATION NIPPLE. More convenient and 
economical thon stondord |. P. nipples, because it is mode 
to fit stroight-end hose. Smooth interior aswres full 
capacity flow 


pammape CH cmrivine 









“KING” SHANK COUPLING. The idea! coupling fo: 
suction and other woter hose connections. Clean, well 
defined corrugations assure extra holding power 







“AIR KING” COUPLING. A strong, durable, quick-acting 
coupling designed primarily for air hose, but serving 
equally well for water, oil and general spray work 








"NO. 2500" SPRAY HOSE COUPLING. Designed for 
oll types of high-pressure spraying. Two bolts, anchored 
to flanges on stem, provide tremendous gripping power 







Other fittings available in specic! metals, but not illus 
trated, include “No. 1000" SPRAY HOSE COUPLING for 
portoble spray units; “KING” SINGLE ond DOUBLE BOLT 
CLAMPS; ond various Nipples and Menders. SEE Catalog 


D | », 4 O N Vlwe & Coupling Cr 


GENERAL OFFICES & FACTORY PHILADELPHIA 27. PA. BRANCHE 









TO HELP YOU in selling more Dixon products, 
a consistent advertising schedule is moin- 
tained in leading industricl trade papers, 
directories, etc. Also, envelope stuffers and 
other direct mail material, covering most items 
in the line, are avcilable with your imprint. 







Bie Mirec,?> ag ANGTELE 4¢ 5s! Nw . NM VALVES ’ . ae 
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EXTRA SAFETY... AT 


NO EXTRA COST 


with Williams patented 





locking adjustable ( 
ca 
Card Drive 
> 


© Pe. " f Gives Soft Start 
> ~ To Card Mechanism 
s’ > Ya aT. Built around the firm’s Flexidyne 
_ I the dry fluid drive, a new card driv« 
uackage unit has been introduced 
Pd Unit consists of the Flexidyne 
2S keyed to the motor shaft, a pedestal 
upporting the motor, a V-flat drive 
from the Flexidyne to card shaft, a 
pecial aluminum stripper pulley 
mounted on outer end of Flexidyne 
housing, and an aluminum guard 
wering drive and V-belts 


Dodge Mfg. Corp., Mishawaka, 


Indiana 


@ You can use a Williams Locking Adjustable with confidence. The 
sure-grip of its “locked-in” adjustment makes it safer to use 


Sold at no extra cost, packed with sales-making features, backed by 
advertising and promotion. It makes sense (and dollars) to stock and 
sell Williams Locking Adjustable Wrenches. 


Made in 6, 8, 10 and 12 iach sizes. 





J. H. WILLIAMS & CO. 401 VULCAN STREET BUFFALO 7, N.Y. 


Soldering Iron 


Pencil Type, 
For Rapid Production 


Pencil type soldering irons with 
standard tip size of 4-diameter have 
been introduced 

lips are of plug type, held in 
place in tip chamber by a set screw; 
optional tip diameters of 4 or y-in 
inay also be specified 

Vulcan Electric Co., Danvers, 
Ma 
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TAPS - DIES - SCREW PLATES * GAGES 





taps and dies. When you 
specify Taps, Dies or Goges by Card, you 
, can be certs you'll get top perform- 
od niles ance at low cost. 


S.W. CARD MANUFACTURING CO. 


MANSFIELD ¢ MASSACHUSETTS 
Division of: UNION TWIST DRILL COMPANY 


TAPS - DIES SCREW PLATES « GAGES 
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Practical idea 
for the 
Production Man 


Efficient electric hoists...to 
move materials overhead 

and release floor space for 

mo-e valuable operations. 







OISTS 







CM LODESTAR mectaic cua Horst 
Sg to 1 ton copacites — First truly heavy duty version of 
small electric hoist. % ton model weighs only 51 Ibs. 
Heavy duty self-adjusting brake, Upper-lower safety 
limit switches. CM-Alley load chain. 


CM METEOR macreic wint rope Hoist 
is to 5 ton capacities —Compact, enclosed design. Low head- 
room. Continvews duty motor with thermal overload protec 
tion for heavy duty service. Precision bearings and helical gears 
for long life, Only 110 volts of push button control 


= 














Rugged lightweight hand 
hoists and pullers...to make 
your job easier and safer 


CM CYCLONE HAND Hoist 
iy te 10 ton capacities — Easy to corry 
ond lift, One ton model weighs only 36 
pounds. Made of tough aluminum alloy. 
CM-Alley load chain. High efficiency. 
Lifetime lubrication. 


CM PULLER THE-OnNE MAN GANO” 
K to 6 ton capacities — Lifts 
or pulls ot any angle. Lever 
handle operation. Automatic load 
broke holds at any point. % ton 
model weighs only 13 pounds. 
CM-Alloy flexible load chain i 


Good 
Suggestion 
for the 
Maintenance 
Man! 























ALSO ...CM Trolleys and Cranes 


Call the CM distributor for descriptive Siter- 
ature, prices and fast delivery from stock. 


CHISHOLM-MOORE HOIST DIVISION 


COLUMBUS McKINNON CHAIN CORPORATION 
TONAWANDA, NEW YORK 
REGIONAL OFFICES; NEW YORK, CHICAGO, CLEVELAND 
In Conada: McKINNON COLUMBUS CHAIN LIMITED, ST. CATHARINES, ONTARIO 
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all 


Pliers 


Box Joint Assembly 
Keeps Jaws in Alignment 


Duck Bill wiring pliers 931-5 nd 
1 Needle Nose assembly pliers 982-5 
ure now being produced with box 
joint assembly said to insure perfect 
jaw alignment and give a smoother 
working pliers that will neither bind 
nor loosen. 

Also announced is the the com 
pany’s Bauer coil spring attachment 
now available on all models of their 
phic Ts 


ty a Drop Forge & Tool Corp , 


Utica. N Y 
Saw 
Rust-Proof, 
Choice of Handles 
No. 500 stainless steel hand saw 


features a Diamond polish, a choice 
of Butyrate plastic or 1]-ply water 
proof marine plywood handles, and 
1 “hang-up” hole in end of blade 
According to the manufactures 


mark while in 


it will not rust or 
tock and will maintain bright finish 
indefinitely 

Atkins Saw Div., 


Indianapolis 


Borg-W arnet 
( orp., 








SIMONDS 


ABRASIVE CO. oe 
— —— {0} ae) mm cle) mial-j-lai-le 





ABRASIVE DISCS 


{alr production 








» 


Don't overlook the tremendous sales potential of Simonds abrasive 
discs in your area. Every plant using a Besly, Gardner, Hanchett 
or similar grinder is a ‘natural’ for these production tools 
second to none for fast, low-cost disc grinding. In all sizes to fit 
back plates and bolt hole layouts. Supplied plain or perforated 
solid or sectional, for use singly or in pairs. Only usable abrasive 
charged for. Do not be without these profit-makers. Contact our 
nearest branch or write direct 


CALL *°yp, sans 


SIMONDS ABRASIVE COMPANY + PHILADELPHIA 37, PA. 
Brench Wearshouses Boston, Detroit, Chicege, Pertiend, Sen Francisco Distributors in Principal Cities 
Division of Simends Sew ond Stee! Co. Fitchburg, Mons A 
LOCAL STOCK 
FAST SERVICE 














R-PaC Valve Division 
AMERICAN CHAIN & CABLE 


R-PC Valves are 


sy To BOUL/ 


© For over 86 years R-PaC has been an 
honored name in the valve business; one 
unsurpassed for quality and dependability. 
As a result customers readily accept R-PaC 
valves and fittings. They are easy to sell — 
which boosts your sales, saves your sales- 
men’s time. 


Sales Aids 


And R-PaC backs up your selling effort 
with a complete array of sales aids unsur- 


passed in the valve industry. An extensive | 


advertising schedule in industrial publica- 
tions, a quarterly house organ, complete 
up-to-date catalogs, free wall charts and 
other giveaway items, valve selector slide 
rules—all help you get the order with 
R-PaCc, 


A Complete Line 


The R-PaC line includes gate, globe, angle 
and check valves in all standard valve 
materials in an extremely wide variety of 
sizes, styles and pressure classes. A com, 
plete selection of cast steel fittings and 
numerous specialties such as bar stock 
valves, asbestos-packed cocks, Lubrotite 
gate valves and automatic stop and check 
valves all offer extra profit possibilities. 


Engineering Help 


R-PaC sales engineers give distributors 
technical assistance —help you sell the big 
orders. 


Easy to Stock and Ship 


R-PaC's unit packaging system keeps 
stocks neat, cuts down handling time and 
costs. 


Write to Reading office for 
details about the bigger profits 
with R-P&C Valves 





Better 








Reading, Pa., Atlanta, Boston, Chicago, Denver, Detroit, 
Houston, New York, Philadelphia, Pittsburgh, San Francisco, 


CTT a, 


Bridgeport, Conn 
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Chain Wrench 


For Close Corner Work 
On Pipe Sizes Up To 6-in. 


\vailable in two models, 4-in to 
+in and 3-in to 6in, a new line of 
chain wrenches has been an 
nounced. ‘The wrench may be used 
for holding or turning operations 
without scratching or marring sur 
face of pipe or object held 

\lso announced by the manufac 
turer is a new improved power 
drive, the No. 68, for pulling, lifting, 
threading and turning. Powered by 
1 115 volt reversible AC or DC 
motor or 90 psi air motor, it weighs 
33 Ibs 

loledo Pipe Threading Machine 
Co., Toledo 





dPove 


Tool 


Fastens Traverse Tracks, 

Small Clips, Channels, Straps 

{D” drive tool, developed to han 

dle a complete new series of the 
firm's internal (female) threaded 
tuds for flush mountings, is said to 
be ideal for power control systems, 
sheetmetal work and decorative fas 


tenings 
Hilti Rapid Fastening Systems, 


Inc., New York 





FAST SERVICE 


tondandige with STANDARD 


@ Helping you solve tough metal-cutting prob- 
lems, speed up production, cut tool costs...these 
are the STANDARD TOOL MAN'S Services to you. 


His recommendations have 75 years of industrial 


experience behind them and are yours without STOCKED BY THE 
obligation. STANDARD DISTRIBUTOR 
IN YOUR AREA 


STANDARD [00L 


CLEVELANI 4 OWn'IO 





R AVENUE 


OALL AS « SAN FRANCISCO 


FACTORY BRANCHES IN NEW YORK « DETROIT «© CHICAGO « 


THE STANOARD LINE: Twist Drills - Reamers - laps - Dies - Milling Cutters - End Mills - Hobs - Counterbores « Carbide-Tipped Tools « Gages 


: 














ELBOW OUTLET 
AND 

48° BRANCH 
CONNECTIONS 
THREADED AND 
SOCKET-WELD 
ENDS 





APPLICATIONS: 
DIRECTIONAL FLOW 
BRANCHES, THERMOWELL 
CONNECTIONS, PIPE 
SUPPORT AND HANGER 
CONNECTIONS 








Full penetration 
weld drop 
forged fittings 
available 

from stock in 
the following 
materials: 


Carbon Steel 
Stainless 
Chrome Moly 









Other materials 
on quotation 





NOW AVAILABLE from leading warehousing 
distributors in all principal cities. Let us help 
you increase your profits—write for our selec- 
tive distributor proposal 


PENNSYLVANIA DIVISION 


BONNEY FORGE 4 TOOL WORKS 
734 MEADOW STREET, ALLENTOWN, PA 
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Pallet Truck 


All-Welded 
Steel Construction 


Said to hold a 1500 Ib capacity, 
a new mechanical pallet truck with 
steel ball-bearing swivel casters has 
been announced 

\lso announced by the manufac 
turer is a skate wheel conveyor sys 
tem including a complete line of 
ttraight and curved sections, stands 
and heavy duty channels as well as 








standard 
Rack Conveyor 
| Connellsville, Pa 


Systems, .Inc., 


— 
— 





Benches 
Total Number of 
Models Now 16! 
Newly designed steel work 


benches featuring double drawer 
sections, drawers and cabinet, double 
cabinets, and sliding-door enclosed 
storage beneath work surface have 
been added to the company’s Mod 
ern-F low line. 

Four different types of tops are 
12 gage steel, masonite 











| av ailable 
covered steel, laminated wood, resin 
wood 


E-quipto, Aurora, Ill 














_ a, 
















"LO-CARBS” |, 


The cap screw for use where mild steel] satisfies the requirements of the job 
and special appearance is not required. Threads are accurate for perfect fit 
Hexagon heads are clean cut, uniform and true for wrenching; machined cham- 
fered points for easy assembly. 










“HI-CARBS” \: 


These cap screws of high carbon steel are skillfully double heat treated in our 
own modern atmospherically controlled furnaces to have maximum strength 
and toughness. The accurate threads, uniform and true hexagon heads, and 
machined chamfered points make for perfect fit and easy assembly. 


“SHIN YHEADS” Ko “America's best looking cap screw" 







For that finishing touch on any high quality product where appearance counts 
it pays to use “Shinyheads” — made of high carbon steel for extra strength. The 
hexagon heads are finished machined top and bottom and faces burnished 
mirror smooth. Accurate and uniform threads and machined chamfered points 
make for easy assembly and perfect [it. 

Only Ferry Cap supplies three lines of hexagon head cap 

screws forall needs. Carried in stock for prompt shipment. 


Also Set Screws—square head and headless; Fillister Cap Screws; Flat Head Cap Screws; 
“Shinyland” Studs. 


& SET SCREW CO. 
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when Heinn 
(ee 
makes 
“shopping” easy 






























Whether buyers shop in a store 
or page a catalog, your chances 
of selling them depend substan- 
tially on the supermarketing 
approach. Everything must be 
arranged for their convenience 
Loose-leaf catalogs, always at 
their best with custom-styled 
Heinn binders and indexing, 
’ provide “supermarket” arrange- 
ment — every item correctly 
classified and easy to order 
Sections and sheets stay up to 
date and in sequence. 


And the sheer beauty of 
Heinn Loose-Leaf Binders 
gives your catalog “package 
appeal”’-—the same force that 
moves customers to reach for 
products in a supermarket. 
Once your customers handle 
your catalog and find exactly 
what they need in three sec- 


onds, your sale is made! 





Sales-haskionued 4. 


betore 





Per owt 
we y yr 
«vt w Copyright 1956, by poe ‘ 
The Heinen Compony, Milwoutee 
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Valve 


Where Continuous Control, 
Regulation Is Required 


Designated Fig. 427 DP, a new 
bronze globe valve is recommended 
for industrial applications of steam, 
water, oil and gas service, and is ef 
fective for frequent or continuous 
throttling 

Hydrostatic test pressure for 4 to 
2-in sizes is 1500 Ib; for 24 and 3-in 
sizes it is 800 Ib 

American Chain & Cable Co., 
Inc., R-P&C Valve Div., Reading, 
Pa 





Tapper 


Instant-Reversing 
Speed Reduction Unit 


Attached to any portable drill, a 
new push-pull tapper is said to give 
a 7:1 speed reduction in the driving 
direction 

Direction of tap can be reversed 
without stopping drill motor. Unit 
handles all taps up to y,-in.; five col 
lets are included 

Supreme Products Corp., Chicago 











J. R. JONES 


HARRY STOTT, 
GEN. SALES MGR. 





W.R. MCDOWELL D. L. HOXWORTH PAUL REINKING 


THE U.S.G.—BELMONT 


SOUARE 
DISTRIBUTOR 
PROGRAM 


1. MOST WANTED LINE 
Eleven Profit Leaders 





9. NATIONAL ADVERTISING 
4 Million Messages Annually — 
Many thousands of Inquiry Referrals 


). DISTRIBUTOR TIE.IN MATERIAL 
U S ¢ A S K E if ° Attractive informative Literature, 
- ‘ Maing campaigns. Traveling d:splays 
NATIONWIDE FIELD FORCE 


BELMONT PACKING |jjliamiaiml 
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This and similar ads 


are appearing in 27 


a ee 


TO HELP YOU SELL 
VIKING PUMPS 








weet 
ya 


VIKING PUMPS 


In the Chicago area, liquid sugar is 
pumped largely with Viking Pumps. 
Inland Sugar Company of Chicag 

which serves the entire middiewest. 
uses bronse-titted Vikings te fill 
storage tanks. They've hed 10 
years trouble-tree service. (One of 
Inland’s Vikings ls shown at top.) 


Tank trucks, which transport syrup 
trom Inlend Sugar to customers, 
also use Vikings. (Note bottom pic 
ture.) In eddition, many candy 
manufacturers, soft-drink bottlers, 
bakeries, cnd other liquid sugar 
customers, use Viking Pumps in 
transferring and processing. Truly 
a sweet situation. 





For information on Vikings. 
write for bulletin 568mm. 


VIKING PUMP CO. 
Cedar Falls, lowe, U.S.A 


in Canada, it's "ROTO-KING” pumps 
S#t OUR CATALOG IN SWEETS 
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Masonry Anchors 


One-Piece, 
Speed Fastening 


Pin-Grip, a new masonry anchor 
is recommended for securing pip 
clamps, electrical fixtures, furring 
strip, insulation board, wood panels, 
metal signs, and awning frames to 
any kind of masonry. 

By driving the pin protruding 
from the head, flush with the head 
a permanent tight fastening job is 
said to result 

Star Expansion, New York 





Keyseat Cutters 


Available In 
41 Stock Sizes 


Woodruff keyseat cutters of high 
speed steel, right-hand with 4-in 
shank, have been announced by the 
manufacturer. 

Fast, accurate cutting is said to 
be assured due to 5 deg. positive 
rake angle 

Fastcut Tool Co., Detroit 











l9gO3 


TWIST DRILLS — REAMERS 


NY 


=. 


CELFOR TOOL COMPA 
DIV N ) F AY ‘ 


eet. Ms . 
UO & A rH d N 


CHICAGO PLANT a 
== . 
377 SOUTH GREEM ST., CHICAGO 7, ILLINOIS 


WARNOCK 


pen 


protects polished pipe 












Eliminate costly dam 
age when handling pol 
ished pipe! The strong 
and flexible woven 
strap of this Warnock 
wrench grips securely 
without scratching 

Two models 


available in 





many sizes 


Lowell 


WRENCH CO 


“ e 






























Sell the tools preferred by industry! 


THOR ELECTRIC DRILLS 








Thor EJORT reversible drillinuse bytele- Thor EJOH drills used for gang drilling operation with Thor £/9 leads all sales of heavy duty Vo" electric drills 
phone lineman to drill in wood, where drills mounted in pipe drill rig for simultaneously drilling to industry! Here it is seen in o common opplication, 
the reversible feature is highly impor four holes on rapidly moving asmsembly line. Thor Tools breezing its way through o heavy piece of stee! with 
tont for fast withdrawal of bit fromhole are easily adaptable to special applications little effort on the part of the operator 


One basic motor delivers both 
low and high speeds 


It's the versatility of Thor For example, the Thor EJ 
Universal Electric Drills that Series uses the same armatur 
makes such a hit with in and motor parts with dif 
dustry~-plus the extra power ferent gear reductions for the 
your customers need for day-in fast EJO \” and the heavy 
day-out production duty EJ9 4”. Both are stall 


proof at their rated capacitie 
and both offer the maint« 


nance economie of inter 
changeable part important 
to industry 

Many Thor models are re 


versible to meet special 
requirements. And all Thor 
Universal Electric Tools offer 
you the world-famous Thor 
precision and balance, as well 
as the extra power built into 
every Thor Duilt armature 
Ask your nearest Thor branch 
for complete details. Thor 
Power Tool Company, Aurora 
Illinois 





Thor EJO %&” drill is @ fovorite in the airplene industry, os in 
thousands of other spots where ‘4” holes must be drilled fost and 
economically. One of these is installation of corrugated stee! woll: 
ond roots, where other drills lock the stamina to stond up 





TOOLS 


Theor tools are 
NATIONALLY ADVERTISED 


In Saturday Evening Post, Life, Popular Mechanics 
and all leading industrial magazines Branches in all principal cities 


THOR POWER TOOL COMPANY 
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WOODINGS-VERONA 
TOOLS 


salable items—widely used 





mn mm em mm 


MATTOCKS 


Woodings-Verona tools in- 
clude, in addition to the above, 
sledges, adzes, hammers, chisels, 
wrenches, mauls, punches and 


other items that are in steady 
demand by industrial and rail- 
road buyers. Highest quality— 
well designed and made. 


-WOODINGS-VERONA TOOL WORKS 


Shown above are some of the more widely 


SL LLANE 
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Alarms 


Employ Infra-Red 
Modulated Light 

Featuring an effective range of up 
to 900 ft, a new electronic burglar 
alarm can be installed out-of-doors 
as well as inside. 

It comprises two cone shaped 
units (104-in long, 64-in diameter 
at front end), one of which projects 
“black” light at a specified number 
of cycles per second while the other 
receives the signal. 

Walter Kidde & Co., Inc. 
ville, N. J 


Belle 


Grinders 


Hand Die, 
High Speed 
Four new models of the com 
pany’s No. 320 high speed hand die 
grinder are said to be ideal for all 
hand operations as well as many 
jobs using special jigs and fixtures 
Two styles are available: long 
nose (overall length 114-in) and 
snubby nose (7}-in), cach in two 
speeds—20,000 or 30,000 rpm. 
Millers Falls Co., Greenfield, 
Mass. 











BELTING 
Conveyor, Transmission or 
VY Belting 


HOSE 
For air, water, steam, oil, 


suction, welding 


PACKING 
Sheet pocking, duck and 
rubber pocking, press pods, 
chute lining 
MATTING 


MOULDED AND EXTRUDED 
RUBBER PRODUCTS 

















TALK ABOUT SALES SUPPORT! just look a 


this Quaker line-up. (1) Product catalog. (2) Sales brochures 


(3) Catalog pages 


(4) Envelope inserts. (5) Direct mail letters 


(6) Business paper advertising. (7) Mats and reprints of ads 
(8) Local and national publicity. (9) Radio commercials. (10) Dis 
plays. (11) Photos and copy for those who print their own catalogs 


Envelope stuffers or radio commercials? Catalog 
pages or direct mail letters’ Displays or sales 
brochures? Which of these sales sids will help 
you move more rubber products? You name it 
—and Quaker will make it available to you 
And at no cost 

Quaker’s forceful, well-directed sales support 
is only one reason why a Quaker Distributor. 
ship is a highly worthwhile business asset. An 


efhcient, diversihed product line is another 
reason. Product quality (the kind you can't 
argue with) is another. Continuing Quaker 
research is still another. And the name Quaker 
itself gives you a distinct selling advantage 
one that grows with you 

If you'd like to hear the whole story of 
Quaker's planned prof drive for distributors, 
just ask. We'll be glad to explain it 


H. K. PORTER COMPANY, INC. 
QUAKER RUBBER DIVISION - QUAKER PIONEER RUBBER DIVISION 


PHLLADELPHIA 24, PA 


PITTSBURG, CALIFORNIA 
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“There Is No Such Thing 
As Scientific Selling” 


It’s like any other profession; you 


succeed if you adhere to certain basic 








rules of conduct and competence 


By George E. 


\" 10 years contract with indus 
trial distributor sales personnel, 
I've seen those who were happy, 
prosperous and successful. I've seen 
the average type who never quite 
gets beyond just being average. And 
last, but not least, the individual 
with holes in his shoes and egg on 
his tie who plods along getting no- 
where, bemoaning his status and the 


luck of his fellow salesmen with 
good accounts. 
Certain traits, I believe, make 


some salesmen successful while oth 
ers always remain just average or arc 
complete failures. 

I believe there is no such thing as 
scientific selling, despite the sales 
counselors who teach the “Five 
Steps to Successful Selling,” along 
with other chatter, forms and charts. 
Nor is there any relation between 
bumps on the head, or any other 
physical qualities, and a successful 
sales person. 

Selling, I believe, is basic; a way 
of life involving the same rules that 
determines the success or failure of 
any professional person. Here, | 
think, is the order of their impor 
tance: 


Honesty Comes First 


A salesman, to be successful, must 


Christensen 


be completely honest and above 
board with the people he does busi 
ness with. 

Every salesman I have talked to 
who agrees with this has told me 
that he purchases his insurance from 
a certain person or firm; that he 
bought his house from a certain 
realtor or builder; and that he takes 
his automobile to a certain garage 
for service, The reason he does so 
is that he feels that he can trust 
these people, and that he will receive 
a fair value for his dollar. If that is 
the case, then why should he feel 


his customers or demand 


deserve 
less? 

Unfortunately, honesty is not al 
ways recognized immediately. How 
ever, neither is dishonesty, but in 
the long pull, the time it takes to 
become successful, both will be re: 
ognized by the customer 


Sincerity Is Next 


I believe a salesman must show a 
genuine interest in his customers 
He's got to be apxious to serve them, 
to help them with problems no 
matter how smali, and to feel the 
customer is just as good as he is and 
not just some jerk standing in the 
way of his making a profitable sale 
If this is a genuine and not an arti 
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7 
» Sedlgal 7 
MANAGER of Skil Corp.’s Buffalo, 
N. Y branch, Mr. Christensen has 
worked with distributor and factory 
sales personnel for the past | ears 
ficial interest, it is bound to mani 


fest itself in a better business rela 


tionship 


Effort Is Essential 


Very few people ever become sur 
cessful in anything without consid 
erable effort. For every so-called 
successful person who got that way 
by being born into success or by be 
ing lucky, a thousand others got 
there by their willingness to put just 
a little more effort into their work 
than the next fellow. They 
willing to spend a little more time in 
learning their their 
product or in servicing their cus 
They don’t operate by the 


were 


business ot 


tomers 
clock 

lo be a successful salesman, you 
must quit being a 9 to 5 boy, five 
days a week 


Planning Provides the Calls 


lo obtain the maximum results 
from his efforts, a salesman must see 
a lot of people. The only way he 
can do this is to plan and organize 
his time so he doesn’t waste the few 
selling hours available 


Your Tool of Trade 


Without product knowledge a 











salesman with all the previous qual 
ities couldn’t possibly become suc 
cessful, any more than a doctor or 
lawyer who lacked the skills of his 
profession. Almost always, you will 
find that the successful salesman is 
the one who attends product meet 
ings willingly and attentively. He'll 
read up on the products he sells and 
learn as much about them as he can 


Enthusiasm: It’s Catching 


A good salesman shows a genu 
ine enthusiasm for his work, his firm 
and his products. If this enthusiasm 
becomes part of him, it can’t help 
but rub off on the customer and in 
fluence a sale. It gives the customer 
confidence in the man, firm and 
product he is considering. 


You Can‘t Buy Business 


The sooner a salesman learns that 
the long-term business he'll get from 
any customer cannot be bought with 
a set of golf clubs, a round of night 
clubs, or a bottle of liquor, the bet 
ter off he'll be. “Bought” business 
is temporary, It can be taken away 
by some one willing to pay more, or 
because the buyer receiving gratu 
ities is eventually found out and re 
moved. 

The business that makes a suc 
cessful salesman is the business ob 
tained through intelligent selling 
and servicing of customers over the 
period of years it takes to become 
successful, not by any other method 


Appearance Is a Must 


\ neat appearance is a must for 
any salesman if he expects to gain 
the customer's confidence. How 
can he possibly gain respect, if he 
looks as if he couldn't afford the 
moming newspaper? 

It isn’t necessary to overdress, but 
be neatly and properly attired with 
a clean shirt, matching tie, shined 
shoes and pressed pants 

There are unquestionably other 
things that help determine selling 
success. But most good salesmen | 
have known have had all or most of 
these qualities. The unsuccessful 
rarely had any of them 





SHELDON ints 


The right sizes and features 
for increased sales 


Sheldon lathes aze built in the sizes and types bought most often by toolrooms, 
maintenance departments, machine shops, laboratories, and production plants 
They are available with swings of 10”, 
11” and 13” ... in varying bed lengths with 


18” to 48” center distances and in 
your choice of pedestal, cabinet or bench 
mountings. 


Powerful, all-V-belt, drive units — either 
the standard 8-speed (or 16-speed) E-drive, 
or the production favorite, a rapid, lever 
shift U-drive. Where higher spindle speeds 
are desired, the standard E-drive can be 
built to provide speeds up to 2,000 r.p.m 

All Sheldon Lathes have handscraped, 
built-in precision. Each lathe is guaranteed 
to meet or surpass the American Standards 
for Toolroom Accuracy. With every Shel 
don Lathe goes a copy of the accuracy 
tests actually performed on that lathe. (19 
checks). 

Important optional features include 
hardened bed ways, LOO Long Taper Key 
Drive spindles, 4” D1 Camlock spindles, bed 
turrets, taper attachments and a complete 
line of toolroom and production accessories 













— 
Neo. 1-46 Sheiden 
10” Precision Lathe 


The new Sheldon built Sebas- 
tian Geared Head Lathes have 
greatly increased work capacity 
and many advanced features. These 
include a wide, heavy, hardened and 
ground bed easy shifting spindle 
speed dial .. . @-pitch gear box 
independent drop lever apron 
clutches . cam-action tailstock 
clamp and, automatic lubrication 
in the headstock and apron with “1. 
shot” lubrication of carriage 


Sheidon-Built 
Sebastian 13" ond 15° Geared Head F 
Precision Lothes 






SHELDON 
Horsontel 


Milling Machine To Help Build Your Profits Sheidon Ma- 


chine Tools are widely and continuously 
advertised ir industrial, metal working, 
trade and technical publications, Easy to 
use catalogs, and effective display and 
direct mail materials are furnished Sheldon 
Distributors, while trained Factory Terri 
tory men are available to help you close 
sales. If you are looking for volume sales 
in profitable units you are looking for 
Sheldon. 


Write for details. 


SHELDON MACHINE COL INC. 
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For Maximum 
All-Time 
Satistaction 





itie or uniform high quality. They can sotis- 
factorily replace higher cost steel unions in 
the services listed large industrial 

Unions in 


Sell them once . . . and 
you'll handle them ALWAYS. 

















A Day for Gravity 


By William Chartener 
McGraw-Hill Department of Economics 








ee FORCE OF GRAVITY is undeni- 
able as you enter the village of 
New Boston, headquarters of the 
Gravity Research Foundation and 
scene of its annual observance of 
Gravity Day. The slopes of the New 
Hampshire hills surrounding the 
village suggest a splendid setting for 
a bobsled run. 

Drawn to New Boston for this 
year's Gravity Day were over a 
hundred earth-bound creatures, in 
tent on learning more about the 
strange force that brought the appl 
down on Sir Isaac Newton's head 


Attraction of Gravity 


The potential rewards of control 
ling gravity—or somehow offsetting 
or insulating against its effects— 
would rival those of nuclear re 
search. Finding a way to break out 
of the earth’s gravitational field 
without prohibitive expenditure of 
energy is a prerequisite of space 
travel. And imparting the quality 
of “weightlessness” would ease im 
measurably the problems of locomo 
tion in the more familiar areas here 
on earth. Visions range from enab! 
ing people with weak hearts to 
climb stairs effortlessly all the way 
to autos—undercoated with anti- 
gravity paint—zooming along a foot 
or 80 off the ground. (One member 
of the audience suggested we already 
have these. ) 

Research groups are 
studying gravity in every major 
country. Glenn L. Martin is sup 
porting work by the Research Insti 
tute for Advanced Study in 
Baltimore. Other studies in the 
United States are underway at the 
Radiation Laboratory in Berkeley, 
the Institute of Field Physics in 
North Carolina and the Institute for 
Advanced Study in Princeton. Se. 
eral aircraft companies are watching 
with keen interest from the side 


actively 
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lines. (Grumman, Sperry and Good- 
year were among those represented 
at New Boston.) 

What the Armed Forces may be 
doing with gravity is not known. 
The Army Transportation Research 
and Development Command had 
an observer at Gravity Day. And 
one writer has ventured that the un 
explained flying saucers of the past 
few years may be experimental elec 
trogravitic spaceships developed 
either by the U. S. or by some other 
power 

Founder and patron of the Gray 
ity Research Foundation is Roger 
W. Babson (M. I. T., "98)—an oc 
togenarian business analyst, tycoon, 
educator and 1940 Presidential can- 
didate of the Prohibitionist Party 
An ardent Newtonian for half a cen 
tury, Mr. Babson brought to New 
Boston from England a thousand 
year-old bed on which Sir Isaac 
Newton is believed to have slept. 
In Babson Park, Mass., he is growing 
a graft of the original Newton apple 
tree 


Roger Babson’s World 


Mr. Babson, along with Mrs. Bab 
son, started the Foundation in | 748 
with three main purposes: (1) to 
stimulate interest in gravity, (2) to 
serve as a Clearing house for every 
one seriously interested in practical 
application of gravity and (3) to 
have the best library on gravity in 
the country, open freely to anyone 

Exhibited now at Gravity head 
quarters in New Boston is another 
Babson project associated with 
Gravity—the Edison Bird Collex 
tion. This derives from an idea of 
Thomas A. Edison, a long-time 
friend of Mr. Babson, that he might 
somehow be able to duplicate the 
fiving methods of birds 

During the morning session of 
Gravity Day, George M. Rideout 














president of the Foundation, re- 
viewed the year's progress in Gravity 
research, and Mr. Babson spoke on 
the subject “Why the World Re- 
volves.” He explained the theory 


behind his world globe and his hope | 


that a combination of metals would 


someday be found which would | 


make it go round spontaneously. 
And he spoke briefly of some of the 
other great uncontrolled forces— 
such as hurricanes and lightning. 
(At this point a Mr. Perry of Tren- 
ton, a perennial Gravity Day ob- 
server, interrupted: “And Mr. 
Babson, how ‘bout the electric 
eel?”’) 

The discussion period was domi 
nated by Madame Lilly Rona, for 
many years a co-worker of Dr. Felix 
Ehrenhaft of Vienna. She described 
her experiments with a gas bubble 
and copper particles in something 
she identified as the condensor of a 
photomicrotron. Interrogators were 
referred to documents written in 
German and located at the Uni 
versity of Vienna. 

First of the principal speakers at 
the afternoon session was Dr 
Stephen W. Gray of Emory Univer- 
sity, winner of the Foundation’s 
1956 essay contest. His topic was 
“The Dynamic Response to Gravity 
by Growing Plants,” based on his 
study of the effects of centrifugal 
force on the growth and form of 
the coleoptile of wheat 


Search for “Tilgnerino” 


The final speaker was Charles 
Tilgner, Jr., chief aeronautical engi- 
neer of Grumman Aircraft and a 
leader in the water-skiing move- 
ment, who stated his reasons for 
thinking the force of gravity is con- 
trollable. “Facts are obsolete,” he 
declared, “they refer to the past. 
We're concerned with the future.” 
His first proposal was that control 
of gravity might come through de 
velopment of an anti-gravitational 
field to neutralize the force of grav 
ity. The power required might be 
enormous, but Mr. Tilgner thinks 
controlled atomic fusion may re 
move this worry. 


Someday, Mr. Tilgner predicts, | 





COLUMBIAN MALLEABLE IRON CASTINGS ARE GUARANTEED UNBREAKABLE 


complete line means more sales 
Machinists’ Vises * Pipe Vises 
Hydraulic Vises * Bench Vises 
Woodworkers’ Vises 









crtevetanwo 4, OH'NG 









SLEDGE-TESTED 
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Yes, you can sell this fast-moving line of fine 
tools wherever you see a smokestack! Because 
| even a one-lathe shop is a hot prospect for three 
different types of Gorham wols . . . tool bits, 
cutoff blades and wear-resistant centers. These 
tools are basic needs for any shop. . . and because 
they're basic, they're the best “door openers” 
you'll ever find for all your other lines! 


And these tools are just a small part of the vast 
' Gorham line that gives you “The right tool for 
every metal working job!" It includes milling 
cutters and end mills . . . three different tool bit 
grades ... slitting saws... cutoff blades .. . key- 
seat cutters .. . and the famous “M-40-U” Alloy 
Center that outlasts high-speed steel and other 
‘alloy centers, lasts as long as carbide, and costs 
less to buy and less to re-dress! 


Selling these tools can be a mighty profitable 
proposition for you! They're backed by years 
devoted to engineering and production of fine 
cutting tools . . . Gorham's reputation for high 
quality and fair dealing . . . and an extensive ad- 
vertising program that consistently sells for dis- 
tributors in major industrial magazines. Get the 
whole story on our liberal Distributor Plan, along 
with the 120-page Gorham Tool Catalog and 
product literature by return mail. Write today. 
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the chase for smaller and smaller 
components of matter which 
brought us to the proton, neutron 
and the clectron will unturn some 
thing still smaller. “This one par 
ticle will be the sole constituent of 
everything. Not just matter, but 
everything that exists: light, heat, 
sound, electricity, magnetism and, 
last but not least, gravity.” Mr. 
lilgner already has a name for it- 
the Tilgnerino. If this is found, 
then “the control of the force of 
gravity is a foregone conclusion.’ 


Living With Gravity 


Meantime, gravity remains in 
Roger Babson’s words “Our Enemy 
Number One.” If we can't control 
it, then at least we had better con 
sider ways to accommodate our 
lives to this pervading force. ‘The 
Gravity Research Foundation, in ad 
dition to encouraging scientific re 
earch on gravity, has published 
numerous popular essays to help us 
apply present knowledge of gravity 
to our everyday lives 

One leaflet, that is addressed to 
ladies, discusses Gravity and 
Posture.” 

Another essay was written in rm 
sponse to letters asking how in 
vestors might benefit from gravity 
Suggestions include power com 
panies utilizing waterfalls, the Otis 
Elevator Company, the National 
Sash Weight Corporation and three 
gravity railroads which ‘let most of 
their heavy traffic coast downhill 
ind have mostly only empty cars to 
pull uphill again!” 

Mr. Babson himself has written 
on the implications of gravity for 
our mands, sitting and sleeping posi 
tions and aching legs. Factory and 
store efficiency would be improved 
Mr. Babson says, by installation of 
sloping floors with air outlets at the 
lowest end, the free force of gravity 
being used to clear the building of 
bad air 

Meantime, the Foundation will 


gladly answer up to three letters 


from anyone. If you have any ideas, 
the address is: Gravity Research 
Foundation, New Boston, New 


Hampshire 




















Cleveland engineers were told long ago to start with Service? We maintain ship-at-once stocks 


of every kind and size we make. Even in 
unusually large diameters or extra lengths, 


The result is Cleveland's “Top Quality” that gives users we may have whot your customer needs 
a lot more for their fastener dollars: Write for current stock list 


The 
Extra "Physicals" from revolutionary Cleveland- developed Kouf- 
man double extrusion Process that cold forges cop screw from oversize Cc L F Ww s L A N D 
wire, prepared under our own close metallurgical controls. Result-—flow 
lines follow screw's contour, insuring strong crock-free heads, and A a gy Cc R a W 
threads with sturdy physical properties. Internal ductility is undisturbed, 
ond screw has higher tensile and toughness. Company 
2931 East 79th Street + Cleveland 4, Ohie 


VU lean 39-3700 TWX CV-42 


wartHnouies 


the quality standards of the industry and work up. 


Accurate Forming to extra-close tolerances, so they spin every 





time smoothly snugly into place .. . real cost saving on the production 
: CHICAGO + PHILADELPHIA +) «6NEW YORK 
line! in-process and final inspection and testing guorantee quality. i PROVIDENCE + LOS ANGELES 
Py. Originators of the Kaufman DOUBLE EXTRUSION Process 
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Product Survey 
Boon To Buyer and Seller 


(Starts on page 90) 













ae wood added. The Detroit Ball 


Offset Boring Heads Bearing Co. makes 10 copies and 


distributes them more or less as fol 


sell themselves and lows: mill executive office, paper 


mill chief engineer, paper mill mas 


your other lines! ter mechanic, paper mill central 


Super ecovracy mokss Ocke-Bore easy end profe- shops division, stores department, 
able to sell, and gives you a competitive edge in DBB executive office, DBB branch 
selling other lines. Will fit all boring machines, office ngi BB 
dined oe thattaenedl, Heed or tatudion tole fice, DBB engineering dept., I 
Repeats to .0001” in 30 seconds. Can be adjusted order dept., DBB field engineer 
in fractions of 1/10,000” on the full diameter Thus, the survey is used by main 


(without backlash) as easily as reading 1/16” on 


@ steel rule. NOT A VERNIER OR SCROLL ADJUST. tenance and engineering of the mill 


MENT. Deka-Bore is the first and only boring head is a handbook for continual refer 
to provide ~ pew and speed of adjustment ence. Discussions between customer 
Workmanship and aceurocy 100% guoronecd , ; — ae 
You'll be profitably’ surprised with Deko-Bore’s and supplier are keyed to common 
selling action, tool denominators, both speak the same 
Attach this ad to your letterhead for product language. 
catalog and prices! “This makes for better under 


Dea RR RRR EE ERR RRR RRR ER PERE Eee 


standing,” said Mr. Sherwood, “and 


PRECISION friendliness between the personne! 


TOOL & MFG. CO., of IL. wero «=O: | «(Of the mills and our sales and 


1305 S$. Laramie, Cicero 50, Ill. *| engineering personnel Constant 
PU PPE EERE ELE eee eee eee eee changes are being made in the mill 


WHOOT MON! 


in an effort to increase speed and 
quality of their products. Many of 
these changes involve new applica 


tions of bearings and the surve 





You really get your 
money's worth when 
you buy precision 
screw machine prod- 
ucts made by ‘‘you 
know W.H.O.*"’ 


CAP SCREWS + COUPLING BOLTS 
SET SCREWS «+ MILLED STUDS 


our specialty. 





— 


lon Cer YORK, PENNA. 


ACCUMULATION of 10 years’ bear 
ing information about paper mills is 
valuable aid to M. D. Sherwood, 
Detroit Ball Bearing branch manager, 
building good will and perfecting 
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must grow, expand and change con 
stantly with the changes in equip 
ment and components in order to be 
of any value. We find the mills are 
very cooperative in advising us of 
changes involving bearings and 
when equipment with bearings is 
removed. Since we have the basic 
survey finished, it is relatively easy 
to make each change as it is known. 
If we had no basic survey to work 
with, the confusion would multiply. 
Probably the greatest advantage to 
our company resulting from the sur 
veys is the confidence and under 
standing which builds up through 
the spirit of cooperation and loy 


alty.”” 





Redeveloping 
Our Cities 


(Starts on page 85) 





integrated transportation plan for 
each metropolitan area. Some gains 
could also be made if business firms 
were to stagger their hours of work 


Rebuilding Cities 


Even more important is the need 
to redevelop our cities according to 
a geographical plan that will allow 
trafhe to circulate 
persal of commercial and industrial 


This means dis 


distnicts, creating more space in the 
central areas 
for pleasant living 


not only for trafhe but 


New factories and office buildings 


Can now be lox ated closer to resi 


dential developments, since im 
provements in design mean that fa 


tories need no longer be unsightly 


/ 
| 


Easier Pulling Means More 
SIMPLEX JACK SALES 








SIMPLEX HYDRAULIC JENNY gives straight- 
line pull through center of jock —— requires 
75% less effort in pulling @ gib key from oa 
large fly wheel, for example. 


AN EXGLUSIVE SELLING FEATURE 
-— the Simplex “Center-Hole” — helps 
you sell a Simplex Hydraulic Puller to 
any prospect with a pulling problem 
For only the Simplex “Center-Hole” 
Jenny and Re-Mo-Troi completely 
eliminate torque in removing wheels, 
pins, shafts, clinder liners, keys, bush- 
ing and valve seats. The pull rod is 
drawn through the center of the puller 
for direct, straight-line pulling. Ac- 
tually pulls 75% easier, reduces set-up 


are 


Hydraulic pullers are only part of 
the complete Simplex line of lever, 
screw and hydraulic jacks 
more than 


Simplex models. 





VERSATILE SIMPLEX HYDRAULIC RE-MO-TROL 
hes remete controlied “center-hele” ram end 
puller. Torque-free pull quickly removes sheft 
on printing press (above) 


time, and prevents damage to parts 
and honed surfaces caused by off-cen- 
ter pulling. The Jenny Puller is a seif- 
contained hydraulic unit, easily por- 
The Re-Mo-Trol 
has a ram separated from hydraulic 
pump by flexible hose, permitting 


table and compact. 


greater safety and ease of use on some 
jobs. Re-Mo-Trol models in capaci - 
ties 10-100 tons; Jenny models from 
30-100 tons. Both pullers described in 
Bulletin Hydraulic 53. Write for copy. 


There 
125 different 
No other lime 


offers your customers such a wide 


noisy or dispensers of smog and 
other line enables 


sclection no 













J 
odors asant residential sections 
le lentia you to fill all jack needs from one 
can be built around a modern plant, source. You profit, too, in lower 
Ww JACK 
or office building, eliminating the —— oe inventory costs, less ordering de screw ) 
A al 1 ‘ . “ 
need for extensive commuting tail, easier reference and selling oi ute triahian 
Lifts, puehes or gutle at oo%,. ames ft 
' ony angie ‘lus customer preference ay eaner one 
This might create problems for Seton” capesity pos cusvomer pe ie, “ta mothe 
‘7 te 4 tone 
companies whose operations are now WORLD'S LARGEST MPGES OF INOUSTRIAL apasity 
concentrated in a single downtown MECHANICAL AND WVERAUUC SACKS 
TEMPLETON, 


location. It is not always possible 


KENLY & CO. 
2523 Gardner Road 
Broadview, Iilineis 


SIMPLEX 
meron SACKS 


UTH-a-TOOL 


so we are told—to find the personnel 





stun 
eo..108 


for a large plant or office out in the 
suburbs. But unless the community 
will bear the cost of further con 
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Dake offers the 
most complete line 
(1 to 300 tons) of 
hydraulic and 
arbor shop presses for 
forcing, bending, 
straightening and other 
pressing jobs. Use 

your Dake Catalog 

No. 350... sell your 
customer the exact press 
for his job. Or if he 
requires a special press 
..» Dake engineers will 
do the designing and 
building. Dake Press 
sales are key sales... 
in profits as well as in 
satisfied customers. 











| gestion, business firms may have to 


_ with an improved transportation sys- | 


face the cost and inconvenience of 
breaking their operation into small 
er units, In many lines, such decen 
tralization is already well underway; 
in some, it may never come. But 
the need for traffic space will be a | 
factor in more and more cases. And | 


tem, suburban firms will be able to 
draw personnel from a wider area 
on the city’s fringes. 


Truck Problem Solution 


Breaking up the commercial and 
industrial core of the city into a 
number of living-working districts 
would minimize the need for trucks 
to come into the central area. Cen 
tral truck terminals in each district 
offer the opportunity to cut delivery 
trips and loading times to a fraction 
of that required as trucks wind 
around city streets, 

If future development can be di 
rected into new towns and fringe 
areas rather than into the already 
congested areas of existing cities, it 
will be possible to build better com 
munities and at the same time 
reduce the vulnerability of urban 
concentrations 





CHECK ON ‘ACCIDENT 
PRONES’ 


Highway officials in Alberta, Can- 
ada, have advanced a plan for keeping 
@ record on all truck and passenger 
car drivers who are habitually involved 
in read mishaps, reports Fleet Owner, 
McGraw-Hill publication. An indi 
vidual file system will be set up on all 
drivers using Alberta highways so that 
@ constant check will be in progress 
as to what individuals continually 
have accidents. The plan was formu 
lated after surveys showed that 90% 
of all accidents in the area were 
coused by only 10-to-15% of all 
drivers, Ninety per cent of these ac 
cidents happened to cars in good con 


dition on dry, well-built roads 1-6 
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Packaged 
PIPE NIPPLES 


=? 


ALUMINUM 
PIPE NIPPLES 


Alloy 6061 (61S-T6) 
A.S.1.M. B-274 


Ve" to 6” Standard Weight 


burgh NIPPLE WORKS, Inc 


_» ' 


SPRING A 





Manufacturers’ 
Activities 


(Starts. on page 120) 





20-A steam trap recommended 
for light condensate loads. Brown 
packaging is used for the series 120 
traps of stainless steel construction, 
and green identifies the new Series 
40 unit for heavy condensate load. 

The firm states that packages con 
taining valve assembles match the 
colors of the traps with which they 
are to be identified 


Ready Tool Has 
New “Red-E” Catalog 


Ready ‘Tool Co., Bridgeport, 
Conn., has issued a 16-page illus 
trated catalog on its “Red-E” line 
of cylindrical grinding machines, 
lathe centers, and grinder dogs. 

The catalog includes the firm's 
newest Red-E products, together 
with data on proper selection. A 
feature of the publication is a front 
cover index. 

The catalog also contains a grind 
ing machine chart for selection of 
center taper specifications, a master 
chart for center hole design, a price 
list and specifications for Red-E. 
highspeed and carbide tipped 


centers 


CRANES—Uhrden, Inc., Dennison, 
O., has issued a circular on its 
“Tubar” truck and floor cranes for 
truck and dock loading operations. 
Units are pictured and specification 
information tabulated 


VALVES-— Modernaire Corp., San 
Leandro, Calif., has issued a folder 
on its MV series valves for air or 
oil hydraulic service. Pictures of 
various models are accompanied by 
descriptive text. Space is provided 
for distributor imprint. 


DUST COLLECTION~—Torit 
Manufacturing Co., St. Paul, Minn., 


NATIONAL SANDERS 


METAL 
Tele} e) 
LEATHER 
STONE 


POWERFUL . . . LIGHTWEIGHT 


MODEL 400 ORBITAL ACTION 
Versatile block sander . . . speed can be 
varied from 4000 to 6000 r Gree 
ing on the surface and abrasive. Weighs 
cay 4 ibs. but has 25 sq. in. of abrasive 
area. Over 125,000 in use throughout 
the nation . .. in many types of industry. 





MODEL 300 TWO-PAD 





A straight-line action, two pad sander 
with built-in water spray for wet 
sanding. Nine different pads and two 
sizes of pad shoes are available. 
Write for details. 


MODEL 500 ELECTRIC 
Powerful block sander, with 4 HP 
electric motor. Orbital action, operating 
at a constant speed of 5000 a Has 
38” of abrasive area. Sponge rubber and 
felt pads available. 
MODEL 600 SINGLE-PAD 

A straight-line action, single pad, air 

driven block sander. Weighs only 

5S ibs., but operating at 3200 rpm. 

A 5/16” stroke assures rapid 

stock removal. Has built-in water at- 

tachment for wet sanding. Both 


rubber and felt pads available. 








Write for literature 
NATIONAL AIR SANDER, INC. 


2820 AUBURN ST., ROCKFORD, tit. 
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Yorkin, 2otrth, 


CHECK WITH YOUR 
TOOL ROOM TRADE 


PARKER’S 
DOUBLE SWIVEL VISE 





No. 474—4 IN, JAW—wGs. 67 LBS 
The Double Swivel Vise is designed 
for tool makers, die sinkers, and 
metal pattern makers. Two swivels 


allowing the work to be swung into 
any position without being removed 
from the vise. 





Yes, you can assure an extra lot of vise performance when you 
display, recommend and sell Parkers—and they seli for keeps! 


Parker steel jaws are interchangeable 





Seld 100% through distributors 
THE CHARLES PARKER CO. Established 1832 


CALDER ... the Dresser Line 


for Bigger Profits... Easier Sales 





tool 


ed Bush ngs 


EASY TO HOLD Extra 


distributed 


th handling 


INLY THROUGH DISTRIBUTOR’ 


CALDER 


MANUFACTURING CO. 


rth Prince $ 


2049 Ne aster, Pennsylvania 





operate independently cf each other, 


MERIDEN, CONN. 
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has issued a booklet titled “You Can 
Solve That Dusty Cost Problem,” 
describing principles of “unitized” 
dust collection. Cartoons, cutaway 
drawings, and photos illustrate text 


TUBE TOOLS—Gustav Wiedek« 
Co., Dayton, O., has issued a 32 
page catalog featuring its line of 
tube expanders, tube cutters, and 
operating accessories. Specifications 
and application illustrations ar 
included. 


COATING—Metal & Thermit 
Corp., Rahway, N. J., has issued a 
four-page bulletin describing the 
firm's “Unichrome Super 5300” 
coating, a plastic compound for 
protecting surfaces against acids, 
alkilies, salt solutions and chemical 
compounds. Photographs show vari 
ous applications. 





McGill Bulletin Covers 
Precision Bearings 

McGill Mfg. Co., 
Ind., has issued a 128-page catalog 
no. 52-A) listing its full line of pre 
cision bearings. The publication 
features an engineering data and 
computation section, in addition to 
presenting data on various bearings 


Valparaiso, 


CONTROLS—Meter & Valve Div., 
Rockwell Mfg. Co., Pittsburgh, Pa., 
has issued a 12-page bulletin (no 
V-605) on 
service cocks, meter and air cocks for 


its complete line of 


moderate-pressure service. Emphasis 
is placed on the firm's “1092” ser 








Step vp safety, Rugged Vogt Drop Forged Stee! Gauge Cocks on this 


Natural Gasoline Storage Tank at Warren Petroleum 


performance and Corporation's San Pedro California Terminal, are unsur 

passed for safety to contents and to plant personnel. if 

service life with @ gauge cock glass should be accidentally broken, balls 

in the gauge cocks would automatically shut off the liquid 
until repairs were made 

Reliable, trouble-free, outdoor operation year after 

year in exacting services of this kind is yours when you 


install Vogt Drop Forged Steel Liquid Level Gauges 
HENRY VOGT MACHINE CO., P.O. BOX 1918, LOUISVILLE 1, KY, 
SALES OFFICES. Mew York, Chicege, Clevetend Deltas, Phitedetpive 


” avis, Cherteston, We Ve. Cincrenet, bon fremcince 


















See Catalog F-9 for 
complete data on 
govge cocks, trims, 
and gouge glasses for 
specific operating con- 
ditions or write Dept 
24-F PP. 





OTHER VOGT PRODUCTS 


Drop Forged Steel Valves, Fittings, and Flanges * Petroleum 
Refinery and Chemical Pient Equipment * Steam Generators * Heot 
Exchangers © ice Making and Refrigerating Equipment 
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PERFECT SEAL 





HOT FORGED from solid, 
rectangular steel bars, de- 
sig and produced for 
dependable, long-life service 
under the severest piping 
conditions! 


A TYPE FOR EVERY USE! 


al A wf 











Extra Heavy 
UNIONS 


Available with 
screwed or 


. 5000- 
Ib, sizes Yq" to 3”; 
6000-lb. sizes Ve" 
to 2”, 

















orifice 
"UNIONS 
With screwed or 














(amt 6 


With steel-to-steel, 














(FULL STAINLESS & 
FULL ALLOY 
STEEL UNIONS 


With screwed or 
socket weld ends, 


3000-Ib. and 8000-Ib, 
[service 


s 














S 
WRITE FOR CATALOG 56 


Showing the complete Cotawissa line of 
Perfect Seal Products 


CATAWISSA VALVE & 


FITTINGS COMPANY 
300 MILL ST.  CATAWISSA, PA. 





Stondard & Double | 


|} Slons im pipes. 


ice cock designed to eliminate tam 
pering in an exposed location. 


COMPRESSOR — Ingersoll-Rand 
New York, N. Y., has issued a balle 
tin (no. 2307) on its “85 Gyro-Flo 
portable rotary compressor. Photos, 
cutaway drawings, and line sketch 
illustrate features and applications 
of unit. Weights and dimensions 


are given, 


FASTENERS~—Sct Screw & Mfg 
Co., Bartlett, [ll., has issued a 25 
page catalog (no. 21) listing and 
describing its standard and special 
and 


type set screws. ‘Technical 
dimensional information is also 
included. 

PUMPS—Bart Laboratorics Diy 


Bart Mfg. Corp., Belleville, N. J., 
has issued a catalog sheet on its 
“Flex-Seal” centrifugal pumps. A 
rate of flow chart indicates capaci 
ties, and an exploded view shows 
pump components. 


DRILL—Arro Expansion Bolt Co., 
Manon O., has issued a bulletin on 
its new “Arro-Core” masonry drill 
Characteristics are listed, and vari 
ous sizes tabulated. 
PUMPS—Goulds Pumps,  Inc., 
Seneca Falls, N. Y., has issued a 
data bulletin (no. 780-4) describing 
the friction of paper stock suspen 
Based on data by 
Brecht and Heller of the Technica! 
College, Darmstadt, Germany, the 
book shows friction loss in feet per 
hundred feet of pipe for, schedule 
40 pipe 3 to 20 in. in diameter. Bul 
letin also contains section on pump 
selection. 


PRECISION TOOLS — Sheffield 
Corp., Dayton, O., has issued a cata 
log (no. IPC-6-56) on its “Precision 
aire” column instrument for air-gag 
ing. Publication features basic tool 
ing for inspecting internal and 
external dimensions, and types and 
sizes of adjustable air-gage tooling 


BEARINGS.- Rollway Bearing Co., 
Syracuse, N. Y., has issued a 56-pagc 
catalog titled “Precision Radial Ro! 
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3 MORE 





TOOL 
BUSINESS 


from Patternmakers 


from Custom 
Furniture Shops 


FORSTNER tic BIT 


Soves Time Cutting Curved 
Openings, Scrolls, Veneers, 
Delicate Patterns 


Simply tell woodworking shops about 
this bit thot is guided by its rim-—not 
its conter—ond hence cits ony orc 
of a circle, and bores ot any angle 
it leaves o true, polished surface, 
cleon edges —does jobs that otherwise 
would require several tools and fussy 
handwork. forstner Bits hove been 
widely weed for 75 yeoars—and ore 
currently in demand by potternmokers, 


custom woodworkers ond schools 
Simply write us today for full infor 
mation 


CONNECTICUT VALLEY MFG. CO. 


Cenrerbrook 3, Connecticut 





GRINDERS 


Baldor’s flexible sales plan is geared to 
boost your grinder profits—and do it fast! 
Proved successful in city after city. Inves 
tigate without obligation. 


@ Totally enclosed motors jast a lifetime. 
Keep out dust, dirt, grit, metal particles 
can't clog. 


@ Motors never need servicing—— ball -bear- 
ings lubricated for life! 

@ Dynamically balanced motors assure 
smoother operation, less vibration, greater 
accuracy. 

@ Models to satisfy every customer require- 
ment. % to 3 HP, 6” to 12° individually 
balanced wheels. Bench and pedestal types. 
Guaranteed! 


BALDOR ELECTRIC co. 
4353 Dunsen Avenve ¢ &. Lewis 10, Missouri 






















--thata man can 


IT’S EASY TO USE THE LOW-PRESSURE APPROACH. 
Show your customers this dependable line of Swiss pre- 
cision-made *LESTO portable electric power tools and 
indirect high pressure is automatically present the moment 
your prospect hears the story, sees how these electric hand 
tools perform. 


SWISS QUALITY — known around the world for precision workmanship . . . 


*Patented by Scintilla Lid., Switzerland 


Sn pay A ae 


yd yy iie 

amy | sSeecte tao bledes to 

vom for aimost every 

type of specialized job. It's fost 

in action, light in weight. Effortiess, 
oceurote, rapid cutt 














VICTOR J. KRIEG, Inc. 


PRECISION MADE POWER TOOLS FOR UNSURPASSED PERFORMANCE 


ovtable 
ELECTRIC HAND TOOLS 


THAT DO A MAN-SIZED JOB 
appreciate 





When your customer holds one of these Swiss electric 
tools in his hand; he'll thrill to its power . . . he'll know 
it’s a tool he can depend on — for year round working 
pleasure. Chances are, you'll “clinch” the sale with little 
effort and have a satisfied, steady customer for a long 
time to come. 


dependable, long-lasting performance 


LESTO ELECTRIC HAND SHEARS 
Designed for oll types of sheet 
metal work, the compact hendy 
shape makes these sheors on ideal 
tool for reaching herd-to-get-ot 
places. Two models cut up to 12 
gouge. 


LESTO ELECTRIC HAND DRILL 
For assembly line production, used for wood 
and metal working. Compact lightweight drill, 
easy to handle for the mechanic in the field. 
Equipped with ball bearings. 


SERVICE 
AND PARTS 
AVAILABLE 
FROM COAST 
TO COAST 


611 BROADWAY, NEW YORK 12, NEW YORK 
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New... Whitney's peckeging 
inctudes plastic encioved dis 
assembied chain parts for easy 
chein onembiy, handiing end 
parts inventory Another 
exclusive Whitney service! 





DRIVE FOR DOLLARS 
WITH WHITNEY CHAIN 


The smart Distributor teams with Whit- 
ney Chain on a successful drive for 
sales and profits. Here's why: a com- 
plete premium quality line — tops in 
the high profit margin group — sales 
opportunities in every plant — na- 
tionally advertised — exclusive fea- 
tures — single source of supply — 
strategically located warehouses — 
skilled specialists for all drive prob- 
lems — field engineering assistance 
for service and sales — catalogs that 
sell all customers, 


WHITNEY 1S THE DISTRIBUTOR'S 
BEST SALESMAN ’ 


Whitne 


CHAIN COMPANY 


239 HAMILTON STREET + HARTFORD 2, CORN. 


ler Bearings,” discussing Rollway's 
research and cuncuat standards of 
Roller Bearing Engineers’ Com- 
mittee. 


MOTORS—Century Electric Co., 
St. Louis, Mo., has issued a bulletin 
(no. 1-IPI) on its industrial frac 
tional horsepower 48 and 56 frame 
1/20 to one hp. electric motors. 
Units are pictured and described. 
Ratings and dimensions are in table 
form. 


a iia te 
Va fe) 4: 


el 


4 
7 








Chicago-Latrobe Book 
On Carbide Tools 


Chicago-Latrobe, Chicago, has 
issued a 16-page catalog showing its 
full line of carbide tools. Packaging 
is specified, and technical data on 
various items included. 


FASTENERS—Pheoll Mfg. Co., 
Chicago, has issued a folder on its 
new “Schweppe” stud. Punched for 
insertion in the firm’s looseleaf cata 
log, the folder illustrates and de 
scribes features and advantages of 
the stud, and charts its cutting, driv 
ing, and locking qualities. 


HANDLING—Morse Mfg. Co., 
East Syracuse, N. Y., has issued a 
bulletin (no. 355) illustrating and 
describing its line of portable and 
stationary drum rotators. Units are 
pictured and applications suggested 


PIPE. TOOLS—Beaver Pipe Tools, 
Inc., Warren, O., has issued a bul- 
letin (no. PM656) on its “Porto 








ROLLER CHAIN © SILENT CHAIN * CONVEYOR CHAIN © SPROCKETS © FLEXIBLE COUPLINGS 
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pe (Sper Drive” and “Quick 

















useful consumer folder in every 
master carton of Southern wood 


screws and sheet metal screws 









Gives complete instructions for selection 
and use. Directs user in measuring length 






and diameter, choosing head styles, 






making pilot hoies, and selecting drill bit 






sizes. Use this give-away folder to help 






you sell! Send coupon for your supply, 






Southern Screw Company 
Box 1360 -ID 
Stotesville, Morth Carolina 





Please send me a supply of your folder TC-4 











My wholesaler is 7 alone 
My store SCREW COMPANY 
ee 3 ya ee STATESVILGC . HORTH CAROLINA 
i 
i City Stete___ ’ 
' i 


wood screws » machine screws « A&B tapping screws + dowel screws « wood & type U drive screws « roll thread carriage bolts + stove bolts « hanger bolts 


SOLD THROUGH LEADING WHOLESALE DISTRIBUTORS 
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CAPITOL 


300% FORGED STEEL 


UNIONS 





Mite Super Drive” and “Quick 
Opening” no, 75 threader. Covered 
are construction features, user bene 
fits, and capacities. 


CRUSHER-—Sprout, Waldron & 
Co., Muncy, Pa., has issued a bulle 
tin on its horizontal cylinder and 
nut-type crusher. Basic information, 
illustrations, specifications and con 
structioi details on the firm's 5-A 
crusher are given 


WIRE ROPE—Macwhyte Co. 
Kenosha, Wisc., has issued a bull 
5654) illustrating and de 
scribing its wire rope for logging 


tin (no 


ope rations. 


BLOWERS—U. S. Hoffman 
Machy. Corp., New York, N. Y., 


has issued a folder listing and de 


ha BIG ORANGE FN)» 


YOU BUY THE BEST 
Shackle Chain HOOKS 


Use on “HIGH TEST” Chain 
EXTRA STRONG 


Even the is mode 
of hi-s steel and 
heot treated 








SAVES TIME 
Can be attached 





GRAB HOOKS 


Available SLIP HOOKS 
for Chain voilable 
Sizes “4” Chain 
5/16", *" Sizes 
7/16", Va", 5/16", % 

‘ ond VY 


ve 
AMCHOR and CHAIN 
Screw Pin SHACKLES 





ww This U.L. Label 
Guarantees Quality 





scribing its line of blowers, exhaus 
ters, pneumatic systems, filters, flota 
stills, 





tion equipment, separators, 
@ Grass oF integral 





steel seat 
@ Sizes 1” they 2” 
ALL forged steel 
@ Smatier sites 
machined from 
solid tar 
@ Close tolerance 
@ Meets oll Federal 
specifications 


Available from stock in sizes 
Y," through 2”, 300# steam 
or 2000% cold water, oil or 
gas, non-shack. 


PLUS Capitol’s package 


CAPITOL 


COUPLINGS — NIPPLES — UNIONS — RADIANT 
HEAT FITTINGS — FURNACE COILS — 
WELL SUPPLIES — STEEL PIPE FITTINGS 











and vacuum cleaners for industrial 
use 


BRAKES—Dreis & Krump Mfg 
Co., Chicago, has issued a folder 
(no. 56-HB) picturing and describ 
ing its line of hand-operated “Chi 
cago” bending brakes. Specifica 
tions are given, and special-purpose 


units are discussed. 


MAGNETS — Magni-Power Co. 
Wooster, ©., has issued a catalog 
(no. 156) showing its full permanent 
magnet line—plates, sweepers, sepa 
rators, drums and pulleys, grids, 
troughs, filters. Catalog has file tab 


indexing. 


COOLANT —Trico Fuse Mfg. Co., 
Milwaukee, has issued a_ bulletin 
(no. 37) on its new “Trico-Mist 

coolant system. . The unit is pi 

tured and its method of spraying the 
cutting tool with mixture of coolant 
and compressed air explained in text 


and sketches. 


TOOLS—Hamilton Mfg. Co., New 


Haven, Conn., has issued a bulletin 


on its “Barnaby” screw machine and 
turret lathe toois. Various items arc 
shown, together with dimensions 
and prices. Engineering reference 


| data on back cover tabulates ap 
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D 
Forged of HI-STRENGTH STEEL 
Available in sizes 4" to 3”. EXTRA STRONG 
—EXTRA TOUGH. Self-colored or galvanized 
Order trom your Distributor or Write 


MIDLAND INDUSTRIES, INC. 
Cedar Rapids, lowe 











IMMEDIATE SHIPMENT 
No. 2 SMALL PARTS CASE 








BAY small ports cabinets and coses are 
ideal for use on benches, counters and 
in shelving for the storage of small 
ports. Drawers are slotted on 1" centers 
te permit quick arrangement for the 
accommodation of various quontities 
Plated handles on front of each drawer 
Bock stags on drawers prevent them from 
droppi'g accidentally. Finished in baked 
green. Shipped one in a carton. 





CABINETS: 16%" W. x 114" D. x 8%" H 


3. Adjustable Compertment 55 

Drewers (16° W. «x $17 

Tite” t. = 26" H.) each 
Prices FO 8 
Factory Phile 


60-—Ne D5 Dividers 
72—index Cords 

Complete Cotaleg and Price List on Request 
BAldwin 9-1805 











BAY PRODUCTS INC. 


1577 W. indiena Avenve, Phila. 32, Pa. 





CHICAGO 


are 
America’s 
fimest 


SPECIALTY ABRASIVE FRANCHISE 


Large profit margin fully protected against stock 
obsolescence. Fast turnover plus prompt shipments from 
the factory. A big selection including all standard sizes 
and over 200 special shapes. Many exclusive items, You get 
all of these advantages when the Chicago Wheel line 

is your line, Why not write to us for full information 


on the Chicago Wheel Franchise Plan. 


SEND FOR FREE SAMPLE WHEELS 
Let us send you two samples of the superbly uniform, 
true-running Chicago Mounted Wheels. 


Check-off on coupon below: 


WHEN YOU THINK OF 
MOUNTED WHEELS 
a SPECIFY... CHICAGO! 








CHICAGO GUARANTEED SAVE TIME, 


MOUNTED te stoy on thelr MONEY, MATE. Name 
WHEELS are mandrels, the? ove RIALS ony 

moanv tortured unde: perfectly balanced number of comb ’ 

positive density eosily drewed, and notions of dimen marae 
contre! te insure hoid ther shape sen, shoppe, groin 

peck job perform. size and bond Street Address 
once 






send me facts on Franchise Plan 1D.10 


send me sample wheels 









Chicago Wheel and Mfg. Co. 


1101 W. Monroe Street, Chicago 


lone Ytote 
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PEERLESS FACKET HOIST IN HEAT TREAT DEPARTMENT. Many plants find these 
easy-pull hoists (42 tb. for 4 ton; 56 Ib, for 1 ton; 60 Ib. for @ ton) ideal for 
servicing soaking pits and other heat treating equipment. Sturdy enclosed housing 
withstands rough handling, and keeps out dirt—thus reducing maintenance. 


Where there’s lifting to be done, 
there’s a Harrington Hoist to do it 


PEERLESS MODEL C 
HOISTS for intermittent 
lifting of loads from 4 
to 60 tons, 


PEERLESS PACKET TROL. 
LEY HOISTS for lifting 
and conveying 4 to @ 
ton loads on I-beams. 
Low headroom units ad- 
justable to a wide range 
of I-beam sizes. 


PRERLESS PACKET ALU- 
MINUM HOISTS for use 
where hoists must be 
moved frequently. Much 
lighter than all-steel 
model, with no sacrifice 
of any other quality. 


BEARCAT ELECTRIC HOISTS 
for fast lifting of light to me- 
dium loads— 170 to 4000 Ib. 


PEERLESS PACKET Ail- 
STEEL HOISTS for lifting 44 
to 2 tons. Special construc- 
tion makes these hoists eco- 
nomical to maintain, easy 
to operate. 


HARRINGTON |-BEAM 
TROLLEYS for rapid and 
easy movement of materials 
over I-beams. Regularly 
supplied in geared and plain 
models in capacities from 
4 to 20 tons. 


Markets for these cost-cutting products are unlimited, and profits are good. 
Write for complete information about our full line of hoist products. 


tHE HARRINGTON company 


Makers of Hoists Since 1876 


proximate stock required to make 
1,000 pieces of various sizes 
LUBRICATION — Farval Corp 
Cleveland, O., has issued an eight 
page 60-A) on its 
spray lubrication systems for open 
Descrip 


brochure no 


gearing and slide surfaces 
tions of manual and automatic sys 
tems and component equipment are 
offered 


Besly Catalog 
Covers Carbides 

Besly-Welles Corp., Detroit, has 
issued an cight-page catalog list 
ing its full line of tool holders and 
triangular and square throw-away 
carbide inserts. Details on styles, 
sizes, and prices are included 


STEEL—Allegheny Ludlum Stee! 
Corp., Pittsburgh, has issued the 
fourth edition Steel 
Handbook,” containing recent data 
on types, properties, and applica 
tions of tool steels. A section is 
devoted to reference tables. 


of its “Tool 


REFRACTORIES—Norton Co, 
Worcester, Mass., has issued a 
brochure giving several case histories 
of the application of its “Hot Rod” 
Crystolon heating elements for elec 
tric furnaces and kilns. 


CLAMPS—Wilton Tool Mfg. Co., 
Schiller Park, Ill., has issued a sup 
plement to its general catalog, giv 
ing information on its vises and C 


Gravers Roap at tux Tunnprke, Prymovurn Meerie 11, Pa. clamps applicable in school shops 
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fo efficient, economical use of steam—recommend the ee with... 


big capacity 


...for faster discharge 


The big capacity of Nicholson steam traps through effective use of 
a large orifice . . . pays off big in performance for the user, and in 
profits for you! 

There’s a big, broad market for Nicholson. ..wherever steam is used 
And big capacity .. . Nicholson capacity . gives you an important 
product superiority to sell. On its effectiveness can rest the economical 


use of steam the efficiency of process operations 


One moving part 

Positive shutoff—no steam waste 
Powerful, intermittent valve action 
Each unit service tested 


Sell big capacity. Sell Nicholson. 


Write for new 
Bulletin 10-55 


9 oh NICHOLSON end Copa 


LAUNDRY, ORY CLEANING AND PRESSING MACHINERY 
14 OREGON STREET, WILKES CARRE, PA + SALES AWD EMGINEERING OFFICES IN OE PRINCIPAL CITIES 
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SELL TOP QUALITY 


ARBOR SPACERS 

SHIMS and SPACING 
COLLARS « Arbor ers «and 
Shims in 20 sizes and thicknesses from 
DOM" to 125”. Arbor Spacers furnished 
with standard keyway; Shims, with no 


FEELER 

STOCK « 

Made from 

tempered stock, rolled to close toler- 

ances, 4” « 25’ coils packaged in trans- 

parent plastic boxes, except above 

D020”. Strips }4" « 12”, in cellophane. 

27 thicknesses. All thicknesses from 

001" to 032”. (For use in precision 

fitting, checking clearances, inspec- 
tion and production work.) 


SHIM 

STOCK « 

Steel or brass. 

Selected from 

material rolled 

to precision limits, 

free from burrs, and pro- 

tected by oil coating. Coils packed in 
carton for easy dispe and protec- 
tion. 15 thicknesses, O01" to 032". 
Sheets 6” x 12"; coils 6” x 120”. Avail- 
able also in two assortment packages 
~~12 thicknesses, 001” to 015”, and 
15 thicknesses, 001” to 032” 


DETROIT STAMPING CO. 


332 MIDLAND AVE. © DETROIT 3, MICH. 


Specifications and prices are in 
cluded. 


TRANSMISSION — Worthington 
Corp., Harrison, N. J., has issued a 
bulletin (no. 1610-B1) on its vari 
able speed motor drives 4 to 25 hp 
Sclection, engineering, and control, 
information is given. The firm has 
also issued a bulletin (no. 1630-B1) 
on its variable speed motor pulleys. 
Publication presents rating charts, 
dimension and selection data. 


HANDLING~— Allis-Chalmers Mfg 
Co., Milwaukee, Wisc., has issued a 
75-page pocket-size booklet on cranc 
operation and hitching. Illustrated 
with drawings and photos, the 
manual carries rules relating to crane 
operation, describes safe hitching 
equipment and practices, and pro 
vides safe load tables for various 
types of slings, shackles, “S” hooks, 
and eyebolts, with instructions for 
their use. 


TUBING—Babcock & Wilcox Co., 
Tubular Products Div., Beaver Falls, 
Pa., has issued a folder (no, FB-502) 
describing its full line of carbon, 
alloy, and stainless steel seamless 
welding fittings and forged steel 
flanges. The firm has also issued a 
“technical data card” 145-A) 
covering its Croloy steel pipe, tub 


(no. 


ing, and welding fittings, present 
ing mechanical properties, welding, 
heat treatment, and other data 


VALVES—Lunkenheimer Co., Cin 
cinnati, O., has issued a four-page 
circular on two pressure classes of 
its LQ600 bronze globe valves. The 
circular lists all features of each pres 
sure class, and describes and in 
cludes the ASTM, ASME, and mili 
tary specification numbers of the 
Lunkenheimer alloy used for bodies 
and bonnets. 


PUMPS—Wayne Pump Co., Fort 
Wayne, Ind., has issued a new 20 
page catalog covering the firm’s new 
internal gear rotary pump line in its 
five basic series. Featuring “func 
tional” tables which are claimed to 
ease the user's selection problems 
the catalog illustrates and describes 
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retails for only SPATS 


(slightly higher in the East and Far West) 
Lowest cost, full sized tool chest on the market 
toda that’s the Huot 4-drawer Economy Chest 
M 107! It hae 4 slide mounted drawers and 
rugged steel cabinet finished in blue-grey enamel 
Measures 26° x 1254" x 1254". 

OTHER HOT ITEMS FROM HUOT: 
SUPER DUTY CHESTS: Bigger chesta for bi tools 
— all drawers roll easily on com nd ahice and 
can be locked. Model 108-—e 6-drawer chest 
measuring 28°L, x 15°D = 21°H; Model 100—4 
drawers, 28°L, x 15°D = 16%4°H. 


SUPER DUTY CABINET—MODEL 275; Chests 108 or 
109 can be mounted on this easy rolling cabinet 
that has locking compartments. 

MODEL 400 TULDEX: Tools hang on 6 roll-out peg- 
boards. Drawer holds tools. Mounts on wall, 
bench, or Huot Porta-Cab, 20° x 26° x 13%". 


DISTRIBUTORS: Huot makes a complete range of 
tool chests and cabinets for mechanics and ma- 
chiniste you'll meet every demand in the tool 
chest field when you stock the Huot line! Order a 
supply of Huot literature—let your customers see 
the quality difference. 


HUOT Bored cesar heme dion 


FITS ALL 
RECIPROCATING SAWS 


RCS SUPERSAW 
MILWAUKEE SAWZALL 
SAW CHIEF ¢ KEY HAK © TRI-SAW 
PLUS MANY OTHERS 


++. and fits BETTER, with 
more chucking surface! 
TRY IT YOURSELF 


FREE 
BLADE 


and literature sent upon request 
e LONGER 





THE NEW CURTIS MODEL C-100 
TWO-STAGE, AIR-COOLED AIR COMPRESSOR 


Provides Higher Operating Efficiency 
Costs Less to Install 


THIS NEW Curtis Two-Stage will deliver more air per minute, per horsepower and 
per kilowatt hour of electrical energy consumed, thus assuring a saving in 
your electrical bill. 

It’s Air Cooled, thereby eliminating expensive water bills and assuring 
quick and easy installation with no complicated plumbing problema 


The new C-100 embodies all the well-known Curtis engineering features 
such as centro-ring oiling and Timken Main Bearings. 


For complete information write for illustrated folder. 


OUR 102n¢d YEAR 


MANUFACTURING COMPANY © PNEUMATIC O'IVIGION 


191] KIBNLEN AVE. + ST.LOUIS 20, MO. 


,, = 
Ag | | PACKAGED 
AN 


{ Sa ;: tT Remote 

w= \ Ain 
CONDITIONING 
: 


AIR HOISTS PACKAGED LiQuip AUTOMOTIVE AUTO LIFT 
AIR CYLINDERS CHILLERS AIR COMPRESSORS : 


a a 


— 
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Here is an easy-to-sell product 
that pays you high profits. Thousands 
of users in industry. All of your cus- 
tomers are prospects for repeat sales. 

RUST-SELE 101 Dampproof Red 
Primer, stops rust... seals rust... on 
any metal surface. Goes on right over 
rusted and damp surfaces. No expen 
sive surface preparation 

RUST-SELE Company manufac 
tures the most complete line of heavy 
duty maintenance coatings available. 
Nationally known, they are sold only 
through industrial distributors. May 
we tell you about the RUST-SELE 
profit plan for your organization? 
Write today to Rust-Sele Company, 
9808 Meech Ave., Cleveland 5, Ohio. 











PRODUCTION 


—~ A. a - Ry 2 
a ishing » 
dwarted size and 

tatique — 


tow. 


Featherw 


TOOLING 


Small handpi size 
curacy and 





for details of our ovtstending 
distributer wetup write = fer 
Cateleg No. NIIM 





27 PARK PLACE, Dept 
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winding 


T PRODUC 


precision—q igh 
work ALWAYS Woe 
ik View. 


CALA ELECTRIC COMPANY 


It pays to show 
your customers that 


KONMAT 
are equally Valuable 
TO ALL THREE 
DEPARTMENTS 





MAINTENANCE 


for themselves 
eliminating an 








REPEAR BUSINESS ON ACCESSORIES! 
Here are just @ fe wel the many accessories 
listed in our catalog to moke your sales of 


Foredoms BUILD PROFITS. 


NEW YORK 7 
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| each pump, and tabulates necessary 
data on each. 

























ALUMINUM-—Harvey Aluminum, 


Torrance, Calif., has issued a bro- 
chure containing full details on its 
new hollow aluminum bar stock. 
Describing tolerances, mechanical 
properties, and applications, the bro 
chure presents also case studies and 


| comparison charts. 


VALVES — Yarnall-Waring Co., 
Philadelphia, has issued a folder fea 
turing its line of blow-off valves 
l'ypical applications are pictured and 
described. 


TUBING—Wolverine Tube Div., 
Calumet & Hecla, Inc., Detroit, has 
issued a leaflet on its restrictor tub 
ing, “Wolverine Capilator.” The 
leaflet describes and illustrates the 
product’s use for metering flow of 
liquids and gasses in refrigeration 
and air conditioning industries. 


CONVEYORS-—A. B. Farquha: 
Div., Oliver Corp., York, Pa., 
issued a bulletin on its “Expand-O 
Veyor,” power belt conveyor. In 
cluded are testimonials and applica 
The firm has also 
issued a bulletin (no. 801) on its line 
of “Roll-Free” wheel and roller typ. 
gravity conveyors, giving specifica 
accessory data, and construc 

tion features 


has 


tion illustrations. 


tions, 


COATING—Wilbur & Williams 
Co., Boston, has issued a folder on 
its new “Rubber-Coat” compound 
for base coating of masonzy houses 
Features of product are listed, and 
suggested applications pictured. 


CUTTING TOOLS—Viking Tool 
Co., Shelton, Conn., has issued a 
catalog (no. 561) covering its in 
serted blade milling cutters. Photos 
and engineering drawings illustrate 
both cutters and replacement blades, 
wedge locks, Selection 
tips are given, and specifications are 
tabulated. 


and screws. 


FASTENERS-—Bristol Co., Socket 
Screw Div., Waterbury, Conn., has 
issued a bulletin (no. 723) explain 


ing the reasons for the use of the 

















An industrial distributor asks 


3 leading questions about V-belts 


l “I'm tired of ‘one belt’ sales! ) “Is it true that Veelos cuts 
Can Veelos build my volume?” | ™ installation and down-time?” 


Yes! You've got a terrific selling pot here Vee los is 


Yes! Selling Veelos is selling volume. You sell by reels, 
Veelos adjusts to any drive, any 


not by belts, turn small orders into large orders. With an adjustable belt 
four 100’ reels of Veelos (O, A, B, C widths) your cus- length. Your customer doesn't have to tear down out 
tomer replaces up to 316 different sizes of endless belts. 
Veelos Belts get used constantly because they're adjust- 
able to any length. No waste—no useless deterioration 









board bearings, reset, tilt or move motors to replace a 
belt! Veelos is easily altered by adding or removing 
links—-and you don't have to stock hundreds of matched 


in storage. And Veelos stores in mere inches! sets to meet customer emergencies! Veelos cuts cost 


a 








Veelos is sold exclusively 
through distributors. for 


information, write to 


MANHEIM 


Manufacturing & Belting Company 
114 Stiegel St., Manheim, Pa. 


3 “With Veelos, can I meet 
customer needs quickly?” 


Yes! You never have to over-stock, because Veelos is 
packaged in 100° reels—-each reel in its own tough, cor 


Veolos is known os 
rugated box. You can ship to your customer in these 


Veeclink outside USA 


“Industrial Belt 
Specialists Since 1911” 


same cartons! There’s a Veelos belt for every possible 







requirement, and your storage 18 a8 easy as your Custom- 
er's. With Veelos, nobody has to maintain a huge in- 


ventory ... and you can meet customer requests quickly 


and easily! OM mbe Co. 956 


Adjustable to any length « Adaptable to any drive « Balanced power « Constant power « Vibrationiess power 








eee 


Doing the 
Hole Job- 


Better, Faster, af Lower Cost 


with UNSURPASSED 
ACCURACY 
at all vital points 








Tru-Square 
DRIVER 
@ Besly can help you to help 
your customers get better threaded Mirror-Finish 
; FLUTES 
parts, longer tap life and lower tap- 
ping costs. And, Besly’s specialized 
pe’ aa Solid Ground 
help in selling and servicing the big THREAD PORM 
volume” users means better cutting 
tool profits for Distributors. Ask / \ Accurate 
how we might work together to 6 RAKE ANGLE 
get you more of this worth-while NL” 
“big volume”’ business. Siiennentate 
CHAMFER 


BESLY-WELLES 
CORPORATION 
Est. os C. MH. Gesly & Co. 1875 
106 Dearborn Avenve © South Beloit, Illinois 


le 
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multiple-spline method of power 
transmission in a socket screw. 


FITTINGS—Punch-Lok Co., Chi 
cago, has issued a one-page catalog 
on its hose clamps, locking tools, 
fittings, accessories. Also llustrated 
and described as the firm’s “Clamp- 
Master” kit consisting of an assort 
ment of 45 standard clamps and a 
P-38 locking tool. 


TANKS—Paasche Aijrbrush Co., 
Cline Electric Mfg. Co., Chicago, 
has issued a 16-page catalog describ 
ing its line of new ASME pressure 
feed tanks for paint spray systems. 


VALVES—Kennedy Valve Mfg 
Co., Elmira, N. Y., has issued two 
“Check Charts”’—one for bronze 
globe valves, the other for iron-body 
valves. Fach chart describes basic 
valve types, and presents data on 
design, operation, service charac 
teristics, and proper use, Charts are 
of standard calendar size and suit 


able for wall display 


GRINDING WHEELS—FElectro 
Refractories & Abrasives Corp., Buf 
falo, N. Y., has issued a bulletin (no 
GP-56) on its grinding wheels, 
covering centerless, surface, internal, 


and cylindrical grinding 


MARKING MACHINES-—Jas. I 
Matthews & Co., Pittsburgh, ha 
issued a folder covering its “general 
purposes” marking machines. Illus 
trated is equipment from light-duty 
bench models to heavy-duty auto 
matic models for marking round, 


flat, and contour-surfaced products 
‘he firm has also issued a new cata 
log on its line of metal checks, tags 
plates, signs, badges, etc. for indu 
trial use 





PAPER COMPETITORS 


British Columbia's pulp industry 
will invest more than $216,000,000 in 
expanding pulp and paper facilities 
over the next tive yeors, notes Chemi 
cal Week, McGrew-Hill publication 
Making the investment: eight different 
componies; their major target oree 
eastern U. 5S. 

















Adjustable to any length « Adaptabie to any drive « Balanced power « Constant power « Vibrationiess power 


STANDARD GEARING 
that meets CPEIA| needs available trom 


Foote Bros. has pre-engineered an CTOCK l y 


extremely broad range of gears to 
form an almost complete variety en 
of ratios, capacities, center-distances and ‘ 
sizes to meet specific requirements. 
Manufactured to strictest quality 
standards, you'll find Foote Bros. open 
gearing the solution to availability 
and cost problems. See Foote Bros. 
for ali your gearing needs. And i 
they're completely cataloged... 












FOOTE BROS. Duti-Rated 
Lifetime Gearing 

Here's greater capacity in jess space! Longer life 
Duti-Roted gears are specially heat-treated for in- 
creased tooth surface hardness and produced to high 
precision tolerances .. . yet con be ordered from stock 
fo meet special gearing specifications! Send for the 
Outi- Rated i for plete information and tech. 
nical data on the standardized styles and sizes avail. 
able... ask for Manual OR.2 








BACKING 
THE DISTRIBUTOR 
... ads like this 
in leading trade publications 
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FOOTE BROS. 

Worm Gear Gets 
Standardization and Quantity produc 
tion—by Foote Bros.—make this line of 
quality standard and special worm gear 
sets possible, These are the same worm 
gear sets veed in Foote Bros famous Hy 
grode Drives, now made available for 


FODTE BROS & 
, . t special operating and service condi 


Balter Power Tran>musscon Through Calllee Dears ; 
tions. Write today for this complete 
FOOTE BROS. GEAR AND MACHINE CORPORATION atten ui inten dak aden 


4545 S. Western Bivd., Chicago 9, iil, dota. Ack for Manvel SwWt 


ys 
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Does the work of expen- 
sive presses! S-inch 
throat; Ram 0 to 4%"; 
stroke %"; table 5” x 9”. 
Operated by foot or 
fingertip controls, $85 





SPPSOY AiR GAM He. 70 

Mounts in any position. 
Compact, extremely 
sturdy, Exerts gentle 
pressure to one ton 
thrust, 644" high, 5%" 
wide, $35.00 





AIR VISE 


HIGH SPEED - POWERFUL GRIP 


New, improved model speeds up all repeat 
operations— milling, drilling, tapping, punch- 
ing, bending, riveting. Both hands left free to 
produce more! Light squeeze to 2250 pounds 
pressure! Extra thick jaws for attaching jigs. 
Jaws open to 3 inches; %" to %" maximum 
travel. Complete with foot control, air hose 


EE 0 TT $44.00 


Write for new Air Tool Catalog 


W. R. BROWN CORP., 2657 N. NORMANDY AVE. CHICAGO 35, iLL. 





You sell the best when you 


sell WITT! 


WITT Cans and Pails guarantee 
satisfied customers — not just for 
weeks or months — but for years. 


You'll get lots of re 
too. Know why? WITT Cans 


have. 


DEEP ROLLING CORRUGATIONS 
provide extra toughness... 


STRAIGHT SIDES 


withstand rough handling... 


STURDY LIDS 


at orders, 








ft tight, keep shape for years... 


WEAVY-GAUGE STEEL 

gives extra ruggedness... 
HOT DIP GALVANIZING 

stops rust... 

STRUCTURAL STEEL BEADED BANDS 
top and bottom cushion wear . 





WITT Cans and Pails outlast 3 to 5 ordi- 


nary containers... 
your customers! 


are sure to please all 


wanes (ans 


“Oniginators of the Corugated. Can 


THE WITT CORNICE CO., "111 WINCHELL AVE, CINCINNATI 14, OHIO 
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Operations Ideas — 
Can You Use Any? 





Noiseless Typewriter 
Envelopes 
High Lift Stacker 
Photo Copy Unit 
Extension Cord 
Sales Notebook 
Memo Book 
Marker 
Hand Addresser 
Sliding Door Cabinet 





Noiseless Typewriter 


A new noiseless typewriter now 
rounds out a completely integrated 
line of style-related machines madc 
by a leading manufacturer. The new 
machine is available in the same six 
decorator pastels—white sand, desert 
sage, mist green, French gray, hone, 
beige and lime light—as previous); 
introduced models. 


Envelopes 


A continuous form envelope has 
been added to the line of business 
forms of this manufacturer. Mounted 
on marginally-punched continuous 
carrier sheets by means of 4 in. per 
forated glued stubs, the envelopes 
come immediately ready for high- 
speed continuous operation over 
typewriters, tabulators, addressing 
machines and other units using pip 
feed devices. Separated from its car 
rier sheet, the envelope resembles 








Bring This BIG NEWS To Your Customers! 


Many 


TONS 


There Are 


NEW APPLIP 


‘ 
vv 


FOR TODAY'S 


RUBBER-CUSHIONED 





ABRASIVES: 


Replacing 
Costlier 
Slower 
Methods 





TIME SAVINGS FREQUENTLY 50% 
BURRING, CLEANING, FINISHING, POLISHING—IN ONE OPERATION 


Sell your customers on the idea of investigating Brighthoy's unique rubber 


and abrasive action —one which they must see to believe! 


Proof of Brighthoy’s amazing versatility is conclusive. Throughout the 





country dealers and their salesmen are writing substantial orders for new 
Brightboy applications then cashing-in from steady Brighthoy “repeats” in 


\ mushrooming volume 
Readily available, multi-use Brightboy stock grains and textures are “job- 
matched” to your customers’ requirements. In many instances they completely 
Brightboy is made in eliminate the expense and delay in ordering “specials.” There is a wide range of 


wheels as well as in a 


Brightboy abrasive grains in Silicon Carbide and Aluminum Oxide. Grains and 
full range of accessory ? 


products—rods, sticks textures run from extra fine to extra coarse ALL in soft, firm and tough 
and blocks—for ma- rubber binders. 

chine and manual op- 

erations. 


WRITE TODAY jor attrac. 
tive dealer proposition on _ 
nationally-known, nationally- 
demanded, nationally adver- 
tised Brighthboy; for the 
Brightboy Catalog which lists 
grains and textures, produc- 
tion applications, machine 





speeds. 








BRIGHTBOY INDUSTRIAL DIVISION © WELDON ROBERTS RUBBER CO. * 95 North 13th St, Newark 7, N. J. 








America’s Pioneer Manufacturer of Rubber-Bonded Abrasives 
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MORGAN 


228 


“pow 
” TO D0 YOUR 


BEST IN 
VISE SALES 


1 CONTACT MORGAN 
2 GET DETAILS 
3 SELL MORGAN VISES 





© We want your business and 
we think you will want to 
standardize on the sale of 
Morgon Vises once you know 
MORGAN Vise Quality 


MORGAN'S complete line 


MORGAN'S sales coopera 
tion 


MORGAN’S unconditional 
guarantee 


You will be sure of a depend. 
able and coniplete source 
you'll like our way of doing 
business—you'll give your cus- 
tomers the benefits that come 
with top quality—and with it 
all you'll sell vises that are 
unconditionally guaranteed 
Write for the MORGAN Dis. 
tributor Plan. 


We urge users to buy thru 
their local distributor 





VISE CO. 


108-128 North Jefferson St. 
Chicago 6, Illinois 


any conventional V-flap envelope 
Detaching can be done quickly and 
easily by a hand operation and the 
envelopes may be handled individu 
| ally by most stuffing and mailing 
| machines. They are available in a 
wide variety of standard sizes and 
weights 














High Lift Stacker 


I his stacker, a high-lift suspended 
load type, is one of the new mode 
in this manufacturer's line of oper 
electric-driven industria! 
trucks introduced at the Materials 
Handling Institute’s Exposition in 
Cleveland. stackers, 
load capacities ranging from 2 | 
4000 Ibs. have an overall height of 


ator-led, 
These with 


83 in. and a telescopic lift of 135 in 


Photo Copy Unit 


lhis is a portable, completely self 


contained unit and does all the 
necessary operations, such as expo 
sure and processing for the making 


of dry-photo copies. It weighs about 


28 Ibs. and operates under all normal 
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A Sales Repeater because it's 
DEPENDABLE 
EFFICIENT 
ECONOMICAL 


You can depend on the selling power of 
RUBYFLUID, because it's the soldering flux 
that’s easy ond dependable to use. Efi 
ciently conditions metal for neot, strong 


unions E ical b&b 


RUBYFLUID 
costs less in the 
long run. Cus 
tomers like RUBY 
FLUID Flux—tiquid 
or paste-—keep 
coming back for 
more. Let RUBY 
FLUID make 
friends and bwild 
business for you 
Remember 

RUBY'’S Stainless 
Steel Flux was 
perfected for this 
application. Don't 
take chances with 
substitutes 


Ruby Chemica! Co 
76 S. McDowell Street 
Columbus 8, Ohio 


























"Suggest the best... 
for any application, 
sell G&K leather 
packings .”” 


GaK 


LEATHER 
ad 08 G8, bea 


GRATON & KNIGHT 


WORCESTER, MA ACHUSETT 




















. y, 


IN THE USE OF 
BEARINGS 





“Bunting Bearings” means fine bearings to machinery 
manufacturers, engineers and mechanical maintenance 
men. Bunting Cast Bronze is the outstanding metal in the 
field of general purpose bearing applications. Now the same high 
standards of manufacturing and distribution are available 

in a standardized line of Bunting stock sintered powdered plain 
and flange bearings, thrust bearings and bars. 





You can choose the Bunting Bearing that exactly meets your need. 
Bunting Stock Cast Bronze Bearings and Bars are available in 

many hundreds of sizes for all mechanical requirements. Bunting 
stock sintered powdered self-lubricating Bearings are available 
in a far greater range of standard sizes than ever before. 
Each embodies traditional Bunting quality. 


Botu Bunting Cast Bronze and Bunting oil 
filled, self-lubricating sintered powdered 
Bronze Bearings and Bars are available to 
you through your nearest Bunting 
Distributor. He has in stock all sizes for 
your immediate needs. Ask him or write for 
complete lists and dimensional data on 

\ Bunting Cast Bronze and Bunting 


. 


| 
> \ Sintered Bronze Bearings. 


«oe 
wen Age ¢ Mill & Factory 


\ 3 
Machinery © Modern Machine Shep 
BUSHINGS, BEARINGS, BARS AND SPECIAL PARTS Southern Power & industry + Steel 
OF CAST BRONZE AND POWDERED METAL 
The Bunting Grass ond Bronze Compeny + Telede 1, Ohio + Branches in Principal Cities + Distributors Everywhere 


= 
aan \ 


‘ 
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the most complete line of the RIGHT belting for any job ! 





@ For over thirty-five years GLOBE BELTING has been 
proved through actual service, and improved through con- 
stant research. GLOBE is accepted by industry os o source 
of strong, durable belting for any job, becouse it is engi- 
neered for particular jobs. 


With GLOBE, a large part of your selling job is done. New 
customers quickly realize its superiority, assuring you easier 
initial sales. Present users, knowing GLOBE'S dependoble, 
complete service, assure you ready-made profits through 
repeot business. 


The GLOBE line, each in a full range of widths and plies, 
all available with special treatment for ANY job includes: 


* SOLID WOVEN WHITE COTTON BELTING 

* KANRY-TEX BELTING 

* PLASTIC AND CELLULOSE COATED BELTING 
ENDLESS WOVEN BELTS, COTTON OR NYLON 
STITCHED CANVAS BELTING 

WHITE, BLACK OR BROWN NEOPRENE BELTING 
* WEBBINGS 

* SIFTER BRUSHES 


complete textile belting line. Write Dept. D. 


_ ING. 


N YORK 
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Write today for complete details on handling GLOBE, 





ofhce light conditions including 
fluorescent and incandescent light- 
ing. There is no shielding device, 
no dark-room or extra equipment 
needed. Chemical fumes, washing, 
fixing and drying are eliminated. 
The machine makes about 90 sharp 
copies per hour, 94 in. wide by any 
length. One- or two-sided copies 
may be made and the machine 
reproduces from all colors. 





Extension Cord 


If you have to stretch electrical 
cords over the middle of the floor, 
you might be interested in this new 
over-the-floor electrical extension 
duct for offices. It is made of rubber 
and is stumble-proof and unobstruc 
tive; office equipment on casters 
rolls over it easily. One end is 
plugged into a wall outlet and the 
other end has a two-way receptacle. 
The duct is 2} in. wide at the base, 
which rises from a feather edge to 
an apex of 7, in. Ribs on the under- 
side prevent slipping on the floor 
and the enclosed wiring is safe from 
moisture. It comes in 4, 5, 6 and i0 
ft. lengths. Special lengths are 
available also. 


Sales Notebook 


Your salesmen can maintain vital 
sales data from each call with speed 
and ease in this skillfully-organized 
pocket loose-leaf call book. It con- 
sists of a 5¢ by 7% in. binder, approx- 
imately 3 in. thick. It is made of 
brown vinyl plastic and each inside 
cover is equipped with pockets for 
storing cards, memos, etc. The in- 
side center has nickel-plated, spring- 
automatic, 6-ring loose-leaf holder. 




















- - ia 


The fifteen members of Worthington’s industrial Distributor Advisory Counci. Seated from ieft to right: G. Cheston Carey 
Carey Machinery & Supply Co., Inc.; H. N. Crowder and E. W. Kuhnemen, H. N. Crowder Jr. Co.; fF. J. Whelen, Worthington 
Chairman; S.A. Russell, J. Russell & Co.; George B. McCiennen and P. J. McGride, Delta Equipment Co. Standing trom left to 
right: Howard Webb, Webb Belting Co., inc.; George Needham, Jr, Biggs Purnp & Supply inc W HH. Wheeler, Worthington 
H. A. Tuck, Pitteburgh Gege & Supply Co.; M. |. Stray, Charities A. Templeton, inc WW. Oberjverge, Oberjverge Rubber 
Distributing Co.; DO. E. Tessendort and J. E. Seibold, Worthington 


Meet Worthington’s 


Industrial Distributor Advisory Council 





In a meeting with far-reaching significance, and warehouses which help distributors get 
eleven representatives of nine Industrial Dis- faster deliveries. Worthington also lends special 
tributors recently sat down with Worthington ized engineering and sales assistance, as well as 
management to work out joint manufacturer- providing complete direct mail programs and 
distributor problems. extensive national advertising 

“The purpose of the council,” according to Actions speak louder than words, When it 
Frank Whelan, Worthington Vice President, “is comes to selling industry, Worthington looks 
to plan ways to better serve our customers and first to the Industrial Distributor. And their a 
to improve our joint share of available markets.” tions prove it! Worthington Corporation, Mechan 

Consisting of nine policy-making executives ical Power Transmission Sales Dept., Oil City 
from the Worthington Industrial Distributor Pa., and Merchandising Sales Dept., Harrison, N.J 


PC «4 


organization, the advisory council will meet regu- 
larly to discuss matters affecting the interests of 


both Worthington and its distributors. Each 
member will serve for three years WO RT at i ay G TO oy 


The new council is another forward step in “~ 


> pr a ass a - 
Worthington's program for building a strong i. 5 A ee a — 
distributor team. Other ways that Worthington 
helps is the network of district and branch offices THE FRANCHISE THAT woRKs FOR YOU 
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It's NEW! 
and it's newl 
packaged 





Y 


fapoods in the 
is ehaoned —— 








general 
Purr huastic 
SCREW ANCHORS 


PERMANENT — RUSTPROOF 

ANCHORS FAST IN WALLBOARD, 
TILE, PLASTER, MASONRY, 
METAL, WOOD, ETC. 





12 ANCHORS 

MOUNTED ON AN AT- 
TRACTIVE TWO-COLOR CARD — 
CLEAR-SKINNED PACKAGED — 
MOISTURE TIGHT -— DUST FREE 
Result iss PROVED SELLING POWER 








ATTRACTIVE 
TWO COLOR 
COUNTER 
DISPLAY 


ALSO AVAILABLE IN BULK 
COUNTER DISPLAY BOX... 
SIX ANCHORS TO A STRIP 


TO PUT THIS NEW U.S.E. PRO- 
DUCT TO WORK FOR YOU, 
CALL YOUR DISTRIBUTOR OR 
WRITE TO 


U. S$. EXPANSION BOLT CO. 
YORK, PA. DEPT. 1D-10 
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The inside front cover bears the 
salesman’s name personalized in 
gold. ‘The pages or forms are each 33 
by 6§ in. printed on durable bond 
paper to withstand hard usage. ‘Top 
spaces are for account number, 
name, address, city, person to con 
tact, owner, name of product made, 
Another portion is devoted 
to sales record, total, potential, and 
percentages. ‘The back of the form 
is a call record, 


code. 


Memo Book 


A successful executive suggested 
this memo book for keeping track 
of notes and plans, It provides a 
place for recording appointments 
projects, 


etc., and 


assignments, phone calls 
constitutes a perpetual 
One line 


which can 


agenda for active people 
is devoted to each item, 
be checked as completed. It is a 
Right 
hand pages (84 by 11] in.) have num 


96-page plastic bound book 


bered lines, one for each item. ‘The 
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MORE PROFITS 
REPEAT SALES 


Sell the new standard in machine 
key stock — MAK-A-KEY — 
packaged in 6 most commonly 
used sizes for industrial use. Ideal 
for repairs, replacements and 
maintenance. Standard assort- 
ment in sturdy self-service display 
carton, 12 in. lengths: 3/16, 1/4, 
5/16, 3/8, 7/16, 1/2 in. squares. 
Also rectangles and additional 
sizes. Write for details! 


DEVAN-JOHNSON CO 
508 Rathbone Ave 
Aurora, lilinols 


FaADe MARK 


REGISTERED 









hete thru 


i Punch Me 
* wet taten eed tooi 


ia” iven 









we 2 Punch 
throwgn 


W. A. WHITNEY 
LEVER PUNCHES 


Industry's Preference 


since 1908 
Finely balanced every punch 
quaranteed built for service tar 


beyond rated capacities. 

Whitney punches are well known 
and used thruout industry. Our line 
is complete tor any need of your 
customers. Repair parts are always 
available and we can service your 
orders immediately. This is a cood 
profit opportunity ... have these 
punches in stock. 


® Send for our catalog and see 
your local distributor when you 
need any or all of our products 


W. A. WHITNEY MFG. CO. 


626 RACE ST ROCKFORD, ILL 


poo 














(QSTREAMCOOLED MOTORS 


Baldor Motors give the kind of rugged, dependable performance 
that keeps machines running day and night under every operating condition 
the kind of service that has kept Baldor users reordering-—with complete 
confidence —for over a third of a century 


Baldor Streamcooled Motors are TOTALLY ENCLOSED for “plus protec 
tion” against dust, dirt and lint. They're splash-proof and drip-proof—fan 
cooled externally without clogging —and are corrosion-resiatant inside and out 


You can sell the exceptional advantages of dependable Baldor Motors with 


both prestige and profit. Ask about the franchise opportunity in your area 


BALDOR ELECTRIC COMPANY 


4353 Duncan Avenve . St. Levis 10, Missouri 
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This man is helping you 
fill orders faster! 


This Merrill Brothers machinist is 
threading turnbuckles. He threads 
them precisely, yet quickly, because 
the forgings he is working on are 
Merrill Brothers Impression Die 
Drop Forgings. These forgings are 
closer in dimensions to the finished 
article. They therefore require less 
machining, less finishing than do 
ordinary forgings. 

That means that your orders for 
Merrill Brothers precision forgings 
are filled fast! 

In its 90 years, Merrill Brothers 
has established a reputation for 
quality forgings, competitive pric- 
ing, quick delivery. Find out more 
about Merrill Brothers 
Stock and Special 
Forgings. We'll send 
you all the facts. Just 
fill in and mail the 
coupon 


Oc] & 


Roee 


WRITE FOR 


FREE 


LITERATURE 
TODAY! 


fine bey = 


auth 


@ 






a fi 











Merrill Bros., 96-02 Arnold Ave. 


Maspeth, L. 1, N.Y. 188 
Gentlemen: Please send me FREE illus 
traced ‘material Covssibins Merrill Brothers 
Stock and Special Forgings. 

MY NAME 

Tire 

COMPANY 


ADORESS 
city 
TONE 
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| left hand page is free for notes per 
| taining to the numbered lines. 
| book also includes an annual re 
















minder with space for every day in 
the year, a three-year calendar and 


| an active telephone list 





Marker 


| After years of experience in mak- 
ing marking devices for industrial 
and government use, a manufacturer 
has come up with a unit which fits 
easily into the hand and can be used 
to write, mark or sketch indelibly 
on hundreds of different materials 
Its special, patented ink dries in 
stantly and is waterproof. ‘The 
_ marker writes on paper, cloth, glass, 
_ wood, plastics, aluminum-wrap, met 
als, leather and even wax-paper. It 
writes with a felt nib, making lines 
of varied widths, from pen stroke to 
brush stroke size. ‘The patented “no 
loose ink” construction makes it 
fool-proof against spilling or leaking 


Hand Addresser 


| This addressing unit for small 
| lists comes in a complete kit, includ 
| ing a chrome-plated all-metal ad 
| dresser, spare parts, 100 carbon 
hinges, light weight masters and in 
structions. A spirit duplicator fluid 
available at any office supply store 
is held in the handle of the addres 
The system involves simply typ 
ing or writing ov a lightweight pa 
per or card master backed with 
a carbon hinge. This leaves a carbon 


deposit that is good for 100 or more 


The | 
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PRECISION BRAND 


ARBOR 
SPACERS 
and SHIMS 


poy 


ACCURATE 
SPACING 


Tops in every respect, Precision Brand 
Arbor Spacers and Shims are used for 
accurate spacing of milling cutters, slit- 
ter knives, gang sows and many other 
They come neatly packaged in 
125” thick 


utes 
thicknesses from .001” to 
and %” to 7” hole diameter 


WITH KEYWAY WITHOUT KEYWAY 
Please 
specify 
type 
desired 
when 


ordering 





ee a 
INC 


PRECISION 
WAREHOUSE 








Kutto: 


The Handiest 
Carton Opener Made 





* Known and used by most of 
your customers 

« A necessary tool in all shipping 
and receiving rooms 

« Made of heavy quality steel for 

long, rugged service 

Complete with 5 extra blades 

stored in handle 


Now profitable KUTTO business in your 
morket cree is yours—both new ond 
replocement orders Steck KUTTOS 
let customers know you sell them-——add 
” to soles ond profit! 


Write today tor 
literature a prices 


MODERN SPECIALTIES CO. 
4301 Ogden Ave Dept 10 
Chicage 73, tt! 

















copies The addresser is used to 
moisten the material to be addres 
sed so that the address transfers 
from the master with light rolled 
pressure, Operation is a simple push 


pull motion 





Sliding Door Cabinet 


A completely new line of sliding 
door cabinets introduced by this 
manufacturer can be used even in 
narrow aisles or locations and is ideal 
for the storage of office supplies, 
books, records, et The doors run 
smoothly on overhead-suspended, 
long-wearing nylon rollers for finger 
tip opening and closing. Made of 
heavy-gage steel, the cabinet has onc 
shelf welded in place for extra rigid 
ity. ‘Two other shelves may be 
placed in wedge slots where desired 
No tools are required for adjusting 


I'he cabinet is 36 by 22 by 68 in 





CHEMICALS FOR PLEASURE 
BOATS 


The yachting fleet, one of the fast 
est-growing markets for a host of 
chemicals, will push profits on some 
chemicals to record levels this year, 
soys Chemicel Week, McGraw-Hill 
publication. Pleasure boots in 1955 
used some 5,600,000 gallons of special 
paints and vornishes, 160,000 pounds 
of nylon lines, and 460,000 gallons of 
lauid detergents 











Acco Registered 
Sling Chains 






NEW! 7% 


Shaped Section 
Master Link 
Holds its form 
under loods up 
to 18% greater. 

















125 Chain 


Welds as strong 
or stronger than 
alloy material. 
Welded crea 
2 Ya times conven- 
tional size crea. 






“Wrode Mork Registered 





New X-weld Chain— 


New Master Link waco auoreranto 


e The best has been made even better! acco 
Registered Sling Chains, recognized everywhere 
as the finest sling chains on the market, have now 
been made still stronger and safer by incorporat- 
ing ACCO’s great new Accoloy X-weld 125 chain 


1 The best meteriat 
2 Unit safety factor (on bodies 
rings hats hoots 


3 Proot test of comptete shag 
to twice the working 








and acco’s new Shaped Section Master Link. paneer 

. . ~~" , : @ Actuai hed service test 

The Accoloy X-weld 125 chain is non-kinking. a 
Each link has an oversize welded area with welds 5 
Metal dentihcation ring 

of full alloy strength. This means extra rugged- on cech shag 
ness and longer service life. The new Shaped | 6 signes tegistry Certificate 
Section Master Link weighs no more, but it with- with each shing 


stands deformation under loads up to 18% greater 
than a conventional round section can. 

Sell acco Registered Sling Chaina—they are 
better than ever! For full details, write our 
nearest District Office. 


American Chain Division 
AMERICAN CHAIN & CABLE 


York, Pa., Atlanta, Boston, Chicago, Denver, Detroit, Houston, 
Los Angeles, New York, Philadelphia. Pittsburgh, 
Portiand, Ore., San Francisco, Bridgeport, Conn 








INDUSTRIAL DISTRIBUTION © OCTOBER, 1956 235 








D-A-T-E-§ 
TO REMEMBER 





Oct. 7-10—National Hardware Con 

ention, Atlantic City, N. | 

| jointly sponsored by Wholesal« 
Hardware Association and Ameri 
an Hardware Manufacturers 
\ssociation 


Oct. 8-12—National Metal Exposi 
tion and Congress, Public Audito 
rium, Cleveland 


Oct. 21-24—Protective Packaging & 
Materials Handling Exposition 
Kiel Auditorium, St. Loui 


Oct. 22-25—National Safety Con 
gress & Exposition, Conrad Hil 
ton Hotel, Chicago 





Desmond's Heavy Duty Dresser 
makes quick work of truing large, high 
speed rubber- or resinoid-bonded grind- 
ing wheels. Shears and picks at same 
time with patented angle-set Desmond 


Oct, 23-25—Exposition, competition 
and short course, Society of In 
dustrial Packaging & Materials 
Handling Engineers, St. Louis 





Huntington cutters. Dust-shielded boll Oct. 25-26—Regional Meeting of the 
bearings guarantee lasting precision Amencan Supply & Machinery 
Cutters easily replaceable without ad Manufacturers’ Association and 
justing bearings. Ask your Desmond dis the National Industrial Distribu 
tributor how proper dressing can make tors Association, William Penn 
your grinding wheels serve better Hotel, Pittsburgh 

longer 


Oct. 25-26—American Sox ety of 


THE ONLY COMPLETE LINE OF GRINDING WHEEL DRESSERS AND CUTTERS lool Engineers, semi-annual 
meeting, White Sulphur Springs, 


Desmond: *: 


THE DESMOND-STEPHAN MFG. CO., URBANA, OHIO NOV. Serene States Ende 
trial Distributors’ Association, 


annual convention, Edgewater 
Beach Hotel, Chicago 


Nov. 26-30—National Power Show, 
| American Society of Mechanical 
Engineers, Coliseum, New York 
Your prospects will see this sales-build- City 
ing advertisement in Mill & Factory, | 1957 
Foundry, Modern Machine Shop and : 
other publications. Total circulation more 
than 250,000. For steady, repeat busi- 
ness—promote Desmond. | 
| 


Jan. 21-23~—Annual Mid-Year Meet 
ing of the Southern Industrial 
Distributors’ Association, Palm 
Beach Biltmore Hotel, Palm 
Beach, Fla 


Jan. 27-30—Annual Meeting of 
Associated Equipment Distribu 
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DO YOUR CUSTOMERS 


- 


as 


~tnn~ F 






HAVE EXACTING DEMANDS? 








Meet their requirements 
mele em Vii t-1e), Be 
complete /ine of 

1035 Cap Screws 


_ 


We oe 


Ww gh 


an 





ave. 






as 


When customers demand prompt delivery on Cap Screws it 
pays to have the complete Lamson line in stock. 


Why? Because Lamson 1035 Cap Screws come in the widest 


ie ” ate 


range of sizes obtainable—from 4" to 144" in diameter by 4 
to 12” in length. Hence you can always fill the order 

no matter how unusual the requirements. 

Lamson 1035 Cap Screws are packaged in rugged cartons with easy- 
to-read labels for quick identification, convenient order 

filling and easy inventory taking. 

And remember, it's no longer necessary to carry an additional stock 
of full-finished Bright Cap Screws because Lamson 1035 Cap 
Screws can be substituted at a considerable saving 

for most applications. Send for your free chart showing the relative 
strengths and costs of these two types of Cap Screws. 


1971 West 85th Street - 
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PLANTS AT CLEVELAND AND KENT, OHIO 


LAMSON 
1035 
CAP screws 


Cleveland 2, Ohio 
* BIRMINGHAM + CHICAGO 
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CARBIDE TIPPED GUN DRILLS 








l 


1¢° 
il 


DISTRIBUTORS; Sell Chicago-Lotrobe! The line is 
top quolity...complete... advertised for and wide! 


CHICAGO-LATROBE 
427 W. ONTARIO $T., CHICAGO 10, KLINOIS 
ORILLS © BEAMERS © COONTERSINES © COUNTERBORES © sPtCiAL TOOLS 
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tors, Conrad Hilton Hotel, Chi 
cago 

Jan. 28-31—Plant Maintenance & 
Engineering Show, Public Audi 
torium, Cleveland 

March 25-29—Western Metal Con 
gress & Exposition, Pan-Pacifixc 
Auditorium and Ambassador Ho 
tel, Los Angeles 

June 18:20—Annual Triple Indus 
trial Supply Convention, San 


I’ rancisco. 





Book Reviews 





INDUSTRIAL ADVERTISING 
FOR PROFIT AND PRESTIGE, 
by Warren Dix, Printers’ Ink Books, 
Pleasantville, N. Y., $6.00—Adver 
tising campaign strategy, copy and 
layout and use of media and research 


are outlined in some detail in this 
professional text dealing primarily 
with problems of manufacturers 
Distributors who advertise must 
observe most of the same rules 
Good books on industrial advertis 


ing are not numerous; it’s always 
been a stepchild branch alongside 
the more glamorous and frothy con 
sumer field of advertising. As this 
author points out, industrial adver 
tising must appeal to a more pro 
fessionally literate audience than 
mass buyers of consumer goods and 
requires a different technique. Only 
a few of the consumer advertising 
devices can be used effectively. 


HOW TO GET INDUSTRIAL & 
BUSINESS PUBLICITY, by C. E. 
St. Thomas, Chilton Co., Chestnut 
& 56th Sts. Philadelphia 39, Pa., 
$5.00—The smaller the company, 
the less likelihood that the publicity 
function is formalized, or even con 
sistently carried out. Publicity, an 
clement of public relations, is a com 
pany's only means of communica 
tion with the public at large through 
media like newspapers, magazines or 
radio and television. It costs noth- 
ing but the time and talent to 














organize it. This book describes 
how to judge material for publicity 
value, prepare editorial copy and deal 
effectively with editors and report 
ers. Organization of a publicity de 
partment is treated at some length 


TECHNICAL AIDS FOR SMALL 
MANUFACTURERS, ANNUAL 
NO. I, Small Business Administra 
tion, U. S. Department of Com 
merce, Superintendent of Docu 
ments, Washington 25, D. C., $1.00 
-The S.B.A. has bound 27 of its 
Technical Aids brochures into a 
single volume. Included are “Ma 
chining Aluminum,” “Precision 
Measurement of Workpieces,” “Sut 
face Cleaning Techniques,” “Proper 
Alignment of Machine ‘Tools,” 
“Maintenance of Power Hand 
Tools,” “Taps and Dies,” * Sharpen 
ing Certain Metal Cutting Tools,” 
and others of intcrest to the indus 
trial supply salesman as well as the 
manufacturer 


OFFICE AUTOMATION, by R 
Hunt Brown, Automation Consult 
ants, Inc., 1450 Broadway, New York 
18, N. Y., $12.50—This is a compre 
hensive manual containing 200 illus 
trations as well as descriptions of 
common and native language ma 
chines, electronic computers, mem 
ory systems and output printer 

Tape and punch card systems and 
integrated data processing are co\ 
ered. Machines and systems of major 
manufacturers are described impart 
tially 


TRAFFIC DEPARTMENT 
ORGANIZATION, by John H 
Frederick, Chilton Co., Chestnut 
& 56 Sts., Philadelphia, Pa. $6.00 
Though much of the book is 
directed at large organizations with 
complex transportation problems, 
distributors, too, have their share of 
trafic worries. Freight cost control 
is treated at length. The theme is 
the new importance of the traffic 
manager in today’s climate of in 
creased transport costs and complex 
shipping alternative 


:_—. 





— a better drop-forged wire rope clip 


_—pre-packaged to cut your handling costs 


NEW PRODUCT! «The acco cup is an improved drop-forged 
clip for wire rope and the latest addition to acco’s long line of 
quality products. Its green U-Bolt (green chromate coated over 
hot galvanizing) is a sign of free-running threads which can't 
“gum-up” like painted U-Bolts. 

NEW PACKAGE! «Eliminated is the handling of heavy kegs or 
boxes of large quantities. ACCO CLIPS come PRE-PACKAGED in 
sturdy containers and saleable quantities at no extra cost to you. 


This means 





Easier handling and better inventories 

Simplified ordering and pricing 

Faster shipping (in original containers) 

NEW STOCKS! « For the first time you needn't wait on slow 
factory delivery for drop-forged clips. acco cLips are quickly 
available in their new packages from replacement banks at the 
11 strategically located warehouses shown below. Call any one 
today or write our Wilkes-Barre office for free sample and litera- 
ture on this fast-moving new line which is easier to store, easier 
to handle, easier to sell! 


Acco AMERICAN CHAIN & CABLE COMPANY, INC. 
S Wire Rope Divisions 
Wiikes-Berre, Pa. 








New York Pittsburgh, Atlanta, Philadelphia Chicago Denver Houston, 
Sen Francisco, Los Angetes. Portland Withes Barre Pa 





ry 
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KENNEDY Quality Means Extra Value In Every Valve 
NEW LINES 
taken on by 

DISTRIBUTORS 





Detroit 


has been appointed exclusive dis 


Abrasive and Supply Co 

tributor m the metropolitan 
Detroit area for Peninsular Grind 
ing Wheel Co 


Allis-Chalmers Mfg. Co. has ap 
pointed the following distribu 
tors 

* Briggs- Weaver Machinery Co 
Houston, Texas 
for the Buda Division 
* Norwood Supply Co 


The valve designed with rugged body con- 
struction for trouble-free service, with new 


dise features for longer service life. 


H ore is the bronze valve 
of maximum durability 
and efficiency. Designed 
for versatility and longer 
life, it has rugged body 
construction with raised 
seat, generous interior 
passages, and ample pipe 
thread clearances. |t fea- 
tures the comfortable, 
safe, pistol-grip hand 
wheel; the Kenalloy stem, 
designed to eliminate the 
common causes of stem 
failures; and new improv- 
ed impregnated plastic 
packing material, care 
fully tested and perfected 
All these factors combine 
to make Kennedy the 
Quality valve, 


ty 


* UNION BONNET RING * 


Separate union bonnet ring is of heavy 
construction to absorb greater punishment 
Large flats mean easier wrench application 


* SLIP-ON DISC-HOLDER * 


nll 


With stem turneo to wide open position 
slip-on disc holder is locked positively 


in place for easy reassembly 


* REMOVABLE DISC - HOLDER = 


With bonnet assembly removed, a mere 
half-turn of stem releases disc-holder 
Accurately quided by four quide prongs 


im "™*§ KENNEDY VALVE mec. co. - exmina, wv. 


Ne rwood., ( Yhio 


for motors, controls, et 


Phe Cameron & Barkley Co., Jack 
mville, Fla., has been appointed 

to distribute the Link-Belt Co 
ine of File Hard Promal Riveted 


Chain 


Montague-Harris & Co., Los An 
eles, has been named to distrib 
ute Axelson Mfg. Co.’ 


machines 


milling 


Industrial Supply Co., Inc., Salt 
Lake City, is now a distributor 
for Walter Kidde & Co. in Utah 
ind southern Idaho 


C. Blackstone Co., Memphis, 
l'enn., has been appointed exclu 
ive distributor for Boston Gear 
Works in the Memphis area 


Sangamon Industrial Supply Co., 
Springfield, Ill, has been named 
) distributor for Fort Worth Steel 
& Machinery Co 


Che Charles C. Lewis Co.. Spring 
field, Mass., has been appointed 
distributor for FlexAngle Corp 


Phe Chas. A Strelinger Co., Detroit, 
has been appointed distributor for 
Formsprag Co. in southeastern 


Mii higan 


SITE 28 Seetwowtts  wte F STATA C0008 CEPRE SEW ATO OES OF PRreC ree COTES 
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SOMEBODY BUYS A LOT OF HOSE HERE... 


A Thermoid Distributor sells it — quicker, easier, 


more profitably — with the help of Thermoid P.S. 
(Personalized Service): 


PERSONALIZED ENGINEERING HELP —Experi- 
enced Thermoid representatives will help you 
to solve unusual application problems. 


PERSONALIZED PRODUCTION—Thermoid 
Hose, V-Belts, Conveyor Belting is built to the 
most exacting requirements of any industry. 


PERSONALIZED SALES HELP—Thermoid pro- 


vides effective sales promotion aids; helps you 


Thermoid Mylt)-V Belts 


Thermoid Conveyor Belting 





in conducting sales meetings and sales training 
sessions... tieing your program to the intensive 
Thermoid advertising in publications read by 


your customers and prospects. 


And Thermoid’s line of Hose, Belts and Friction 
Materials is complete: your market is as big as 
industry itself. Get the facts on Thermoid now! 


~ 
‘ Thermoid Company 
Trenton, NJ 


Thermoid Brake Blocks, Clutch facings 














smart apple 


. . Is the mechanic who knows AERO-SEAL 
Hose Clamps — the new quick attach JET or 
REGULAR. They never shake open! The pre- 
cision worm gear drive assures positive self-lock- 
ing under toughest stress and strain. No thin, 
pinching, hose-damaging clamp here! AERO- 
SEAL’s wide, smooth band provides even pres- 
sure all around. No leaks. Stainless steel band 
resists corrosion, AERO-SEALS are re-usable 
many times and available in a complete size 
range. 

Insist on genuine AERO-SEALS —first choice 
today as always. Make more money with the 
world’s finest quality hose clamps. 





and AERO-SEAL REGULAR WORM GEAR HOSE CLAMPS 


BREEZE CORPORATIONS, INC., 700 LIBERTY AVE., UNION, N. J. 
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The Buyer Looks 
at Business 


Composite opinion of purchasing 





agents who comprise the N.A.P.A 
Business Survey Committee 


Renewed Optimism 


Purchasing executives view the 
balance of 1956 with renewed opti 
mism. The misgivings that were 
expressed in May and June have 
largely disappeared, Production re 
nains high, substantially unchanged 
from the May-June level, and there 
is a definite upturn in the new order 
situation. The better new order 
position undoubtedly is a reflection 
of the general belief that business 
during the remainder of 1956 will 
he good 

\s could be anticipated, the re 
cent generous labor settlements arc 
resulting in higher prices and a con 
tinuation of creeping inflation. In 
ventories are slightly lower. Employ 
ment remains high and, rather 
urprisingly in view of recent strikes, 

reported slightly above June, with 
gradual increases expected through 
the fourth quarter. Nickel and steel 
ire the items hardest to obtain 
There is no relief in sight on the 
nickel shortage until new productive 
facilities, which are being encour 
ied by Government incentives, are 
iailable and actually producing the 
scarce metal. As a result of price 
increases, there has been a natural 
tendency to lengthen order lead 
time, especially on production items 

lhe special question last month 
was designed to determine whether 
w not the steel strike had caused 
iny major downward revision of pro 
duction schedules or capital expen 
ditures for the balance of 1956. The 
reports indicate that only a few a 
tually had to cut back planned pro 
duction and only an insignificant 
number were changing capital ex 


pe ncditure pl in 











Prices Higher 


Prices are higher, reflecting the 
wage increases granted in recent la 
bor contract settlements. Four out 
of five purchasing executives report 
that they are having to pay more for 
the materials they buy. With the 
exception of midsummer, 1955, we 
have to go back to early 1951 (the 
Korean War Period) to find a time 
when so large a percentage ot report 
ing members stated that prices were 


up. 


Inventories Smaller 


4 continued reduction in inven 
tories is reported this month. There 
is, however, a strong minority who 
admit that somewhat higher inven 
tories were accumulated in anticipa 
tion of a longer steel strike. In 
general, the backlog of unworked 
materials is at the lowest point since 
the Fall of 1954 


Strike Had Little Effect 


Ihe relatively short duration of 
the steel strike appears to have had 
only a localized effect on the em 
ployment situation. Actually, the 
number of purchasing executives r 
porting employ ment as the same or 
better than June increased from 79% 
to 83%. The outlook for employ 
ment for the rest of the vear is very 
optimistic. Some even report short 


ages of qualified factory employee 


Less Hand-to-Mouth Buying 


Increasing prices have had th 
natura] result of extending the pn 
riod of time for which purchasing 
executives are willing to make com 
mitments 


On production materials, very few 


are now operating in the hand-to 
mouth and 30-day area The large 
preponderance ermeg tor 60-9) 
days ahead 

MRO suppl: soweve;r, continu 
to be bought in the 90 days-and-l 
range 

Because of the relatively long lead 
time required for delivery, most pur 
chasing executive ontinue to 


schedule capital expend 


ifure com 
mitments more than 90 davs ahead 


ind two out of three are buving 





Hammerless 
setting 
tool 
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te Machyer 
oncrete 


of types 


te te astallir Q 
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a 





Sele encher installa. 
tien in hele with 
fragile bottom 


tien in bettomliess hole 
DISTRIBUTORS 


This Advertisement Appeans in Lending 
Dinected, to Your Customens 
ARRO EXPANSION BOLT COMPANY 


1230 Boone Ave., Marion, Ohic 
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VARI-PURPOSE 














+o for nearly 





all your hose 
requirements 


GAS 

OlL 

PAINT 

WATER 

GREASE 

WELDING 

TIRE INFLATION 

HOT WATER WASHUPS 

AiR OPERATED TOOLS 

HORTICULTURAL SPRAYS 

DILUTED INORGANIC 
ACIDS AND ALKALIES 


These are just a few of the 
many places where Vari-Pur- 
pose Hose will save you money 
because it's a single hose with 
many _vses. 


Availabie in sizes 
from “%&" to 1%" 1. D. 














WRITE, WIRE, PHONE 


Specify Vari-Purpose Hose 
... it saves you space! 
... it saves you money! 


use Hamilton... Always dependabie! 


Be sure... 






MANUFACTURING CORPORATION 


Executive Office and Factories, 1016 Meade $1., Trenton 3, NJ 


Branches in 
ATLANTA © CHICAGO © CLEVELAND © HOUSTON © PITTSBURGH 
INDIANAPOLIS * LOS ANGELES © NEW YORK © SAN FRANCISCO 
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months or more in advance of re 
quired delivery. 


Specific Commodity Changes 


As could be expected, steel and 
steel items overwhelmingly lead the 
parade of reported price increases 
and shortages last month. 

On the up side are: Aluminum, 
steel and steel products, steel scrap, 
pig iron, phenolic resins, alcohol, 
paper, cornstarch, coke, rubber, type 
writers, and antifriction bearings. 

On the down side are: Brass, 
copper and copper products, vege 
table oils, and cotton. 

In short supply are: Aluminum, 
nickel, steel 
products, 
paper, cellophane, antifriction bear 


steel and many 


stainless steel, monel, 


ings, and cement 





FROM THE 


oo FILES 


25 YEARS AGO 

Despite many changeovers to direct 
drives, belting was still a major 
item in the textile industry, re 
ported D. R. Dickson, mill supply 
manager at Greenville Textile 
Supply Co. in South Carolina 





Manufacturers were out-performing 
distributors in cooperating with 
the Joint Merchandising Commit- 
tee, R. M. Gattshall, executive 
manager, stated. However, 147 
distributors had subscribed to the 
industry promotion plan, along 
with 84 suppliers 

Distributors’ financial planning 

must stand the test of depression, 

wrote William V. Lindholm, 

Walworth Co., treasurer, in an 

InpusrRiAL Disraisution feature 

article. “Certain glaring weak 

nesses must be corrected imme- 
diately,” he warned, or still more 
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| Widest 
Selection Ever Offered 


Now your customers can get hundreds of new stock sizes of Simonds high-grade, 
precision-ground tool and die steel. Sizes that formerly were special are now 
available from stock at regular prices. Sizes they asked for to help save time and 
money. ‘1001 sizes for 1001 uses” in either OIL or AIR Hardening type steel. 








Ol HARDENING TYPE — Non-deforming, 
spheroidize-annealed for best machinability 
and consistently uniform hardenability 

from Simonds’ own steel mill. Extra-smooth 


AIR HARDENING TYPE Non-deforming, 
spheroidize-annealed, 5% chrome more 
wear-resistant yet easy to machine and heat 
treat with uniformly excellent results 


finish with all decarburization and surface 
defects removed. Wide hardening range. In- 
dividually packaged (18 and 36” lengths) 
with simplified heat treating instructions. 


another product of Simonds’ steel mill 
Extra-smooth finish with all decarburiza- 
tion and surface defects removed. Wide 
hardening range. 36” lengths. Individually 











packaged with heat treating instructions. 


SIMONDS 


SAW AND STEEL CO 






Call your 
SImMmOoOnDS 
P industrial Gupptly 
'} DIisTRIBUTOR 
6. 7 th 
Bostes, Chicage, Sen Franc end Portland 
Ove Smende Doe! mill, Lockport, MY. 






For Fast Service 
trom 









i 
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Patent Pending 


—and 2-Label 
Telescope CARTONS 


lor upside-down or ot by ns ype stack- 
ng oF clesoping open carton i 

— HP with Right- iden 
up End Label. 












Use Them 
Like This 


Bleck bottom up 
for upside-down” 
thacking 


-— or This 
Yellow tep ve for 
conventional stack. 
ing 





cyt pe ~ pA Fe: 
are to ustry throug 
recognized Industrial Suppliers. 
i ee are not familiar with this 
odern, Testes Small Lot 
Sse Lock Washers, write 
today for Se Con 

ak Trial Order for distributors 

a J Ask also about JOB-PAK, 
the new Bulk Package for volume 
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25 Years Ago (Cont'd) 





houses would go out of business 
in 1931, 


O. KR. Schilling, president of Squicr, 
Schilling & Skiff, Newark, N. J,, 
described his company’s progress 
with “selective selling.” The firm 
had only a few lines when it was 
started, he said, and since then 
management had decided to limit 
the number of lines to 26 “so we 
could put behind them all pos 
sible sales effort.” 


H. G. Parr, of Fort Worth Well 
Machinery & Supply Co. in Texas, 
was pleading the case for the 
farmer and raw material produce: 
in an article he personally dis 
tributed; “I see the farmer selling 
his wheat for less than the rail 
road charges for hauling it, and 
the independent oil man almost 
as bad off with a 25,000-gallon 
gusher as with a duster,” he wrote 
“Let us continue to keep the 
farmer and producer of raw ma 
terials broke just so long and this 
nation and its people will suffer.” 


Dodge-Newark Supply Co., Newark, 
N. J., added Diamond roller chain 
and Timken bearings to its line 


10 YEARS AGO 


Friends of distributors in Boston 
were besieging them for World 
Series tickets. 


A manufacturer, The BMC Mfg 
Co., announced a price reduction, 
which so astounded R. R. Poyn 
ter, of Standard Mfg. & Sales Co., 
Lebanon, Ind., that he wrote the 
firm a congratulatory letter and 
publicized it. “Most price changes 
in quite a few years have been 
increases of 30 to 40% 
plenty of production of quality 
merchandise is what we need to 
lick inflation.” 


The National and Southern Asso 
ciations officially thanked Inpus 
TRIAL Disrrisution for a national 








*The contents of a Keg in 
ONE Shipping Container — 
divided inte 6 equal cartons 
— Labeled and Counted 


FOR VOLUME USERS 


JOB-PAK reduces handling ex- 
pense — each inner carton of lock 
washers weighs approximately 33 
lbs. — easy to place on stock 
shelves with other packaged iterns. 


JOB-PAK assures maximum use 
of stock room floor area—no open 
kegs, boxes or cartons on floor or 
in aisles. 

JOB-PAK eliminates counting 
and weighing, manual effort and 
error — prevents spilling and mix- 
ing of sizes. 
JOB-PAK 
containers. 
JOB-PAK speeds up physical in- 
ventory, simplifies stock distribu- 
tion. 

JOB-PAK individual inner car- 
tons of lock washers are the same 
as a distributor package. 


Write for Prices, and a Home Assortment of 
Plated Lock Washers in Miniature JOB-PAK 


provides re-usable 





SM CVaaes, Aaw Ifa AY 




















If you prefer M-C Lock Washers 
in Standard Package Quantities, 
they are available in 2-label car- 
tons having the same smart yel- 
low, black and white design as 
the well known Coin Pak Car- 


tons. 

M-C Lock Washers in standard 
package quantities are packaged 
as follows: 4%” and smaller — 
1,000 per box; larger than 1,” 
to 1” — 500 per box; 1” and 
larger — 100 per box. A.S.A. 
Light, Medium or Heavy Section. 


Write for Prices and Distributor Discounts. 









INDUSTRIAL DISTRIBUTION © OCTOBER, 1956 


10 Years Ago (Cont'd) 





advertising series on behalf of dis 
tributors 


A new organization, the National 
Association of Wholesalers, came 
into being. 


A survey showed that the average 
industrial supply salesmen spent 
only 14 to 2 hours a day actually 
in the presence of customers 


Distributors around the country 1 
ported that the sellers’ market 
showed signs of wilting around 
the edges; but the emphasis was 
still on delivery, with price sec 
ondary. 


W. J. Riley Supply Co., Monroe, 
La., moved into a new 24,000 sq 
ft. building on a five-acre site 


Edward P. Welles, board chairman 
of Charles H. Besly Co., died after 
a 60-year career in the industry 


hit a 
over the 


Industrial distributors’ sales 
new all-time high 


1934-38 average volume 


33% 


The War Assets Administration an 
nounced it 
fixed-price policy “wherever pos 
sible” in disposing of surplus 


would adhere to a 


Steel industry employment was at 
its highest level since December 
1943. 


Montgomery & Crawford Co., Spar 
tanburg, S. C., celebrated its 50th 
anniversary. 


H. J. Behn & Co. occupied a new 
building in Fairfield, Conn 


J. E. Haseltine & Co., Portland, Ore., 
opened a branch in Spokane, 
Wash 


An aquacade and water ballet cli 
official entertainment at 
the annual Central States Mill 


maxed 


Lock Washers 


PACKAGED 


as You 
Want Them 


i COIN PAK 


9 Popular sizes of 
M.-C Lock Wash 
em, plain steel 
and plated. are 
Machine Pack 
aged and counted 
in Crimped End 
Tubes and in 
colorful 2-Label 


Telescope Car 








 —— 


1/4”, 5716" , 4/8", 
7/16" 1/2” 8/16" 
5/8" and 4/4 


Medium Section 
Sold only through 
recognized distributors, 


én Standard Packages 


of 1000, 500 

or 100 loose 

lock washers 
per box 


Wt you specify 
this type of pack 
agit you get 
M C Lock Wash 
ers in colorful 2 
Label cartons 
with legible, right side up end labels 

whether stacked with black or yellow side up 


« JOB-PAK 








For Volume Users the Modern Function 
al Bulk Peckage at No Patra Cost. The 
contents of a Keg in ONE Shipping Con 
tainer divided into 6 equal inner cartons, 
labeled and counted. Individual inner car 
tons same as a distributor package 


a BULK 


For Volume Users who 
prefer to buy lock washers 
in bulk, you may order 
MC r+ 1: - loom 
in or ipping 
HA. T ABA t 
medium of heavy section, 
plain steel, plated steel or 
non ferrous 


Lock Washers for the Distributor 
Mellowes offers you, the distributor, lock 
washers in a wider choice of modern fune 
tional packaging than any other manufac 
turer 


Write for Distributor Price Lists 








247 








COST CUTTING 


ws0 HIGHER PRODUCTION 

wit LONGER TOOL LIFE 

wee SMOOTHER, MORE ACCURATE HOLES 
wit LARGER IN-STOCK SELECTION 


WHITMAN BRANES 


40010 PLYMOUTH ROAD . PLYMOUTH, MICHIGAN 


new YORK ® CHICAGO ° LOS ANGELES 
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CHECK WITH YOUR INDUSTRIAL DISTRIBUTOR TODAY! 








10 Years Ago (Cont'd) 





Supply Association meeting 
the Palmer House, Chicago 


More than 350 attended the annua! 
stag clambake of Syracuse Suppl 
Co.. Svracuse, N. ¥ 


Ihe Lorenz Co. male staff all grew 


beards in honor of the Klamath 
Falls, Ore., centennial celebration 


Obituaries 


Lawrence H. Chenoweth, 
Former Goodrich Executive 








Lawrence H. Chenoweth, 65, 
tired sales executive of the B. | 
Goodrich Industrial Products Co 
died Aug. 7 in West Palm Beach 
Ila., after a long illness 

He was with the firm 37 years, re 
tiring in 1951. He started as a store 
manager and was transferred to in 
dustrial products sales at Akron. 
Ohio, in 1923. He was manager of 
the Detroit district, assistant man 
iger of industrial products sales and 
finally merchandising manager of 
the division. He was the first gen 
eral manager of the company’s new 
plastic materials sales division, and 
served during World War II on the 
Rubber Products Division of the 
War Production Board 

Mr. Chenoweth is survived by hi 
wife, a son, two daughters and his 


mother 


Albert E. Overton 
Safety Socket S crew 

Albert E. Overton, 68, founder 
and president of Safety Socket 
Screw Co., died recently of a heart 
attack at his home in Glenview near 
Chicago 

He was born in Manchester, Eng 
land, and came to this country at 
the age of 12. He founded the 
company 25 years ago. 

Mr. Overton is survived by hi 
wife; two daughters, Mrs. Virginia 
Payne and Mrs, Marjorie William 


ind five grandchildren 

































LOW PRESSURE BRASS STOPS 

Flat, Square, Tee Head 
For Meters — Appliances 
— General Purposes. For 


Gas — Water — Air. Sizes 
from Ye" through 3”. 





LOW PRESSURE BRASS STOPS 
Solid Lever Handie 
For Appliances — Gen- 
eral Purposes. For Water 
— Gas — Air. Sizes 4" 
through 2”. 





GRADUATED DIAL INDICATOR STOPS 


Granduated Flew 
Controi — From 
Ve Open te Full Open. 
Used in Oil and Gas Fields 
— For Gas Fired Equip- 
ment — Gas Engines. For 
Water — Gas — Steam. 
on from Ya" through 





STANDARD BRASS STEAM STOPS 
Square or Flat Head 


For Steam — Water —Air. 
125-150 ibs. Steam Work- 
ing Pressure. Sizes from 
Ve” through 3” 





Your Customers ALL the Items 


in the JHAYS| | Line of 


STOPS - VALVES - FITTINGS 


Point out to your customers the advantage of standardizing 
on HAYS for their needs in stops, valves and fittings — on 
steam, water, gas, or chemical lines—from the hundreds of 
items in the HAYS line. A full range of sizes is available for 
each type... The HAYS Catalog will show you how large 
and complete a line you can supply from one reliable source. 

HAYS has a long established reputation for quality be- 
cause quality is built into every item and has been for more 
than eighty years. Every stop and valve is precision ground 


and individually tested before it leaves the factory. 


HAYS has been serving American Industry with 
quality products lor more than 60 years 
lt Pays to Buy Hays 





IRON STOPS 
iron Body and Iron Plug 
iron Body and Brass Plug 
For Gas — Air — Steam— 
Water. Sizes from 4” 
through 3” 








BRASS THREE WAY STOPS 
Three Way—Three Port 
Three Way — Two Port 


For Water —Gas —Steam 
Sizes Ve" through 3” 
For diverting flow 













FITTINGS FOR FLARED COPPER TUBING 
Double Seat — Double Seal 


For new, safe installations . . . Every fitting is a 
union in itself — ideal where ~o—: of old 
installations are necessary . ibration-Proof — 
Twist-Proof —. Leak-Proof .. . For Plumbing — Oil 
Burner — LP. Gas — industrial Applications 
Tested and approved by Underwriters’ Laboratories 
.. » Sizes trom Va" through 2” 


HAYS MANUFACTURING COMPANY 


West 12th Street, ERIE. PA 
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: NEW! 
> "LONG REACH’ 


LUG-ALL 


Winch Hoist 
30 FT. CABLE 


1%. TON 
CAPACITY 





DISTRIBUTORS WILL LIKE 


THIS NEW LUG-ALL 
Because 

vw IT PULS A LONG STANDING NEED 
(1% TON CAPACITY, 30 oF 
CABLE, LIGHTWEIGHT) 

v COUNTLESS JOB APPLICATIONS 

% GOOD REPEAT SALES—CUSTOMERS © 
ARE COMING BACK FOR MORE . 

ke RUGGED CONSTRUCTION—GUARAN. , 
TEED FOR ONE YEAR a 

* SELLS FOR ONLY 85—VET OFFERS 


OTHER LUG-ALL MODELS FROM % TON 
TO 2 TONS ARE AVANMABLE TO MAKE 
A COMPLETE LINE OF PORTABLE WINCH 
HOISTS 


. 
- 
7 
+. 
. 
ed . 
Becavee LUG-ALL Is The Beat, it ls The Most @ 
imitated Winch Helst On The Market ° 
CAR DOOR PULLERS THAT OPEN DOORS 
IN A JIFFY ROUND OUT THE LINE ® 
WRITE TODAY FOR MORE INFORMATION ¢ 
o 
2 
- 


THE LUG ALL COMPANY 





NEWS 


(Starts on page 124) 








E. F. Oberdeck 


| Worthington Executive 
Honored on 50th Year 


The Worthington Co., 
Cleveland, Edmund |! 
Oberdeck recently at a dinner mark 
ing his 50th year with the firm 


(eo. 
honored 


Now executive vice president, 
Mr. Oberdeck started with the 
Cleveland supply and wholesale 
hardware house as an order clerk. 
A. G. Rorabeck, president, pre 


sented him with a diamond-studded 
tie clasp. 

Two other employees, C. S$ 
Stern, assistant manager of build 
hardware, and Elmer Theis, a 
salesman, have celebrated 
50th anniversaries the 
pany 


ers’ 
recently 


with com 


New Sales Engineer 
Joins Sprout-Waldron 


Sprout, Waldron & Co, has ap 
pointed John N. Mees as sales 
engineer in the New York City 
area 

Formerly Chicago sales represent 
ative for Entoleter of 
Safety Industries, he will cover both 
industrial markets and the grain 
and food processing industries 


Division 
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FOREMOST IN 
DISTRIBUTOR 


CONFIDENCE 
SINCE 1891 














HIGH COLLAR 


bia 





“POSITIVE” Lock Washers are o 
product of the confidence many Dis- 
tributors have placed in us as their sole 
source of supply for the past 65 years. 

“POSITIVE” Lock washers are all-im- 
portant adjuncts to fastener sales. Their 
use in your customers’ plants are vital 
to critical assemblies of their products. 
To serve your customers well, rely on a 
source of supply geared to making the 
best possible product and selling 


through distributors. 





AVE. A & MILLER ST, NEWARK 5, Nv. J. 





PRECISE 
, » | DRILL BIT 
————) ’ PLACEMENT 


‘ 
softer Base has been 
magnetically 





| attached - 
W. H. Meiners | Ne reece 
| =m rele. 
Meiners Heads Division ONLY TOOL 
at Keuffel & Esser MAGNETIC DRILL PRESS 
William H. Meiners has been ap 
pointed sales manager of the Hard ra vilet lem) bile 


ware Division of Keuffel & Esser Co 
to direct U.S. and Canada sales of ADJUSTMENT!” After 


the company line of woven and Mag-Tool has been 
steel hardware tape 


He was formerly vice president magnetically attached 


and sales manager of Carlson Rule to the working surface. j 
a 


Gardner-Denver Opens ; 
, ted f b- 
New Detroit Building | cashy aayueted ver « 


solute accuracy without 


Gardner-Denver Co. has com 
pleted new combined office facilities moving the drill press. 
in Detroit for itself and Keller Tool 
Division | NO OTHER DRILL 
Located north of the city limits PRESS HAS THIS 
in Oak Park, the building has a floor | 
area of 6300 sq ft. It houses gencral EXCLUSIVE FEATURE 
and sales offices for both companies, 
a warehouse, storage areas for smal! 
parts and a repair shop 
Additional area for parking and | Portable Mag-Tool performs all drill press functions on 
future expansion 1s provided the spot. Mag-Tool goes anywhere, attaches to fer- 


Erest A. Hanson, district man- | rous surfaces, develops over one ton of holding power. 
iget, has charge of the new office H ACTUAL SURVEY OF THE NATIONAL INDUSTRIAL 
FIELD HAS PROVEN MARKET ACCEPTANCE OF 

MAG-TOOL WITH MICRO-MATIC ADJUSTMENT! 
Magnetic Tool Corporation 


O} Matl SOT Cl cal orp f ’ 
pointed J. E. Williams vi FREE LITERATURE Sente Clove, Celiforne 


has appointed J. | ice 





Manages Brass Mills 


president and genera] manager of 














its Western Brass Mills Division NAME 
He will also direct Brass Mills opera STREET 
tion in New Haven, Conn. Mr om vate 
! 5 

Williams ‘founded the Ramset 
Fastening System, now part of ¢ Yin COMPANY 
Mathieson “Patent Pending + ow ae 

INDUSTRIAL DISTRIBUTION © OCTOBER, 1956 251 








252 





Associations Fill Committee Spots 


Seven joint committees of the 
National Industrial Distributors 
Association and the Southern Indus- 
trial Distributors Association have 
been appointed to direct major 
activities during 1956-57. 

These are the appointments: 

Joint Activities Planning Com- 
mittee—Alex V. Davies, Moore 
Handley Hardwase Co., Birming 
ham, Ala., chairman; Thomas H 
Clynes, Squier, Schilling & Skiff, 
Inc., Newark, N, J., vice chairman; 
Walker L. Wellford, Jr., |. BE. Dil 
worth Co., Memphis, Tenn; H. W. 
Richardson, Williams & Wilson, 
Ltd,, Montreal, Que.; George Need 
ham, Jr., Biggs Pump & Supply, Inc., 
Lafayette, Ind.; Harry B. Tonsmeire, 
Turner Supply Co., Mobile, Ala., 
cx-officic. 

Joint Industry Committee—Harry 
B. Tonsmeire, chairman; Miles I. 
Stray, Charles A. Templeton, Inc., 
Waterbury, Conn., vice chairman; 


Leonard L. Dietz, Dietz Industria! 
Supply Co., Aurora, Tl; J. Frank 
Slagle, Tennessee Mill & Mine Sup 
ply Co., Knoxville, Tenn; J. W 
Vickers, The Geo, Worthington 
Co., Cleveland; Alex V. Davies, 
cx-Officio. 

Joint Educational Aids Commit- 
tee—F’. Marsena Butts, Butts & Ord 
way Co., Cambridge, Mass., chair 
man; Lloyd B. Mize, Industrial 
Supply Corp., Richmond, Va., vice 
chairman; A, E, Cudlipp, Lufkin 
Foundry & Machine Co., Lufkin, 
Texas; H. H. Kuhn, The Hardware 
& Supply Co., Akron, Ohio; J. For 
rest Bennett, Couch & Heyle, 
Peoria, Il. 

Joint Advertising & Awards Com- 
mittee—John D. Williams, The 
Maw-Sherwood Supply Co., Cleve 
land, chairman; C. McDonald Eng 
land, Jr., Logan Hardware & Supply 
Co., Logan, W. Va., vice chairman, 
David B. Schuler, Erie Industnal 


L®*ommander 





Show your rer 
SELE CT. I 

Preas Turret can drill, countersink, and tap 
off one drill spi 
the work of © 
tooling and set-up costs are reduc 
w he can do more accurate work with a 
SELECT-A 


a sale every time 


FEATURES TO HELP YOU SELL: 


@ Fits Any Drill Press 
@ Positive indexing Of Each Tool 
Without Stopping Drill Press 
@ Compact Size... 
” © Can Tap On 1, 2 Or All Spindles 


Write for Commander's Full Line Catelag Describing 7 Other Tools 


TRIPLES the PRODUCTIVE CAPACITY — 





of any drill press 


+t how a Commander 
DLE Dual Speed Drill 























A-SPI 
ndle .. . how he can do 


drill presses with one... how 


ed, and 
‘SPINDLE and you will make 


Maximum Work Visibility 





QZ ormenander mic. 
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Supply Co., Erie, Pa; William R. 
Crow, Weaks Supply Co., Monroe, 
La.; A. A. Jackson, Neal & Brinker 
Co., New York City 

Joint Committee on Catalogs— 
Wallace H. Campbell, Campbell In 
dustrial Supply Co., Seattle, chair 
man; W. P. Marshall, Jr., Marshall 
Supply & Equipment Co., Tulsa, 
Okla, vice chairman; George G 
Weaks, Weaks Supply Co; C. C 
Krueger, San Antonio Machine & 
Supply Co., San Antonio, Texas; 
Russell C. Duncan, Jr., Duncan Co., 
Minneapolis; T. Gordon Vaughan, 
The W. M. Pattison Supply Co., 
Cleveland; J. H. Ruddell, Central 
Rubber & Supply Co., Indianapolis; 
A. E. Klinger, The South Bend Sup 
ply Co., South Bend, Ind.; Loren 
W. Moss, Miller Brothers Hardware 
Co., Richmond, Ind. 

Joint Modern Methods Commit- 
tee—Perry T. Demming, ‘The Hard 
ware & Supply Co., Akron, Ohio, 
chairman; John C. Pye, Pye-Barker 
Supply Co., Atlanta, Ga., vice chair 
man; A, C. Sager, Reichle Supply 
Co., Saginaw, Mich.; L. D. Mon- 
tague, B. L. Montague Co., Sumter, 


S. C. and R. John Moore, Detroit 
Ball Bearing Co. of Michigan, 
Detroit. 

Public Relations Committee 


C. McDonald England, Jr., Logan 
Hardware & Supply Co., chairman; 
R. H. Barr, Reilly Brothers & Raub, 
Lancaster, Pa. vice chairman; 
T. Gordon Vaughan, The W. M. 
Pattison Supply Co.; Paul J. Stine, 
Harry P. Leu, Inc., Orlando, Fla.; 
George W. Wuerthele, Frick & 
Lindsay Co., Pittsburgh. 








B OK e 


j f 


"Yok it up—he's sensitive about his 
clever potter.” 

















Why your customers will stay sold 
on RIM’s 





With R/M’s Big 7, your customers will be able to set up a 
schedule of preventive rather than corrective maintenance. 
The custom-buik construction of these packings will give 
them superlative performance—and lower their maintenance 
costs. Most plants will need only 3 or 4 types. 


R/M’s sales policy favors you. You will never get any com- 
petition from the factory because all R/M packings for 
maintenance purposes are sold only through authorized 
R/M distributors, just as they have been for the past 
16 years. 


Big 7 Packing Types 


terials 
materials; Type 7, for hydraulix 





Before being offered for sale, R/ M's Big 7 Packing Types 
are run through rigid quality control tests, The leak detec- 
tion test pictured above is just one of a great many different 
tests made to insure your customers of getting the benefits 
of R/M’s high standards of manufacture 





Type 2, for high temperature 
valve stems, expansion joints; Type 3, for high speed rotary 
ur compressors; Type 4, for corrosives, acids, viscous ma 
Type 5, “Teflon”* for chemicals; Type 6, gasket 
ind pneumatic equipment 


, for pumps, valves 


*Dy Pont tr edemark 


R/M’S BIG 7 PACKING TYPES MEET 95% OF ALL PACKING NEEDS 








BIG 7 PACKINGS | ou0c.07% 


RAYBESTOS-MANHATTAN, INC. 


PACKING DIVISION, PASSAIC, WJ. 
MECHANICAL PACKINGS AND GASKET MATERIALS 


FACTORIES 
Powel, NJ 


Bridgeport, Conn Manheim, Pa Ne Cherlesten 
ger ° 


Crawterdeville ind Neenah Wis Peter 


RAYBESTOS MANHATTAN INC 
Industria! Rubber, Engineered Plastic, and Sintered Metal Products 


Packings © Ashestos Textiles « 


* Abrasive and Diamond Wheels ¢ Rubber Covered Equipment « 
Brake Linings ¢ Brake Blocks © Clutch facings ¢ Laundry Pads and 
Covers * Bowling Balls 
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| Add these versatile, lowcost | 











i 

| VARIABLE SPEED 

| REDUCTION UNITS 

to your line now! 
Model No. 1 

sells for only *2900" | | 


70 te 750 +.9.m. with Ve te 
Y WP. motors. 


uot “ (without =. $99°°° 


Also Medel Ne. 2 

1 te 150 9m. with 4 te 2 HP, 
motors Shipping weight (without 
motor) 42 the. 





Sell these high quality, thoroughly dependable 
Men-E-Uses Voriable Speed Reduction Units. 
This full-profit line will cost your customers less 
than they'd poy for most single-purpose speed 
reducers and give them advantages like these... 


1, Unequeted range of speeds for maximum 
versatility of application. A simple pulley 
ch sets speeds from | to 750 +.p.m. 


2. Adjustable motor support—drive can be 
mounted on either side of motor. 


3. Dewble universe! joint coupling mokes 
alignment easy. 

4. Cast cluminum alley bese and gear hovs- 
ing with machined joint that requires no gaskets, 


5. Delivered ready te operete. 


Find evt how the Men-E-Uses Varieble Speed 
Reduction Units con build your profit curve and 
please your customers. Write, wire or phone for 
the facts today. 


*Subjeci to change without notice 


Dept. 0, YORK, PENNA. 
Established in 1898 
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Morse Chain Opens Chariette, N.C., Warehouse 





New branch office and warehouse of Morse Chain Co., a Borg-Warner industry, will 
serve distributors and users in Florida, Georgia, Alabama, the Carolinas, Tennessee 
and Virginia from 405 West Griffith St. in Charlotte 





Syntron Forms 
New Sales Outlet 


Syntron Co. has organized a new 
West Virginia Sales Co. in South 
Charleston, W. Va., with Wallace 
P. Smith as vice president. His tern 
tory includes counties in West 
Virginia, Virginia and Kentucky 

Other new Syntron appointments 
are: Robert J. Walker, covering 16 
Pennsylvania counties for Syntron 
Central Pennsylvania Sales Co, 
H. J. Bertolet, to the Syntron Read 
ing sales staff; and David R. Holst, 
transferred from Los Angeles to the 


Syntron Cleveland Sales Co New manager of Morse Chain Co.'s 
Southeastern district served from re 


cently opened Charlotte, N. C., ware 


Howe Seale Co. house, is Raymond H. Whitney. He 
4 has 15 years’ experience in the industry 
Fille Executive Post 

F. E. Pringle has been appointed 
assistant general sales manager of Slingerland to Direct 
I'he Howe Scale Co. Plasteel Midwest Region 

He has held sales and manage 
ment posts with Sperry Products 
for the past eight years 








Plasteel Products Corp. has 
named J. Harold Slingerland as Mid 
west regional manager with head 
a F quarters in Chicago 
Marks 50th Year Formerly vice president and gen 

Universal Hoist & Mfg. Co. eral sales manager of Cummins Port 
marked its 50th anniversary recently able Tools, he has also worked for 
in a cake-cutting ceremony presided Montgomery, Ward & Co. as sales 
over by Koert Voorhees, general and advertising manager. 
manager. John Voorhees, president Plasteel has opened a new Mid 
who founded the company in 1903, west sales office in the Lakeview 
was honored guest Building, Chicago 
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G-E Fluorescent Lamp Facts: 





99 out of 100 General Electric fluorescent lamps deliver 
a full year of uniform light in single shift plants 

















G-E LAMPS GIVE YOU MORE FOR ALL YOUR LIGHTING DOLLARS 
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INSTALL 100 GENERAL ELECTRIC 40-WATT 
FLUORESCENT LAMPS in any single shift 
plant under normal operating conditions 
After a full year (2500 hours of service) an 
average of 99 will still be burning! Atver 2 
years (4000 hours) 98 out of 100 will still be 
burning. Not only do G-E 40-watt fluores 

cent lamps live up to their published rating 
of 7500 hours life, but they have virtually 

no early failures! 


CONSISTENT ADVERTISING OF FACTS 
LIKE THIS MAKES YOUR SELLING 
JOB EASIER, MORE PROFITABLE 


General Electric has consistently and strongly 
advertised the money-saving benefits your 
customers get from G-E 40-wact fluorescent 
lamps—and this has helped create the pres. 
ent brand preference for General Electric 
This fall, such magazines as Fortune, Time, 
Newsweek, U. S. News & World Report, 
Wall Street Journal and Business Week will 
display full page G-E ads like the one 
shown at left 








G-E'S VALUE 
OF 


STORY 15S 
LEADING NATIONAL 


ON THE PAGES 


PUBLICATIONS 











GET YOUR 
25-YEAR CALENDAR 
TO DRAMATIZE UNIFORM 
LIFE OF G-E LAMPS 


Ask your G-E salesman for your 


metal 25-year calendar that helps 


you get more orders by “bring 


ing home’ in an unusual man 


ner the uniform life of General 
Electric 


fluorescents General 














Babcock & Wilcox 





Progress /s Our Most /mportant Product 


Electric Large Lamp Dept 
Park, Cleveland 12, Ohio 


Nela 


GENERAL @@ ELECTRIC 
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They Take Tough Punishment 


“That's why they stay sold and bring Distrib- 
utors REPEAT ORDERS YEAR after YEAR. 


Sold 100% 
through distributors 







VISES 
BACKED BY 83 YEARS OF TIME PROVEN ACCEPTANCE. 
PRENTISS VISE DIVISION 


OF THE CHARLES PARKER CO. 








=e ls The Collis 
MAGIC-TYPE CHUCKS 


save operating time 





an 
Fg 


MAGIC-TYPE CHUCKS 





Reduce production costs with Collis Magic Chucks. Now tools can be 
changed without stopping or slowing down the spindle. Boring, counter 
boring, drilling, reaming, tapping, etc., can be performed practically con- 
tinuously. 

Let our 40 years of manufacturing experience help your customers select 
the proper equipment for the job. 


"Call COLLIS For Service” 








Dept. A, CLINTON, IOWA 
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MERIDEN, CONN., U.S.A. 








tmnt THE COLLIS COMPANY mmm yy commun campus 





VIRGINIA MUNROE, at Detroit Bal! 
Bearing Co. of Michigan's Kalamazoo 
branch, is both a secretary and a bear 


expert 





“*Autometrology” Unit 
Set up by Sheffield 


he Sheffield Corp. has organized 
a new research division devoted to 
problems of automation 

Called the “autometrology” divi 
sion, it will be staffed by gaging 
instrument, hydraulics, electronic, 
pneumatic, -nucleonic and other 
pecialized engineers and will be 
concerned with systems for operat 
ing machines togéther rather than 
controls for individual production 
units. The company defines auto 
metrology as “the single or mult: 
ple combination of machining, mo 
tion or memory with automat 


measurement 


GIVE... the United way 











es | Tw Bristol Branches Get New Managers 








Babcock & Wileox 
Changes Office Heads 


The Babcock & Wilcox Co. has 
appointed Anthony D. Zar sales 
representative in charge of the Mil- 
waukee district sales office for its 
l'ubvlar Products Division. 

Kenneth W. Harris succeeds Mr. 
Zar in his former post as head of 
:he general sales office in Milwaukee. 

Mr. Zar was with Globe Steel 
lube Co. when Babcock & Wilcox 
acquired it last year. His new office 
will be. at 2430 S. 28 St. 

Mr. Harris is the former assistant 
manager of the division's general 
sales office at Beaver Falls, Pa. His 
Milwaukee headquarters will be at 
3839 W. Burnham St 

Alan W. Abegglen has been ap 
pointed representative in charge of 
the Cleveland district sales office 


Named to Detroit Post 


The Babcock & Wilcox Co. has 
appointed Ralph R. Ryan sales repre 
sentative of the Detroit District of 
its Tubular Products Division. 

With the Milwaukee office for 
the past several months, he was 
formerly office manager at Chicago. 
He started with the company in 
1950 after graduating from Carnegie 
Institute in metallurgical engineer 
ing. He will work under the direc 
tion of Frederick Foglesong, Detroit 


district manager 





ANY-SPEED PLAYERS 


A German-made acoustic time 
regulator is capable of varying the 
reproduction speed of record disks and 
sound strips from 50 to 200%, reports 
Product McGrow- Hill 
publication. Now recording and re 
production speed need not be identi 


cal and speeches of music con be 


Engineering, 


played at higher or lower speeds (to 
fill an allotted time) without change 
in pitch of tone 














CHICAGO 


ACE 


LOCKS OFFER 


Maximum 
Protection 


For Your Customer 


Chicago Utility Locks 
Dependable Protection 


Chicago Cylinder Utility Locks 
can be furnished with single or 
double bitted keying for wood 
and metal mounting. Can be 
keyed alike or alike in sets. Pol- 
ished nickel finish 


Cut-away view of ACE Padlock showing double 
locking feature and 7-pin tumbler mechanism. 


Chicago ACE Padiocks 


Exclusive Selling Features 


Ace 7-pin tumbler locking mech 
anism « Hardened steel shackle 
that locks both sides « Round 
keyway prevents insertion of 
forcing tools « Duplicate keys 
available only from factory « 


Solid rust-proof cases 


in locks for every need. 





SoM CHICAGO -0pende'' 


An entire line, sensibly priced for good, steady sales and profits. 


Write for distribytor details and Catalog No, 105 





CHICAGO LOCK CO. 


2030 NW. Racine Avenue + 


Chicage 14, Minels 
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Cameron & Barkley 
Plans New Warehouse 














line of valve 
specialties including relief valves, alti- 
tude valves, pump governors, pressure 
regulators and emergency valves. No 
matter what the control problem, 
there's a Davis specialty product to 
meet the need. Contact Davis today 


Davis offers a complete 




















use. 
port valve. Temperatu 
to avold. . 


fdas closing 


Me. 101-—Ne. 102 
BONER STOP AND 
| CHECK VALVES 


Ne. 101—For high pressure, 


Me. 103 — Popular valve for general service 
Interna! steam dash pot 
eliminates chatter 


Both valves in complete 


trim to suit pressure or 
temperature needs Ask 
for Bulletin 101A 








8. E. Gewin 


S. E. Gewin has been named dis 
trict manager of The Bristol Co.'s 
Chicago office. 

Walter Messner will be his suc 
cessor as district manager at S$ 
Louis. 

Mr. Gewin has been with the firm 
since 1937, serving in the Philadel 
phia, Charleston, Pittsburgh and 
Buffalo districts before his St. Louis 
managership, 

Mr. Messner joined the sales force 
in 1940 in New York City and has 
lately been a regional field engineer 
in Tulsa, Okla. 





“Things are pretty slow. Let's revise 
oll owr paperwork procedure again.” 
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Two Bristol Branches Get New Managers 





Walter Messner 





Assistant Appointed 
AllisChalmers Mfg. Co 
named H. R. Godfrey, Jr., assistant 
to the W. M. Wallace, general man 
ager of the General Products Divi 


has 


sion 


















PORTABLE HEATING 
EQUIPMENT 


@ TORCHES 


For soldering, brazing and annealing 


@ FURNACES 


(For melting metals and compounds) 


@ SALAMANDERS 


(LP-Ges fired, instant lighting) 


@ INFRA-RED 
HEATERS 


(Portable LP-Gos or Natura! Gas 


Insto-Gas offers Industrial Distri- 
butors Nationally advertised, 
quality equipment and mer- 
chandising aids to move this 
equipment to your customers. 


Wire or write today for complete 
information. 


INSTO-GAS CORPORATION 
Depertment ID 
DETROIT 7, MICHIGAN 


















Cameron & Barkley 
Plans New Warehouse 


The Cameron & Barkley Co., 
Jacksonville, will soon open a new 
warehouse in the Bartow-Mulberry 
district in Florida, the management 
announced 

Rufus C. Barkley, president, said 
the purpose was to provide on-the- 
spot stocks and service in this impor- 
tant miming section. 


To Direct Operations 


Don Lewis Taylor, former sales 
engineer for Thistle Foundry & 
Machine Co. of Bluefield, W. Va. 
has been appointed to direct opera 
tions of the new warehouse. Be 
sides his specialized experience in 
mining operations, he has also 
worked as a telephone salesman for 
industnal supplies and sales engi- 
neer for a citrus machinery manu 
facturer 

Av air force officer, Mr. Taylor 
once served as flying instructor in 
four-engine aircraft and holds a 
commercial pilot's license. He will 
make his home in the Bartow-Mul 
berry area 

Robert L. Amott has joined 
Cameron & Barkley as sales engineer 
in the St. Petersburg area 

His career has included experi 
ence in sales, sales management and 
purchasing. He also at one time 
studied at the New York Metropoli 
tan Opera 





STALE BREAD TIDBITS 


Stole bread is being turned into 
tasty TV-snock tidbits, reports Food 
Engineering, McGraw-Hill publication 
A West Coast bakery dices the stiff, 
dry, several-days-old loaves, enrobes 
the pieces with a hord-butter coating, 
puts them into begs, and sells them 
for @ dime. Since demand hos ex- 
coeded supply, the company may have 
to moke stole bread on purpose, the 
mogozine says 














THIS DOOR-OPENER 
WILL HELP YOU SELL 
KEY LINES 


it’s New — Customers are waiting to see it 
it’s Needed — Nothing like it for repairing threads 
it’s Profitable — Plenty of customers... high mark-up 

















Every purchasing man, every 
maintenance man in your terri- 
tory has been reading about 
Heli-Coil* Shop-pack Thread 
Repair Kits, the new, quick, 
easy way to renew stripped or 
worn female threads. You drill 
out old threads, tap with a Heli- 
Coil tap, wind in a Heli-Coil In- 
sert, wind up with stronger-than- 
new threads of the original size. 
Production men want them too— 
for salvaging parts improperly 
threaded. 

Each Shop-pack contains a supply 
of these inserts, plus the tools neces- 
sary to insert them, all in a handy, 
durable metal-edge box. Sizes avail- 
able range from 6-32 to 1 1/2-6 NC 
and 6-40 to 1/2-20 NF. (14 mm spark plug size is also available. ) 
Be the first in your area to stock this business-getting, high mark- 
up item. Have your salesmen carry it on their calls as a door-opener 
to help them get larger volume on all your lines. 


No.6 


+o Fast Beene ‘ 
~— ve Tes aos 


*Reg. U.6. Pat. Off 


HELI-COIL CORPORATION 
' 310 Shelter Rock Lane, Danbury, Conn. 


() Please send me catalog and price lists of Shop-pock 





(_) Please send me information on becoming a Heli-Coil Distributor. 


Seer eee ete eee ee oem 


Nome_ —— - 8! ee 

Compony M —— es 
Address. a tenet 
ee a eee as SCT ee eS & ease 


“rrr rrtrtrtrtrtrrtrrtrtrririrterttttttstSthhLEEEeEeSESeeehfethereeferetertererereleley 


IN CANADA: W. R. WATKINS CO. LTD., 41 Kipling Ave. &., Toronto 16, Ont. 
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Decentralized Buying Seen as Trend 


Large manufacturers are drifting 
slowly toward decentralized purchas 
ing, a recent survey by the National 
Industrial Conference Board shows 

The Conference Board surveyed 
212 manufacturing firms and found 
that one in three had made some 
change in the organization of its 
purchasing operations over the past 
five years. Most of these shifts were 
in the direction of dispersing pur 
chasing authority 

The majority of plants actually 
employ a mixture of central and 
local buying, which the Conference 
Board calls “decentralized purchas 
ing with centralized controls.” 

The survey covered 54 companies 
with only one plant, and only thre 
of these had their purchasing decen 
tralized by departments. 

But the 158 multi-plant manu 
facturers reported a wide variety 
of buying practices. 
local buying is done according to 


In almost all, 


as preferred dispersed buying 


policies and procedures laid down 
by the head office. Local 
procure items for the maintenanc 
repair and operation of plant facili 
ties, emergency items, and muscel 
lanecous supplies and services “of a 
minor nature.” The central offic 
negotiates all contracts, buys major 

and 
handles all 


unit 


raw materials common-usag¢ 
and 
expenditures 

About as many managements said 
they favored centralized purchasing 
soth 


items capital 


groups cited a wide variety of rea 
ons for their particular choice. Most 
treque ntly-mentioned benefit of con 
solidation is that it makes possibl: 
large quantity buying of raw ma 
terials or supplies used at two or 
mor plants. Centralized purcha 
ing, say those who employ it, allow 


buy rs and 


for specialization of 
proper allocation of scarce materia) 


Proponents of local buying se 








LOW COST 
ADJUSTABLE 
SHEARS 


DELUXE KLEENCUT 
FOR FACTORY AND OFFICE 


There's a big profit and a fast turnover for you 
in Deluxe Kleencut shears! They're easy to sell 
because of their low price, high quality, and ex 
clusive Micro-Tension Adjustment feature. 

Micro-Tension Adjustment cuts down fatigue 
on production jobs and makes it simple to set De- 


luxe Kieencut Shears to 
cut a wide range of ma 
terials cleanly and more 
comfortably 
suggested 


rete: price 








———= 


GIFT SETS FOR SAFETY AND 
PERFORMANCE AWARDS 
#1906 2 High quality profes 
sional style shears, a 7” Dressmaker 
and 72” Pinking Shears Fully 
nickel plated in smart looking red 
and white check zippered case 
Other sets available. Retail $8.95 











Write Dept. K for illustrated full line Distributor price lists 
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faster action” as the chief ad 


of their 


; 


stem They a 


production de 
substitution or 


imunat 
llow for 


ment of materials 


Better Standards Wanted 


I'he survey also showed that mam 


dissatished with 


uf judging 
About one 
used 


inagements are 
their present methods 
purchasing efficiency 
fourth of the 
the materials 


firms surveyed 


cost iriance” 
hasing 
ost of 


manufae 


method to evaluate pur 
his is a comparison of the 
1 commodity what the 
turer has paid the supplier or dis 
market 


( omparisons are 


tributor) with the current 
or standard price 
made periodically and submitted to 


the management for review 


Regular Inventory Check 


Another large group of manufa 
turers check their inventors 
larly to see that establish 


ire being maintained. In son 


regu 
levels 
hrm 
of purchasing | 


lose the purchasing depart 
budget SoTTi 
ractors 


within 


tay 


make ible 


ilvers of such 


burn f work 
neasure purchasing effect: 


and un 


Most managements say the need 
great for improving thew purcha 


but they see no solutio ight 





CLOSE TO CUSTOMERS as the 
phone, L. P. Russon, sales manager, 
directs field activities at Vonnegut 
Hardware Co., Indianapoli 





pLESS BELTS 


ystomers «+ 
Dollar” @ 


Condor Whipcord Endless Belts Boost Production 


Steady, unfailing power delivery with high overload 
capacity, long life, and freedom from stretch or shrink 
age result in greater efficiency at lower cost for machines 
equipped with Condor Whipcord Endless Belts. These 
all-purpose belts offer exceptional advantages for hard 
wearing installations—on drives with short centers, 
small! take-up, small pulleys, reverse bends, high speeds 
and heavy loads at high tensions. Extremely flexible, 
they are idea! belts for machines where serpentine drives 
supply power for several operations. Condor Whipcord 
Belts feature an endless-wound, sealed-in cord con 
struction which is de-stretched during manufacture 
They will not shrink on the drive and are virtually 
unaffected by atmospheric changes. On many drives 
they have outlasted 3 to 10 ordinary belts 


EXTENMSIBLE-TIP COVER SPLICE 
R/M’s exclusive Extensible-Tip cover-end splice 
“elaeticizes”’ the splice area with a series of rubber 
rivets to dissipate stress when rounding pulleys. This 


MANHATTAN 


RUBBER 


RAYBESTOS-MANHATTAN, 


eliminates cover separation adda further to the 
longer service life of Condor Whipcord Belts 


CONDOR COMPENSATED BELT 


On closed drives where belt fasteners are required, 
Condor Compensated Belt eliminates fastener trouble 
A patented Manhattan process equalizes belt ply 
stresses when rounding pulleys. Every ply ia under 
uniform tension and every ply pulls its full share of the 
load to eliminate ply rupture and separation—espe 
cially at the fasteners. Condor Compensated Belt holds 
fasteners up to 4 times longer than ordinary belt! 


SELECTION OF DRIVING SURFACES 


Both Condor Whipeord Endless Belts and Condor 
Compensated Belt are available in a selection of four 
driving surfaces to meet various machine tension 
requirements. Let an R/M representative show you 
how to boost production get ‘More Use per Dollar’ 

with Condor Endless Belts and Condor Compen 
sated Belt at your mill 


au 604.0 


JERSEY 


INC. 


DIVISION —PASSAIC, NEW 


hE Bo OM Ons thee <A 


Other 8/M products include: Industrial Rubber * Fan Belts * Radietor Hove * Broke Linings 


Tank Lining Abrasive Wheels 
puns Goals asuben 


Teatiles * Fackings * Engineered Plastic, ond Sintered Metal Products * Laundry Pads ond Covers * 
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BIGGER SALES 
BETTER PROFITS 


“WERNER. 
ALUMILADDERS 


Aluminum ladders give industry real sav- 
ings in labor and wear. Werner, the largest 
producer of aluminum ladders, makes 
them extra rugged and reliable to more 
than meet industry's requirements. 








No. 1400 Series Stepladders, 


4 ft. to 14 ft. 


Holds twelve men yet light enough for one 
man to handle with ease, Wide steps on 
both sides for double convenience . . . each 
braced for sure safety. Heavy rubber feet 
prevent slipping. Substantially constructed 
throughout. 


No. 600 Series 


Platform ladders, 
6 ft. to 14 ft. 


Big 14” x 18” slip-proof 
platform provides lots of 
room for comfortable 
working. Side rails add 
to worker's safety 
Strong braces support 
every step, add to ri- 
gidity Holds up to 800 

Rubber skid-proof 
feet 


Also ... for better sales... 
Werner Industrial 


Extension Ladders 20 ft. to 60 ft. 
Single Ladders 6 ft. to 20 ft, 
Step Ladders 3 ft. to 14 ft. 
Swing Stages 8 ft. to 30 ft. 


Write for complete catalog information on 
sales-making, profit-making Alumiladders. 


R. DO. WERNER CO., INC., Dept. .-43 
Seles Office: 295 Fifth Ave., New York 16, N.Y. 


SE LOE RSE Fema 


| 
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George Baldock 


Baldock Succeeds Miller 
In MeJunkin Branch 


McJunkin Corp., Charleston, W 
Va., has appointed George Baldock 


OTHERS 


assistant manager of its Columbu 
Ohio, branch. 


i, 


Moly steel of proven analysis, heat 
treated to secure maximum hard- 
ness and toughness—Proper blade 
design—Highest grade handles— 
These quality features combine to 
make Moly shovels out wear and 
out last all others 


he 
succeeds Frank Miller, who has been 
transferred to the McJunkin 
branch in Atlanta, Ga. 


With the company 12 year 


hecw 


Food Machinery Opens 









Los Angeles Office THE WOOD SHOVEL 
Food Machinery & Chemical & TOOL COMPANY 

Corp., Packing Equipment Division vique, Chie 

has opened a new materials hand oats ~. 

ling equipment sales and enginect pe ly 

ing office at 5902 Fast Washington ‘ete “ee. 

Blvd., Los Angeles ON = 
It will be staffed by Bob Conner alloy steel J 


sale Chel 


and Doug McCririe, 
and Clark Still 


. < heat treated 
~ 


We 
~~ — 


4 
resident enginect 


To Sell for American Pulley 


The American Pulley Co. ha 
closed its Houston district office an 
appointed the R. C. Brown Ci 
Dallas, as its Southwest sal 
sentative 


| 


repr 


i 





HEALTHY HOGS 


Antibiotics added to feed has im 
proved significantly the health 
hogs and other animals, according to 
Food Engineering, McGraw-Hill pub 
lication. Could it be that pigs ect 
better than people? the magazine asks 


of 
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A. E. Mansfield, Jr. 





LeTourneau Picks 
Midwest Representative 


R.G 
pointed 
Midwestern 
Industrial Equipment Division 
Continental 


LeTourneau, Inc., has ap 
Albert E. Mansfield, Jr., 


representative for its 


Previously with 
Motors Corp. at Greggton, Texas, 
he has worked 16 years with the 
trucking industry in fleet mainte 


nance and sales 


Heads Compressor Group 


David R. B. Robson, president of 
Keystone Compressor Co., has been 
elected president of the Air Com 
pressor Research Council, trade asso 
ciation of manufacturers of tank 
mounted air compressors for indus 
trial and automotive use 








GENIAL BOSS at A aud I Supply Co., 


Charleston, W. Va.. is President L 


McCallister 


Geen eens 


APPROVED ELECTRICAL SYSTEM 
110 VOLTS AT CONTROLS 
OVERLOAD AND LOW VOLTAGE SAFETY 
NEW HYDRAULIC UNIT 
AUTOMATIC CUTTING CYCLE 
NEW BLADE PRESSURE CONTROLS 
SPECIAL CHIP FLUSHING UNIT 
NEW HEAVY-DUTY BLADE GUIDES 
FOOL-PROOF BLADE TENSIONING 
NEW POWERFUL COOLANT UNIT 
RIGID POSITIVE STOCK STOP 









NEW EASE OF CONTROL 
WITH THE WELLS MODEL 1200 
METAL CUTTING BAND SAW 





CONVENIENT FINGER-TIP CONTROLS 
now operate at 110 volts 


The Wells Model 1200 is a rugged, new horizontal band saw for heavy- 
duty production cutting in any shop. The Model 1200 incorporates all 
the proven advantages of the Wells No. 12, plus such outstanding ad- 
vancements as “Feather Touch” Finger-Tip Control and greater safety 
with 110 Volts at the controls, Metal cut-off actually becomes a preferred 
job with this machine because operation is so easy. In addition to ease 
of operation, the Model 1200 has the versatility to handle big jobs or 
little jobs with efficient, economical, fast and accurate action 

Flip a switch and the Model 1200 becomes a completely automatic 
machine with continuous operation for duplicate cutting when used 
with a Wells-O-Bar Feed Master stock projection unit. 

Check the following select features and then request Job Engineer- 
ing assistance on your specific cutting requirements. 


Select Features DESIGN DETAILS 


12” = 16", 11° = 18” 
Permits 12%" depth cut of lerge blocks 


per minute 
© Ample Meter Power 1 HP 
HP. Hydraulic System. 
© Parallel to bed cutting action 
© Adjustable stops for depth cutting 
© Automatic frame return and shut-off 
© Shipping Weight: Approximetely 1950 Ibs, 


Birth 


WELLS MANUFACTURING CORPORATION 
606 ADAMS STREET, 
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Nwcocceccccee/ 


© Large Copecity—Rounds, 12%"; Rectenguler, 
© For Die Blocks: Clearance bed te blade, 18". 
© Selective Speed Range: 60, 115, 200, 300 fr. 


Blede Drive; 


The Ploneers of Horizontal 


METAL CUTTING 
BAND SAWS 


THREE RIVERS, MICHIGAN 
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Medium-Sized Plants Called Best for Automation 


The big future for automation in 
metalworking is in medium-sized 
plants, not the very large plants. 
And automation is entirely feasible 
in many smal] plants where produc- 
tion is relatively continuous, 

These predictions are from a 
recent study by the American 
Society of Tool Engineers called 
“What's Ahead in Automation,” 
which states flatly that automated 
operations can be applied to about 
16% of all manufacturing in metal- 
working. A large share of this, the 
engineers believe, will be in medium- 
sized plants, because automation is 
less adaptable to the really big 
plants, “It is easier to automate 
manufacture of an engine, a trans- 
mission or an axle, then to automate 
production of a complete automo- 
bile,” says the report. 

The report also concludes: 

1. The automated manufactur- 


ing operations, while a small 
percentage (16%;,) of all opera 
tions, would open enormous 
potential markets for all kinds 
of equipment since a majority 
of conversions to automation 
would require complete replac 
ing of present processes and 
equipment. 


. Approximately 15% of all 


1956 production equipment 
orders in metalworking plants 
covered in the A.S.T.E. survey 
will call for automation; for 
1956-57, the total will be close 
to 22% of all equipment 
orders. : 


. If automation should take 


hold on a broader scale, the 
“big plant” concept as being 
the most efficient would be 
discarded in favor of the 
medium-sized plant. 


4. Automation is entirely feasible 





fastenings 








Write, wire, or phone for your 
copy of the new STAR catalog. 


STAR STAINLESS SCREW Co. 








i 


STOCK 
TO STAR FOR ST 
NERS Ri 


Al... LOOK 
INLESS STEEL 
T OFF THE 


A 
GH 
SHELF TO YOU 
» STAINLESS STEEL 

© Bolts and Cap Screws 
, Set and Cap 
© Nuts, Washers 


. 
+ 
© Pipe Fittings 
. 





Whey 


Stainiess Stan 
says “Star's 
screws have 
ciean, bright and. 
shiny heads” 












645 Union Bivd., Paterson 2, N. J. + ‘phone: Little Falls 4.2900 
(lmEEE Direct N.Y. ‘phone: Wisconsin 7-9041, Philadelphia; ENterprise 6231 
MANUFACTURERS’ REPRESENTATIVES: A Few Choice Territories Open. tneuiries lnvited 
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in many small plants in which 

production is relatively con- 

tinuous on one or two 
products. 

While industry in the Middle 

Atlantic States and East North 

Central states shows an 

expected high interest in 

automation, interest in the 

South is at an equally high 

level. 

6. Automation is of top interest 
to producers of “fabricated 
metal products” in general 
(pots and pans, toys, pipe 
fittings, sporting goods, etc.). 

7. Automation equipment will 
represent 20-25% of the total 
equipment purchases of these 
fabricated metal producers in 
1956-57. 

8. The aircraft industry shows 
great interest in automation, 
particularly in engine and 
accessory plants. More than 
20% of the industry's 1956 
57 equipment purchases will 
go into automated setups. 

9. The automative industry is 
still way out in front among 
current markets for automated 
equipment. More than one 
fourth of its 1956, and more 
than one-third of its 1956-57 
equipment purchases will be 
equipment for automation. 

9. There is no expectation yet 
that automation can be ap- 
plied profitably to job shops 
or job-lot runs. 

10. Automation will produce 
major influences on the de 
sign of future products. There 
will be a greater tendency 
toward standardization of com- 
ponents, even though there 
may be less standardization 
of assemblies. The objective 
will be to avoid obsoleting of 
costly automated equipment. 


wt 


Huge Market Seen 


The engineers believe there is a 
very large market for new eauip- 
ment for the 16% of current metal- 
working operations that can be 
automated. 

To change over to automation, 
they estimate industry would have 








Let HARD + LONG WEARING « FASTER CUTTING 


Tungilen Covbiigg 


DO YOUR DRILLING TOO! 


TOOL COMPANY 








TRANSFERS POWER 


af 


RIGHT 
ANGLES 





CROWN 
MITRE GEAR UNITS 


... are en ideal solution to all types of 
right angle needs, and are especially 
adaptable to confined areas. They're 
small, rugged, quiet, and precision made. 
Crown Gear Units have matched “Zerol” 
hardened gears which are mounted in 
double shielded ball bearings, and com- 
pletely enclosed. Re-lubrication, if neces- 
sary, is easily accomplished, and four 
or five mounting flanges provide easy 
installation. 
Special models will be engineered and 
quotations submitted for any specific 
problems. Write today for the name of 
your local distributor, Crown Gear Units 
are available almost everywhere. 

Write for engineering details. 


@ division of Harrington & Richardson, Inc 
920 PARK AVENUE, WORCESTER 10, MASS. 


Over 120 leading dis- 
tributers in 43 stetes, 
Crown Mitre Geer Units 
are where you want them 
-«» when you went them. 


Seld in Canada by H. & R. ARMS CO., LTD., 
Montreal 23, ?. O 
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to replace more than 200,000 ma 
chine tools, 55,000 grinders and 
finishers, 50,000 metal forming ma 
chines and 25,000 production weld 
ers, On top of this, 125,000 machine 
tools and proportionate numbers of 
other equipment would be con 
verted over to automatic operation 
by installing loading and unloading 
devices, control devices, et« 


Fourth of Orders Affected 


Plants were surveyed on the 
amount of automation equipment 
ordered in proportion to conven 
tional equipment, and the medium 
sized plants (250-1,000) employees 
were found to be ahead of other 
size-categories in converting to 
automation. the 
total 1956 orders of these plants 
will be for automated equipment, 
and 30% of the 1957 orders. The 
small-plant category is ordering 10 
15% automated equipment this 
year, and the large plants (more 
than 1,000 employees) are 
ordering only 15%. However, many 
of the larger plants had alread; 
secured or placed orders for their 


Some 25% of 


also 


automated equipment before the 
survey. 


Machining 23% Automatable 


Of all metalworking operations, 
machining is the one that can be 
automated most readily, say the 
engineers. ‘They believe 23%, of 
machining operations are automat 
able, including 9% than can be 
automated merely by 
existing machines. 

Metal forming is 20% automat 
able, the study concludes; produc 
tion welding, 15%; grinding and 
finishing, 15%; materials handling 
23%; and inspection 


"oy 
‘ /0* 


Individual plants replying to the 
questionnaire listed much higher 
automation potential. 
facturers, one making automotive 
parts, the other pipe fittings, said 
they could automate their heat 
treating operations 100% A 


modifying 


operations, 


Two manu 


| producer of plumbing supplies and 
| fixtures estimated 


70% of his 
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now. .. STANDARD 
TONGS ... you can 
sell from stock 





TABLE OF DIMENSIONS 
Heppenstail’s Standard Sate 1 Tongs 


Max. Tong | hippeng 
Capacity Ais i dD] € f Weight 
30008 18%" \23 4 27%" 19% a SOs 
5000s «25 1%") 5 7%" 20%" 6 1106 

j 





HEPPENSTALL SAFE-T-TONGS 
for quicker, safer, lower cost 
materials handling 
These standard tongs are ideal for mate- 
rials handling jobs in: DIE SHOPS; 
MACHINE SHOPS; FORGING 
SHOPS; METAL PRODUCING 
PLANTS; WAREHOUSES; STOCK 


ROOMS; PRODUCTION LINES. 
They handle metal—either hot or cold. 


WRITE OR TELEPHONE TODAY 
FOR INFORMATION AND PRICES 


Advertised in leading trade magazines 


+> Heppenstall 


NEW BRIGHTON, PENNSYLVANIA 





foundry operations were automat 
able 
Managements of companies that 


estimated a low automation poten ae : ‘ 7 P 
tial gave as their principal reason re asors Ww Ly 


for the low estimate, “insufficient 


number of sufficiently identical you poc al 
more profits with 


repetitive operations 


Versatility Needed 
lhe report stresses fear of obso | 

lescence as one of the chief road 5 

blocks to further automation . + 

Development of standardized units 


that would not have to be scrapped | 
every time there is a model change 


complete line of 
is the biggest single need now in 


the automation ficld, the engineer ; 
believe. ‘They add to this the need : QUALITY 


for “greater versatility in the con 





trol and operating equipment to | 
handle wide! ranges of sizes oO! ? EXTINGUISHERS 
more complex operations.” 

High cost of automation equip 
ment is not so great an obstacle as 
might be expected, says the report 


Heads Industrial Sales / 


Western Railroad Supply Co 
has appointed James L. McAuliff as 
sales manager of its new Industrial 






Division. He was formerly field 


ment, Buda Division of Allis 
Chalmers Mfg. Co 


| 
! 
! 
+ 
| 
t 
| 
i 
donee e aeeeeenn eee 
! 
! 
sales manager, Industrial Depart | : 
' 
! 





omple 


BUFFALO FIRE APPLIANCE CORPORATION 
dD ° tal i 0 


eee) ; 


ini treny 






BUFFALO 
etter-buil 





NEW OFFICE MANAGER at Mor 
tensen Industrial Supply Co., Milwau 
kee, is Lester A. Feverer, formerly with 
John Oster Mfe.. Racin 
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OF VALDURA a 
FACTORY 3 “ ~~ H+ 
REPRESENTATIVE “IT 
" 
Q) wows PRODUCT 
INFORMATION MEETINGS ‘ 
WITH DISTRIBUTOR ‘ 







SALESMEN 






‘ 
3 MAKES SPECIAL 
CALLS TO GET ‘ 
NEW BUSINESS 
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AMERICAN-MARIETTA COMPANY 7 — 
; .. [SPECIFICATION é os ve 
ENGINEER \t 
ne ae 
Q) wonxs HAND IN 
HAND WITH YOU 
SALESMAN ON A 
Fae SPECIAL CALLS 
GB) rrocesses 
ALL ORDERS 4 “sll 
THROUGH YOUR 
ORGANIZATION 7 ) 
/ 
—— —- 4 é 
WAREHOUSING ¢ 
DISTRIBUTOR oo A 
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Valdura offers distributors the complete facilities 
of its Technical Service Department — without 
charge. Expert technicians, working in the in- 
dustry’s finest laboratories help solve special 
paint problems. Many distributors take advan- 
tage of this FREE service. 











‘Trade advertising has played an important part in 
Valdura’s growth to a leading position in the industry,” 
says I. M. MacLachlan, Valdura’s General Sales Mana- 
ger, “and FACTORY has been particularly effective 
in supplying us with leads that invariably prove to 
be productive.” 








Valdura’s complete service 

includes trade ads, dealer ad 
a } mats, brochures, maintenance 
charts, sales letters, tech- 
notes, data sheets, product 
folders, color cards, stickers, 
banners and displays, etc. 








FACTORY IS READ by more plant operating men 
... the men who influence your sales .. . than any 
other businesspaper. Ask for the sales support that 
includes advertising in Factory. 


FACTORY. 


A McGRAW-HILL PUBLICATION, 330 WEST 42ND STREET, NEW YORK 36, NEW YORK @ @ 

















REED MACHINISTS’ VISES last a long, long 
time. The few seconds saved by Reed's easier, 
faster, no-play action are significant in a single 
work week ... substantial throughout the long, 
useful life of the vise. Further, good workmen 
like good tools .. . do better work with them. 


Yes, a vise is a vise. But Reed Machinists’ 
Vises are better . . . with differences that lower 
labor costs for your customers and build good 
will for you. It pays to sell quality! 

ASK YOUR DISTRIBUTOR 





REED MANUFACTURING COMPANY J 


ERIE an es ee ee ee 


Se. 2F eee S$. is 
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P. R. Warren 


Warren Heads Sales 
In Fyr-Fyter Division 

Fyr-Fyter Co. has named Paul R 
Warren general sales manager of its 
newly created Fyr-Fyter Division 

In the fire equipment field 10 
years, he joined Fyr-Fyter in 1950 
as Kastern regional sales manager 
He will direct sales of extinguishers 
ind engines from the Dayton plant 
ind all Fyr-Fyter accessory products 

Ihe 
with others following Fyr-Fyter’s 
purchase of Pyrene-C-O-T'wo Corp 


division was created along 


Power Transmission Group 
Holds First Meeting 
Richard Baker, New York Belt 


ing & Packing Co. sales engineer, 
addressed the first fall meeting of 


the New York Chapter, Power 
l'ransmission Club 
The club is again holding its 


dinner meetings in the Roger Smith 
Hotel in Manhattan 


To Sell for Armstrong 


Armstrong Machine Works has 
appointed R. J. Denton Co., Syra 
cuse, N. Y., as factory representative 
in Central New York 





SWEET SILO STORAGE 


A farm-type silo now is used by oa 
Milwaukee chocolote plant to store 
220,000 pounds of sugar, reports Food 
Engineering, McGraw-Hill publication 
The silo is made of steel and com 
pletely lined with gloss 





























ee 


WE MAKE THE VARIETY 
...YOU SAVE THE TIME 


You can save time in meeting the varied needs of your fasteners customers, you 
can give them exactly what they want when they want it, by stocking the Bethle 
hem line of headed-and-threaded products. Bethlehem fasteners come in an almost 
endless variety, numbering hundreds upon hundreds of individual items. Bethlehem 
fasteners are well made. They have well-formed heads, straight shanks, and smooth- 
fitting threads. They’re just what your customers need for a good holding job. gETHLEHE 


Bethlehem Bolts Are Good Bolts 
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Choose 








BREAK-PROOF 
SHOCK-PROOF 


Screw 
Drivers 










A Driver for 
Every Need! 


—=> © 


Paitips @ Because VACO offers 


you more than 200 styles 


Reed & Prince and sizes of screw drivers 
from which to choose, 
Clotch Mead ac moe) pr ac mw 
plete choice Of recesse 
= © head drivers... Another 
Altea reason why you should 
a ©) buy VACO for all your 
Rebertecs screw driver needs. 


Look for 
the VACO Vari-Boaord 


It's easy to select the right 
screw driver when you buy 
from the VACO Vari 
Board. Displays up to 120 
drivers at a glance each 
one mnconditionally guar- 
anteed! 





Plier 

Veri-Boerd, Too! 

Complete display of all | 
popular styles and sizes 
for on-the-spot selections 








Look for both screw driver and plier 
Vari-Boards next time you buy! 
Vari-Board shopping is easy/ 
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Fred Parsons 


Campbell Chain Co. has added 
Fred Parsons and Martin Lund to 
its sales staff. 

Mr. Parsons will handle all com 
mercial, industrial and automotive 
sales in Ohio, with headquarters in 
Cleveland. He was formeriy with 
American Oil Filter Co. and at one 
time was a manufacturers’ agent 

Mr. Lund, who has been active in 
the chain industry many years, will 
be in charge of industrial sales in 
Connecticut, Massachusetts and 
Rhode Island 








“And, as tor as delivery is concerned, 
you'll have nothing to worry about— 
ot first.” 
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Martin Lund 





Formsprag to Double 
Plant Capacity 


Formsprag Co. has contracted for 
a plant addition to double its pres 
ent capacity. 

he firm's present plant, built in 
1949, was added to in 1951. The 
new addition is at the same site, in 
Van Dyke, Mich. 


Picks Representative 


Formsprag has appointed R. C 
Dallas, as sales repre 
sentative for ‘Texas, Oklahoma and 


Brown Co. 


Louisiana 


Moves Philadelphia Office 


Che Colorado Fuel & Iron Corp 
has moved its Philadelphia district 
warehouse and sales office to new, 
larger quarters at 225 West Erie 
Ave. Officials said the 132,500 sq 
ft. facilities should improve service 
to CF&Il—Wickwire customers 


Adds West Coast Warehouse 


Cullman Wheel Co. has estab 
lished a warehouse at 4395 East 
Olympic Blvd., Los Angeles, for its 


western area customers. 

















CHANCE VOUGHT AIRCRAFT, DALLAS, PROTECTS EMPLOYEES ON 
MOBILE SCAFFOLDS WITH FAULTLESS DOUBLE LOCKING CASTERS 


A completely safe, stable, and mobile 
work scaffold is being used by Chance 
Vought Aircraft, Dallas, in conjunction 
with precision assembly work on F7U-3 
Cutlass frames and engines, Production 
of this important Navy fighter created 






many new manufacturing requirements 
One was the complete redesigning of 
castered work scaffolds, Chance Vought's 
Plant Engineering, Safety and Mainte 
nance Departments attacked this problem 
with the aid of Faultiess engineers. After 
a careful review of scaffolding styles and 
available casters, they selected the 
Faultless F9OO Series scaffold caster, 
which had been sampled, tested and 
approved, Combining a well designed 
scaffold with the Faultless double ball 
bearing casters has resulted in the de- 
velopment and use of equipment that 


easily meets all their requirements, 











LADDERS, — frill 
scaFFows, |" soles 4) 
PLATFORMS —\ Hb Togs 


The Faultless FOOO Series 
is designed with an easy 
to-use foot-operated brake 
lever which simultaneously 
locks both swiveland wheel 





laultless castered work stands are highly 


SERIES F9OO MEDIUM DUTY SWIVEL TRUCK CASTER maneuverable and easily group-packed 


The F900 Series incorporates precision formed, and hardened double bal! when not in use. Do YOU have a work 
bearing swivel construction. The lower raceway is machined from steel bar platform problem? Our experienced engi 

, ’ - . neers will gladly provide you with he Iptul 
stock for surplus strength and long life. Shown with Vulcanized Tired Wheel caster data if vo nply phone or write, 


Available with Semi-Steel, Renewable Tired, Ruberex and Plaskite Wheels no obligauion 
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Ducommun Forms 
Market Department 


_ Ducommun Metals & Supply Co., 
! Los Angeles, has established a new 
Market Development Department 
to gather facts about products and 
markets and help align sales policies 

Richard Simpson will head the 
group as director of market develop 


Sell these 3 Great Names = *"t, assisted by Joseph Shelton as 
in Belt Fastening manager of sales planning. 
The management said the over-all 
and Repairing 


objective is to help the company 
THEY MEAN MORE “™#intain and expand sales in the INDUSTRIAL CASTERS 
growing Western market.” The Rapistan’s specialized line of 

PROFITS TO YOU! unit will attempt to determine po casters offers you a quick-turn- 
over, fully competitive line for 

the most profitable wheel and 
caster market. And Rapistan’s 





tentials for profitable lines, the 
company’s share of the potentials, 





and relative profitability that can be “concentrated”, top quality line 
expected. New markets, channels eliminates the expense of main- 
of distribution, and markets not taining a larger slow-moving 
“" Pr ays ee os eu. | 2" served will be analyzed. stock, and keeps your invest- 
aahdien job | ie in joining « ons 6 repairing Mr. Simpson, a graduate of Harv oa a a steadily and 
. " , ( ‘ r, 
conveyor and ard Business School, has worked in ee 


WRITE FOR FULL DETAILS on the Rapiston 


“ Poa ‘ Money-Back Guoranteed Caster Franchise 
Mr. Shelton, also a Harvard Busi >» « Gnd Geruaw ender eateien, 


ness graduate, has been general 
manager for Parts Wholesalers, Inc., 
Los Angeles, for the past five years. 


merchandising for Rexall Drug Co 


The RAPIDS-STANDARD CO. Inc 


750 Rapisten Bidg . Grand fapids 7. Mict 





FLEXCO HINGED FASTENERS 
areused for joining extension conveyors. Has ‘To Manage Research Branch 
oo Rings pin. Sheng " , . ‘ Help yourself to FAST service 
The Carborundum Co. has ap 
pointed Paul N, Gillon, formerly from complete factory stocks 


in charge of the Office of Ordnance of BRASS FITTINGS by 
Research at Duke University, as 
ALLIGATOR V-BELT FASTENERS manager of its Basic Research | S&S (=) A INI 
and open-end V-belting. Your customers Branch 


can make up belts in any length to fit any 

















drive, the fast economical way Flare Fittings Hose Connectors 
ALLIGATOR Compression Pipe Fittings 
CONVEYOR Bottled Gos Trosler Fittings 
BELT LACING 
is universally used 
to join flat conveyor | |e | ;% = 
belts of any width. | 
Only a hammer re- 4 
quired to apply it. 
Automotive Tonk Valves & Shutoffs 










Drein & Shuto Cocks Accessories 


REMA, the new 


Needle Valves Special Fittings 





and amazing self-vul- 

canizing rubber re- 

pair material that WRITE FOR NEW CATALOG 

adds years of life 

se conveyer SPAN BRASS 
MANUFACTURING CO., INC. 
orseco, 

OFFICE MANAGER of Lewis Indus we ety OH 





trial Supply Co., Louisville, Ky. is 
Flizabeth Hill, who also handles insick 
sales calls 


274 INDUSTRIAL DISTRIBUTION * OCTOBER, 1956 

















VINCENT 


DRESSERS and CUTTERS 


CREATE CUSTOMER 
SATISFACTION! 


Design Makes the Difference 


AL Oremen! Rubee 


HAEDEMEO wee 
Ouswimes 





Hardened hex bushings absorb side and 
tadial thrust during dressing operation. 
Wear is reduced, accuracy increased and 
long life assured 





Vincent Dresser Cutters are made of spe- 
cial analysis steel heat treated by the 
“Vincent Process’—a unique hardening 
formula developed particularly for this 
purpose. This process produces uniformly 
hardened and tempered cutters heat 
treated to the exact degree of hardness 
and toughness required for the best in 
dressing 


The Vincent line of grinding wheel 
dressers and cutters will increase 
your sales—increase your profits 
—reduce service calls. Write now 
for full details on this profitable 
line. 
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E. F. Better 


Chain Belt Fills 
Distribution Post 


Edward F. Better has been 
assigned to the Distributor Sales 
Department of Chain Belt Co, with 
responsibilities covering manufac 
turer-distributor relations in the In 
dustrial Section 


With the company since 1953 
he recently completed its engineer 
ing and sales training programs 
Before that he was a time study 
engineer 


Tube Turns Buys 


$2 Million Plant Site 


lube Turns has bought a 13-acr 
tract next to its main plant in Louis 
ville, Ky., for 
at a price of $2,000,000 

Officials said the property, along 
with a 2.6 acre piece obtained pre 


expansion purposes 


viously, more than doubles the acre 
age available for production facili 
ties A substantial investment in 
additional equipment will be made 


next, they said 





IT SELLS THEM 


lt costs the average dealer around 
$2 in advertising to bring a customer 
into his store and it takes from six-to 
ten customers, shopping in a store, to 
produce a sale for a major appliance, 
reports on article in Electrical Mer 
chandising, McGraw Hill publication 

















1956 


MAKE Molded Packings YOUR 
BEST BET FOR PACKING SALES! 


Industrial market surveys reveal two sig 
nificant facts for Industrial Distributors 
1.) there ore several million pieces of 
machinery presently using molded pack 
ings—several million replacement sales 
for you. 2.) there is a growing trend to 
ward avtomation—oa growing replace 
ment market for you 

Conclusion: You should be stocking mold 
ed packings for manufacturers who need 
o nearby source of supply! 


Here’s What Makes PoWanvett. 
YOUR BEST BET FOR Molded Packings! 


Palmetto gives you what you need in this 
huge replacement market: |.) a complete 
line to meet every packing requirement 
2.) a quality line to insure repeat busi 
ness. 3.) the most competitive packing 
prices available 

Conclusion: You should be stocking Pol 
metto for rapid packing turnover at a 
higher unit profit rate! 

Remomber: Palmetto is your best bet 
for bigger profits in Sheet and Self- 
Lubricating Packings, too! 

For details on Palmetto Molded Packings, 
mail the coupon attached. 


Please send detailed literature on all 
Molded Packings in the complete Palmetto 
line. 

Name 





Company wined 
Address 
City ms 


Zone. State 


GREENE, TWEED & CO. 





275 








RESINOID 
DIAMOND 
WHEELS 
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% Distributorships are 









4 ut 


available to qualified distributors who speciali 
U. S. industries. 


and cutting tools. Add « product to your sales picture which has 
major 


been fully approved and is used by 


abrasives 


Your further inquiry is invited and we will be happy to provide full 





0 


hk 
u 


UNITED STATES DIAMOND WHEEL 









ll i 


Field a of Flexible Tubing ¢ 
of the 


also reviewed market activities and sak 


»uilford plant at recent annual sales 
oals for 195 





were given a preview of cxpansion 


mifcrence Sc 


orp 


sions, lasting five da 





Peffer Succeeds Cryan 
at E. A. Kinsey Branch 


Daniel R. Peffer, Jr. has been 
named manager of the Columbus, 
Ohio, branch of E. A. Kinsey Co., 
Cincinnati, succeeding John H 
Cryan, who has retired after 48 
years with the company. 

Mr. Peffer has been with Kinsey's 
Columbus branch eight years and 
before that was with Manheim Co 

Mr. Cryan has spent 35 years at 
the Columbus branch. Company 
officers, including Wilson Radcliffe, 
president, and Jack Radcliffe, vice 
president, honored him on his retire 
ment at a dinner in the Fort Hayes 
Hotel. 





DOLLAR DIARY FOR 
WORKERS 


A color-coded pocket calendar tells 
workers in a Louisville plant how long 
they have to work during the year to 
pay the company’s bills, says Factory 
Management and Maintenance, Mc 
Grow-Hill publication. Red blocks 
show 152 days for wages; yellow, 127 
doys for materials; blue, 42 days for 
supplies and services. Lost three 
blocks are orange, 24 days for taxes, 
green, 13 days to finance future 
growth; and, brown, eight days for 


owners’ profits on investments 
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J. W. Woodward 


Dumore Representative 
To Cover Southwest 


lhe Dumore Co. has appointed 
Jack W. Woodward of Dallas as 
manufacturer’ s on 
automatic drilling equipment 

He will cover Texas, Oklahoma, 
Louisiana, Arkansas and Kansas 


representative 


Division Head Appointed 


Allcchery Ludlum Steel Corp 
has named Marlin R. Hemphill 
general manager of its Forging & 
Casting Division. He will continue 
as general manager of the Carmet 
Division 








Now available—for you! 
VALUABLE NEW BOOK 








* 


ae: 
INDUSTRIAL QUALITY...FRACTIONAL H.P. 


| ELECTRIC MOTORS 





a Right at your desk, moke ao detailed inspection of 
Century's Fractional H.P. single phase and polyphase 
line of motors, designed to latest NEMA standards! 
This fact-filled new book gives you the comprehensive 
story on Century's new 48-Frame and 56-Frame 
INDUSTRIAL QUALITY Motors...tells how and why 
they're better performers than the older models, why 
they weigh less, take less space, are easier to handle, 


$$ 





a Motor types and mountings are described, stator and 

FRAC OMAL 

woRerPOwin 

46 FEAME AND 

56 Ram 

20 te | wORSEPOWwEE 
ne = vee 7 A MEW CONSOLIDATED Lime 

OF meBybTOrAL GuUaLITT MOC TE 


rotor construction, how to select proper torque and 
speed... and many other facts to help you choose the 





right motors for top performance ... all along the line! 


MOTORS. NEW ane mreoves 
MATERIALS OESIONS AND 


=o Ame Omen ome ° 
ine ° orenarine raryess em aes Ss ee 





Te CENTURY ELECTRIC COMPANY 
1806 Pine Street, St. Louis 3, Mo. 





Please send New Bulletin 1-iPI te: 


Mail Coupon Today = at 
| 





Compony 
this informative book Address 


City Zone Stote 











d 
Performonce- Reted 
MOTORS CENTURY ELECTRIC COMPANY 
1/20 te 400 H.P. , . 
wt man? VAS eee ee 
CE-62R 1806 Pine Street © St. Lewis 3, Missouri * Offices ond Stock Polnts in Principal Citin 
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New Orders Below Peak but Well Above 1955 


$$ 











Distributors... 


your customers 
can get... 


AMERICAN SUPPLY é 
MACHY. MFRS. ASSN 


~ 
' 
| 

Maw Order indes 

taduetriot & 








pple ond . 









New Swivel Milling Vise 
— 15 New Features 


FEDERAL RESERVE INDUSTRIAL 
PRODUCTION INDEX 


1947 1949 Average 


















U. 5. DEPARTMENT OF 


Mew Orde jes 


COMMERCE 


YT Try ty: 
1953 





















1950 1952 1955 1956 


195! 1954 














Industrial distributors placed orders for production supplies and equipment with their 
| oo ata slightly lower rate in July than in the fr preceding months. Ne 
Order Index of the American Supply & Machinery Manufacturers Association was 
T ~ PI 
he only hardened and ground 195.6, still well above the volume for any month of lest vear. The decline follow 
swivel vise. Mounts low, swivels, closely the mild slide-off in the Federal Reserve Index. The steel strike may account 
needs no pedestal. Patented down- | | in large measure for this 
’ 
holding clamping jaws give many 
times the holding power of an ordi- | | 
nary vise, yet only half the weight, Stanley Pressed Metal Midwest Representative 
with twice the openings. Assigns Territories To Handle Delta File 
Robert C, Fenton, Jr., and Rich Delta File Works has appointed 


ard L. Noon have been appointed John S. Noble district manager for 


BETTER GROUND sales representatives for Stanley Ohio, Indiana, Michigan and west 


FINISH ES Pressed Metal, division of The Stan- ern Kentucky. 
ley Works. Mr. Noble has been selling to the 
Mr. Fenton, after taking the hardware trade in the Pacific North 
firm's training course and working west for the past six years. He will 





with J & $, guaranteed* 
self-adjusting live centers 


4 year in plant operations, became handle the lines of Fayette R 
a representative last year. He will Plumb, Inc., and Graham Rotary 
cover New Jersey; Maryland; Dela- File & Tool Corp. in addition to 
ware; Washington, D.C.; West Vir- Delta File 

ginia; North Carolina; eastern Penn 
sylvania and metropolitan New 
York 


Mr. Noon, who has been with the 











ACCURACY .0001 company a year, will cover Ohio and 
Cs (as western New York and Pennsvl 
with PERFECTION FREE CENTERS _ ale 
SPINDLE TYPE — 
* GUARANTEED | 
FOR 2000 HOURS OR ONE YEAR 
you soil to the metel werking feild, i SWEEPING TIME 
rr... literature on the complete 


lt takes eight minutes to sweep o 


thousand squore feet of office floor; 

3s -====== | 15 minutes to damp-mop the same 
= crea; 20 minutes to mop and rinse it, 

and five hours to strip and rewax, on 
J & $ TOOL CO,, INC. the average, American Machinist, 
873 DORSA AVE. McGraw-Hill publication, has learned. 


LIVINGSTON, NEW JERSEY 














J. S. Noble 
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NO HEAT LOSSES HERE! The vertical main steam fine at left is insulated with 3” of KAM Hy Temp and 2” of 
“Featherweight” 85% Magnesia Distribution manifold and branch mains are insulated with 2 85% Magnesia 


CUSTOMERS SAVE... SALES REPEAT 
WITH K&M HIGH-PRESSURE INSULATIONS 


K&M High-Pressure Insulations are designed for spe- 
cific applications to cut waste and save money. There is 
a K&M Insulation for every requirement—to give 
maximum insulation efficiency and to create EXTRA 


sales for you from SATISFIED customers. 


For efficiency to 1900°F. there’s K&M Hy-Temp 
Combination Insulation. It's made of diatomaceous 
silica, heat-resistant fillers and asbestos fiber, overlaid 
with K&M “Featherweight”, 85% Magnesia. Joints 


NRGASBSY GB MATTIONE chidint.. anciad. vrennenvalns E> 


are staggered for the utmost in heating efficiency 


For efficiency to 600°F. there's K&M “Featherweight” 
85% Magnesia. Made of 85%, basic carbonate of mag 
nesia and asbestos fiber, “Featherweight” withstands 


moisture, vibration and frequent temperature changes 


Aim for extra sales. Carry famous, well-advertised 
K&M Insulations. Your customers know and trust 
them and you can offer a complete line, a specific insula- 


tion for each application. Write today for details 
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J. R. Mataulle 


Matullo to Manage 
Worthington Branch 


j. R. Matullo has been appointed 
manager of the New Jersey sales 
office of the Worthington Corp. of 
Harrison, N. J. 

With the company since 1934, he 
has worked in the Rotary Pump 
Sales Department at Harrison, the 
New York district office, and the 
New Jersey office as a general line 
salesman. He has a mechanical 
engineering degree from New York 
University. 


New General Manager 
Heads Coffing Operation 


M. Cleighton Hilbert, former 
plant manager of Crescent Indus 
tries, has been named general man 
ager of Duff-Norton Co.'s Coffing 
Hoist Division 

He has also worked for a radio 
manufacturer and for Bendix Avia 
tion in production and plant man 


agement 


TRUCK TONNAGE UP 


Record-breaking intercity truck ton 
nage of last year has now been totalled 
ond shows on increase of 10.6% over 
the previews record year of 1953, and 
15.2 ever 1954, according to Fleet 
Owner, McGraw-Hill publication. Signs 
for the future ore shown by o jump in 
this yeor's Jonvery tonnage of 12.9% 


over the same month in 1955 





Metallurgical Products 
Assigns Seattle Area 


A. F. Dobbrodt has been named 
Pacific Northwest sales representa 
tive for General Electric Co.'s 
Metallurgical Products Department 
with headquarters in Seattle 

Before joining the department, 
then Carboloy Co., in 1928, he was 
superintendent of Rockwell Barmes’ 
Metal Division. He joined General 
Electric as a salesman, later becom 
ing district manager, special products 
development engineer and manager 
of mining tool sales 

He has been active in developing 
carbide designs employed on auto 


matic mining machines 


Training Specialist Promoted 


H. E. Thrig, sales personnel devel 
opment specialist for Metallurgical 
Products, has been appointed man 
iger of marketing personnel dev elop 
ment for the department His 
duties will include customer educa 
hion activity 

He joined General Electric nine 
years ago and has been assistant to 
the sales manager and specialist in 
distributor sales 

Edward A. Kotnik, former train 
ing program leader for General 
Motors Institute, recently joined 
Metallurgical Products as training 
specialist 





SERVICE with a smile is motto of 
John R. Hammerstadt, president of 
General Supply & Tool, Inc., Indian- 


apolis 


You helped us build 
the to Gullding .. . 


; 
¢ 
' 


AND YOU'LL BENEFIT FROM ITS IN- 
CREASED EFFICIENCY AND CAPACITY 
FOR PRODUCTION 


Your remarkable sales of Raw! products made this 
new plant possible. It replaces our outgrown 


facilities. 


Of course, we made sure you earned a good profit 
on our products as you sold them. 


We made a profit too—and we're plowing part of 
it back into this new plant to give you still better 
service, better products and more of them—so that 


you can earn even more in the future. 


rn ee, 


President 
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Measure 
of Service 
(o YOu 


You, our readers, are the most important 
facts in our publishing lives! Serving you 
is our most important function. And we 
value an impartial measure of how well 
we do serve you. 

Our membership in the Audit Bureau of 
Circulations* brings us that measure. 
Once each year, an experienced A.B.C. 
auditor calls at our office to revi®w and 
report on your new and renewal subscrip- 
tions ... the cash ballots that you cast in 
our favor. That auditor examines all our 
books and records to develop the solid 
numerical facts about the circulation 
progress that only your satisfaction and 
your liking for our publication makes 
possible. 

A.B.C.'s precise examination directly 
benefits you, and all our readers. Adver- 
tisers can afford to use only magazines 
read by a worthwhile audience, And when 
advertisers buy space in our pages to tell 
you about their goods and services, they 
pay much of our total expense. 


Because the A.B.C. audit proves your 
purchases of our publication and thus 
wins advertiser attention and confidence, 
we earn the money needed to buy the 
features and articles you want, and make 
every issue more interesting. 

As our editors study the audited report 
of our net paid circulation, tested by 
A.B.C.’s probing investigation, we quickly 
find that the cold figures tell us accurately 
how you, our readers, value our publishing 
efforts 

And so our circulation success, when 
measured and verified by A.B.C., helps us 
to bring you a full measure of editorial 
value throughout the year. 

. * ca 

*The Audit Bureau of Circulations, founded in 
1914 to bring order out of circulation chaos, 
is @ cooperative, nonprofit association of 
leading buyers and sellers of advertising 
space in the United States and Canada. 
A.B.C. sets paid circulation standards, audits 
ond reports circulation facts. The A.8.C. 
symbol marks circulation integrity. 


\ 











MEASURE OF SERVICE...MARK OF INTEGRITY 
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R. C. Casarietti 


Cc. R. Daniels 
Adds Miami Office 


C. R. Daniels, Inc., has opened 
an office in Miami, Ila., headed by 
Robert C. Casarietti, former Pitts 
burgh industrial supply salesman 

Mr. Casarietti worked in produc 
tion for 15 years with Glenn L. Mar 
tin Co, and Sperry Gyroscope Co 
and later did sales work for Harris 
Pump & Supply Co. in Pittsburgh 
and Arch Machinery Co. His head 
quarters will be in the Langford 
Building 


New Follansbee Manager 
To Re-Organize Line 


Follansbee Steel Corp. has ap 
pointed Charles L. Sharholtzer 
sales manager for “steel-pride” prod 
ucts of its Sheet Metal Division. He 
joined the company from Lyon 
Metal Products, Inc., where he had 
been in the sales division 20 years 

He will be responsible for reorgan 
izing the present sales force and 
developing a national sales organiza 
tion for the line, which was recently 
acquired by the company. It im 
cludes lockers, cabinets, shelving 


and shop equipment 


Fills Production Post 

William V. Boice has been ap 
pointed production-shipping cordi 
nator for Boice-Crane Co. He is 
the son of William B. Boice, the 
firm's president 


To Find HIDDEN Sales 


on your regular calls — 


FOLEY aavomatic 
_ SAW FILER 


the FOLEY Saw Este g* js. the onty 
other, run a ‘ 
“The FOLEY SAW FILER Preciicalty Sells 
itself on our 30-DAY TRIAL OFFER with a three cornered 


Our 58-D a Trial (fe per ih you te any 
well rated compan ana your customers © thank 
you to he info rm ed abou W rite oday for full 
de etails and literature 


FOLEY MANUFACTURING CO. 


3363 N. E. Sth St. Minneapolis 18, Minn. 
We alse make Foley Retoothers for hand saws. Sow Setters, Grinders, etc 











G Sell ONE Grinder to 
Sharpen ALL Drills... 


@ 90° to 140° Included Angle 
@ Ve" to 2/2" Diameter 
@ 2-3-4 Flutes 

STERLING @ Without Chucks or Collets 


Model “DV” Write for complete details and 
Variable Angle information on selective dealerships. 


DRILL GRINDER 


Sell MORE Tool and 
Cutter Grinding Capacity 
at LESS Cost 


Sterling Model “RK-2" provides more 
capacity at half the cost of a Universal 
Grinder. Write for details. 


McDONOUGH MFG. CO. 


1510 GALLOWAY * EAU CLAIRE, WISCONSIN 
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KLEIN 


PROOF OF A 


WELL-RUN TOOL 
DEPARTMENT 


"Since 1857" 


An adequate stock of Klein Pliers 
is essential to every well-run 
tool department. There are many 
pliers that look like Kleins, many 
direct copies of the patterns Klein 
developed, but to linemen, ele« 

tricians and good workmen every 

where, there can be no substitute 
for Klein Pliers: “The standard by 
which other pliers are judged 


A stock of the more popular 
Klein Pliers is proof to anyone 
that “you know your tools.” 


Check your stocks now. Be sure 
they include an adequate assort 
ment of Klein side cutters, long 


nose and oblique cutters 


v ‘ 


Ma KLEIN & com 


Steel Production Bounces Back 


% OF naTED 
Capacity 
uOr 


Yeorly fweroges 
(Left hond scole 


NW 


Source: The Americon iron & Stee 





J. C. Farrell 


Sales Engineer Conducts 
Thompson Program 


| sephi ( barre 
yunted sales engineer in The Tle 
(, Phompson & Son ( 
ofice to conduct the 
iles training progran 
be will also work 
metal-cutting problem 
field ind 
metal cutting test progr 
Mir. Farrell has been 


par factory cngines 


upe rvise 


two vears. He received eng 
training at the Universit 
nect ut ind Ne . Hla f 
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Opereting Rete Wh ending Jui 7-2 3% 


nstriute tug 4-16.9% 


Weekly Statistics 
Rigm hand scole) 


STEEL STRIKE JJ 

‘-29% 
“2'-6.9% 
28-64% 


" 11-678% 











L.S. Rubber Building 
New Omaha Branch 


Elected by U.S. Rubber 











Protects 


Since it 


iho 
ar é ne 
Thi 
inter 


pon h 
t of the 
activil Equ 
profit 
Shaw-Box 
overh 

In ad 

crve | 
ing progran 
the 


will continue 


D 


4x 


‘ 


adoption more 
tributor Sales P 
uw Distril 


i never 


i 


margin of 


upport 
» build sale 


nu, & Moour INC 


wri. 
MANNtne Max 








oe Me waar 








mi oan 

















i 


“por BAL 


Se ee 





eee eee et eee ere 
Cue ees ete 





every “Shaw-Box” Distributor 


than 17 years ago 
} the 


Shaw Di 


mipe te 


the Hox 


olicy has directe 


aor by reser ris 


been altered 
Shaw-Box” Distrit 
y important 1 policy 
all our brand 
istributors 
indling equipment “ ‘ . 
ocated e Stator now 
neinectr 
veri 
A) 
Box 


Author 
And 
hel 


today 


tratce ill 
SI Box 


iw product rau 


promotor i ning provide 
these force 


Distributor 


ssential in selling market 


ind profits for “Shaw 











af 


a 


ye 


“MAXWELL 


Ex 





ml! 


_Taaoe MARE 


MANNING, MAXWELL & ae inc. 


\HAW. BOX CRANE 4 HO ON MUSKEG 
wilders of “SHAW.BOX” and LOAD LIFTER Cran e rite 
HANCOCK Vaives, CONSOLIDATED AMERICAN 


“ 


the 


y " Af 
BUDGIT and LOAD 
Safety and Relet Valve 


Avecraft Prod 


P ASHCE 
—— iu 
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SEV IEAA Tools 


pee en aan ea 
5 


oe eee Perey ee peepee 


ae 


® 


""YANKEE’’ vises hold 


from start to finish 


In the photograph ibove “Yankee” Vise No. 1993 hold 
lling machine for milling of 


a steel bar on the bed of a mil 
tart-to-finish work hold 


kind ol 
Here's how 


ing is One Way to assure accuracy 


assured accuracy. Thi 


. rw 
a4 
e* 


Ne 
oN 


























Off the 
base, end down 
for a irate 


marking 


No. 1993 lifts off and on swivel base as you see. It 


machined square on top, bottom, sides and front end for 


machine work. Hardened and grooved V-block supplied 
with every “Yankee” Vise. 4 sizes with or without swivel 
oa". =. a and 4” jaw width 


; 


base 


Stock and sell “Yankee” Vises 
For fuil details write Yankee 
Tools, Division of Stanley Tools, 
Department 4810, Philedelphia 
33, Po. 


STANLEY 
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t? 


- 


W. W. Kinzer 


Armstrong Cork 
Picks Training Head 
\\ Kinz 
ilesman for Arm 
idustrial Division 
has been named 


promotion 


Norton Field Post 
Assigned to Bates 
Kenneth | Bat 
ied to the Nev 
held engineer for 
A graduate of Bates Colle 
ed Norton | 


Ing im manutacturing and 


; 
r 


he became an instructor in the 


ton School ot Grinding 





1 


Cal 
Nor 
He 


ad a. § 7 ” ” . s 
York district m 
ing Machin 
Co., retire: 
career with the npan 
Mr. Lewis first worke 
Abra ive 1) 
Division order 
ime super w of the sale 
ection in 193 Ile w lat 


i ite 
l ngland ale 


artic! 


representative 
Madigan Covering New York 

I’ rank i Madig il} ha 
pointed Norton Co 


engineer tor thi 


With th 


bai Shien sibechad to dha Salis $132.50 


New, heavy duty 8" grinder 
handles out-size pieces 


Ihe wheel 
hields ind have 
is are fully 
ume 
duction run 


bearing bench 


J. M. Rooney 


Bay State Abrasive 
Assigns Southern Area 


No. 701 Magnifier No. 600 ‘Fiud-tite’”’ Eyeshield 

J Line NI Ko I lig or bench work wr of is NO y wer. Mounts 
Ala ( iD ' Equippe with n horiz or vertical ¢ 
ipta c ¢ ( f ner ca ; - : 


Alabama cast 


li iit 


STANLEY 


i training 


home office 
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#2 Abrasive and Supply Gets a New Line 











FANNER 


_ industrial 
oh hardware 
















tS 






ot 


| vt wire rope 










Dick Elsey and Frank Heffner, sales er f Abra ind Supply Co., Detroit 

discu new line with Frank Heft t ha md Vaughn ( Reid 
pr ident, City Pattern ¢ Abra ad Uy 4a ecent amed a Penin 
srinding Wheel Co. distribut 














Railway Express Starts 





| Bovaird Promotes Moore 
To City Sales Post One-Carrier Service 















fhe Bovaird Supply Co., ‘Tulsa Railway expres Agency has in 


















Okla., has promoted Foreman D iugurated a new service to foreign : 
Moore to cit ile representative ations with one-carner responsi 
Fornerly chief clerk in the ma bility linking shippers and receiver 
When you want quality, dependabil- hinery de partment he ha oe throughout the U. S. with those at 
ity, service and service life in indus : ce 
trial hardware or wire rope fittings vith the firm since 195! He gra portant points im the tree world 
order “FANNER”, because you'll ited from the Universits f ‘Tul l irst pha e of the network is be 
find FANNER gives you “extra best” : , 
on all counss. In addition, FANNER's with a degree in petroleum engines een the S.and We Germany 
large manufacturing capacity assures if It pro ide for a ingle negotiabl 
srompt shipments at the lowest pos . 
. ' ' ' export bill of lading from both 





a 
— lomestic and foreign interior origin 











sible cost 

FANNER is in an unusual position to 
offer high quality at savings because 
of its unique combination of facilities 
for producing cast iron, malleable iron 
and drop forging products. As a result, 
every Fine FANNER product is pro 
duced by the method which makes it 
most suitable for the purpose and 
the most economical! Write for de 
scriptive literature 


THE FANNER 
MANUFACTURING CO. 


INDUSTRIAL HARDWARE DIVISION 
Executive offices and plent 
BROOKSION PARK + CLEVELAND 9, OWIO 










points to interior destination points 










Railw iV ] xpre officials aid the 


















we | ( pecially designed for 
xport ind import hip 
t Surface tran port ition will 


( ed, including trucks, railroad 









} ] } 
heduled transocean passenger 






f tht ships 
















MeGill Transfers Salesman 









\i fg ( ) ha ippol 















ik ha i | mron a Ni “A ] ngla 
itative for t Bearing 1) 

, He has sold in the New York 
JOHN R. JONES has been named sale Pennevivanie-Ohio-W est Virginia 
manager of Pioneer Rubber ( H 

« with The B. F. Goodrich ( irea for the past min i 
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“I'm Looking tor Distributors!” 





“I'm Jim McAuliff, Sales Manager of the Industrial Division for 


WESTERN JACKS 


Yes, Western is a new name in jacks. But our line of jacks is not new in the 
industry ... and neither am | 

When Western Railroad Supply Company acquired BUDA's jack business 
recently, I joined Western to head up Industrial Sales. All of Buda’s jack inventory 
and parts have been moved to Western, and we are now manufacturing the same 
solid, dependable Buda jacks. Only the name is changed 

Everyone knows that the BUDA name has meant quality in jacks for a long 


time. I know .. . I was Field Sales Manager of Buda’s Industrial Division and I 
learned, from firsthand experience, the fine acceptance these jacks enjoyed in 
industry. 


I can make this guarantee: you just can’t find a more dependable, reliable firm 
than Western. These people have been in business for more than 60 years, manu- 
facturing signaling and communications equipment and are tops in the field. This 
coupled with a complete quality line of jacks, tried, tested and proven over the 
years, is a combination you can’t beat. 

If you want to give your jack sales and profits a real lift, write me for details 
about Western's distribution plan.”’ 


RAILROAD 

7 WESTERN 25 

R COMPANY 
& 


2400-2434 South Ashiand Avenue « Chicago 8, Illinois 


a * 
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Quick facts about | payrolls still High Despite Strike 


Stotrshics 
Right hond scole) 


'T. - . 
| Yeorly Stotistics Mortinly 
(Lett hond scale) 
| | 1947-49100 (Without odjusimert for seasonal vonaton) 
Source U.S. Bureou of Lobor Stotstics | 


roof Coil 
chain! 


bactory payror 
a tec! mventori vcTt 
much interruption. The pa 
1s July 1955. This higl 

1 of 


running 15% ahead 





TM Proof Coil 
Chain is sold to a 
variety of manu 
facturers, construc 

tion firma, highway 
departments, truck 

ing companies, hard- 
ware and implement 
stores. However, it is 
not intended for use as 
a sling or lifting chain 


Start getting your share 
of this profitable vol- ‘ 
ume business! Start / : 


stocking start 
selling popular TM 
Proof Coil Chain 
right away! 


Theodore Bolton 
Chicago Wheel 
Fills Cleveland Post 


Chicago Wheel & Mfg. Co. ha 
Advertised in appointed ‘Theodore Bolton a 
Sustneee West Cleveland manager 


ane A native of Cleveland, he has 


worked in the industrial distribution 


trade magazines. 
Backed up with 
etlective sales heipe! 
field and has been active in most 
6.0. TAYLOR CHAN €0..tne. phases of engineering and purcha 
Hemmend, ind. 
Pittsburgh, Pa. 


ing in grinding and abrasives 


Elected by Detroit Club 


i 
T M John M. Dumser, director of sales 
AYLOR ADE | of Wolverine Tube Division of 
‘ passe Calumet & Hecla, Inc., was recently 


(_hatw o— elected a director of the Detroit 


Sales Executive Club 
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Federal-Mogul Creates 
New Executive Posts 
l’ederal-Mogul-Bower Bearings 
Inc., has appointed Russell S. Strick 
land, former general manager of thi 
Bower Roller Bearing Di mn, to 
the newly-created post of vice p 
dent—sales for the corporation 
rank E.. Halderman was named 
general manager of the Bower Divi 
ion and William kk. Calder, exec 
tive assistant to Mr. Halderman 
[hese two posts are also new one 
reated, according to G. S. Peppiatt 
ompany president “in line with 
the growth and increased scope of 
our business during the last three 


iT 


New Merchandise Manager 
Takes over at Marwedel 


Harold Komp, formerly merchan 
dise manager of Garrett Supply Co 
Los Angeles, has been transferred 
to C. W. Marwedel, San Francisco, 
is merchandise manager. Marwedel 
is a subsidiary of Garrett Supply, a 
division of the Garrett Corp 

Harry Junkins will assume the 
duties of merchandise manager at 
(carrett Supply 





Tt + Ss 
-ca PAIN 
MASTE 


urs PARSCHE cv™ *° A 


Appearing in October Issues 


Industrial Finishing 
Product Finishing 
Factory Management 
Autobody 

Automotive Industry 
New Equipment Digest 


Industrial Equipment News 





PHASCHE wirvrush Company 


A DIVISION OF CLINE ELECTRIC MANUFACTURING COMPANY 


1909 W. DIVERSEY PARKWAY . CHICAGO 14 
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Sell The Heavy Duty 
BENCH TYPE 
ALLEN PUNCH PRESSES 


Powerful, Dependable and Econom 
ical bench type Punch Presses ade 
quate for many types of work now 
done on larger presses at greater 
expense. Used by leading manu- 
facturing companies. 


Many Popular Models 
1 to 5 ton capacities 


Nationally advertised 
in leading trade publications 


Dale W. Patrick 


a a Colona Division 
Inquiries from advertising are sup- Valen 
plied to our industrial supply Gets New President 
dealers. Dale W. Patrick has been 
pointed pre ident of the ( 


A factory guarantee that 
Division of Pittsburgh Screw 


assures customer satisfaction 
‘ (orp 
Write or call today for all the de- + 


Shown is Model BT-2 tails on handling Alien Punch 
2 ton. Retail price presses and territories open. 
$127.50 fob. less motor division since 


ALVA F. ALLEN Dept.ID Clinton, Missouri manager of sale 


ice president ales, for the past 
four years, he has been with th 
1947 He becam« 
in 195] 











MeFarland to Address 

Hardware Convention 
Che National Hardware Conven 
’ tion will open in Atlantic City Oct 
7 with a reception at 5 p.m. in the 

Marlborough-Blenheim Hot 


The program will include a Con 
THERE iS A DIFFERENCE! ference Booth Plan, sessions of the 

H American Hardware Manufacturers 
Association and the National 
THESE PHOTOGRAPHS PROVE Wholesale Hardware Association, 


Microphoto of treated FITLER'S ROTPROOF TREATMENT GIVES ladies’ events, and joint meeting 


Manial fibres after 2 


mock incubation wl!) — STRONGER, LONGER LIFE TO FITLER MANILA ROPE iddressed by outside speakers. D1 


applied for test ore Kenneth McFarland, of General 
present Once again research is responsible for technical advance Motors ( r will address the joint 
oto orp., address the join 


ment. Every step of Fitler’'s modern manufacturing process ; 
opening session. The convention 


adjourns Wednesday noon, Oct 


has been preceded by pains-taking hours of laboratory ex 
periments. Now, the finest of Manila Fibres are made to 
withstand even more rugged wear through Fitler's Rot 10. 
proof process which gives protection against decay-pro 
ducing moisture, mold, mildew, fungi and bacteria 
Always remember, there is a Fidler Rope designed for your 
ved FT nee -/ 0 customer's every need and it is treated to give efficient, = 
2 weak cost shows lonate | It j . Adds Division 
of spores whose ‘roots ecomomical service mS 18 A LOO se ling poime 
feed on fibre, leaving it Wheel Trueing Tool Co. has 


rotted, unless 
SOLD BY INDUSTRIAL DISTRIBUTORS EVERYWHERE moved its water swivel department 
into full status as a division. Karl 


THE EDWIN H. FITLER co. J. Klapka, chief engineer of the div: 


-_— has | d sale 
NEW ORLEANS 17, LA. PHILADELPHIA 24, PA ion, has been appointed sales man 





we! 








—_— 
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*“Do-lt-Yourself” 
Also Popular in “30's 


The doit rself market 


1 major Sal 
Judging from an old Boice-Crane 
italog recently unearthed by that 
paris off I I home Mal 
ket those days v rth consid 
ible promotion. Imprinted for ¢ 
W. Marwedel, San Francisco indu 
istributor ! ilog describe 
Boice-Cran 
he ma 
radically, and 
home furniture 
ducts of the 
hop But 
ipplhi iho 1] At least 
half the italog d ited to illu 
trated testimonial bout making 
imong other thing ct of dining 
room chairs, be ds, wood mould 
ngs, a radio cabu Ov. Win 
throp desk, and to md ani 
mal Prize vere offered for the 
best home-shop setup, and users of 
machines testified they made up to 
Oc and $1.00 an hour pronht in their 


pare time 


Atlas Appoints Agent 
Warren Harriman has been 


named = sale gel covering the 


South Jerse I wr Atlas Valve Co 





OFFICI 
B 


Ss ( 


DETAIL 


‘ 


A savings of 50% in Erection Costs! 


with steel- pride JETSLOK 


THE FIRST NEW LOCKER 
IN A GENERATION... 


JET-LOK 
ol tee nf ‘ | ( 
cut your erection | by half! JET-LOK ma} 


faster, easic y possible because i 


kers and cabinets, will 


parts slide cogethe fewer bolts are require 1. This 


principle mie xtfa rigidity, added strength 
throughout ti length of all members. All 
these advantage ours with che attractive, « 


plete steel-pr le’ line at no addiuonal cost 


Together in 3 easy steps... 


1. Join Sides with Door Frame 2. Hide Beck of Locker 3. Stend Locker Upright and 
‘ inte Place Tighten Bolts 


TL LOK \ u 


i 


The “‘steel-pride’’ line includes a complete choice 
ot shop equipment for the ta tory, warehouse and 
farm. Combination work tables and storage cal 
nets, service carts, desks for supervisors and fore 
men, drawer cases of every descriptc nh, Stacking 
boxes, cool stands and many other practical aids 
for shop use are just a few examples of the entire 
line. All equipment is made of heavy gauge steel 
with hemmed edges, to stand rugged usage 


Th 
, 
’ 
; 





‘ 


, 


SHEET M ETAL SPECIALTY DIVISION 
FOLLANSBEE STEEL CORPORATION 
Box 567 Follansbee, Wes Virginia 


Use the Hardy Coupon Below to Obtein Additional Information 


Sheet Metal Specialt, Division 
Box 567 


botlensbee, West Virginia 


Please send me 


steel- pride 3i™ 

TILE —_____. 

COMPANY... 
aooetss__ 
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Yale & Towne Names Los Angeles Managers 


E. B. Insley J. N. MeEntee 
The Yale & Towne Mfg. Co. ha 
ippointed Eric B. Insley manager of | Rochester, N. ¥ 
the Materials Handling Division ent a total of about 20 year 
James N enc: field. Mr. Insley wa 
president of the partnership and a 
founder of the Rochester Chapt 


Insley-McEntec Equipment Co. m 
ind together r pre 
Cx pt T) 
new Los Angeles branch in the 
McEntee was named sales 


Both 


manage! 


men wer associate: in 


PLATEGRI 


PLATE FASTENERS FOR CONVEYOR BELTS 


XS 





Make strong dust-tight 

joints in belts of any width. 
Special design spreads tension 
across belt, allow natural 


assures smooth 


> 
ARMSTRONG BRAY & CO. 


Pm a ie u S.A 
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in Material Handling 
McEntee also worked 
[he Goodvear ‘Tire & 


ff the Ameri 
Society Mr 
for a time for 


Rul iM Co 
Fresno Sub-Branch Opened 


& ‘Towne has opened a new 
rial lift truck 
no, Calif., under W. J. Stroud 
It will be administered 
San Irancisco 


function a i 


branch in 


iS Manage! 
from the 
branch, but will 
ale entity 


OMpal\ 


‘ p ivat 
Assistant Manager Appointed 


Slater has been named 
truck sale 
ucceeding Robert | 


manager of electri 


Ky hard ( 
i tant va 
y ile & 


sTOW! ew sale 


manager for 


| Owl 


ompany has established a 
nev department—Delivery-Order 
Entry and Scheduling—as 
it ile to handle in 


reased 


part of 
department 
of orders, the 
Charles (¢ 


olume nan 
announced 


Mi lin ki) l 


ivement 


manage! 


Handles Chicago Line 


Che Chicago Screw Co., division 
if Standard Screw Co., has ap 
pointed kW Sheppard & Associ 
ite Denver agent 
to handle sale 
threaded tastener 
Utah 


manufacturers 


of its standard line of 


in Colorado and 





Tarough YOUR 


UNITED COMMUNITY CAMPAIGN 





GIVEN AWAY FREE! 


...the 
extra value 
features of 
Wilton 
Machinists’ 


. 
This guaranteed premium quality Vises 


at no extra cost over ordinary vises 


is typical of Wilton’s complete line of almost 300 related products! 


GREATER STRENGTH Wilton Vises are made with $4,000 psi malleable alloy castings in all stressed 


AND R DNESS! parts. They weigh the same as vises made of grey iron, but are 68%) stronger, and 
UGGE $s UNCONDITIONALLY GUARANTEED FOR FIVE YEARS! 


Wilton Vises have the largest jaw openings made! Increased throat depths and 
A IN gest } i B i 
ADVANTAGES! new 360° swivel bases (with double lock nuts) enable you to handle even the 


biggest work pieces more conveniently 
LOWER Wilton Vises have a sealed-in grease pack for permanent lubrication; powerful 
REPLACEMENT COSTS! straight-line pull; wider, deeper jaw inserts, with sharper serrations. These 


features drastically reduce vise and parts replacement costes 


THROUGHOUT INDUSTRY, WILTONS ARE USED FOR THE PUNISHING JOBS THAT MURDER ORDINARY VISES! 


BE SURE TO SEE A DEMONSTRATION OF OUR RAPID TITAN C CLAMPS... ANOTHER REASON WHY WILTON 
IS THE LINE TO CARRY! WRITE TODAY FOR NEW 48 PAGE CATALOG! 


WILTON TOOL MFG. CO., INC. 


SCHILLER PARK, ILLINOIS THE COMPLETE LINE OF MANUAL AND AUTOMATIC CLAMPING TOOLS 
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PRECISION BRAND’ 
Preferred by Machinists 


Distinguished for quality, accuracy, uniformity, straight 
ness, etc PRECISION BRAND dowel pins ore made 
from the finest steel obtainable for this purpose. They 
are hardened and ground to * 
from *" to I dia., %" to 6" lengths. Supplied in 0002 
PRECISION BRAND 
dowel pins are attractively packaged and also come in 
bulk quantities. SPECIAL SIZES ALSO AVAILABLE 


alse avatlalle 


SHIM STOCK © FEELER 
STOCK © GROUND FLAT STOCK * 
MUSIC WIRE © DRILL RODS * 
ARBOR SPACERS 195 


hou { 


O00!" and are available 
ond OO!" over basic sizes D. G. Hill 
« “ve ttistrom 


Precision Steel 
Names Sales Head 


p ile Thidlias 
Steel Warchouse 
()n the 
] 
| 


OMipall 


I 
he ha 


PRECISION STEEL WAREHOUSE, INC. 


421 MAPLE AVENUE «© DOWNERS GROVE tLLINOIS 


Continental Supply 

Picks Division Heads 
Continental Supply Co., Dalla 

l'exas, has named William D. Craig 

manager of the Arkansas-Louisiana 

Mississippi-East ‘Texas Di ym with 

at Shreveport Glen 


POSITIVE 
PROTECTION 
FROM KOT REFLECTOR 


When Using 
100-Watt Lamp R. Pike is the new Rocky Mountain 


NYLON wet 1); nm manager, succeeding E. N 
KOOLSHIELD | 


if Wood, who has retire 
4 Mr. Craig has been with the firm 
A marvelous new accessory +. De Ince 1926 and ha Manage d the 
a, © 4 Rocky Mountain Division for the 
$1.02 — aes past six years. Mr. Pike has been 
| 


ca. in model 
standard Localites field salesman, store manager, d) 


pkgs. of 4 with half 
FOSTORIA LOCALITES shade trict manager, and since last year 
reflector 
wen teen ee issistant division head at Casper 
or Mac e Tools, Assem , Inspection ; 
- v ° Wvyo., Rocky Mountain Division 


Frictional arm and collar disc 


headquarter 


MODEL 
55-84-70) 


irr 
in Std. Phe 
of 4 


joints give flexibility of a thousand 
positions to direct light exactly as 
wanted. Rugged construction with 
heavy duty industrial socket Levo- 
lier switch and universal base. 
Millions in use for fast, accurate, 
safe seeing 





WRITE for complete 
catalog of Localite 
Models for every in 


dustrial use 


THE FOSTORIA PRESSED STEEL 
CORPORATION, FOSTORIA, OHIO 


tor Light O8 the Jod 


Localites are available through 
wheleselers everywhere 
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headquarters 
Mr. Woods has been with th 

« "7 . ~« ] j 
ompany 27 years. He was honored 


it a retirement dinner in Shreveport 


lo Sell U. S. Drill Line 


{ » Drill iat id Co. ha Tali 
Walter F. Cahill Co., Detroit, a 


sive representative Mich 





EleetroData Corp. 
Sold to Burroughs 
B rroughs (¢ 
new klectroData S101 


produce and sell electron: 
processing systems following acqui 
tion of ElectroData (¢ orp of Pasa 
dena, Calif 

James RK. Bradburn 


troData president, has been named 


former Elke 


a vice president of Burroughs and 
general manager of the new division 
\ digital computing system, Data 
will be distributed by the divi 
ce sk 
size computer produced in the main 
series G 


tabulating and card-punching equip 


tron 
ion, along with the Series I 
plant and the printing 


ment produced by Control Instru 


ment Co., a subsidiary 


Officers Appointed 

Dr. Irven Travis, vice president of 
Burroughs since 
ident of 
Raymond 


president of engi 


research for 


has been named vice pre 
research and engineering 
G. Bower, vice 
neering, has retired after 37 years’ 
SeTVICE 
George L. ‘Todd president of The 


lodd Co., a 
named a Burroughs 


ubsidiary, has been 


director 


Handling FlexAngle Line 
Sales, New 


has been appointed 


J-B Engineering 
Haven, Conn 
to handle the FlexAngle Corp. lin 


1952, 





ADVERTISING motion 
of Adama rbid rp. is now di 
rected | who x 
ently | I 1 from Monsanto 


Chem 


BARNES SAW BLADES 


On-the-job sales assistance 


increases distributor ales 


Barnes is a specialty manufacturer. All facilities are devoted 
entirely to the perfection and production of top quality band 
blades 


delivery of each order Costly follow Ip procedures are eliminated 


ond hack saw Inventory is high to assure you prompt 


Barnes sales engineers are trained, metal cutting experts 


your salesmen on-the-job selling assistance and 
This 


good will for your 


They give 


advise your customers on metal cutting problems service 


mcreases your sales efficiency and creates 


company 


Barnes advertising and publicity programs pre-sell Bornes 


blades to your customers Your salesmen know that the kK nes 


reputation eliminates sales resistance 


salesman produce sales The 


Hack Saw Production 


Barnes sales aids help 


Handbook of Metal Sawing 


your 
and the 


Calculator plus effective technical literature build sales for Barne 


distributors 


Constant research keeps Barnes engineering abreast 


This 


blades and in your service as 


developments. creates customer confidence in 


a Barnes distributor 


For 36 years Barnes has helped its distributors increase their 
sales of blades, produce satisfied customers and keep them sold 


when cutting counts |" count on Barnes 
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The Four Hats of Walt Crowder 


iin Ph.D., and Professor of Economics 
and Statistics at the University of lowa. Chief, 
Distribution Division of The Bureau of Domes 
tic and Foreign Commerce, U. 8S. Department 
of Commerce. Whenever Walt Crowder wore 
one of the hats used to symbolize his three 
careers, people listened carefully to what he 
had to say. (The beret? His hobby is oil 
painting 

Today, people listen to Walt throughout in 
dustry. As Editor of McGraw-Hill’s /ndustrial 
Distribution, he talks to a market that sells 
from and to industry. His magazine is edited 
to meet the daily needs of executives and sales 
people in industrial distributor firms . . . people 
who are responsible for supplying more than 
four billion dollars in tools, equipment, eup 
plies, maintenance items and the like to plants 
in every industry and of every size. Some meas 
ure of their importance to the business econ 
omy can be gained from the accepted fact that 
industrial buyers channel more than half of 
their purchases of supplies and equipment 
through industrial distributors. Because these 
distributors keep the pipelines filled between 


manufacturer and industrial user, they perform 
a vital role in keeping industry rolling. Walt 
Crowder’s magazine helps distributors perform 
this essential job more efficiently and at leas 
cost. In this it serves its industry just as does 
every McGraw-Hill magazine 

How successful Walt is at his job—and how 
much /ndustrial Distribution aids its readers 
can be seen by the high renewal rate for sub 
scriptions reported by /ndustrial Distridution 
year after year. 80°, renewal of paid subacrip 
tions doesn’t prove readership. But it is a clean 
cut acknowledgement of value, and a tangible 
expression of reader interest. Dr. Crowder’s 
broad background brings his publication to the 
foreground in its specific field 

This is equally true of each of 485 full-time 
editors on the McGraw-Hill team. They collec 
tively produce 34 magazines in 16 specialized 
fields of business and industry reaching 
more than a million subscribers. Because these 
men buy, read and depend on their business 
and technical magazines bearing the McGraw 
Hill name, your advertising messages there 
reach an alert, responsive buying market 


McGraw-Hill 


PUBLISHING 


COMPANY °« 


INCORPORATED 


App 330 WEST 42nd STREET, NEW YORK 36, N. Y. @ 


More than a million men in business and industry pay to read McGraw-Hill business publications 
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Industrial Field Seen Shaded by Consumer Arts 


Industrial marketing and adverti: 
ing are a neglected field of oppor 
tunity for university graduates 
because consumer advertising mono 
polizes most of the glamor, a recent 
seminar of the Eastern Industrial 
Advertisers Association concluded. 
The round table was conducted 
at an association meeting in Phila 
delphia in an effort to bridge the 
gap between industrial advertising 
practinioners and university teac hers 
The group, which consisted of mat 
keting executives and professors 
felt that students were being con 
ditioned mentally in college courses 
for only the consumer type adver 


This, they said, was inap 


tising 
propriate training for an industrial 


advertising career. Closer collabora 
tion between educators and practi 
tioners was urged to correct thi: 
deficiency. 

astern 


Industrial Advertiser 


RUBBLE 
GOES DOWN 


PROFITS 
GO UP AS 


SPROUT-WALDRON 


BELT-SAVER 


PULLEYS 


Both you and your customers 


can profit from Belt-Saver Pulleys. 


recently heard a by Dr 
Joseph E. Bachelder, director of 
the Industrial Advertising Research 
Institute, on recent institute pro 


re port 


jects to aid members 


Ad Tools Described 


Ihe Institute has publi hed a 
number of working guides designed 
to take the guess work out of indu 
Among 


trial advertising, he said 


them are: 


Methods for Handling an 
Evaluating Inquiries 
How to Establish the 
for Advertising Industria 
Product 

Yardsticks for Measuring In 
dustrial Advertising Research 
Use of Market Evaluation 
Methods in Developing the 
Advertising Plan 
and 


Budget 


] 


‘ 


Organizing Controlling 





The exclusive cone and wing design prevents 
materials from lodging between pulley and belt. 
Sharp lumps and abrasives cannot damage the 


belt. Belt life is increased from 50% 


to 400% in 





installations conveying abrasive materials. 


Such savings produce 


greater 


profits for 


quarries, foundries, mines, sand and gravel plants, 
contracting companies, and others, and can pay off 


for you in steady sales and good will. 





In addition to Belt-Savers, Sprout-Waldron 
offers a full line of sturdy, cast-iron pulleys for 
transmission and conveyor use in a wide selection 
of sizes and types. Write for free bulletins contain- 
ing full information about Sprout-Waldron pulleys. 


3 LOGAN STREET, 
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SPROUT-WALDRORN 


MUNCY, PA. 


the Industrial 
( J rations 


iluating Industrial 


6. | 
l'echniques 


Planne future 


d projects tor th 


direct mail problems, sales 


ind advertising coordination, moti 


ition research, and grants to col 
j 


| ] 
industrial id 


icy< for 


ertising 


Cal h 





D. A. Kates 
Kates to Manage 
Union Malleable Division 


4. Kates has been named 


harge of the 


David 
pre ident in 
Western Division of The | 
Malleable Mfg. Co ha 
in charge of sales and warehousing 


inn thy 


non 


bec 1 


territory for the past three 
veal 

His area includes Oregon, Wash 
ington, Montana, Utah, Colorado 
California, Nevada, Idaho 
ind Wyoming. He will direct war 


operations at San Francisco 


\nzona 


house 


Den cI 


manutacturing in 


ind Portland and supervis 
Vernon, Or 
from his headquarter Li 


} 
nyc 


Retires from Goodyear 


national accoun 

in New York (¢ 
oodvear ‘Tire & Rubber 
tired after 43 years w 

ompan\ He has been 

it Buffalo, N. Y.. and 

Eastern Divisi 


P. A. Kern 


Manage 


it manager, 





ACCO 


product 


_ 


SSS 


/({ Better \ 
A\ Value 
"4 


*- 


ACCO Registered’ Wire Rope Slings 


Q 


‘SASSE 


MY 


FROM THESE PARTS... 


a 


“ay 


YOUR OWN” 


> 


15 different types of Slings, to meet... 
85% of your customers’ requirements 


@ Every one of your customers who has a 
crane or hoist uses slings. And these slings 
continually wear out 

So here’s a good source of repeat business 
You should be getting it now. If you're not 
it’s probably because you're not asking for it, 
or because you don’t have the right product 
to offer 

With acco Registered* Slings, you can get 
this profitable sling business. For the acco 
Registered* program enables you to sell the 
safest slings made. It gives you clear, power 
ful selling arguments that immediately appeal! 
to every safety and cost conscious plant 
operating official 


No Big Inventories 
acco Registered * distributors have the 
additional argument of immediate deliveries 
from stock—without tying up important 
capital. acco’s “assemble your own” program 
provides for a minimum stock of acco Reg 
istered* Slings (both Strand-laid and the 
super-flexible CABLE-LAID), Safety Shackles, 


Hooks and Sling Legs. You can easily assem 
ble number of 
combinations enabling you to deliver imme 


these into an almost infinite 
diately a variety of slings which meet 85 


of all the lifting requirements of industry 


No Technical Training Needed 

Complete, easy to understand literature 
shows you how to easily select the right sling 
combinations for all of your customers, and 
eliminates any need for technical training 


Easy To Sell 
Selling acco Registered* Wire Rope Slings 
is easy. In addition to a complete line with 
exceptional sales features, ACCO gives you 
literature, mailing pieces, charte and other 
items and a complete program of trade paper 
ad vertising 
Call your ACCO representative today for 
details on the extra profits available with the 
ACCO Regiatered* line. If 
know him, get in touch with any 
of the branches below 


already 


AgCcO 
/ id | 


you don't 


*lrade Mark Beguwtered 


American Chain & Cable Company, Inc., Wire Rope Sling Department 





Wilkes-Barre, Pa, Atianta, Chicago, Denver, Houston, Los Angeles, New York, Odessa, Tex., Philadelphia, Pittsburgh.” 


Portland, Ore., San Francisco, Bridgeport, Conn 


in Canada: Dominion Chain Co., Lid., Niagara Falls, Ont 


wane 
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at the Polls! 


When all the shouting is over and the last 
campaign speech has been made, isn’t this 
what all the struggle is really about? 

You and your neighbors are going to march 
to the polls November 6 and settle things the 
American way. 

Not by fists or by force, not with a penalty 
if you don’t vote, or the secret police checking 
up to see if you did. 

You'll vote because it’s the thing to do. 


Vote as you please, of course—but vote. 
Vote for the party and the candidates you 
honestly believe will represent you best. 
But also vote because you believe in this 
democracy of ours and you want to keep it 
the way it is—a country where you can have 
your say and nobody else can say it for you. 
Everybody you know 
will be there. 
We'll see you at the polls. 


VOTE NOVEMBER 6th! 
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NEWS, IDEAS AND INFORMATION 


MECHANICS HAND MEASURING TOooLs ane 


PRECISION INSTRUMENTS DIAL INDICATORS 


OF INTEREST TO STARRETT DiS- 


Stet. Tareas PRECISION GROUND Fal STOCK 


SINCE 188O WORLD'S GREATEST TOOLMAKERS «+ 


TRIBUTORS AND THEIR SALESMEN 


ered BAND ENIVES 


THE L. S. STARRETT COMPANY Pe) oe ee ee 


BASIC EQUIPMENT FOR METALWORKING SHOPS 


You'll Find Many Opportunities 
to Sell Starrett Vernier Gages 


New plants, expanding plants 
and plants changing their product 
lines are all in-the-market prospects 
for Starrett shop equipment tools 
You'll find it easy going when you 
stock and sell the complete line of 
Starrett Vernier Gages and other 


precision measuring tools 


No. 454 Series Vernier Height Gage 
, ‘ nd set-up wor 


pme f 


No. 448 Vernier Depth Gages 
ynger blades pr de f 
rf j dept 
h ndit be | re ' 


lool engineers, toolroom super 
visors, machinists, tool and dis 
makers, inspectors everyone 
who has a say in buying this type of 
equipment is a strong rooter for 
Starrett 


class of tool, there is only one kind 


They know that with this 


to buy — the best. Purchasing agents 


! 


which pera king reading f ae 


No. 354 Height Gage With Siotted 
New N i 


orut 


No. 359 Universal Bevel Protractor 


} ‘ . 
. z a? 


lee i 


know this too ind wladly no long 
with the overwhelming preference 
for Starrett Vernier Gages 

Here are some of the precision 
measuring jobs that call tor the ul 
timate accuracy of Starrett Vernier 
lools. You'll tind them everywhere 


Wherever 
you ll find 


in big shops ind small 
you see jobs like the s< 
ikeen interest in the design fe tures 


that make 


supe riorto any othe rs 


Marrett gages so tar 

and you'll 
find sales opportunities that will 
vive a healthy boost to your monthly 


quota 


No. 122 Vernier Calipers 
ie ’ { 


Gear Tooth Vernier Calipers 
‘* j eat j 





American Chain Now MAR! ED 


-for quick Identification 
-for approximate Measurement 
-for full Protection 


CC 


products 


ACCO now comes up with a great 
new idea in chain selling—an idea 
that will not only increase your sales 
of AMERICAN chain, but will save 
you time and trouble while building 
your profits! 

From now on, ACCO chain will be 
color-marked, approximately every five 
feet, with a self-identifying band of 
stick-tight tape. The tapes, each 
bearing the name ACCO and the grade 
of the chain, will be in standard 
industry colors as follows 


GREEN for ACCO Proof Coil 

RED for ACCO BBB 

BLUE for ACCO High Test 
for ACCO Alloy 


Containers are marked with the same colo 


Quick Identification « These new 
markings tell you and your customers 
instantly what grade the chain is, and 
who makes it. This makes selling easier 

and makes buying easier and faster 
It eliminates the possibility of confu 
sion or error 
Easy Measurement « Because one of 
these bright, durable tape markers ap 
pears approximately every five feet of 
the chain, it is a simple matter to 
measure off the desired length of chain 
in seconds 
Full Protection « These color 
identification markers assure the user 
that he is getting genuine ACCO made 
chain of the type he wants ind in the 
length he wants. No chance for any 
thing to go wrong. Even a color-blind 
person can identify these chains by 


reading the clear markings’ 


Vow, more than ever, it will pay you to 
stock and push AMERICAN chain! 


ACCO American Chain Division 
~ AMERICAN CHAIN & CABLE 


York, Pa. Atlanta, Bost hicago, Denver, Detroit 
Los Anget« New York, Philadelphia Pittsburgh 


Portiand, Ore an Fra Bridgeport, Conn 





